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PHOENIX TABLE MAT CO. 
1718 East 75th Street 
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p line & 
xg sult 


ev ery ’ 
customer * 


need 


#0-—The right price for 
your largest market — the 
homeowner. Perfect for 
window sash work and tight 
quarters. 


WOOD SCRAPERS 


Designed to do a cleaner job—easier 


#40—7” overall length and perfect balance 
combine to make this all-around scraper the 
fastest seller any dealer can stock. 12 
double blade. 


# 50—The fastest wood scraper on the mar- 
ket. 9” length gives perfect leverage in any 
position. Shaped to ease and speed scraping. 
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Interchangeable Scraper Blades 
Stock Red Devil Blades for re- 
peat sales. All Red Devil Blades 
are replaceable (except #0) 

a saving for your customers and 
an added profit-maker for you 


y P1-1M4C P23.3 40 8 9 13 RAZOR GLAZIERS OPI 410 
PUTTY PUTTY WALL wood WOOD SANDPAPER BLADE POINTS POINT GLASS 
KNIFE CHISEL SCRAPER SCRAPER SCRAPER HOLDER HOLDER ORIVER PLIER 


2”’ double blade. 


#8— Perfectly balanced pistol grip 
promotes more even scraping—reduces 
hand fatigue. Requires less pressure to 
remove tough, old finish or even down 
rough spots. 21/2” double blade. 


#CS-1 —Keen cemented carbide 
blade lasts 100 times longer. 4 
edges, 4 different-shaped corners 
remove paint from metal, wood, 
masonry, etc., with ease equalled by 
no other scraper. All-steel, finely 
balanced handle. 21/2” blade. 


# WS-7 — All-aluminum handle 


makes this the perfect scraper? 


for heavy duty and long use. 
Designed for fast, effortless 
scraping with perfect leverage 
in all positions. 24%” double 
blade. 


IRVINGTON 11, N. “ U.S.A. 


33 23 EF-2 
PAINT PAINT GRADY FLOOR FLOOR ELECTRIC LOO! 
CONDITIONER CONDITIONER WEDGES SANDERS POLISHERS FENCER POLISHER 
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now KWIKSET offers 


two great lockset lines 


THE NEW “600” LINE 


Available in all 
popular functions 
and finishes for fine 
residential and 

* commercial 
building. 


Te AEA OIG HORUS, cA aie 





; cae THE ECONOMICAL “400” LINE 
long use. A quality lock for quantity building 


ffortless 
per 6 . More than 
omnes i 19,000,000 placed 
gS re in unconditionally 
guaranteed service 
since 1946. 


kwikset sales and service company, anaheim, california 
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this beautiful 3-piece 


b service SET \\y 


HES 


1 custom-designed to match the 


UNIVERSAL 
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Coffeematic alone— 


$29.95 
$24.95 value for only $9.95 
Tray, S Bowl and C r A ‘ ‘ 
ee ee ee MAKES SALES EASY! One look at this luxurious service set 
» Matches Coffeematic design and every customer will want it. And it’s theirs for only 
» Big 12% inch tray $9.95 extra when they purchase a Universal Coffeematic. 


Use one as a Coffeematic display on your counter backed up 
by the beautiful, full-color display card. Then watch your 
Coffeematic sales climb when you show them this big $15 saving! 


NOTHING TO STOCK-— Each Jubilee 10-cup Coffeematic 


» Sugar bowl and creamer 
» Rich, chased decoration 


» Gold-lined interiors 


madi OY will contain a special offer certificate. Your customer merely 
INTERNATIONAL SILVER CO. 8¢045 it in with her check or money order direct to the factory. 
World's Largest Silversmiths Her Service Set will be sent postpaid. 


ASK YOUR DISTRIBUTOR how to get a Universal 
Service Set for Display in Your Store! 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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MADE IN USA. , 
MeRCaN CHAIN. AND CABLE COMPANY 
MERICAN CHAIN DIVISION-=--YOR 


Show It to Sell lt 
@ This old saying is certainly true when it comes to 
selling chain. There is something about the “‘solid”’ 
feel of chain that makes men like to handle it. And 
when they can get their hands on it, they usually 
think of a swing that needs some, or a fence or gate 
that could be repaired, or something else. 

These two AMERICAN Chain displays make it easy 
for you to show chains... and for your customers to 
buy chains. They will increase your chain sales. 

Mark them down now and order them from your 
AMERICAN CHAIN wholesaler. Buy...Sell AMERICAN. 


American 
AMERICAN CHAIN DIVISION Chain 
AMERICAN CHAIN & CABLE 


. © fe York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
MARK \S Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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Just Among Ourselves 


Informal Editorial Comments 
By W. A. Phair 


1954 is a good time to start... 


While there may be some cynics among us who scoff at the custom of making 
New Year’s resolutions, I still think there is much merit in pausing briefly, as we 
hang the new calendar, to appraise our experiences of the past year. 








For those who feel they made no mistakes last year, this is obviously a waste of 
time. But for the rest of us, and I think this means most of us, who feel we could 
improve on our activities of the past year, a little retrospection might prove profitable 

For example, how many dealers continued in 1953 to spread their business among 
a dozen suppliers, instead of concentrating it with three or four? We all know that 
spreading one’s buying too thin makes one relatively unimportant to all sources. On 
the other hand, concentrating purchases, tends to make your account important to 
your suppliers, an importance that can pay off in emergencies. 

It’s not always easy to say No, especially when the salesman is a likeable fel- 
low. Yet, if you’re serious about getting the most out of your store, you'll have to 
learn to say No more frequently. 

1954 would be a good time to start saying No. 

As wholesalers, did we forget in 1953 that the only real commodity we had to 
sell was Service? If we permitted back orders to build up in volume, as many did, we 
were not performing this service adequately. 

Is it reasonable to ask dealers to concentrate their purchases among a smalle) 
number of suppliers, and then have the dealers find their orders coming back short? 
Excessive back ordering is a sure way to drive dealers to other suppliers. 

1954 would be a good time for giving more thought to the meaning of Service 


As manufacturers, did we make a serious attempt to have our promotions truly 
useful and practical at the dealer level? Did we review our plans with the dealers 
who were expected to use them, before we busted loose? Did we check our timing t« 
make certain we had adequate lead time? 

Or were we so impressed with our own knowledge, and perhaps blinded a bit 
by the glamour of “consumer advertising,” that we forgot to make sure what we 
were doing was useful at the retail level? 





1954 would be a good time for manufacturers to resolve to get closer to the 
retail firing line. 

How many of us in 1953 persisted in casting covetous glances at the green pas 
tures on the other side of the fence and neglected to cultivate our own normal fields? 
Too much loose thinking about the value of the other side of the fence can ruin the 
~oil which nourished us in the past. 

1954 would be a good time to concentrate on doing a better job in our normal 
fields, before exploring new ground. 

As dealers, how many of us were guilty of concentrating on setting up direct 
deals, while at the same time complaining that wholesalers shouldn’t serve othe) 
outlets ? 


As wholesalers, how many of us were guilty of claiming the support of inde- 
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Just Among Ourselves 


informal editorial comments 


pendent hardware dealers, and in the meantime persisted in selling outlets that are 


detrimental to independent dealers? 


Certainly every businessman is free to set his own buying and selling policies, 
but 1954 would be a good year to practice being more consistent in our policies and 


behave as we would have others behave. 


And last, but not least, let us hope that in 1954, those manufacturers who claim 
to have Fair Traded prices, will either enforce them or drop the claim to price 
maintenance. With one or two notable exceptions, Fair Trade prices in 1953 seem 


to have been used more to bluff the smaller 


retailer into maintaining a price, while 


permitting discount houses and others to completely ignore them. 


1954 would be a good time to either enforce a Fair Trade price, or drop it 


If we could all live up to just a portion « 
a very pleasant as well as profitable year. 


We very much hope it will be. 


Housewares Is 
Big Business 


Housewares is big business in hardware stores 
these days. According to the information we 
have been able to gather, it amounts to close to 


$750 million a yvear at the retail level. 


The largest growth in housewares sales of 
hardware stores has occurred largely in the post- 
war period. It has been a healthy growth, and, 
generally, a profitable growth. 


One important characteristic of the expansion 
of housewares departments has been that it has 
enabled hardware stores to attract women shop- 
pers at a time when the woman shopper has been 
growing in importance. 


In doing this, it has had the secondary in- 
fluence of strengthening the role of the hardware 
store as a family store. 


The large chains spend great sums of money 
each year in efforts to humanize their outlets and 
to have them thought of as family stores. The 
average hardware store has these features, but 
too often neglects to exploit them. Housewares 
presents & prime opportunity to exploit this 
characteristic. 


Housewares, like any line in a hardware store. 
needs attention if it is to pay its way. In many 
Ways, lt requires a specialized attention. 


In an effort to focus more attention on the 
potentials of the housewares department, this 
issue contains the HARDWARE AGE annual House- 
wares Merchandising Guide, beginning on 


page 95. 


8 


tf these resolutions, 1954 should indeed 


Store Management Editor Rod Keagy, who 
has been responsible for the planning of this 
Guide, has called upon authorities in every phase 
of the hardware field for guidance and advice 
in putting together the facts on what it takes 
to make a really profitable housewares depart- 
ment. 


You'll find it worth your while to read this 
Guide carefully. If, by chance, you feel you are 
an expert on housewares selling, we suggest 
reading it anyway, especially the article on self- 
service. You may well find some new angles that 
can be put to work for you. 


Don’t neglect your salespeople, either. Have 
them read the guide. There are many ideas in it 
that they can use. The Guide would also make an 
excellent basis of a sales training meeting. 


For example, you might profitably devote a 
sales meeting to ways and means of building 
more self-service sales in your housewares 


section. 


Thanks 


I wish it were possible to personally acknowl- 
edge and thank every one who so thoughtfulls 
remembered us with their holiday greetings. 


We appreciate most sincerely your cards, youl 
notes and your phone calls. These little reminders 
of pleasant friendships are highly valued by all 
of us. 


While it is not possible to thank each one of 
you personally, the entire staff joins me in tak- 
ing this means of saying, Thanks. 
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NO OTHER LOCKSET in the low-price field 
OFFERS YOU SO MUCH... 


LOCKWOOD’S NEW “C” SERIES 


1 Quality & performance 


@ All brass or steel parts, no substitute 
metals. 


@ Full-size, solid brass 5-pin cylinders. 


effect. 


@ 3 styles available 





3 Smart, informative packaging 


@ Strongly made boxes are ingeniously designed to 
give lockset full protection. 


@ Cradling insert in box holds lockset, serves as 
marking template, gives installation instructions. 

@ Graphic labeling shows contents of box with 
clear illustration, complete description. 


@ Boxes packed in colorful carton and carton 
clearly labeled as to contents. 






Reversible without change. 
Complete functions, all field- 
tested and proved under 
severest conditions. 


Easiest, most. foolproof in- 
stallation . . . get complete 
information on the unique 
Lockwood SPEEDRIL. 


2 Colorful sample mounts 


@ Handsomely finished in attractive new sprackle-textured 


@ Descriptive information to tell how locksets function. 


Y, as illustrated; X, same without 
handle grip; Z, single lock mount. 





Z / LOCKWOOD HARDWARE MANUFACTURING COMPANY 
Fitchburg, Massachusetts 








ashington 
NEWS and Views 


By Washington Bureau of 
HARDWARE AGE 


New Loan Policy Seen As Spur 
To Housefurnishings, Building 


Boosted sales in home furnishings and appliances, 
furnaces and air conditioners, can be 
expected if the White House pushes through legisla- 
tive recommendations of its 
housing policy 


from fans to 


advisory committee on 
other retailers 
longer term improvement 
The market is estimated to 
be at 25 million home owners of which about half are 


hardware stores and 
larger, 


and modernization loans. 


Important to 
are proposals for 


mostly mortgaye-free. 

A feature is a proposal for setting up “open end” 
loans. That is, the amount to be left open so the bor- 
rower could go back later for more if needed 

The present maximum would be increased by $500 
to a new top of $3,000; the term of loan would be ex- 
tended a maximum of five years. 

Basic idea is to make home ownership more attrac- 
tive, more available to lower income groups; to keep 
new home construction above a million-a-year 


OUTLOOK—Expenditures for repairs, fix- 
# up, and modernization now run about $7 bil- 


lion. Total could probably be increased 40 pet. 


Tax Outlook: Little Change 
In Excises on Hardware 


Full details of the Administration’s tax program 
are due for disclosure within the next few days. 

It now seems clear that the Treasury will not oppose 
the automatic drop (average: 10 pet) in individual 
tax rates that became effective on Jan. 1. 

it will not ask that this reduction be retroactively 
canceled. 

The promise of reduction in tax rates applying to 
corporate income is colored by many political angles. 

The Treasury may ask that this reduction (sched- 
uled for April 1) be postponed. If so, it will find plenty 
of opposition within Congress. 

Compromises are now under discussion at the Capi- 


10 





tol. One plan is to continue the corporate rate at 52 


pet; to continue all excises, with the exception of those 


applying to luggage, jewelry, furs, cosmetics, and 
movie admissions; but to cut each of these from 2¢( 
to 10 pet. 

As a vote-getting plum, Congress may vote an extra 
5 pet cut in individual income tax rates 


OUTLOOK- 

excise reduction, plus any “bonus” 
e to reduce the corporate rate from 52 to 50 
pet. Either 


items are due for little if any change 


Alternative is to postpone al 
tax, and 
on hardware store 


way, excises 


Congress Reacting Favorably 
Towards Delivered Price Bill 


Congressional moves to clarify the legality of de 
livered prices will rate a high priority this year. 
A long as steel and other heavy industrial products 


enjoyed ready markets, there was little disposition 
within Congress to act on the so-called “Delivered 
Price’ bills. 

But changing market conditions of the past six 


months have altered the picture. Many firms today 
are being forced to quote delivered prices in order to 
gain new customers and to hold their regular cus 
tomers. 

Both Senate and House members are being alerted 
to the need for legislative action in this direction. 

Under present plans, Congress will pass, and Presi- 
dent will sign, legislation making it 
crystal-clear that any manufacturer may quote de- 
livered prices on his products, provided that the prices 
are arrived at in the absence of collusion and are set 


in good faith to meet competition. 


Eisenhower 


OUTLOOK—The result, if this proposal be- 

comes law this year, should be a larger num- 

% ber of sellers, thus providing smaller retailers 
with the advantages of competitive prices. 


(Continued on page 200) 
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No. 5 
$1.75 Retail 


2” case. Ruggedly built 
- . « heavy-duty brass 
locking lever. 






No. 1 
$1.50 Retail 

1%," case. Powerful pro- 
tection ... extra-strength 
riveting, 
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No.3 ~- 
$1.25 Retail 


1%" case. Strong, 
dependable. Patented 
protection against 
jarring open. 


In the “Secret Service” series, Master craftsmen bring together 
the two most famous principles of lock-making: 


1. Laminated case construction . .. recognized as the world’s 
4 most powerful. 


4 2. Brass cylinder, pin-tumbler locking mechanism... acknow- 
%, ledged superior security. 
\ ) 
ra For the finest in padlock protection — offer your customers a 
No. 7 Master “Secret Service” lock . . . no greater security at any price. 


$1.00 Retail 


1-3/16” case. Small, 
compact... yet 
provides maximum 
protection. 


Ask your jobber 


OTHER OUTSTANDING “SECRET SERVICE” FEATURES: 


@ Tough, hardened steel e Available with 1%.” to 2%,” 

shackle...super strength. shackles . . . $3.00 retail per 
dozen extra. 

@ Extra heavy solid brass 


locking lever e@ Master-keyed ... $6.00 retail 


per dozen extra. 


@ Cadmium rustproofing @ Keyed-alike . .. no additional 


throughout. charge. 
@ Individually boxed ... @ 9%” attached chains . . . $3.00 
a colorful selling display. retail per dozen extra. 


Make sales faster with 


WER OSU'S 


EVERY ONE AN OUTSTANDING VALUE 


World's Leading Padlock WManufactu nerd 
Master Jock Company, Milwaukee 45, Wis. 
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LATEST INFORMATION ON 





Bit Assortments 
These Jiffy-Job bit special deals 


are offered at less than regular 
cost. The H-4 assortment (illus- 
trated) consists of four bits in 


sizes of 144, *%%, % and % in.; it is 
priced to dealer at $2.20 and retails 
for $3.29. The H-6 assortment con- 
sists of six bits in sizes of 1, 5/16, 
38, I, % and 4 in.; priced to 
dealer at $3.33 and retails for $4.98. 
Both assortments are packaged six 


cards to the box. Sets are securely 











mounted on colorful display card, 


which features product 
story. Each bit is held in place by 
removable spring clip which can be 
easily ga- 
rage, etc. Special price offer expires 
April 30, 1954. Irwin Auger Bit Co. 


For more data circle No. 1 on postcard, p. 215 


strong 


mounted in workshop, 


Barrow Cart 

This barrow cart can be used as 
an all-purpose garden cart. It has 
one-piece seamless steel tray, sturdy 
one-piece adjustable tubular steel 


12 





voke handle for better balance in 
pushing, and flat-bed tray low to 
ground for easier loading, trans- 
planting and dumping. Two rubber 
tired all-steel wheels have easy roll- 
ing bearings. Tray is painted red, 
and handle are ivory. 
Shipped in single carton. Buch Mfg. 
Co. 


For more data circle No. 2 on postcard, p. 215 


wheels 


Saw Carrying Case-Table 
Carrying casé for portable saw 

into a bench table for 

grinding, sanding, buffing, and hori- 


converts 


zontal drilling. Saw weighs 6 |b. 
and retails for $29.95. Carrying 


case holds saw and several attach- 
ments. Opening into bench table 22 





in. long, 14 in. wide, and 11 in. high, 
it can be bolted to any convenient 
surface. Adjustable rip fence and 
mitre gage are provided as acces- 
Case-table retails for $10.95 
Portable Electric Tools, Ine. 


For more data circle No. 3 on postcard, p. 215 


sories. 


Lawn Razor 

Lawn razor cuts and trims grass 
actual 
any 


has an 
and 


ground. It 
edge 


close to 


razor blade uses 





Couble edge razor blade. Made of 
steel with wood handle shaped to 
fit hand, razor guard 
that folds Comes 
equipped with nine blades, and folds 
storage. Six lawn razors, 


has safety 
into handle. 


for easy 
each in individual packages, come 
in a display carton. Free descrip- 
tive folders and advertising mats 
are available. North Wayne Tool Co. 


For more data circle No. 4 on postcard, p. 215 


Barbecue Sets 

Three-piece stainless steel barbe- 
cue set No. 443 (illustrated) and 
five-piece companion set of stainless 
steel are feature items of the nine 
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Want more information on these 
products? Then use free post 
card on Page 215. 
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new additions to the 1954 Androck 




















1. high, @ outdoor cooking tool line. Barbecue 
venient @ <ct includes 22 in. fork, 22 in. ham- WITH YOUR 
ce and §& jure turner, each with leather ng 
acces- 4 tongs, and a 17 in. hollow ground | AND OTHER DEALER |} 
$10.95. § French chef knife of hardened high Yr SALES HEEPS | 
© carbon steel deep frozen to keep a 
d,p. 215 @ sharper edge, all packaged in a Tool Display 
g three-color gift box. Companion set, Here is an action display that is 
No. 445, contains fork, turner and offered free with eight tools carried 
s grass : in regular stock: four E16C 16 oz. I 
actual nail hammers, two E208 20 oz. rip- 
S any 
4 - 
] three attachments. Measuring 9'4 
in. square and 2'% in. deep, display , 
is colored in red, black and vellow. 
Black & Decker Mfg. Co. 
3 For more data circle No. 6 on posteard, p. 215 
Kitchenware Line 
Ripple Chrome kitchenware line, 
made of chrome steel, includes 
four-piece canister set which re- 
tails for $6.95; bread cabinet, 





17x11x10 in., $7.95; step-on-can 
with 17-qt. seamless, white porce- 





chef knife but with stainless steel lai y Spree 
: be é ain pail and plastic odor-seal cover ' ” 
hang-up rings, and two 17 in. stain- ete, nent oe ping hammers, one E2H hatchet and 
ring, $8.95; waste basket of 26-qt. 


ade of less steel skewers. Washburn Co. . pte one E24A belt axe. Display is port- 

ed to capacity, $4.95; and all-purpose : . . : 

I For more data circle No. 5 on posteard, p. 215 F ic i C C Ii ti able for window or counter and 1S 
a “O00 arrier-Cover ombination ‘ 

guard mares battery operated (five weeks on one 


aa ' Screw Driving Attachment —. | flashlight battery). Display and 
as 01S acke j yne car : isplay 
d fo A Hardware Week Special, this 4 | nn rf tools packed in one carton; di pl Ly 


razors, alae : ra is 15x15x7 i Jisplay selection 
scoala Utility Screw Driving Attachment i xitey in. “yr. ee 

, come ne ers ". £ 7 No. D-8, cost dealer $20.73; retail 
anal handles from No. 5 to No. 9 wood Ng oi ; Vita. C 

: p ‘ , a ‘ » is $81.10. Estwi ] : 0. 
ai screws. Complete instructions come ; value is $51. siti 19 
: - ith each attachment which in- For more data circle No. 7 on postcard, p. 215 
ool Co. : ‘ : : 
d, p. 215 cludes: bit with finder for slotted 


Mouse Trap Packaging 


Here is a new transparent 2-pac 


head screws, bit for Phillips head 
screws, shank for using attachment 


with any 4 in. drill, second shank for the Cant Miss line of mouse 
barbe- to use with Utility 4% in. drills or or. traps. New packaging includes two 





1) and 14 in. All-Purpose drills. Display traps in a polyethylene bag deco- 
ainless merchandiser is given free with rated with pastel green lettering on 
ie nine purchase of assortment containing a on page 212) (Continued on page 244) 
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HARDWARE 
Oct. 
Oct STORE 
SALES 
Oct. 
1952 $24 
(Seasonally 
unadjusted) 
{in millions) | 
Sept. ) 
1953 - 
Source’ U.S. Dept. of Commerce j 
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Retail Trade Expected 
To Have Good Year, 
Slightly Under 1953 


The annual flood of business pre 
dictions seems to add up to one 
that retail business in 1954 


won't top 1953 but it should be one 


thing 


of the best sales years. 

While it now appears most like 
ly that 
industrial 


there will be a decline i: 


activity, records show 


that consumers have tremendous 
buying potential. 

During the third quarter of 1953, 
Americans added $3.3. billions to 
Nearly half of it 
went into bank accounts. 


their savings. 


Early reports from department 
stores in major cities, indicate that 
a buying surge never quite devel 
oped during the holiday selling 
season. 

mild weather in 


most parts of the country was held 


Unseasonably 


the cause of the slow start it 
Christmas buying. 

The last minute Christmas rus} 
was a real one, according to pre- 
liminary reports from department 
New York City stores re- 
ported that sales for the Christmas 
week might be close to 20 pet ahead 
of the like week of 1952. 


The week before had not been so 


stores. 


14 
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> Building Will Buoy Economy 





HARDWARE BUSINESS ?| 


> Parcel Post Changes Studied 


> Christmas Trade Lower 


yood, however, according to Fed 
eral Reserve reports. Only two of 
12 districts—Richmond and Atlan 
ta- showed increases over the like 


eek of 1952. 


Predicts Sales Rise 
After First Quarter 


Retailers can anticipate a 10 pct 
increase in 1954 business after they 
hurdle the obstacle of 1954’s first 
quarter, says Max Hess, Jr., presi- 
dent of Bros.’ department 
store, Allentown, Pa. 


Hess 


Mr. Hess reported a reluctance 
in Christmas buying on part of the 
consumers and predicts this reluc- 
tance will be carried over through 
the first quarter. However, he adds, 
consumers will have the money to 
spend and stores that go in fo 
heavy selling and strong promo- 
tions during this period will sur- 
vive. Those that plan to 
along until Easter may be faced 
with disaster, he adds. 


coast 


Basing his outlook on present 
business conditions and industrial 
prospects for the months ahead, 
Mr. Hess says that the predicted 
increase will come only to those 
merchants who keep their opera- 
tions and inventory flexible enough 
to meet changes in consumer buy- 
ing habits. 


HARDWARE AGE, JANUARY 7. 
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Building Contractors t 
Expect Busier Year | 
Most building contractors expect F 


to be busier this year than in 1953 

reports Standard Factors Corp., as J 
a result of a survey among 1145 
Most of the | 
good | 


builders in 11 states. 
builders, however, expect a 
deal of their work to come from 
‘ontractors for enlarging older 
homes and_ reconditioning 
homes. 


older 


Chain Store Volume 
Hit by Warm Weather 


Unseasonably warm weather ove? 
most of the nation in Novembe) 
was given as the reason for sales 
declines of many chain stores, mai 
order firms and soft goods compa 
nies. Seventeen of 30 such firms 
reported sales drops in the month 

All three major mail order firms 
reported a sales drop, even thougt 
percentage declines for Novembe) 
were generally less than Octobe 
month-to-month changes. 

In the junior department store 
field, Mercantile Stores moved up 
1.9 pet, but J. C. Penney dipped 4.3 
pet, and Interstate Department 
Stores dropped 3.5 pct. 

Sears, Roebuck reported a 2.7 pet 


(Continued on page 276) 
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PACKS AN ATOMIC WARHEAD! 








Hits Like An Atom Bomb — 


Mushrooms Sales 
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fc iil Pac SUPER 
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| ROCKET 150 


Guaranteed Profits 


5 


TOOL SELLER 


Ss expect : 


a 
in 1953. | | fe bt Put it anywhere in your store — 
au! re } ik . | Where traffic is heaviest... 
pe! the | Ped ; NT AL watch the profits roll in! 

a good 
ne from ; : = ; Join the throng of wide-awake dealers 
: a who have already proved to themselves 
- that they can make more profits faster 
with the P&C Self-Selling tool display. 
4 to 6 turnovers a year not only 
her sounds good, it is good when you put 
wah this silent salesman to work for you! 
ovember Nearly 10,000 Dealers gets Ue ener tenn 


or sales have Latched on to about the P&C Proved Profit Plan— 

‘es, mal This Hot-Selling Way get started with this extra-profit 
compa 2 bombshell NOW! 

‘firm: to Insured Profits 

- month. | 


er firms 





thougt 
ovembe} 
Octobe) 
oe PaC HAND FORGED 
ovea up 
See TOOL COMPANY 
Box 5926-A, Portland 22, Oregon 

a 2.7 pet 
76) 
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GILTON 


BOOTHS 449-451 


CHICAGO 
HOUSEWARES 
SHOW 
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Deluxe style lead- 
er features curved 
back, larger seat, 
rubber-matted 
steps. For your 
customers who de- 
mand the finest. In 
red, blue, yellow, 
green, black and 
white. 


\, List price 15.45 


% i LTO N MANUFACTURING CORP. 


The hottest ifem in Gilton's 
quick turn-over line is this 
famous budget-priced chrome 
plated upholstered step stool. 
Steps fold under seat easily 
and securely. In red, blue, 
yellow, green, black.and 
white. 


B30 Gilton gives graceful tubular 


steel a striking ebony 
wrought-iron finish and con- 
trasts it beautifully with 
nubbe finish Duran in 6 deco- 
rator colors: Carmine, tur- 
quoise, chartreuse, coral, 
grey, and canary. 
List price $12.95 


, 145 58th St., Brooklyn, N. Y. 


Nobody except GILTON 
makes an upholstered 
chrome step stool at any- 
thing like the quality and 
near the price of this fab- 
ulous seller. In red, bive, 


yellow, green, black, white. 











CATALOG 
SHEETS 


10” 


sILTON 
Catalogue . 


it 
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Don’t 
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Heals from GILTON! 






bey: 3-9 Cost 24" 2 puy: 1-540 Cost OK" 


1-$75 
















You Get 1-S40 (List Price $8.95) You Get 1-S40 (List Price $8.95) You Get 1-S40 (List Price $8.95) 
For $3.00 For $3.00 For $3.00 


Youmake 18” | Youmake 18* | You make 18” 





aces 
ol at any- 
“yo ae EXTRA PROFITS EXTRA PROFITS EXTRA PROFITS 
red, blue, GALORE in '54 GALORE in '54 GALORE in'54 
ack, white. 
| To oI ° ' 
oe 
v/And here’s the Promotion that goes with it! 
f 
wv: 


A Full Page Ad in Color kicks off the Biggest 
National Advertising Campaign in Gilton History! 


| Month after Month your Best Customers 
will be Pre sold Gilton in 6 Great Magazines 


A host of Free Merchandising Aids to help you 
Tie-in and Cash-in! 


CATALOG 
SHEETS — 





STATEMENT CON 
ENCLOSURES oy 


It all adds up to 















Don’t Delay! Offers end March 15 — Call your Distributor now! 


Something new in kitchen cutlery ! 
7 NEW CARVEL HALL = 
HOMEMAKER SETS” 

WITH BLADE-BAR! 


To retail from $9.95 to $26.50 

















ADVERTISED IN 


New Carvel Hall knives twice 


as sharp...twice as profitable! 


Now more than ever Carvel Hall Kitchen Cutlery is packed with 

sales appeal. Seven sparkling new sets . . . unbelievably sharp... 

with Carvel Hall’s exclusive Blade-Bar* offer you more sales, more 

profits. Crafted from the finest stainless steel (with mulybdenum) 

... unconditionally guaranteed ...and priced to move off your 

shelves faster than you can stock ’em. Call your Carvel Hall Dis- FINE CUTLERY 
tributor now or write direct for complete information on how you b y Briddell 
can stock and sell this fast-selling line. Also sold individually. 


CHAS. D. BRIDDELL, INC., CRISFIELD, MARYLAND 


* patent applied for 
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SALES- TESTED RUBBERMAID 
DISPLAY UNIT 


A COMPLET 


E Se f 
MAID DEp 


Self-Sery ing RI 'BBER. 
ARTME NT! 

Turns g feet of Counter SPace inty Near], 
of ey Catching, ‘rathe-stopping 
display of Rubbermaig. On! 530.00! 


24 feer 


attracts Customers, draws 
Multiple Sales! 


Lighted Panel s 


UCTS in Color 
Comp 


hows Rubb 
and ' 


aCl size 
Width 2 #5 
tions e 


ermaid Prod- 
- OVeral] 


ig height .. 
4SY, Saves Space! 


‘IN-use"! 
length 19°" 
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‘Makes selec. "MS they 5 


! ads in 


YOU Carry the Ite 
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BRAND-NEW Co1 pry “SALES-STARTER” 
DISPLAY FOR HaRDWape STORES 


Perienced big y 
R ubberma id, 


who have 


ume and big Profits with 


29 inches floor Space! 
fast-moving Rubber. 

Rigid, long-last; -down, 
Yours FREE , ary Gift, 
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At the 
HOUSEWARES SHOW 


CHICAGO, JANUARY 14-21 


COUNSELOR 


THE PIONEER OF BATH SCALE DEVELOPMENT 


witt UNMASK tne 
GREATEST TRIUMPH 


in the history of 





















the scale industry 
Doni fact 
ace tl { 








Here, at last, is the 
most important advancement 


in the scale field... the result 





of years of intensive study 


and research. 


BOOTHS 267-269 
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STEADIEST SELLING Housewares in . the way © 
the history of hardware retailing Look indiracks ra 
Your SALES and PR 









Handirack’s the towel rack that’s packing a 
bigger PROFIT punch in the sales of lead- 
ing hardware dealers all across the na- 








tion — dealers who account for the major When a customer buys 
dollar volume in housewares! ONE Handirack for the 





No other towel rack on the market today 
equals Handirack for value and buy 
appeal — and here’s why: 









Handirack retails ul under $4.00 — yet costs you 












only $2.25 
Handirack has 10 feet of gleaming, ultra smooth ... it frequently suggests 
hanging space a SECOND Handirack for 
Handirack is the housewife’s favorite for bathroom, the kitchen... 





kitchen and nursery 

Handirack is compact, easy to lift and slide, with 
non-marking plastic feet 

Handirack is SOLD DIRECT ONLY — no salesman 
will call 











... and a THIRD Handi- 
rack for the nursery .. . 











Gentlemen: 


Please ship ..-Handiracks at $2.25 each SOLD DIRECT ONLY 


(packed 4 to a carton — 25 Ibs.; 4 cartons y 
; ile 
he Kf A 
> Mla [fs 
| \ 
oS ew Ww 







— 16 racks — 100 Ibs.) F. O. B. Worcester. 
Please include display cards and newspaper mats. 


| realize over-limit size of carton prohibits e €: 


shipment by parcel post. is 
Noame.................. = Nes = Age Le 


= = an 

















<n mete Join The Handirack Parade t 
oo of Profits RIGHT NOW! ‘ 
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Deluxe STOVE and UTILITY MATS 
INTRODUCING X-54 


Exclusive Metaloid Finish For Longer Life 
New patterns * New ideas 
f° PLUS Xo 


Delexe HOUSEHOLD STOOLS 
and STEP STOOLS in all Models 


YY? AND 
UTILITY TABLES including a new + edie 


with built in 3-way electric outlet 


HANDY HOSE HANGERS always a hit 
/° ALL BACKED BY; 
a Helps and Promotional Ideas 
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FLINT CUTLERY 


SPRING SALE... 


three of EK 


Limited Time Offer! March 5th to April 2nd at retail! 


Prices Slashed on World's Best- 
Known, Fastest-Selling Cutlery. 
But you maintain Profit Margins! 


This is a sure-fire promotion .. . a proven 
business builder! Flint Cutlery is the world’s 
best-known. Now, a $1.49 Flint Steak Knife 
for 99¢, a $2.95 Flint Bread and Ham Slicer 
for $1.99, and a $1.95 Flint French Cook’s 
Knife for $1.29 are bargains no housewife 
will pass up. 

Cut prices on a top brand, heavily adver- 
tised line always increase business. This pro- 
motion will out-do them all! These three 
knives are not only hot sellers by themselves, 
but you can make them up in sets to multiply 
volume. 


BUY NOW TO BE READY! 





ASSORTMENT NO. 7052 
@ BUY NOW- SAVE $6.16 


YOU BUY 7 dozen open stock Flint vana- 
dium stainless steel knives in 
this permanent sales - building 
display case. 





YOU GET FREE 2 Flint Holdster Sets, Nos 
7006 and 7011, which when sold 
pay for the cost of the case! The 
permanent fixture costs you 
nothing. 


a 
ASSORTMENT NO. 740 
BUY NOW-— SAVE $7.22 ® 


39 open stock Flint vanadium 

YOU BUY stainless steel knives in this 
SENSATIONAL, BRAND NEW, 
PERMANENT DISPLAY—an ex 
clusive adaptation of a tested 
cutlery selling fixture. Uses 
less than ha #4. ed 


er 


YOU GET FREE iene 9°’ Flint Bread 
Knives which when sold pay 
for the cost of the case. The 
permanent fixture costs you 
nothing. 
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Promotion Backed With 
HEAVIEST ADVERTISING EVER PUT BEHIND 
A HOUSEWARES PRICE PROMOTION! 


This ad will run in 89 markets in Sunday pa- 
pers, plus big full pages in Life and Woman’s 
Home Companion. 


FREE WINDOW STREAMERS 
COUNTER CARDS — AD MATS 


... the greatest . 
name inhousewares — 


EKCO PRODUCTS COMPANY 4 
1949 North Cicero Avenue, Chicago 39, Illinois 


Also available from Ekco Products Company (Canada) Ltd., 
Toronto 


HARDWARE AGE, JANUARY 7, 1954 
HARDWAR 








BEHIND 
ON! 


uy pa- 


ANY 


linois 


nada) Ltd., i 


Y 7, 1954 


TAKE THE GAMBLE OUT 
OF YOUR FAN BUSINESS 








HANDYBREEZE 12" 
Safe-T-Guard Fan 


Close-spiral 


modern guard 
protects chil- 

dren or pets 
Oscillating, up- 
proof. In Frost 
Gray and Ice Blue 
AC-UL. #3392 
$27.95 List 


HANDYBREEZE 12" 


Here's top quality 
with a modest price! 
, Trouble-free 4-pole 
motor. Oscillating. 
Tip-proof. In Frost 
Gray and Ice Blue 
AC-UL. #3362-N 


$21.95 List. 


, oe: . 


ad ae 


Please send your FREE Booklet giving 
complete details on Handybreeze Cer- 
tified Stock Insurance Plan for fans. 


CHICAGO ELECTRIC DIVISION 


of the SILEX Company 


6333 W. 65th St., 


Chicago 38, Illinois 
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Handybreeze 


CERTIFIED 


STOCK INSURANCE PLAN 


Pre-season ordering will protect your fan profits for 1954! 
Buying Handybreeze fans now insures you against costly 
inventory carry-over because you qualify for the exclusive 
Handybreeze Certified Stock Insurance Plan. Modern, 
dependable Handybreeze fans are styled and priced for turn- 
over and profit. So—get the right fan line now, and elimi- 
nate ‘““‘weather worry” before the season starts. Order 
Handybreeze with the Certified Stock Insurance Plan! 


HANDYBREEZE BIG 20" 


Window-Aitre 
\ heavy-duty exhaust fan for office, 
apartment or home. Rugged 3-speed 
G. E. motor. Deep pitch Torrington 
blades. Safety guard inside, aux- 
iliary guard outside. AC-UL. #3394 
$54.95 List. 


HANDYBREEZE 10" 


Low-priced but with deluxe design. Oscil- 
lating. Powerful 4-pole motor Heavy cast 


base. In 


#3360-N. 


Frost Gray and Ice Blue. AC-UL 


$15.95 List 
. HANDYBREEZE 12" 
Reversible Fan 


For intake or exhaust. Heavy duty 
motor is weatherized. Polished spi- 
ral safety guard. Extends 28" to 37" 
AC-UL. $3393. $27.95 List 


HANDYBREEZE 8" 


An all-purpose fan 
at lowest price for 
efficient spot cool- 
ing. Cast Base. Tilt 
adjustment. AC-UL 
#3328-N. $6.95 List 


dept. HA-14 


name 
company 
street 


city 

















All New 


REVCO LINE 


What a selling line! A new food freezer 
principle that works to give the user 
2-way superiority ... fastest freezing 

safest, longest storage. And 
note, too... there's a complete 
line —nine models—and a price 
for every prospect. What a 
profitable deal for a 
smart dealer! 





Amazing New 15-Second Revcold Freezing Action Demonstrator 

For the first time in home freezer history, Revco provides a con- 
vincing sales demonstrator that proves positively, in just 15 seconds, 
how much faster Revco freezes than other makes. An outstanding 
sales-closer that will decrease selling time—increase Revco sales. 


Model No. CF-174 
ONLY REVCO HAS IT BECAUSE—ONLY REVCO CAN PROVE THIS STORY! 


Hard-Hitting National Advertising — Revco goes all-out with real 
fact-packed down-to-earth ads in prestige national magazines. Ads 
that hit hard on outstanding Revco features. These ads will tell 
millions about Revco’s fastest freezing and safest storage ... Revco’s 
“‘No-drip”’ construction and 5-Year Food Insurance . .. and Revco’s 
5-Year Low-Temperature Refrigeration system Warranty. The first 
truly different freezer story ever told! 


Spectacular New Displays — New Selling Aids— You get new eye- 
catching, traffic-stopping displays for windows, counters, and shelves 


. every display colorfully designed for maximum attention. They 
tell a consumer benefit story in short, powerful words that sell. They 
are yours with the new Revco line. 

Model No 





CF-104 


Model No. CF-264 


Model No 
UF-174 


Visit Our Booth in Chicago. We've a 
special welcome for you at Booth 17K 
American Furniture Mart, where you'll 
see all of Revco’s exclusive profit making 
features, look over Revco’s National Ad 
vertising and Promotion Package and see 
the Amazing Revcold Freezing Action 
Demonstrator. Come in—see us! You'll 
be glad you did! 


Contact Your Revco Distributor or Write 
Us Direct if you are a top notch home 
freezer or appliance dealer who is inter- 
ested in a line of Home Freezers that we 
can prove superior to any other make. Cash 


in on this “All-Out”? campaign. 


with 
EVCO 
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FOOD FREEZERS 


REVCO, INC., DEERFIELD, MICH. 
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Model C-690 


For sit-down or stand-up 
ironing adjusts at the flick 


you lok ok 


THE SENSATIONALLY NEW 


MET-L:TO 


IRONING TABLE 


wade to soll | 


Feature for feature, there is no finer ironing table 
on the market than the all-new MET-L-TOP—nor 
is there any table with more sell-on-sight sales 
appeal. Stock MET-L-TOP! Display MET-L-TOP! 
You’ll sell more MET-L-TOP Ironing 








Tables than ever before! 


MORE BEAUTY! MORE STRENGTH | 


MET-L-TOP now offers dazzling eye appeal— 
glamorous new colors and design—with a 
chartreuse top, dark green legs and 
chrome feet. PLUS the famous MET-L-TOP 
double top and other exceptional 
construction features that assure 
utmost strength and lifetime durability! 


MORE ROOM FOR KNEES AND LEGS! 


Now there is loads of leg and knee room 
’ under the new MET-L-TOP—no more 
side-saddle straddling when you iron 
sitting down. The new MET-L-TOP 
**floats’’ over the lap—for complete 
comfort and effortless ironing. 


mois! O86 Huy om 
aS 
6 TP vont by 
Good Housekeeping 
< Aoviarisib 





ALL-METAL IRON 
G. be 
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NEW PROFIT-BUILDING 
ADDITIONS TO 


paraeWate 


REVERE IS LOOKING AHEAD ...AND GOING AHEAD 
WITH MORE OF EVERYTHING TO HELP YOU SELL IN 1954! 


Pd fast-selling items. 
a | Here are five new fast-selling items to give your sales 
=a a powerful push. These are attractive new pieces with 
tremendous appeal. They'll not only sell on sight but 
will give all your popular Revere Ware a tremendous 


sales lift. 
consumers reached through Revere’s new co-operative advertising. 


me 
a An all-out co-operative newspaper advertising program 
4 is in effect for all Revere retailers. You can organize 
= immediately to take advantage of this new program. 
It’s designed to increase your sales and better your 
competitive position! 


publications added to Revere’s national advertising program. 


C>.€6 
s | Woman's Day and Family Circle have now been added 
to Revere’s powerful national advertising program. i 
Full page, four color advertisements, devoted exclu- 
sively to Revere Ware, will appear in Better Homes & 


ee 


Gardens, Gourmet, Ladies’ Home Journal, McCall’s, : 
Progressive Farmer, Successful Farming, Sunset, Family j 
Circle, Woman’s Day. ; 


‘ Action—impelling Revere Ware sales messages will also 
See Revere be seen on “Meet the Press” over NBC-TV’s national 


network, 










Ware at the 
Chicago Housewares progr — — HELP YOU MAKE THIS YOUR BIGGEST YEAR. 
Show in Booth 5 MORE IN ‘54” IS JUST THE BEGINNING OF THINGS TO COME! 






#640-642-644-646 





Rome Manufacturing Company Division, Rome, New York 
ROME, NEW YORK - CLINTON, ILLINOIS - RIVERSIDE, CALIFORNIA 
SEE “MEET THE PRESS” ON NBC TELEVISION, SUNDAYS 
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S QT. DELUXE TEA 
KETTLE. Cool Black Bake- 
lite handle grip and cover 
knob. Spout designed for 
fast filling and easy pour- 
ing. Solid Copper. 
Chrome 


No. 888—Retail, $8.95 

























32 








EASY “PINKER SHEARS 


Removable hollow-ground precision 
steel blades, Duraluminum handles 
Lightweight, comfort-designed; sell 
the moment customers pick them up. 


CARVING SETS 


Sell quickly because they look their 
quality! Highest quality steel, curved 
to fit the hand. Genuine stag handles. 


POCKET KNIVES 
Sell them once, and you'll never corry 
another brand! Fine steel and fine looks 
in patterns to suit every taste. 


“reason why” 


STEAK SET 


An item women go for — every man 
wants. Handsome to look at... razor 
sharp, hollow-ground blades. 


See us at the 
NATIONAL HOUSEWARES SHOW 
Navy Pier, 

Chicago 
JANUARY 14-21 


BOOTHS 327-329 AND 331 


ASK YOUR JOBBER TO SHOW YOU THE 
BOKER TREE BRAND LINE 


Catalogs Available on Request 


EST. 1837 


ROKER 
BRAND 


Tree QD 


U4,,,, CUTLERY awe 


FOR over A “ 





H. BOKER & CO., 


101 Duane Street 


Established 1837 


DEPENDABLE QUALITY 
GENEROUS MARKUPS 


REASONABLE RETAIL PRICES 


STRONG NATIONAL ADVERTISING 


Yes, sir, BOKER has its own 4-Point Plan! QUALITY so de- 
pendable that the sale of any one item paves the way for future 
b sales of other Tree Brand Cutlery. MARKUPS that give you a 
for pushing BOKER. PRICES that cut sales 
resistance to a minimum. NATIONAL ADVERTISING in The 
Saturday Evening Post — 16,000,000 readers — that send ’em to 
you “lookin’ and askin’” for BOKER Tree Brand. 


“SUBURBAN" TABLEWARE SET 


Hondsome, practical 24-piece Tableware set. 
Genuine Pakkawood handles, stain and burn 
resistant. Choice of box or plastic carrying case; 


slight difference in prica. 


RO? 


ee ~S ») 


SCISSORS — SHEARS 


Priced to sell on sight — at a good 
profit! Wide variety of sizes. Quality 
all the way. 


| N 6. 


New York 7, N. Y. 
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you'll want for you 
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tumblers 


High styled matching 


Popular colors. 


ice retainer pouring lip. 


eae Cates 
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N EW deluxe Staples 


Latro lane counter 
o7*. ays 


: pi 





for 
every use. 14, 8 and 4 ounce sizes in 
Styron and flexible polyethylene. 


The pitcher matches the elegance of 
the tumblers. 22 quart capacity with 


Make it a date to see these and other new Lustro-Ware items 
at the Housewares Show in Chicago. Booths 9564-66-68. 


in 8 leading National magazines for steady year ‘round sales. 


On TV— DAVE GARROWAY provides extra Lustro-Ware sales impact during March 
on the STYRON Plostic Housewares program. You con tie-in . . . 


é 


Y 
+) 743) 


Unbreakable 
we Ploilie 


For Yeors 













It's the extra space saving utility, faster freez- 
ing and storage features that make this 


Lustro-Ware line of unbreakable plastic 


Frozen -Food Containers tops for new and 
repeat sales. There are 4 practical sizes, all 
4-5/8” square, so any cover fits all sizes. 
Equally desirable is the fact they nest, stack 
and store in any combination . . . saves space! 


NO WASTE SPACE. The So easy to seal... easy to open .. . sides 


identical square shape of these 
Lustro-Ware Frozen Food Con- 
tainers permits combinations of 
all sizes to stack uniformly and 
compactly in freezers. When nat 
in use all sizes nest together 
without wedging. 

FASTER FREEZING. Pro- 
jections molded on covers, sides 
and bottoms allow space for 
constant circulation of 
cold. Also liminates 


can’t collapse or bulge open either. Repeat 
sales will prove Lustro-Ware Frozen Food 
Containers meet every user’s needs. 
So, regardless of the containers you have 
sold in the past, it will pay you to get complete 
sales and profit information on this new 
Lustro-Ware line. Contact your supplier or 
write COLUMBUS PLASTIC PRODUCTS, INC., 
containers from freez- 


#2 Columbus, Ohio. 
4 
ing together. ae 


Guaranteed unbreakable. bs Ne é NAAT 7 A 


a ys 
‘ ¥ Lust Ware : 


7 Y - Siataiad HOUSEWARES 
\ TTS eacyaraneat by 


Americas Forvmobl Zine swans 
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write for details 
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LARVEX SALES LEAP 
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Quick easy-to-use 
FINGER-TIP SPRAY proves sig aie 





Tone 










"S$ y 
\ we Ed i “i “e 

Cay | 

exrnont b wt“ (Now with 

+ | 4" awe plastic § 

Dp Gi ys U cover cap) 

profits— ORDER WOW/ : 

8 

The New LARVEX FINGER-TIP SPRAY sent Gardens, reaching 12,052,572 each month, 

hardware store sales soaring in 1953. Sales plus TV spots in many cities. 

this year will be even greater! Now’s the § 

time for you to order LARVEX—the leader in Tie-in with FREE Your 
mothproofing sales. Be sure you have enough LARVEX displays } enue 
on hand to meet the steady demand. you stc 
Take advantage of the big ad push. Put up ) inthe. 
, : hey se 
e . LARVEX counter and window cards, stream- sans 

Bigger advertising | J&L 
h , ll ers, floor merchandisers. They’re yours for uae thy 
elps you se the asking. : comple 
more LARVEX ) inform 


LARVEX ... 
Smash large-space ads appear in top news- 


papers, with a circulation of 14,472,561, World's lar, est selling, 
throughout the mothproofing season, plus most heavily advertised 


national coverage in Good Housekeeping, 


Ladies’ Home Journal and Better Homes & home M of Apr oof er j 
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JANUARY — Sign of Aquarius the Water - Man 


If your birthday is in January ... your mind is 
keen and open to new ideas. . . you are courageous 
and serene. . . you will find that J&L Galvanized 


Ware fits your keen desire for turnover and profit. 


Fey mnhiiaPROFIT-SIGN 
with J & L Galvanized Ware 


Your Customers Know and Buy J&L Ware... 


Galvanized ware moves better and profits are more satisfactory when 
you stock a line with an accepted name like J&L. People have confidence 
in the J&L reputation for quality and sturdy service. They buy it when 
they see it in your store. 

J&L Ware is priced to cover the big volume market .. . and yield a 
healthy profit to the hardware dealer. Ask your Hardware Jobber for 
complete information. Call him today. If you need additional help or 
information write direct to J&L. 


Visit J&L’s Booth No. 575 at the 20th National Housewares Show 


Sones ¢ Laughlin 


STEEL CORPORATION — Container Division 


NEW YORK 17, NEW YORK 
Galvanized Ware Plants: Toledo, Ohio, and Atlanta, Georgia 
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; 
Every ROYAL CHEF firebox is 
guaranteed for a full five years! 


The customer satisfaction you get 
with the ROYAL CHEF line means 
EXTRA sales volume—and NOW’s 

the time to see this complete 
line, with something special for 


EVERY BUYER! 


Get Your Share | 


of the Fast-Growing Outdoor 











a s 

Grill Market with Royal Chef! 
. 4 
Rae a es “Se TL PRET GPS Re a 
a 5. a 
Don't do anything till you've seen the new ROYAL CHEF line of portable J 
grills! This leader in the field LEADS AGAIN —with the most COMPLETE : 

line ever shown! Popular brazier-type grills—economy models that sell like 

hotcakes and BUILD CUSTOMER CONFIDENCE to move the high- 
er-priced models—everything from $4.95 grills to grills that are leaders 4 
in leisure luxury—ROY AL CHEF's line is jam-cram-packed with SALES! : 
Here’s the ONLY line you need to do a terrific selling job ina market ; 

growing by leaps, bounds, and giant strides! ROYAL CHEF—KEEPING L 







that position of leadership with the hottest, most all-inclusive line you've 
ever looked at! 


—®> 

~ : 
DEALER HELPS GALORE ' 
a NEWSPAPER ADS—for leading pa- ing them—in YOUR market 


pers throughout the country 


spotlighting headline models! ' ‘ww =~FouweRs—for dealer-distribu- ase 
. tion, presenting the lively 








bs’) “MAGAZINE ADS—in HOUSE ROYAL CHEF line. 
BEAUTIFUL, HOUSE & es, 
GARDEN. and LIVING pers cooK BOOKLETS—packed with 

ae ibe tasty outdoor recipes—FREE to 

a «TY SPots—produced, pack- your customers. 
aged, all setto go—-ready for 7:3, , ; 
YOUR name on them ; : se GUARANTEE carDsS—ROYAL / 

” CHEF'S customer-making five 
Vea’ RADIO SsPOT—telling them, sell- year guarantee on every firebox. 4 
CHATTANOOGA ROYAL COMPANY division of CHATTANOOGA IMPLEMENT & MANUFACTURING COMPANY 
Chattanooga, Tennessee Manufacturers of Royal Chef Grills and Royal Gas Heaters 
36 HARDWARE AGE, JANUARY 7, 1954 | HARDW 
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buy 
3 each 
of these 


and 
you get 


a 
SwinG-A Way 


Ice Crusher 


FREE! 


make 
an extra 


6.95 profit 


SWING-A-WAY 
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Can Opener Promotion ever! 


#507 CAN OPENER #607 MAGNETIC #607R-W-Y MAGNETIC #1409RM-WM-YM 
CADMIUM FINISH, CAN OPENER CAN OPENER AUTOMATIC — 
RETAIL $2.49 CADMIUM FINISH, BAKED MAGNETIC, 
RETAIL $3.49 ENAMEL FINISH, BAKED ENAMEL, 

RETAIL $3.98 RETAIL $4.98 











This extra special ‘dealer bonus’ offer begins February 1 
and ends March 31. You buy 3 each of our 4 most 

popular Can Openers, and you get a $6.95 SWING-A-WAY 
Ice Crusher absolutely free. The retail value of this 
offer is $51.77. Your cost is only $26.89. Your discount 
...over 48%. If your store is not featuring 
SWING-A-WAY, why not start now? Get the 
satisfaction of knowing you sell the best. 
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9 new kind of cleaner |... 


ino New Bissell 


it cleang,as nothing else can 
\ 
Retails at only *1238 















($12.95 in the West) 


< ae. Subd de: a 
#347 tye Be” in > ne Oi 











See the 

: NEW Bissell Sweepmaster 
“We're helping you sell with the biggest at the January Housewares ; 
> Fy ee e e e ( i - ~ e : 
AY advertising push in Bissell history Show (Chicago) Booth 656-658 = - | 

4 xt ? 4 a . —also the Bissell Balanced 
; % National Magazine Advertising in April Line of sweepers in © 2s : 
a 2-color full pages in complete price range i 
RIS BETTER HOMES AND GARDENS : 





yes AMERICAN HOME 

a GOOD HOUSEKEEPING 
Na: TODAY’S WOMAN 
BRIDES’ MAGAZINE 








National TV... with DAVE GARROWAY, 


television's star salesman to women 







Special West Coast Advertising 
in Sunset Magazine 







SAPPY REIS TE IE Bess 







a 


For comple 


| BISSELL CARF 
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Sweebmactar 


The new Bissell “Sweepmaster” is a NEW KIND OF CLEANER... as 
A Nn different from ordinary sweepers as today’s sleek cars from the Model T. 


It has buy-appeal for women that no sweeper has ever had. It’s a “natural” 


for demonstration, with all its new features. 











Taal 
the West) 
* ea : 
“+ = : 
;: 7 IT SWEEPS FULL WIDTH .. . new full-width IT'S LIGHT AND EASY TO HANDLE... 
Sais ; brush is a Sweepmaster exclusive. More com- smaller and lighter than traditional sweepers. 
: pact than regular sweepers, yet it sweeps 
just as wide. 
BOS ere, 





IT CLEANS RIGHT TO BASEBOARDS... IT STORES FLAT... stands against wall. 
and under furniture ... does a thorough Handy single dustpan is easy to empty into 
; cleaning job. wastebasket. 


Colors: The new Bissell Sweepmaster comes in 4 


® smart metallic shades: Inca Green, Smoke Gray, 
Aztec Copper, Navajo Blue. 
Other features: Nylon bearings that never need oil- 
For complete details, for free Sales Helps, write: ing, built-in brush cleaner, easy two-way adjustment 


for thick or thin carpets, chrome-plated handle with 


BISSELL CARPET SWEEPER CO., Grand Rapids 2, Mich. SWEEPERS comfortable grip. 
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NATIONAL HOUSEWARES EXHIBIT * NAVY PIER, CHICAGO 
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Portable Picnic 


TOTER 





Portable Picnic 


BOXES 











Push-Type 


HOSE REEL 


a. 


CEMETERY VASE 
Double Prong Type 





i BOUQUET 
: HOLDER 
Wall Mount 
Detachable 
HOSE REEL 














New Economy 


























Sub-Irrigating 
Galvanized 






SEED 


STARTER & AFRICAN | 


VIOLET TRAY 


HOSE 
HANGER 
; A Famous ‘“‘Jiffy' 
4 1 HOSE Promotional Standard Line : Deluxe Embossed Line 
HANGER PLANT BOXES x; PLANT BOXES 

Sub-Irrigating | 2 gtem q Garden or Household 

Galvanized F TOOL ’ 
“x m \}| HOLDER |/// 








co 












N 


Self-Attaching 
WINDOW SHELF 














ne Top-0"-Stove 
, BAKE-ALL 











Heavy-Duty Galvanized 


HUMIDIFIERS 















All Steel Adjustable 
WINDOW 
VENTILATORS 

















-——— 





«. Through your wholesale distributor or write direct 


40 


\@~:~ °c \wrITe FOR YOUR COPY OF OUR 


BRAND NEW 
-\ 1954 Catalog \ 






109-135 MEEKER AVE. 






Est. 1903 









MANUFACTURING COMPANY, INC. 
NEWARK 5, N. J. 
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, CHICAGO 
: LEAF PULVERIZERS 
mo ee \ — AT NO EXTRA COST! 
[ASE 
Type 
ET ; 
R : ———— OUR NEW MODELS all have striking red-and-yellow bases, of either 5-times-stronget 


permanent mold aluminum with leaf pulverizers included, or smooth stamped steel 
We offer an unusually wide selection of both belt drive and direct drive models, 
with Briggs & Stratton or Clinton gasoline engines or reliable electric motors. The 
Lazy Boy line will be advertised to over forty million home-loving Americans through 
OUR NEW NATIONAL ADVERTISING CAMPAIGN in Life, Better Homes & Gardens, Household 
Flower Grower, Popular Gardening and American Home, to help make YOUR 
selling job easy. 


Find out how you can sell MORE in ’54; write today to Dept. HA-1. 


am aaa, 
(MAd AAPA 


'e “y i" < = 5 ™ 
: Ly Sad } 301 West 73rd Street 
Yl \ Of fy i, Kansas City 14, Mo. 
t Yj t |} / ff | () 


ie es. 


’ — ’ } f 
ded pagpoetnspnl ll 
\ 
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YY A) << ~ ELECTRIC MODELS ‘ 
— 6 y COMPLE E BERS Soest ey /f \\ 
J . 








biade. Sug. price 59.50 with 
B400-4 21” BELT DRIVE, 
2 u 


75-ft. cord 
H.P., alum. base. Sug. 1 a '@) 3 
price 119.50 with teat . 7 L | A 


* pulverizer. . ® 
o mr 
VS301-4 18” DIRECT oO & e 
DRIVE, stec! base. Sug. 4 TARY ¥ 4 
« price 84.50. (m . 
se vases s1- _sunger eit 8 
‘ *y DRIVE, 2 -P., _ alum. wepees 8o" eet See ; 
% base. Sug. price 109.50 Pe ag ta I or 
sil 0 4 with leaf pulverizer, aun nelee he ae 8. 
cord. 


ft. d 


LAAT AIS SYN EIA A REA HIRE HOES HERE 0" 
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NOW -More Than Ever 
Biggest Selling Camp Stove in America 








Model 413D 


Popular 2-burner 
stove with rounded 
corners and Strap. 
Steel slide-away legs. 


Copper-Brazed Fuél Tank ... Life-Long... Rust Resistant 


ON ALL MODELS 


Now, with this new, improved fuel tank, Coleman again extends its long: 


Packs inside stove for easy carrying. 


a gas range. Instantly regulated. Clean...no smoke, soot, dirt or ashes. 





New fuel tank is also featured on the fine slashes high food costs. 


big three-burner Model 426A ( above) and 
the handy two-burner Model 425 ( below). 


Nationally Advertised with Biggest Campaign in Coleman History 
Hard-selling ads in leading outdoor magazines 
and in LIFE, AMERICAN,SATURDAY EVENING 
POST, TRUE, that pan your customers. Tie-in 
with FREE point-of-sale displays, other aids. 
Coleman Folding Picnic Table and Carrying Case 
(left) is continuing its sensational sales burst. 
Model 200 Lantern, America’s finest outdoor light, 
(right) rounds out this famous, profit-producing 
“Outing Pal” line. 

*® Send for your free copy of new Coleman Book of Sales Aids 

THE COLEMAN COMPANY, INC., Wichita 1, Kansas 


ORDER FROM YOUR WHOLESALER 
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established leadership...makes Coleman Camp Stoves more dominant than} 
ever...gives them added sales features. This new, removable tank has cor: 
rosion- resistant finish inside and out. Special durable construction insures > 
years of heavy service. Cannot be over-filled...easily empties of all fuel./ 


Other record-setting sales features are: It lights instantly, cooks like/ 


Folds up and carries like a suitcase. Great for outings for all the family .../ 


| 
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Amazing new door mat 


has 88 wiper blades 


Wives love Kleen-Ezy Mat 
that stops dirt at door 


Here’s the first real improvement in door mats in 
many years. Just put this new Gates product where 
customers can see it and they’ll take it away from 
you fast. 

Be first in your area to offer it—a mat that scrapes 
soles dirt free in seconds... and can be swept or washed 
clean in a jiffy ...no messy shaking. 

Brand new... nothing like it. Five pounds of live, 
tough rubber—blades won’t mat down. Extra large— 
gives dirt-stopping protection at any doorway...and 
non-skid tread keeps it in place. Will last for years. 


Customers see immedi- 
ately the big advantages of 
Kleen-Ezy...see that it is big in size, big i 
utility and high in quality. Made by the 
makers of popular Gates Flexible Sprinklers, 
Gates Garden Hose, and Gates V-Belts. The retail pr 
Gates Rubber Co., Denver, Colorado. 


ll 
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A big vatwe 3" 49 


Ezy Mat 










STOP 
DIRT 


the door 







GATES SE, Boor A maT 


———a ee ee 


Gates Kleen-Ezy Mat 


Customers 
will give you 
“a big hand” 
for carrying this item 
with the big hand 
on the label. 


Orde f 17 ur 1oOhher + 
Ja 1 YOU Ot 


Kleen-Ezy Mats are packed flat—6 to a car- 
ton. Put the mats where folks can see the 
striking, wrap-around label with the big 
“Stop Dirt” hand. Experience of stores in test 
markets proves that this is a new, substan- 
tial-volume profit item for hardware stores. 


Get your share of these profits. — 
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NEW ELECTRIC 


HIS 


is 
the 
one 


you’ve 
been 
waiting 
for 


Seymour Smit 


No. 700 $299 


RETAIL 


You've been asking for it! We've been 
spending months in development work, 
designing, testing, re-designing, re-testing— 
and NOW, the Electric Lawn Trimmer 

you can sell in volume because 

the price is right, and 

because you and millions 

of gardeners know the 

name behind it. 





Big Consumer Advertising 
in Better Homes and Gardens, 
American Home and other 
leading magazines will feature 
the No. 700. 











Saves user's back — he stands as he trims @ 
Reaches hard-to-get at places eusily @ Saves 
user's time—it trims as he walks, and pulverizes 
as it cuts. Dua! action—Rolls back and forth easily 
on wheels. Readily swings side-to-side to cut 


wide swath. 


- *Powerful, AC-DC 
motor with substantial 
radial thrust ball bear- 
ing. Hardened and 
ground tool steel shaft. 


*Easy one-hand opera- 
tion. Has auxiliary grip 
for two-hand, side-to- 
side operation. 


*Bracket on handle 
for holding up to 100 
feet of cord. 


Written guarantee with every machine. Also available - 
50 ft. rubber covered cord extensions—the 700-C. 


+ EXCLUSIVE 


Slip-clutch protects 
cutter knife and motor 
from damage by ob- 
structions. 


Cutter knife can be 
file-sharpened without 
removal. Easily re- 
placed. 


Colorful sales card 
packed with each trim- 
mer. Envelope stuffers, 
ad mats also available. 
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ANO Seymour Smith ads 


\ 
Now its fu 








ADS IN 


Saturday Evening Post 
Better Homes & Gardens 
American Home 
House & Garden 
Household 
Sunset 
Flower Grower 
Popular Gardening 
and others 


TOTAL CIRCULATION 
20,600,000 








R FOR PROFIT 


1. Have your stock ready 
2. Display it prominently at 
lawn trimming time 


3. Advertise in your local paper 
(ad mat sheet packed with each Trimmer) 


Seymour Smith & Son, Inc., Oakville, Conn. 
Sales Rep.: John H. Graham & Co., Inc., 105 Duane St., New York 8, N. Y. 
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will sell 


your trade 


THE NEW 
ELECTRIC 
LAWN TRIMMER 


ARE YOU READY? 


orverR NOW, 


BEFORE IT'S TOO LATE 


Interest in the new Seymour Smith 
No. 700 Electric Lawn Trimmer 
is tremendous—both by trade and 
consumer. 


Don't lose profitable sales by not hav- 
ing the No. 700 on hand. It’s backed 
by the greatest ad campaign ever 
launched for a garden item— 
national magazines, newspapers, 
television and radio. Also dealer 
aids for your use. 

The Seymour Smith No. 700 is 
the season's hottest item. We've 
trebled production to try to keep 
up with the demand! [t can make 
you money —and satisfied customers 

—place your order NOW! 


The finest Lawn Trimmer plus the most 
complete merchandising! 


Seymour SmitH 


No. 700 
ELECTRIC LAWN TRIMMER 


Fine Tools Since 1850 

















/ 


t 


You will create a sensation you never believed possible 
‘with the new HOMKO ROBOT. Nothing could be easier to 

operate . . . nothing could be easier to sell. 
It is controlled by a panel which the operator holds while 
he stands or sits near the area to be mowed. Best of alll, 
the ROBOT can be demonstrated quietly . . . and within 


a very small area right on the floor of your store. It almost 
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‘‘comes to life’’ to tell its own story. It is your big 








opportunity to bring in more prospects .. . 


more sales . . . MORE PROFITS! 





20" 


~ Dovit Miss Out ..,.. 


chance to build store traffic. Ask your jobber for details today. If he does not 
have Homko Robots on hand, he can get them for you at once. 


| THE ONE SOURCE LINE OF LAWN EQUIPMENT 


PATENT PENDING 
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INSECT WIRE SCREENING 





OTHER WICKWIRE 
HARDWARE PRODUCTS 


Gold Strand Insect Wire Screening is made in grades that 





meet the price requirements of all your customers — gal- 
vanoid, bronze or aluminum. The name Gold Strand is 
your assurance of insect wire screening that’s long-wearing 
and reliable; screening that’s manufactured to the most 
rigid standards of testing and inspection. For a well-rounded 
stock, carry the complete Wickwire Hardware line. 
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CLOTHES S Tv cur 
- oad » THE COLORADO FUEL AND IRON CORPORATION—Denver, Colorado 
. PACIFIC COAST DIVISION—Oakland, California 
WICKWIRE SPENCER STEEL DIVISION—Atlanta, Boston, 
Buffalo, Chicago, Detroit, New Orleans, New York, Philadelphia 
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HARDWARE PRODUCTS 


DUCT OF WICKWIRE SPENCER STEEL DIVISION 
VRAD ( FUEL AND I!RON CORPORATION 
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Before coming to America 84 years ago, the 
Round Family had been one of England's 
leading chain-making families for nearly 
200 years. The name Round was on every 
piece of chain they built—and was a name 
that meant the finest chain. 





In America, the Rounds continued to build 
chain in their same craftsman way. Soon the 
name Kound became the standard for 


Chain 
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means CHAIN 


Welded and Weldless Chain, Chain Assemblies, 
Slings and Fittings for Every Purpose 


LI Welded Vulc-Alloy and Hs, Material 
] and Wrought Iron ‘| | Handling 
Weldiess Slings ‘teen 


quality chain in this country. 

In those early days, chain was built by hand. 
Now, most types are built by automatic 
machines. Though the present Kound 
Organization has changed to new, modern 
methods of making chain, the Kownd policy 
of building quality chain has not changed. 
Today, throughout the world, the name 
Round means Chain... the finest chain. 


yn Chains 





Formed Albroloy 
Wire Non-sparking 
} -~ Products Tools 


und aan COMPANIES 


THE CLEVELAND CHAIN & MFG. CO., Cleveland 5, Ohio + Round Stnie CHAIN CORP., Seattle 8, Wash., Portland 10, Ore. 
Rowned wriocerort CHAIN & MFG. CO., Bridgeport 1,Conn. «+ Round cuurornia cHain CO., So. San Francisco, Calif. 
Rowse \0s ANGELES CHAIN CORP., Los Angeles 58, Calif. + Round WOODHOUSE CHAIN & MFG. CO., Trenton 7,N.J. 

THE Kowsed CHAM & MEG. CO., Chicago 38, Ill. © THE SOUTHERN CHAIN & MFG. CO., Birmingham 4, Ala. 

OHIO HOIST & MFG. CO. Cleveland 5, Ohio « Rourd cann 60.08 CANADA, Brampton, Ont. 
e Round METAL FINISHING CO., Cleveland 5, Ohio 


Rowred n.0vs WEG. c0., Trenton 7, W. 
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of Products is Sold ExclusivelY 
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ROTARY POWER MOWERS 
18” and 20” Cut 


The COOPER Cyclo-Mo Trimmer Type Rotary Mower - an instant hit when introduced in ‘53 - now 
seis a new high in design and will surely make a ‘‘HOME RUN” for dealers in ‘54. 








Christensen 
Outstanding 
Designer 








Improved design provides lighter weight, maximum safety, closer trim, contour cut with NO 
SCALPING, adjustable front grass chute eliminates windrowing or bunching, simple height 
adjustment from 142” to 3%” permits the cutting of high grass or tough weeds, plus new 
Briggs & Stratton 4-cycle, easy starting engine for extreme flexibility and power. Truly 
“TOPS” in design, performance and safety. 


NL/PPERE XCEL TYPE POWER MOWERS 
18” and 20” Cut — 


Fully enclosed oversize Diamond chain drive. 
Oversize enclosed Timken reel bearings with 
automatic fakeup. Tubular standup steel 
handle. Patented, positive action, non-wear- 
ing clutch. Simple, powerful, self-locking. 
Extra strong, zinc die cast alloy frame. Zinc 
die cast alloy pinions with hardened steel in- 
serts. Patented 
“Quickset’’ height 
adjustment with a 
range of 2” to 2%”. 
Briggs & Stratton 4- 
cycle engines. Power 
driven weed cutter 
(optional). 

















































jally designed blade and shroud has desirable leaf mulching action. Tubular type 
all-steel handle with large rubber grips stands up for easy and compact sforage. 


Imperial " 
27"’ ROLLER TYPE MOWER Nationally Advertised 


for '54 in 













Rubber covered steel roller Saturday Evening Post 
and caster wheels. New Better Homes & Gardens 

eas : American Home 
positive reel adjustment and Flower Grower 
new all-steel welded deck. yoo ie 
Briggs & Stratton 4-cycle 3.1 Park Maintenance 

: : F Quarter! _ ss ; . 

HP engine. Rubber tired Sessewiel Varwien Write or WIRE for litera- 






Riding Sulky (optional 
equipment). 







ture, prices and name of 
nearest distributor. 


COOPER MANUFACTURING COMPANY 


609-611 South First Avenue 
Marshalltown, Iowa 
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Make Your Cash Register Ring This Spring! 































Carry tl 
a and you 
He es mower 
Many CALF FEEDING te ; =. door! M 
Exclusive ’ its ; ees owner— 
Features : =n “SS - @ Here are five of our best spring items—for lewtinnnd 
the farm, for the home, for the motorist—for especial 
everybody. Order now—display on arrival—and way e 
watch your Spring sales zoom! Nationa 
Hurrica 
SEE OUR will apy 
MPLET: , ; magazir 
a CALF FEEDING PAIL—Heavy, sturdy, hot dip galvanized alien 
AT THE pail with sanitary, easy-to-clean plastic valve. Firmly supported onl Gai 
HOUSEWARES rubber nipple. Graduated measurements show how much to Flower 
SHOW *, = ' 
soots e feed calves—measures up to 16 pounds. Gesdeni 
392-394 point-of 
availabl 
tie-in m 
Anticip: 
season i 
TRI-WAY product 
SPRINKLING CAN top evel 
Can be used three ways: sales an 
with small spray head for 
applying weed killer, etc.; Let Hur 
with large spray head as : power f 
regular sprinkling can; ; 
without either head for one of t 
filling auto radiators, etc. : im your 
6, 8, 10 and 12-qt. sizes. F on Ame 
line by | 
’ ante 
: Hurrican 
: low inve 
for all mn 
TINPLATE DAIRY WARE aie 
A fast moving line of dairy modificat 
utensils that includes pails, 





strainers and cream cans 
in all popular grades and 
e sizes. Well constructed and 


— easy to clean. Every item 
- reflects Cream City quality. 


Turty CAN 





et EG AES te SE aR “ae FA HURRICAR 

GEUDER, PAESCHKE & FREY CO. |= NATION 
1700 W. St. Paul Ave. © Milwaukee 1, Wis. 1 Dept. H.28 
HARDWAR 
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HURRICANES ARE MANUFACTURED BY | Address.... 
NATIONAL METAL PRODUCTS COMPANY, INC. 
Dept. H-28 2722 Cherry Street, Kansas City 8, Missouri CY noon eeese sees eeceeeeeeeeeccceeee State 
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Carry the complete Hurricane line 
and you can sell every power 
mower prospect who enters your 
door! Millionaire or ordinary home 
owner—big estate or small city 
lawn—there’s a Hurricane model 
especially designed for each and 
every class of customer! 















































National advertising schedules for 
Hurricane Rotary Power Mowers 
will appear in such widely read 
magazines as Better Homes and 
Gardens, House Beautiful, House 
and Garden, American Home, 
Flower Grower and Popular 
Gardening! Attractive, forceful 
point-of-sale material will be 
available for most effective 

tie-in merchandising. 












HURRICANE GLIDER—1- economy model. 


Combines high Hurricane quality with down-to- 
earth price. 18” cutting swath. 2 h.p. engine. 
Pressed steel chassis embossed for super- 
strength. Cufting height acjustable—V/2” to 342” 





Anticipating the greatest Hurricane 
season in history, factory 
production has been increased to 
top even last year’s record-setting 
sales and orders. 


Let Hurricane’s Big 4 build your 
power mower department into 
one of the biggest money-makers 
in your business. Get the full facts 
on America’s quality power mower 
line by mailing the-coupon below! 


Parts no problem — Good profit lem 


Hurricane parts and service mean added income and vy 
low inventory because genuine Hurricane parts Chit — mac — 
for all machines, always in stock, are shipped the Sees one 

same day orders are received and all new parts and 

modifications fit the oldest Hurricanes ever built. | NATIONAL METAL PRODUCTS CO., INC 


Dept. H-28 
2722 Cherry Street 


TNT tm — the mower line | 
; more customers put their money on! Name...... 

















“This brand 
cuts easiest” 


says Wm. McClenaghan 
of Bryn Mawr (Pa.) Hardware 
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Mr. MeClenaghan test cut four well Known brands of 
single-strength window glass. Kach brand was identified 
only by a letter——A, B, C or D. He ran several cuts on 
each. Every single time, he said brand D was by far the 
easiest to cut. He also said: **There’s no stop and start in 
running a cut on this glass. Just run a light line and the 
glass snaps off quick and clean . . . no splintering at all!” 


TRY THE ‘BLINDFOLD TEST’’ YOURSELF! 


Cut L-O-F first, last, or in-between the other 
brands. Run any kind of a cut you want. 
You'll see why you have fewer bad cuts, less 
waste and more profit with L-O-F. 

Call your nearest L-O-F Distributor. 
These local businessmen are listed under 


a 


“DPD” was L-O-F. Furthermore, 28 out of the 30 dealers 
who took this “Blindfold Test” picked L-O-F! 
“Glass” in the vellow pages of phone books 


[7 nine mm eet ram eee 
ce es ee ee ee ee 






















L-¢ hai W indow Glass is easier to cut into big pieces or in many principal cities throughout the ORDER FRC 
little pieces. It’s easier to cut into angled or curved pieces. ouciines. Reid used Gee cone tee tbies ‘ 
You can even cut off narrow strips with a light, easy stroke. ae Kenanee Brains in Window Glass” : 
= , 5 yiaSss . M AME 
L-O-F cuts easier because it is a higher quality glass \ rite Libbey Owens-Ford Glass Com- : No. E 
it is annealed more slowly, more patiently. That makes it pany, 6714 Nicholas Building, Toledo 3, No. E 
less brittle and more “even” in structure—so it’s a safer Ohio. At 
buy for your customers, too. Retail 
. ‘ $1.25. 
os — ite emeteicianteeteameil : 1.35 ¢ 
Packed 
3 doze 
* « 
LIBBEY-OWENS-FORD the casy-to-cut WINDOW GLASS 
ar 
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when 
your customers 
see this 


color ad in 


House Beautiful 


(February Issue — Out January 20) 


be sure 


they see this 


\ 


‘in your store 


——— 


| ORDER FROM YOUR AMEROCK WHOLESALER 


AMEROCK MAGNETIC BAR LATCHES 


No. E8550 for Flush Doors 
No. E8555 for %” Offset Doors 


Retail value Finish 

$1.25 ea. $15.00 doz. Colonial Black 
1.35 ea. 16.20 doz. Antique Copper 

Packed 1 in envelope, 2 dozen in display carton, 

3 dozen in shipping container—weight 7 Ibs. 4 oz. 


4 
| 
| 
as see oes eee ee dee game 


another “first” by 
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HAROWARE 


New Quick-Service Display Carton 
for placing on any counter, shelf, or island table with no 
special binning required—helps you get extra impulse sales. 





1. CHECK WALL THICKNESS 

2. CHECK FOR ODOR 

3. CHECK FOR SMOOTH, DULL BLACK FINISH 
4. CHECK GUARANTEE 





when you buy 


PLASTIC PIPE! 


only CARLON “the pipe with the 
stripe” meets all 4 specifications 


To be sure you get the best, make these 
four tests ...or ... buy CARLON! 
It is the only plastic pipe that more than 
meets specifications established by the 
Thermoplastic Pipe Div., S. P. I., is free 
of impurities that give water a bad 
taste, has uniform dispersion of ingre- 
dients for , maximum strength and 
unconditionally GUARANTEES CUS- 
TOMER SATISFACTION! 


BUY THE PIPE 
WITH THE STRIPE! 


ppc PRODUCTS CORPORATION 
10300 MEECH AVENUE ® CLEVELAND 5, OHIO 


Manufacturing plants in Ohio, Colorado, N. Carolina, Oregon, Texas 
ond Ontario ¢ Export: H. E. Botzrow, New York City 


Send for literature 
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PIPE 
RIPE! 
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YOUR MOST COMPLETE 
NEW LINE 

FOR THE GREAT 
MIDDLE MARKET! 


r-4 elem Bi. |= 


MATCHED DESIGN e LUSTRE CHROME FINISH 
22 ITEMS « MANY EXCLUSIVES « FAMOUS 
AUTOYRE QUALITY PRICED FOR VOLUME SALES! 


Once again— your best news in matched accessories 
comes from AUTOYRE! The new 2500 line—shown 
on next two pages—is one of 4 big-value lines em- 
bracing every price bracket, every customer! The 
most complete, modern line of accessories ever de- 


signed for bathroom, kitchen and closet. 


TOP-QUALITY MERCHANDISE OF WIDE 
UTILITY ... POPULAR PRICES... BACKED 
BY YEARS OF AUTOYRE ADVERTISING 
LEADERSHIP, CONSUMER ACCEPTANCE! 


MATCHED ACCESSORIES FOR BATHROOM - KITCHEN - CLOSET 


MEET YOUR 
PROFIT LEADERS 


ALWAYS DESIGNED 
TO MAKE 
THE PASSER BUY 
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§O. 2507 Clothes Hooks (Pr.) 





NO. 2504 Tumbler & Toothbrush Holder 





Peas 
NO. 2505 Tumbler Holder 


b ANN) 


ALL-PURPOSE 





NO. 2510 Towel Ring 


ee 


NO. 2511 Towel Bar, 18” 
NO. 2512 Towel Bar, 12” 
NO. 2517 Towel Bar, 24” 








NO. 2503 Suction Cup Soap Dish NO. 2506 All-Purpose Hook 


IANDSOME 
IEW 
HOPPER 





TOPPERS: 
NO. 2565 — 12”'x 46". Adaptable NO. 2566 aT" x24". Comes NO. 251 
to several types of mountings. packed with mounting feet and Size—u 
For your counter, with adjust- fasteners for hanging. For Can b 


ments for height. your window, wall or counter. tunes o 






to bigger housewares 














lolder 


NO. 2540 Clip-On Rack NO. 634 Wood Screws 


A 





Consumer need for well-designed accessories to relieve 
crowded households was never greater than now. Only 
Autoyre—with its years of design, manufacturing, and mer- 





chandising leadership—could create a line so right for your 
WO. 2531 Paper Towel Holder : 
customers, so right for you. 

Every single item in the 2500 line is beautifully styled in 
jewel-like lustre chrome. Many are Autoyre exclusives. 
Fully twelve are attractively carded to speed up selling. 


With handsome display panels to stop shoppers... with the 

just right merchandise to sell them and prices that satisfy 

the most value-wise customers— Autoyre 2500 has everything 
>| it takes to build your volume. 


THE AUTOYRE COMPANY - OAKVILLE, CONN., U.S.A. 





m 4 NO. 2569 — 12”x31”. Junior SEE THE NEW AUTOYRE 2500 LINE AT THE 

/ ane Size—where space is a problem. Rehr a ae : : 

Por Can be adapted to several HOUSEWARES SHOW, NAVY PIER, CHICAGO, 
BOOTH 380, JANUARY 14 TO 21, 1954 


nter. ‘ypes of mountings. 

















plus two more new lines for you 














1. ATO 


in bright cadmium finish— 
priced to be a “best seller” 


r ; 








NO. 2119 All-Purpose 








. gina NO. 2104 Tumbier 
NO. 2111 Towel Bar, 18” 


NO. 2101 Tub Soap Dish and Toothbrush Holder 


Y pee NO. 1304 Tumbler 
“as T)\\\ and Toothbrush Holder 





2. AOTC 


in white baked Dulux enamel— 
high demand, low cost 


@ 5) 


NO. 1311 Towel Bar, 18” 











Today’s fa 
an AME] 
year ’rount 
paper and 

In Kans 
has found 1 
can Sande 
in 3! 9 yeal 
finishes ani 
the best de 
my store,” 
dealer find: 
chines are 
repeat cus' 
adds up t 


%*% NEW! two added attractions 


ADOC 


two new members to its famous family. Complete 
line now includes 21 handsome items — unsur- 
passed in quality, in beauty, in value. 


of the Autoyre name and A! 


Autoyre products has been established through years of 
advertising in national multi-million circulation maga- 
zines. Every Autoyre fixture has built-in sales appeal for 
today, for repeat sales. For maximum volume and profit 


This famous luxury line in lustre chrome adds [ 


NO. 4012 TOWEL BAR, 12° 


R 


E THE AUTOYRE COMPANY OaKvitte, conn., u.s. 4 HARDWARE 
— stock the full Autoyre line! World’s Leading Manufacturer of Bathroom, Kitchen, Closet Accesso vs 


, UL S.A 


lecessu us 
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Today’s fast-growing ‘Do-it-Yourself’ trend makes 
an AMERICAN Sander Rental Department a 
year ’round money-maker for hardware, paint, wall- 
paper and lumber dealers everywhere! 

In Kansas City, Mo. .. . the Land Hardware Store 
has found that only 8 sq. ft. of floor space for Ameri- 
can Sander rental equipment has produced $11,000 
in 3!5 years—from rental fees and sale of abrasives, 
finishes and allied items! ‘Sander rentals are by far 
the best dollar and cents profit item foot for foot in 
my store,’’ declares Mr. Otis B. Land, owner. This 
dealer finds that 75% of the people who rent his ma- 
chines are new customers... and 24 of these become 
repeat customers for other items in the store. This 
adds up to 3-way profits—rental fees . . . finishes, 


nape = 


NATION-WIDE SERVICE 
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Otis B. Land (at right), owner of the Land 
Hardware Store, Kansas City, Mo.; and Clyde 
E. Noll, American distributor in Kansas City 
territory. 
paint, etc... . and goodwill of new and old customers! 
For TOP Profits--AMERICAN Sanders! Your 
customers prefer American machines and supplies 
because they read more editorial articles with pic- 
tures of American Machines than any other make. 
Also- American Sanders are easiest to use .. . pro- 
duce professional results . . . are rugged, dependable 
and require less maintenance! Send coupon for com- 
plete profit-plan! 


The American Floor Surfacing Machine Co. 
$22 So. St. Clair St., Toledo 3, Ohio 

Send 12-page free booklet showing how to make money in 
the floor sander rental business. 

Send latest catalog on the following: 


- 
‘ 
\ 


J L ) 
- i &, . 
Fleer Floor Maintenance 
Sanders O Edgers O Machines 
[_] Portable Electric Tools 


—_ 


.- 


Abrasives Seals, 
O OJ Fimshes 


LM, mi 
Coe 
CJ fers 


Your Name 
Store_ 
Street 


City 








ATTIC FAN DISPLAY 


Beams a minimum 
gross sale of $139.95 
to your customer's eye! 
Demonstrates installa 
tion as made in home 
Kiln-dried wood. Dark 
green; yellow letters 
Ht. 8’ 5°. 43° x 47° 
Cord and switch in 
cluded. Order R-D30 





Ta 


CASEMENT WINDOW FAN 


It opens up a whole new market! 
‘Twin 12” fans force stuffy air out, 
pull cool air in. Reverses electri- 
cally to circulate fresh air. Two 
speeds, intake and exhaust. Easily 
installed in standard 3-light case- 
ment window. Panel available to 
fit 4-light. Guaranteed 5 years. 


$79.95 retail. 


lality Robbins & Myers Fan 








REVERSIBLE WINDOW FANS 


These 18” and 22” fans are designed 
to breeze-cool small homes and 
apartments. They exhaust stale air 
and pull in cooling breezes. . . re- 
verse electrically to circulate fresh 
air. Two speeds. Install with a 
screwdriver. Silver gray. Guaran- 
teed 5 years. 18” size, $64.95, 22° 
size, $84.95 retail. 


THESE SALESMEN STOP TRAFFIC! 


On 


WINDOW FAN DISPLAY 


Invites customers to 
sample breezes from 
either the 18” or 22 
window fan. Construct 
ed of polished aluminum 
tubing, 76!" high, 38'2" 
wide, 25" deep. Finished 
and let tered in six colors 
Order R-D25/34 

63%" 


CASEMENT WINDOW 
DISPLAY 


Catches your custom- 
er’s attention; makes it 
easy to demonstrate 
fan displayed. Fan 
fastens to sturdy wood- Fits B-2500 only 
en panel, signs screw 
onto fan panel. Ht 
Order R-W1253 


-_ 
COD Wes nant 
QOS waren 


SMALL SIZE DISPLAY 


Attractive display 
takes minimum space 
in window, on counter 
or table. Fan can be 
operated. 45” high, 
3814” wide, 144%" deep 


Order R-D25 


Prices and specifications subject to change without notice 
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FANS 


re designed 
omes and 
st stale air 
BZeS . . . re- 
tulate fresh 
all with a 

Guaran- 


splay 
space 
ounter 


Robbins & Myers, inc, Fan Division 





387 So. Front St, Memphis 2, Tenn. 
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GRASSHEAR is easy to use: Notice the tubu- 
lar aluminum handle, designed to reach 
hard-to-get-at places — auxiliary handle 
adjustable for operator’s comfort. It’s 
“stand-up” work, no bending or kneeling — 
total weight including powerpacked motor 
and cutterhead, 8% lbs. 


GRASSHEAR is trouble-free: Notice how the 
cutterhead guard protects the operator. 
Special clutch action pre- 
vents motor damage if cut- 
terhead encounters stones 
or other obstacles, 


Note — GRASSHEARS a 
had excellent rental nga 
profit and performance-Wis®- 
You may want to try this in 


your area. 





Prices GNA SPECECAMONS SUNJECE 10 CRANK Wiinoul Notice 


MORE POWER TO YOU 


...and Your Best Customers 


There’s Sales Power and Performance 


Power in Stanley GRASSHEAR 


GRASSHEARS take the ache out of trimming. 
They appeal to today’s home owner . . . a man 
who likes to do things the easy way. Put this 
appeal to work and sell another power garden 
tool to your best customers. Model H190 illus- 
trated — $49.00. Model 199 for heavier use 
also available — $69.50. 












GRASSHEAR is time-saving: 2,000 linear 
feet an hour is fast! Users consistently 
report 90% time savings over back 
breaking old methods. 


You KNow that now is garden tool and acces- 
sory ordering time. Ask your supplier about 
Stanley GRASSHEARS, or write Stanley 
Electric Tools, 408 Myrtle St., New Britain, 
Connecticut. We'll send you complete details. 
But do it now! Get the jump on your com- 
petition. More power to you. 








STANLEY | (stantey) 


HARDWARE 
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ELECTRIC TOOLS | 
iH 








STEEL 
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HEN YOU WANT a durable, lasting article—have it made 

of steel! It’s the metal that makes the nation... is, 
and always will be the king for strength. And that’s why 
Ray-O-Vac standardized on steel. Pick up a Ray-O-Vac bat- 
tery. Heft it. Get the FEEL OF STEEL. Here’s sealed-in-steel 
LEAK PROOF brand construction that delivers the absolute 
tops in power and performance. 

Steel makes the difference. Ray-O-Vac batteries are sealed 
completely with a casing of quality steel, top, bottom, AND 
SIDES...there is nothing else like them on the market. 
Here’s quality construction that makes Ray-O-Vac the top 
performer in the battery industry. It costs us more to make 
... but it costs you no more. Make your future orders... 
Ray-O-Vac LEAK PROOF brand. 
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RAY-O-VAC 
COMPANY 


Madison, Wisconsin 
Ray-O-Vac Canada, Ltd. 
Winnipeg, Manitoba 





J, 


SELF-PROPELLED 


Gasoline Rotary Power Mower 


Mowamatic promised big things — Mowamatic delivers! A 
bigger, better line of Mowamatic Power Mowers — eight 
in all. And leading this profit-making line-up is the new 
Mowamatic Self-Propelled — the only mower of its 
kind with the power-take-off built into the 
engine. No belts involved — it’s direct in the 
truest sense of the word. 
No mower can boast of a finer engine than the 
2.5 HP, 2-cycle Power-Pak. Add to this a 
recoil starter, lever controls, safety-blade mount- 
ing, adjustable cutting-heights and 
all-’round rugged but beautiful de- 
sign, and you have the finest 
performing, best-looking power 
mower in the market. It pays 
you to feature the new, Mowa- 
matic Self-Propelled. 


mowa: |||] -matic 





21” Deluxe Rotary 18” Deluxe Reel-type 18” Gasoline Rotary 
All-new, sleek, light, easy-handling Fully automatic drive with one-hand Powered by dependable 1.6, 2-cycle 
rotary-mower, Trims to less than accelerator to start, stop, and regu- Clinton engine. Reinforced wheel-mount- 
3,” up front. Adjustable cutting- late speed. 1.1 HP, 4-cycle engine. areas. edjustable cutting-heights from 
heights from 14” to 23/4”. 2 HP Dropour reel rolls on precision ball 1%” to 2%)". Safety-blade mounting to 
Briggs-Stratton engine. Safety fea- bearings. Safety guards throughout tha b ply cal aceted engine and 
tures throughout to protect operator, plus clutch neutralizer. Also avail- a Ss vm P ti light, very 
engine, and blade. able as 21” DeLuxe. blade. Sturdy construction, light, 
maneuverable. 


4 more — for more Mowamatic sales 
New 18” Rotary Side-Trimmer + Improved 18” Rotary Electric + improved 18” Special Reel-type * Improved 21° DeLuxe Reel-type 





Order from your distributor now. For more detai!s, call, wire o: write Mowamatic, 
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| AN ALBUM FULL OF PROVEN PROFITABLE ITEMS... 
| NOW AT THE PEAK OF THEIR POPULARITY! 





Autogra 
M Init; 
shistrated) One - ; 
~ Man 
ag Self- adhering i J 


ni- 
AY 
and crest,’ °0grams 


Initial K , 
&Y Chai 

a (lustrateg) Style 
een rtains of every 
Ption for P ery 
range. very Price 





BUT THE BIG NEWS IS THAT SIGNA-CRAFT HAS NEW ITEMS, NEW 








DEALS AND NEW PROFITS READY FOR YOU! 


Choice territories still open for hardware 





Signa-craft, Inc. 
292 Fifth Avenue, N. Y. 1, N. Y. 


| am interested in 


Name 


| 
jobbers and manufacturers’ representa- 
tives. Send in coupon for full details. | 


Firm Name 








0 RRR teeter Nis Bit toned 


Address 


signa-Craft inc. 2 





FIFTH AVE., NEW YORK 1, N. ¥. 


City 
(PLEASE PRINT) 


1954 
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Zone___ State__ 


MAIL THIS COUPON FOR FULL DETAILS TODAY! 


territory 
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because KEYSTONES 
ACEO 
AST: 
54 ITEMS 


Se DE, RE NEMO seh, 


year ahead for choultyy growers 


Ecc prices are high. Demand is growing steadily. People eat 
more poultry every year. Hatcheries are ready for the biggest year 
in history. No wonder there’s so much business in Poultry 
Supplies. Government reports show that 84% of all farmers 
raise poultry. They’re good prospects for you. 

And spring is the time to push for sales. Just look at all the items 
you can sell... brooders; beak trimmers; coops; disinfectants; 
fans; feeders; feed scoops; feed supplements; fence; fly bait, 
electrocuters and sprays; fountains; germicidal and heat lamps. 
Actually, there are 54 items you can sell. 

Your opportunity is to be local headquarters for poultry 
supplies. That is what Keystone will help its dealers do... 

to move all your poultry supplies. 


is going all oat: fou Tt deals 


Yes, and here’s how. In leading farm and poultry magazines 
we’re telling poultrymen to go to their Keystone dealers for better 
values in poultry supplies. We’re taking the story to millions of 
families. Many of them can be your customers. 

We’re giving Keystone dealers sales building tie-ins. .’. 

window posters... strings of colorful pennants. ..ad mats 

and point-of-sale displays. 

It’s all included in a complete merchandising package. All we 
ask is that you stock and display Keystone Poultry Netting. If 
you get the poultrymen’s business, we know our sales 

will boom along with yours. For full details, 

call your Keystone jobber or write direct. 


Keystone Poultry Netting 
by the Makers of Red Brand Fence 


Red Brand Fence * Non-Climbable Fence * Ornamental Fence 
Red Top Posts * Keymesh * Keybead * Keycorner * Gates* Nails | 
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The only paint remover 
your customere 


will ack for by Name! 

















41IQUISAN 





The only paint remover that ... . 
has won fabulous editorial acclaim 
wipes off old paint down to bare wood 


is backed by high-powered 
national promotion 


assures high volume, oo Oayiion > 

S Guaranteed by» 

Good Housekeeping 
- 


407 at 
45 anvearisco 


high profits for you. 





J. F. KERNS COMPANY 


350 West Ontario Street, Chicago, Ill. EB 
i 
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Sheffield ... the LEADER... is often copied ... BUT 

NEVER DUPLICATED .. . has now developed the most 

sensational aluminum paint! Continued research by our 

will technicians has developed an EXCLUSIVE formulation for 

FOR OVENS. STOVE PIPES wiTHSTAND RED HOT that creates a FUSING ACTION that takes 

or AND FURNACES LF place when heat is applied resulting in a SMOOTHLY 


Comat e , FUSED ALUMINUM SURFACE! GET THE BEST... get 
eemmmmmee? “ESKEFFIELD Bronze PAINT COP the NEW RED HOT! 


ae 
USE iT EVERYWHERE 


GUARANTEED Wherever EXTREME HEAT IS REQUIRED 


* To Withstand at Least 1600° of Heat 
* Not to Discolor 

* Not to Blister.. Peel Off..Chip..or Crack @ OVENS and STOVES 
* Insoluble in Ordinary Solvents 


@ FURNACES and BOILERS 


@ HEATING PIPES and CHIMNEYS 


§ Shettiels j, mes ve PAINT CORPORATION ex 


ONE OF THE WORLD'S (A Aeovee = 
MANUFACTURERS OF ALUMINUM PAINTS CLEVELAND 19, OHIO aay 
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E FASTEST ROLLING NEW PAINTER TOOLS... 
PAINTERS by JACOBUS 





Master Roller Painter Sets : 
Preferred by Professional Painters and Interior Decorators... 
Lightweight, with all-aluminum never-rust head... Special Dynel 
slip-on cover (interchangeable) for use in all types of paint... 
Plastic impregnated core for extra-long wear... Bronze bearings 
for easier rolling ... Easy-grip, oval shaped, two-color handle... 
in 7” and 9” roller widths. 


Set #111 — Retail a . 
7” MASTER ROLLER, eg aa 

with aluminum tray ....-.-...- $3.39 aN 
Set #113 — 

7” MASTER ROLLER, 
ae $2.99 
Set #334 — 

9” MASTER ROLLER, 
A ie 


Pe mth 


—— 


Roller and tray packed 
in self-selling DIS- 
PLAY package... One- 
piece aluminum or 
steel tray with reser- 
voir (rounded corners 
for easy cleaning) .Spe- 
cial legs hook right on 
ladder. 















All Purpose 
Roller Painter Sets 


* Lightweight 

* Wool cover for use 
in all paints 
(interchangebale ) 


* Plastic-impregnated 
core for long wear 


* Simplified end-cap 
construction 


* Round colored handle 


Set #743 — 
7” HOME ROLLER 
steel tray........ $1.98 Retail 


JACOBUS 


VERONA, NEW JERSEY 


a> 





> OTA 


Makers of Fine Painter Tools for 118 years! 


ae 
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Best Finish for 
Customers to Use 


HERE'S WHY 


@ Rez goes on with brush or cloth. Won't 
blotch, won’t streak. 

@ Rez brings out the natural texture of 
wood. Clear or in color tones, it dis- 
plays the grain beautifully. 

@ Rez protects the wood. Seals pores 
against moisture, indoors or out. Con- 
trols warping, swelling, twisting. 


@ Also the most modern primer for paints 


and enamels, -giving surfaces free of 


grain-raise. 
Rez Sealer and Primer produces profes- 
sional-looking finishes in the modern way 
takes less time and effort to apply. And 
it ties in with a modern trend, since con- 
sumers are doing four times as much of their 
own wood-finishing as they did in 1940. 





Big New Profits 
for You 


BECAUSE 


@ The Rez Line is a low-inventory line, 
yet it provides high profit. You realize 
( 


a 33149 margin of profit on every 


can of Rez. 


Modern Rez makes a big stock of priming 
and finishing materials unnecessary! You 
need just seven shades of Rez to give your 
customers full help on finishing any natural 
wood. Stock Clear, White, Cedar, Drift- 
wood, Redwood, Sage, Mahogany—~a 
streamlined short stock that cuts inventory 
expense to the core! 

Have the answers on natural-wood finish- 
ing by getting colorful displays and sales 
helps. Write MONSANTO CHEMICAI 
COMPANY, MERCHANDISING DIV1- 
SION, ST. LOUIS 4, MISSOURI. 


Laux Rez: Reg. U.S. Pat. Off. 
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DISPLAY -PACKAGED 
ON A STORAGE REEL! 


SUPPLEX is the only flexible 
sprinkler display-packaged on 
a handy reel for easy storage 
and longer life. 

THE COLORFUL TELL-ALL 
CARD ACROSS THE PACKAGE 


TV 
SPRINKLER See ee ee | ee BS SELLS SUPPLEX FOR YOU! 


TRIPLE TUBE @ ON A REEL 


cUPPLEX 


















PATENTED* 


TRIPLE TUBE CONSTRUCTION 


Because it’s wider than it is high, SUPPLEX always lies flat. Because 
it has holes on the upper side only, it sprays UPWARD ONLY, at 
exactly calculated angles. It distributes a gentle, even “rainfall 
along its entire length—no downward jets to wash out loam or 
seedlings. Turned over, SUPPLEX is an excellent SOAKER tool 

*Manufactured under U.S. Patent #2,621,075. Other Patents Pending. 


PLENTY OF STEAM BEHIND 


 ~—Ss | A a 
LIFE TE OST 


Fa el > 


GARDEN HOSE 


10 YEAR GUARANTEE _ || 













have a storeroom full of different diameter hoses when 
this one hose is right for 9 out of 10 customers? 


SUPPLEX 50 FT. 4 5 


& E E r , ‘ . jue STREAMLINE YOUR INVENTORY! 
~~ : The SUPPLEX STANDARD GARDEN HOSE delivers all 
Suggested retail WITH FREE REEL 


the water available in 90% of American homes. Why 
72 HARDWARE AGE, JANUARY 7, 1954 
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Model #600 —— 25 
foot length covers a 
rectangular area 25 ft. 


long by 25 ft. wide The SUPPLEX TEAM that has 
(625 sq. ft.) swept the garden market 
Suggested retail on the sheer strencth of 


unbeatable quality—now is 
$ 98 teamed up in an all-out 
netional advertising 

campaign! 
Last season, the SUPPLEX 
Model 71000 — 50 SPRINKLER was a sellout 
foot length covers a everywhere, because so 
ore i many of your customers 
ae + heard from their neighbors 


oer mabey oS about SUPPLEX perform- 
uggested retai ance. 


<NEWFLUSH-OUTCLAMP a reel 





customers than ever before 
7 picked SUPPLEX GARDEN 
+) SUPPLEX SERVICE KITS will b ilable t i —tire- ; 
| U | po a Ng to ‘the Sprinkler, oa a ‘oa a jet gti cette mange 
tailored Sprinkler lengths. 
years—as the country’s best 
garden hose buy. 


THIS YEAR, we're telling 
every one of your customers 
about this great SUPPLEX 
TEAM in national maga- 
zines, newspapers, home 
and garden magazines and 
on radio and TV! 


t@jSq Makes it easy to clean out silt, mud and other impur- 
qn ities that collect at the very end of the Sprinkler. 


ADVERTISED IN 


LIFE 

SATURDAY EVENING POST 
BETTER HOMES & GARDENS 
AMERICAN HOME 

POPULAR GARDENING 
FLOWER GROWER 

NEW YORK TIMES 

NEW YORK HERALD TRIBUNE 
and other leading 
newspaper garden sections 
and garden magazines 


REINFORCED WITH TIRE-CORD! 


So tough it can be shut off at the nozzle 
and left under full pressure in hottest 
summer sun for days! 


PLUS 
TV and RADIO! 

PLUS 
REATTACHABLE DEALER SELLING AIDS: 
COUPLINGS NEWSPAPER MATS 
rill sng - . Lat en 
damage can be easily ENVELOPE STUFFERS 
repaired at home. TELEVISION FILM 


SUPPLEX SERVICE KITS 
available for splicing or 
tailor-made lengths. 





Place your SUPPLEX 


TTPO T HO MTOM ML cag order now with your 


Jobber’s Salesman! 


Division of Industrial Synthetics Corporation 
Manufacturers of SUPPLEX SPRINKLERS AND SUPPLEX REINFORCED GARDEN HOSE 
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No. 3Cl Four-Piece Canister Set for 
flour, sugar, coffee, tea. Packed one 
set to a carton. Carton weight 34% 


pounds. Retail: $6.95 


| ou Chom Kitehon- wae by é. Nt 4 -_ 


Gleaming “Ripple Chrome” kitchenware is styled to 
complement the toaster, coffee maker and other 
kitchen appliances. Made of chrome steel with the 
distinctive ripple design giving a quality of “spotless 
cleanliness”—will not show finger marks or smudges. 
Order from your jobber today! 


Faut time on display at Chicage Housewares 
Show January |4 through 2|-Space 74|-743 








No. 370 Food Carrier-Cover Combi- 

nation At home, two-compartment 
container for both cake and pastry 

or goes to the TV party or picnic 

as carrier for hot or cold dishes. 
Removable tray can be used as 

server. Packed one to a carton. 

I Carton weight 342 pounds. 

Retail: $4.95 


atti, 
No. 348 Bread Box 17”x11"x10". 


Packed one to a carton. Carton 
weight 5¥2 pounds. ) 
Retail: $7.95 


: 

' 
No. 326 Waste Basket 26-quart Ca- 
pacity. Packed one to a carton. / 
Carton weight 4 pounds. 


Retail: $4.95 


/ 


é 









No. 320 Step-on-Can with 17-quart, seamless, 
white porcelain pail. New plastic “odor-seal” 
cover ring. Packed one to a carton. Carton 
PEORIA METAL SPECIALTY COMPANY wilh 4 seents. 


2501 South Washington Street ® Peoria, Illinois Retail: $8.95 
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Ste You IN CHICAGO! 
















OU didn’t see these two instruments at 
last year’s show in Chicago because 
N they were still being tested in Taylor's ex- 
S perimental laboratory. Now the engineer's 
reports indicate that they are ready to meet 
you and the buying public. Taylor's New 
Remote Reading Home Freezer Thermom- 
eter on the left can be placed in any conven- 
ient spot outside the freezer. That means 
temperatures can be checked easily and 


| quickly without opening the door. On the 




















BRAM TOTRAT< BHeeH ET. 


right is Taylor's New Combination Candy 
and Deep Frying Thermometer, a com- 
panion piece to the fast selling, high profit 
Dial Roast Meat Thermometer—an imme- 
diate success. And while you're on this page, 
take a look at the profit items below—then 
come and see them at the Chicago House- 
wares Show—Booths 177-179. Taylor 
Instrument Companies, Rochester, N. Y., 
and Toronto, Canada. 


$450 
















11”x10". 
. Carton 


This new Taylor dial-type 
Roast Meat Thermometer 
is hermetically sealed so 
you can wash it with the 
dishes. Handy pre-set 
roasting indicator. Dial 
temperatures recommended 
by National Live Stock 
and Meat Board, and 
Poultry and Egg National 
Board, $3.50 each. 


Long popular with expert 
cooks is Taylor's Candy, 
Jelly and Frosting Ther- 
mometer. It eliminates 
guesswork where close 
temperature controls are 
required. Deep Frying 
Thermometer of similar 
construction also available. 
Price $3.25. 


/ The Taylor liquid-in-glass 
Roast Meat Thermometer 
is always a best seller. Easy- 
to-clean vitreous enameled 
scale. Armored bulb mini- 
mizes breakage. Taylor 
accuracy at the popular 
price of only $2.00. 


il: $7.95 


quart Ca- 
1 carton. 


Ss. 
il: $4.95 
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There isn’t a gayer picnic basket 


on- 


to be had. The new COLORW ARI 


plaid design metal picnic basket 


(in bright red or green plaid with 
simulated leather trim and sturdy 
plastic handles) is the favorite wherever 
smart people get together... on 
picnics, at social gatherings and 


outdoor events. 


COLORWARE plaid pienice baskets 
are made by National Can — lon, 
the leader in lithographed 


No. 2—PICNIC BASKET metal housew areS cece your 
Red Plaid—Red Handles 





assurance of profitable 


volume “impulse” sales. | 


LC NARE 
PICNIC BASKETS 
- 

Size: 
13/2" x 91/2" x 8” 
ms 
Packed 
3 to a carton 
Shipping Weight: 
36 Ibs. per dozen 





No. 3—PICNIC BASKET 
Green Plaid— Yellow Handles 


Housewares Division 


NATIONAL CAK N 


egcrmeeeoeereart O N c ¢ 
110 E. 42nd St., New York 17, N. Y. 


4 





Only you 


VE 
FOREST 
CMOKE\ % 


PICNIC GRILL 


SMOKEY. the Fire Preventin’ Bear — fast becoming the 


nation’s most popular personality — is the symbol for 
















a vast program of Fire Prevention. National Can is 

co-operating by featuring SMOKEY and his message 
j on the new Colorware SMOKEY Picnic Grill. 

You, too, can help by featuring SMOKEY Picnic 

Grills with SMOKEY'S message — in your stores, 


on your counters and in your windows. 


1ic_ basket 
ORW ARI 


nie basket 





plaid with | 
nd sturdy 
wherever 
er... on 


rings and 


vr events, ih de a 
> 
i¢ baskets | I, ; 
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SMOKEY PICNIC GRILL 


Red Plaid Outer Bucket with carry- 
ing handle. eg wiCharcoal 
Bucket controls fire 

folding grill for double ie calling with 
handles that telescope for carrying. 
Durable, Boked-On Fi Finish. yan 
tions and Recipes enclosed. 


war oy Packed «+ bates as bork Jos. 
Height — 83@” + Diameter 1134" 












IC BASKET 
slow Handles 


BY LICENSE 
U. $. DEPT. OF AGRICULTURE - 
in cooperation with STATE FORESTERS 
and THE ADVERTISING COUNCIL, INC. 


Housewares Division 


-AN NATIONAL CAN 


CO R POR AT 1 
N. Y. 110 E. 42nd St., New York 17, N. Y. 











HANSON SCALES 





. NOW MADE IN THE NEW HANSON FACTORY 
AT NORTHBROOK, ILLINOIS. 


vee 








passenaaunne a E 











.. OF SPECIAL INTEREST TO OUR DEALERS and 


JOBBERS—tgreatly enlarged manufacturing capacity in this new 


plant enables us to introduce a new 


HANSON BATH SCALE 


with all-new sensational design features! The trade has waited for 
this new scale... a product with all the long-lasting sturdiness 
and built-in accuracy that has characterized Hanson Scales for 


three generations. 


This new Hanson Bath Scale will be introduced at the House- 


wares Show, Booth 193-195, Navy Pier, Chicago, January 14-21. 


Address all communications and shipments to 
Hanson Scale Co., 1777 Shermer Road, Northbrook, Ill. 
Phone Northbrook 1100 


HANSON S$ CALE ¢c¢o., NORTHBBROO K, 
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The SAFEST Ladder Ever Built! 


IT- Bondink 
sTeP OF yromaTicAll! 
se tac SELF-L EVELING 
ADuSTEvEL sURFACE?® S 


ADDER 


\ CAN’T TOPPLE! 
| CAN’T TWIST! 
CAN’T ROCK! 
CAN’T SWAY! 
CAN’T WALK! 






















g BENDICK 
PATENTED 
CONNECTING HINGE 


The greatest and only improvement in 
ladder construction in the last 100 years 
The new RICHBILT self-leveling ladder 

is a must for every household and 
industrial use. Prevent unnecessary 


CONSTRUCTED accidents — be safe! 
CENTER SPREADER Sturdy construction of the finest lumber, 
engineered with precision tolerances, 
incorporating the new Bendick self-leveling 


hinge and center lock makes the Richbilt 




















self-leveling ladder the safest ever built. 


RICHBILT SELF-LEVELING LADDERS 
ARE AVAILABLE IN A COMPLETE 
RANGE OF STANDARD SIZES FROM 
FOUR FEET TO EIGHT FEET. 





STANDS 
FIRM 
ON UNEVEN 
SURFACES! 
“THE RICHBILT MFG. CO 


3277 SPRING GROVE AVE 
CINCINNATI! 25, OHIO 


Please send complete information about RICHBILT ladders 





NAME 


R / CH. Bl. l T MANUFACTURING COMPANY 


3277 SPRING GROVE AVE. - CINCINNATI, OHIO 


ADDRESS __ 





Seeee eee ewes me 
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WYTEFACE® sells on sight! 
because it’s BLACK and 


P WHITE and .— every inch 


Clear black markings on white — 
with crisp foot markings in red 
at every inch — catch the 
customer's eye and give him the 
immediate urge to buy. 

That's why Wyteface is America’s 
most-wanted steel tape. 


A Few Inches of Display Give Yards of Profits! 


KEUFFEL & ESSER CO. 


+ 1867 
NEW YORK + HOBOKEN, N. J. 
Chicago «+ St Louis «+ Detroit « San Francisco 
Los Angeles + Montreal 


FAVORITE WYTEFACE: For 
your customers who want the 
best. Case with new tough 
Burgundy red cover and 
nickel p'ated mountings. Foot 
markings in red. Available 
in 25’, 50’, 75’ and 100’ 
lengths. 


ee 


BOSS* WYTEFACE: Rugged, 
“he-man”, aluminum case, 
with non-slip finger grips. 
Wide-sweep winding handle. 
Foot markings in red. Priced 
for volume sales . . . in 50’ 
and 100’ lengths. 

*TRADE MARK 


HANDY{ WYTEFACE: Tape 
Rule is available in 6’, 8’ 
and 10’ lengths. 
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<gnap-ock veuxe 
No. 2610-10” 
No. 2607- 7” 


PROMPT DELIVERY 
FREE: Display 
Literature 
Mats 


Are you offering it to your customers? 


These exclusive advantages: ‘S\\\\ | AW e JAW SIZE IN 
Fits work. Holds tighter. Visual, on handle. Saves time. Saves hard pull to unlock jaws. 


No. 610-10” 
No. 607- 7” 


We Snap lock 


Your Seymour Smith distributor 
has full information—or write us. 


| Also Utility Pattern ‘‘Snap-Lock"’. Same locking principle, 
| same rugged construction but without exclusive features above. 


Seymour SmitH 


- «sna Jock Seymour Smith & Son, Inc., +1501 Main Street, Oakville, Conn. 
p Sales Representative: John H. Graham & Co., Inc., 
Swnce 7850 


105 Duane St., New York 8, N.Y. 
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CRESTOLOY LINEMEN'S CRESTOLOY END 
SIDE-CUTTING PLIERS. CUTTING NIPPERS. 
No. 1950, in 6, 7 and No. 72, in 68 7” sizes. 
8" sizes. 


MS ig 


BLM 


Se 
Nae 






oe CRESTOLOY LONG 
CRESTOLOY DIAGONAL NOSE PLIERS. 
CUTTING — : No. 1033, in 6 & 7” sizes. 
No. 942, in 4, 5, $*/2 Also No. 654, same 
and 6" sizes. except with side cutter. 
ae ae se 


Sie A 





CRESTOLOY HEAVY ‘ © CRESTOLOY LONG FLAT 
DIAGONAL CUTTING PLIERS. NOSE, SIDE-CUTTING PLIERS. 


No. 542, in 7" size only. : » No. 650, in 7” size only. 


This Plier 


is made o' Fy 


@RESTOLOY 


Lite eG ee ee : 





CRESTOLOY PLIERS 
ane tudividually tested / 


Crestoloy Pliers take all the guesswork out of plier 
buying, because Crescent has taken all the guesswork out 
of plier making. Rigid specifications establish the material, 
design, workmanship, tests and inspection of these better 
tools. Strict adherence to these specifications is maintained 

| by continuous tests and relentless inspection of the 
| individual tools. Every plier carries the Crestoloy tag 


certifying that it has been individually tested. 


CRESCENT TOOLS — 
Give Wings lo Work 








HARDWARE DEALERS 
Crescent offers a wide selection of 
effective point-of-sale displays. 
Order from your jobber and cash in 
on Crescent’s national advertising. 





Sign of lhe. frtisan 


Symbol Of Cuccllence 


Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors ond retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 
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1954 FRANKLIN GLUE 
Hardware Week Special 








24 Tubes of Franklin Glue 


to sell at 15¢ each 






12 Tubes of Evertite Glue 


to sell at 15¢ each 






Here's the big Franklin Glue bargain for Hard- 





ware Week, April 16 to 24. This profit-builder Pas Na Nae et a 
will help you celebrate Hardware Week right. 
You'll get attractive display material in the irha CONTENTS 
Hardware Week Kit to help you sell Franklin 
Glue. 24 tubes (FREE) of FRANKLIN GLUE to sell 
Franklin Glue is the only HIDE GLUE available @ 15¢ each $3.60 
faye semsagt k is al f ; 12 tubes (FREE) of EVERTITE GLUE to sell 
in shop-size packages. Millions of craftsmen, car- | @ teak $1.80 
penters, woodworkers, industrial arts teachers and 12 Quarter-Pint cans of FRANKLIN GLUE 
handy men around the house now insist on to sell (@) 50c each « $6.00 

a: " ee 6 Half-Pint cans of FRANKLIN GLUE to 
Franklin Glue tae The Choice of fine craftsmen . sell @ @Se each $5.10 
everywhere.’ Millions more will see the big two- 4 Pint cans of FRANKLIN GLUE to sell @ 
color ads between now and Hardware Week. $1.50 each ...... $6.00 
ee ee and EVERTITE is the new, popular Pe , 

7 : T ‘ 
clean WHITE GLUE, a general purpose glue for - RETAIL VALUE... 22.50 
the entire household. Easy to use by anyone for rg . cannnnanne 
wed 
FR 


almost anything. 


- YOUR * / }-7 | 


AVAILABLE ONLY UNTIL ee ae 
APRIL 15, 1954 


THE FRANKLIN GLUE COMPANY 
119 W. CHESTNUT ST. COLUMBUS 15, OHIO 


PROFIT........ ‘ff-/0 


ORDER FROM YOUR WHOLESALER 
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Customers Prove NEW Black & Decker/Sa 


GET A CHANCET 


¥ 


“Greatest saw line ever” gives your customers 
every feature they need for every job they do! 





Look at these Features: 


Cuts from 0’ to 2” dee d EASY-GRIP HANDLE... at natural sawing angle 

bevel ome Acs 0° te 45° ’ j . .. plus second hand-hold . . . and cord is out of 

Depth of cut at 45° is i P : the way! 

ame Fon oye , : POWER TO SPARE... . on toughest jobs. . . be- 

built in “ae $64.50 q i: cause all motors are B&D-built just for these 
saws! 
HUSKIER BUILD... larger shoe . . . for solid base, 
greater stability at any depth or angle! 
SAFETY-LIFT GUARD ... . large guard lift-lever lets 
you retract lower guard by hand safely! 
2-POINT SUSPENSION . . . not one but two big 
wing nuts hold saw steady at every depth and 
angle! 
MAN-SIZE CONTROLS ... big trigger switch, heavy 
wing nuts give faster action, quicker adjust- 
ments! 





New B&D 7” Saw—U-7 . 

rood or Ht Sener é To introc 

deep and bevel cuts from 0° , custome 

to 45°. Depth of cut at 45° : Saw Con 

is 1-23/32".. . with built- oI, 4 " ' this Sp 

in depth-and-bevel adjust- ee f YOURSI 
$84.50 i ‘ 

Popular 
penters ¢ 
Methods 
trade bo 

| Decker’ 
| Want to 
the info 


' Here’s 


” will $ 

New B&D 8 Saw—U-80 >, ; : 

Cuts from 0’ to 2-13/16”" deep ey & Black & 

and bevel cuts from 0° to 45°. ; works t 
Depth of cut at 45° is -_ } ‘ New B&D 9” Saw—U-90 

2-1/16 ae depth-and- A % . A Cuts from 1/4” to 3-1/4" deep 

bevel adjustment is built in . it Reel cela oie @ to 28°. 

Depth of cut at 45° is 2-3/8"... 

with built-in depth-and-bevel ad- 

justment $114.50 
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with Big “Try-It-Yourself” Contest! 


To introduce Black & Decker’s new saw line . . . to bring 
customers into your store . . . Black & Decker’s exciting 
Saw Contest will be announced to millions of prospects 
this Spring! Homeowners will be urged: “TRY IT 
YOURSELF!” in full-page ads in LIFE, Better Homes, 
Popular Mechanics, other consumer magazines! Car- 
penters and builders will read about it in Construction 
Methods, American Builder, Practical Builder, other 
trade books! Everybody will see and hear about Black & 


| Decker’s great new Saws—and the big Saw Contest! 


Want to hear more? Mail the coupon today and get all 
the information! 


_Here’s How B&D’s Big Contest 


Will Sell More Saws for You... 


Black & Decker’s big ‘“Try-It-Yourself’” Saw Contest 
works two ways for more saw sales. First, Mr. Home- 


ELECTRIC 


TOOLS 
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owner is invited into your store, sees the new B&D Saws, 
tries them himself. Then he fills out the official entry 
blank, which he returns to you! He’s now not only a saw 
prospect, but a live name on your mailing list! Second, 
carpenters are offered a demonstration of the new B&D 
Saws right on the job. They return coupons from our 
ads, which we pase on to you. Following up these hot 
leads, you contact potential customers, right where 
they’re most potential! They try out the new B&D Saws 
and get their contest entry blanks from you at the same 
time! Both ways, you win—selling more saws to pro- 
fessionals and to home craftsmen alike! And... you get 
a big contest display FREE with every saw! 


MAIL THIS COUPON TODAY! 


THE BLACK & DECKER MFG. CO., Dept. H653, Towson 4, Md. 


I want full information about the new B&D Saw Line and 
Black & Decker’s great merchandising program, including 
the big ‘“Try-It-Yourself’’ Saw Contest. 


Name.... 


Company. 


Address. . 


City. . ... Zone PS ces wale we 

















CHAN jg, LOCK | 





Warten your profits soar when you stock and feature the 
complete Champion DeArment-Channellock line. Get your 








display boards out front where your customers can buy from the 





wide Channellock selection. Millions of readers every month 








are being told about the Channellock line! There are real profit possi- 








bilities for you in the complete Channellock line of highest quality tools. 





Check your stock today ... be sure it’s complete! 
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CHAMPION DEARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 
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You pocket a healthy profit on each CARBORUNDUM® Brand Abrasive Kit for 


EACH KIT CONTAINS: 


Furniture Refinishing you sell—but it doesn’t stop there! Your customers soon 


A complete, 16-page illustrated “how-to-do-it” 
discover that CARBORUNDUM'S professional-type abrasive papers help them do a 


book; 22 cut sheets (8 different grits and grades) | 

including top-quality garnet cabinet and fin- more craftsmanlike job give better, faster, easier sanding than ordinary ‘sand 
ishing papers, silicon carbide waterproof paper, | papers.’’ They come back tor more—in full sheet sizes. You ring up extra profits 
aluminum oxide moulding cloth. The papers ‘ 

alone are worth the price of the kit...as is the | 

instructional booklet for those who want to 

know how to refinish their furniture as the pros ] 


Display them throughout your store for “sell-on-sight”’ profits. And stock 
enough full sheets of CARBORUNDUM’S professional-type Abrasive Papers to 


meet the demands of customers who return for more. 
do. Your margin is 33.6%—and even higher when ee ee ee oe eee ee ee ee ee ee ee + 


you buy in quantity. THE CARBORUNDUM COMPANY, Dept. HA 90-42, Niagara Falls, N. Y. 


Your Furniture Refinishing Kit sounds interesting—rush details to 


COLORFUL DISPLAY BOX 
comes with every 10 Kits! 


ORDER 
FROM YOUR WHOLESALER... 


or mail this coupon for details. 








CARBORUNDUM 


REGISTERED TRADE MARK 


_.. the HIGH-PROFIT, LOW-INVENTORY abrasives line ! 











5,000 Paint Merchants Proved It! 


Now YOU Can Cash In On It! 








PAINTS 


...the one and only 
paint color system 
with all these 
sales features! 


¥%& The only paint color system offering hundreds of colors in BOTH INTERIOR 
AND EXTERIOR FINISHES! 





* The only color system using so few tubes to make so many colors (16 colorants 


make 1,322 COLORS!) 
¥%& The only color system tested and proved for 15 years! 


%& The only color system with nationwide quality control, color control, and field 


testing. 


* The only color system with regional sources of supply and service — wherever 


you are. 


* The only color system advertised, sold, and accepted internationally —in the 
U.S.A., Canada, and England. 


Read the Amazing Inside Facts About Colorizer on the Next Page! 
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Customer finds her color quickly and 
easily in the Colorizer Album of 1,322 
colors. 


The most successful new idea in 
paint merchandising in the last 25 
years is Colorizer Paints, in 1,322 
colors. Nearly 5,000 dealers have en- 
joyed an amazing increase in paint 
profits with a stock of Colorizer. 
Here’s how it has worked for them... 
how it can work for you. 

You stock only two base paints, 
plus 16 colorants in absolutely fool 
proof Colorizer tubes. This small in- 
expensive stock gives you 1,322 colors 

not just flat wall paint, but in all 
interior AND EX TERIOR finishes. 





You stock only 16 colorants and two base 
paints. Stock investment is small, 


Lach of the 16 colorants is used in 
making many paint 
Colorants keep busy working for you. 


colors, so all 


There are no slow moving colors, and 
base paints turn over “like eggs ina 





Rees Bee 
iyo Pa a5 
eye i. $ 


COLORIZER PAINTS ARE 

MADE IN THE U.S.A., CANADA 
AND ENGLAND BY THESE 
OUTSTANDING PAINT 
MANUFACTURERS 
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BAS Wik. coanneeal 
THE AMAZING STORY OF 


. PAINTS 


Co 4 


7 page: 4 


Ta 


AND HOW THEY BRING IN 


NEW PAINT BUSINESS! i 


grocery store.” Paint is always lresh. 

Colorants are scientifically pre- 
measured and packaged in one of the 
world’s most modern paint factories. 
Color control is so accurate that 
colors are always just the same- 
can be matched perfectly ume alter 





Wes 


and Garde 


Month after month, national advertising 
brings customers into Colorizer dealers’ 
stores. 


time. ‘There’s never any measuring 
or formulating required by you or the 
customer, 

Your customer sclects from the 
Colorizer Album of 1,322 actual paint 
samples. ‘They're arranged so she can 





& 


find her color in a hurry—whether 
she’s looking for “ordinary green” on 
a special color to match het rug, 
draperies, or wallpaper. You imme- 
diately sell her the color she wants 
(no special-order colors, no custom 
mixing). You sell her only what she 
not assorted quarts, pints and 
gallons to do a one-gallon job. 

As a Colorizer dealer, you are 
supported with heavy national adver- 
You have the most outstand- 


needs 


tisineg. 


ing color sclection guides, decorating 





Colorizer Paints are made by 12 ovt- 
standing regional U.S. manufacturers, plus 
leading firms in Canada and England. 


helps, and point of sale merchandis- 
ing aids. Only one brand of paint 
gives you the perfect color system 
PLUS a proved program for increas 
ing paint profits. Remember the 
name — Colorizer. 





THE WORLD’S NO. 


Bennett's 
Salt Loke City, Utah, and Los Angeles, Colif. 
Blue Ribbon Paint Company 
Wheeling, West Virginia 
Walter N. Boysen Co. 
Oakland and Los Angeles, Calif. 
Brooklyn Paint and Varnish Co. 
Brooklyn, New York 
James Bute Company 
Houston, Texas 
Great Western Paint Mfg. Corp’n. 
Kansas City, Missouri 


IN CANADA 
Imperial Varnish & Color Co., Ltd. 
Toronto, Ontario 


I PAINT COLOR SYSTEM 













Jewel Paint & Varnish Co. 
Chicago, Illinois 

Kohler-McLister Paint Company 
Denver, Colorado 

W. H. Sweney & Company 
St. Paul, Minnesota 

Vane-Calvert Paint Company 
St. Louis, Missouri 

Warren Raint and Color Company 
Nashville, Tennessee 

Geo. D. Wetherill & Co., Inc. 
Philadelphia, Pa. 


IN ENGLAND 
Jenson & Nicholson, Ltd. 
London, England 
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GET ON THE BANDWAGON 


GRAB YOUR SHARE OF THE HUGE 


COT) Hy [7] ZIM AK D) Gowan, 
WI 7K EKO ORS GWU 


MARKET Dup- Dor = 


ALL-ALUMINUM COMBINATION ir rn | 
STORM-SCREEN DOOR 






ee 





“ 


Join the parade of thousands of 
dealers who are cashing in on 
“Duo-Dor", the combination door 
that’s become the nation's sensation. 
All-aluminum construction . . over 
one-inch thick . . with all the 
features of doors selling for as 
much as $30 and $40 more! 





Retails for 














COMPLETE, INCLUDING ALL 
HARDWARE, PNEUMATIC DOOR 
CHECK, DOOR LATCH, ANY SIZE — Grille Extra 
STAINLESS STEEL HINGES, OUTSIDE 
ALUMINUM DOOR JAMB! DELIVERED COMPLETELY ASSEMBLED! 


EASILY INSTALLED BY ANYONE! 





Another product of 


ERP) the weather-proof co. 


1407 £& 40th ST., CLEVELAND 3, OHIO 


NATIONALLY ADVERTISED IN LIFE (ood llousekeeping a PLL A , 2 ~— 
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Get a well deserved Trophy YHIOAA 3 OUIMWOSE | 


For boosting the Business 
Of Browning & Brophy 
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Dealers say it’s almost magical the way all three 
of these United States Plywood Products are gaining 
in popularity. The first is Weldwood Glue...America’s largest selling 
wood glue. The second is Firzite...a MUST for finishing fir plywood. 
The third is Satinlac, which helps you cash in on the big demand 
for natural wood finishes. Each brings people into your store... 
and each pays you handsome profits. 


UNITED STATES PLYWOOD CORPORATION 
Dept. 273, 55 West 44th Street - New York 36, N. Y. 





Order from your Wholesaler 

















Largest Selling Wood Glue — 


WELDWOOD 






prastic RESIN G | IE 








Blond or pickled effects call for 


FIRZITE’ 


Recommend WHITE 
Firzite for magical 
+ woodsy effects on 


a 


WHITE 





Big demand for natural wood finishes, sells 


SATINLAC’ 


The big modern style 
trend is for light 
natural wood fin- 





SATINLAC 


— For making things hardwood or soft, ishes — on furniture, 
= or fixing things, plywood or solid wood panelling and 
-We.owa0? = 1 Weld. ; , iwork. Whe 
‘ recommenc elc lumber. For light woodwork, len 
STIC Resin GLUS- . 
4 =z / wood Glue—for all customers ask you 





= wood - to - wood 
bonds and many 
other uses. Makes joints stronger than 
the wood itself. Mixes easily with 
water. Stain-free, rot-proof, highly 
water-resistant! For hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, 15c, 
35c, 65c, 95c; 5 Ibs.. 10 Ibs.. 25 Ibs. 











pastel tones, recom- 
mend WHITE Firzite 
tinted with Colors- 
in-Oil. For soft wood and fir plywood 
paint jobs, recommend WHITE 
Firzite as an undercoat, to help pre- 
vent grain raise or checking. ( For soft 
wood or fir plywood stain jobs, recom- 
ment CLEAR Firzite, to tame wild, 
unsightly grain. Over 40 million feet 
of fir plywood sold every week — what 
a market for Firzite! ) 





what to use, you'll 
make friends by re- 
commending SATINLAC, It brings 
out and preserves the natural grain 
and color-beauty of any plywood or 
solid wood. Water-clear Satinlac 
avoids that “built-up” look. Easy to 
brush or spray; dries “dust-free” in 
20 minutes, ready for next coat in 3 
or 4 hours. 





In piate, quarts, gallons, drums. 
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‘A QUALITY PHILLIPS or SLOTTED 
WOOD SCREW FOR EVERY PURPOSE 
FLAT ROUND OVAL : 
SOUTHERN means QUALITY. 
Screws precision made of top grade 
extruded steel, brass, silicon bronze, 
wWwooD SCREWS and aluminum wire in one of the 


PHILLIPS AND SLOTTED nation’s most modern plants. Alli 


made to Federal Specifications 
BY Soulhe ) FF-S-11 lo. 


Rigidly inspected—Securely packed 
Widest range of sizes and finishes 


Prompt Delivery—Shipped from Stock 


Factory Warehouses: 
4100 Dell Avenue, North Bergen, N. J, Union 5-0985 
325 West Ohio Street, Chicago 10, Ill., Superior 7-6531—7-6532 
2640 East Washington Bivd., Los Angeles 23, Calif., Logon 5-6157 


STATESVILLE ad MORTH CAROLINA 





For Information and Free Catalogue Write Box 68-G 
Manufacturer of Wood Screws a Sold Through Leading Wholesale Distributors 
92 HARDWARE AGE, JANUARY 7, 1954 
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Today's discriminating buyers are not easily fooled. They shop care- 
fully, looking for the greatest value for their dollar. Thése people buy Griffin 
products. When your customer is looking for quality, show him the Griffin 
line of fine builders’ hardware. He will quickly see the fine quality steel and 
excellent craftsmanship which have made Griffin a quality line for more than 
a half century. 

Griffin makes satisfied customers . . . and that means greater profit for YOU. 


RI FFIN Wy Every DOOR NEEDS THREE ! 
MANUFACTURING COMPANY | 


Duels ERIE + PENNSYLVANIA 


REPRESENTATIVES 







— GRIF 
NON 






WILBUR H. DAVIS CHARLES L. LEWIS R. &. BEVERS H. C. GLOVER 
1639 W. Fargo Avenue 1355 Market Street 4524East 60th Street 2611 Garrison Bivd 
Chicago 26, Illinois San Francisco 3, Calif Seattie, Washington Baltimore 16, Morylond 
GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, JR. ROY L. ROGERS 
17134-6 Wyoming Avenue 917 St. Charles Avenue 644 Wellington Rood 1620 Garfield Street 
Detroit 21, Michigan Atlanta, Georgia Jackson 6, Mississippi Denver 6, Colorado 
THE B. S. ALDER COMPANY AUSTIN & EDDY INC. E. H. FARRAR HARVEY D. RUSH & SONS W. C. MEIBAUM & CO. 
45 Warren Street 115 Broad Street 6637 Golf Drive 4638 Nichols Parkway 6954 Oleatha Avenue 
New York 7, N.Y. Boston, Massachusetts Dailas 5, Texas Kansos City, Missouri St. Louis 9, Missouri 
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ONE GLANCE TELLS yoy 


Select. 


packs SAVE space 


Handy “Pak’’ has clear acetate slide cover... Os dean 
— 24 Clopes 


_~ 
_— <_ 


shows merchandise attractively 


Provides extra customer convenience... 


dependable product protection 


Assures speed and ease in handling... 
12 doy, envelopes 
As Much As 75 12 doz. Paks 
% Space Savings! 


Open stock available on all items 


Buy it from your wholesaler 


NEW Ceboetice- Peck ASSORTMENTS Stimulate Impulse Purchase 


compact “Serv-Yourself” dispensers are FREE 
CABINET HARDWARE NO.32 WOOD SCREW NO. 24 STOVE BOLT NO. 26 


A complete cabinet hardware 
department that takes only 
minimum counter and storage 
space. Attractive metal dis- 
penser shown at left 1512 x 12”. 


distinctive hardware. . 


Wood screws in 24 most 
popular sizes your customers 
require. (Flat head, round head 
and oval head.) Dispenser 
15% x12”. Sturdy. Eye catching. 


Flat head and round head bolts 
with nuts in 16 fast-moving sizes. 
Zinc plated finish. Packed 1 
dozen Paks to the carton. 
Metal dispenser is 12’ x 12”. 


. all from | source 


NATIONAL LOCK COMPANY 


Merchant Sales Division @ Rockford, 


HARDW 


Illinois 
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Display Makes Housewares Sales... 
If | Were A Retailer.............. 


Calendar of Merchandising Ideas... 
Stock Control For Housewares...... 
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Those who look back with nostalgia to the time 
when a hardware store was a “man’s store,” full of 
masculine odurs and masculine merchandise, must 
concede that the reason this store of yesterday has 
disappeared is because it has become unprofitable. 

The primary impetus behind this transition of the 
hardware store from a man’s store to a family store, 
is that very potent economic force—the woman 
shopper. 

Hardware stores are not the only businesses that 
have felt the growing influence of the woman shopper; 


it has been felt in practically every phase of retailing. ' 


The woman customer today does not limit her pur- 
chases to foods, soft goods and minor household needs. 
Rather, she is the chief purchasing representative of 
her family and is involved in all types of purchases, 
hard goods and soft goods. 


In most families today, the women ac- 
tually has discretionary spending author- 
ity over larger sums of money than does 
the average man. This does not mean 
that the man of the house has no influence on how his 
money is spent. Rather, it is a simple acknowledge- 
ment of the fact that a woman does more of the actual 
spending of the household funds. 

Any retail enterprise that carries goods used in a 
home that does not acknowledge the importance of the 
woman shopper and attempts to attract her trade, is 
arbitrarily cutting itself off from an important source 
of sales volume. 


FACT > 
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Over the past 10 years, sales of house- 
wares in hardware stores have had a 
substantial rise; they are still rising. 
Studies of many hardware 
HARDWARE AGE editors have shown that housewares 
is no longer a small, single island, but instead has be- 
come an integrated major department that produces a 
steady profit, year in and year out. A recent investiga- 
tion of a group of major hardware dealers showed that 


FACT > 


stores by 


housewares in these stores accounted for 25 to 30 pct 
of the total volume. 


Traflic is the life blood of a retail store 
Without it, the most glamorous fixtures 
FACT ra and displays are Since the 
woman shopper is such an important 
sales factor, anything that will attract her to your 
store is very desirable. 
By attracting women and exposing them to all the 
other merchandise you carry, you have an opportunity 
to develop family shopping ... a profitable 
achievement. A study of the experience of hardware 
stores that made a real effort to build a good house- 
wares department indicated that the volume of women 
shoppers to men was 2 to 1, and hardware sales of the 
type made normally to men showed an improvement 


valueless. 


Housewares attract women. 


most 


Housewares build repeat traffic. Many 
items in a housewares department are 
consumable items—the floor polishes and 
waxes, the cleaning compounds; brooms 
wear out, dinnerware is broken, etc. 


FACT > 


Thus, you have 
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by W. A. PHAIR, editor 


opportunity to increase the number of times a 
shopper visits your store. With each visit you have a 
new opportunity to make impulse sales. 

Hardware stores generally are badly in need of some 
element that will increase the frequency of visits to 
For example, a study of shopping habits 
revealed that only 7.5 pet of a hardware store’s cus- 
tomers Visited the store one to two times a week. This 
figure compares with 36.5 pct for grocery stores; 39 
pet for drug stores and 40 pct for variety stores. 

The greater exposure to customers experienced by 


their stores. 


the other types of stores accounts for their ability to 
encourage impulse sales of items that are primarily 
hardware store items. 


Housewares offer unusual opportunities 
® for promotions and advertising themes. 
FACT * There is a constant influx of new models, 
new items, new colors and assortments. 
There are endless seasonal appeal possibilities, rang- 
ing from Christmas gifts to June brides and birthdays, 
to outdoor living, to Thanksgiving accessories, to cool 
weather and to hot weather needs. While some indi- 
vidual lines in a housewares section do have specific 
seasonal sales peaks, the shifting of display and pro- 
motion emphasis makes possible a year ’round promo- 
tion program. 
have adver- 
them 


Housewares more national 
tising behind than most depart- 
ments in a hardware store. Women are 
frequently pre-sold on the need of an 
item by this advertising, thus reducing the amount of 
This national advertising also 
encourages pre-selection and thus makes housewares 


FACT > 


work a store must do. 


especially suitable for self-service selling. Some stores 
that have adopted self-service report it is possible to 
do as much as 90 pet of your housewares business on 
a self-service basis. 

This subject is discussed in greater detail in another 
article in this Merchandising Guide. This adaptability 
to self-service also adds to opportunities for a higher 
volume of related sales. 
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sell housewares ? 


Average margins on housewares are 
favorable, and turnover is usually above 
the average for most departments. Prices 
in many cases are manufacturers’ sug- 
gested national prices and are fairly well observed 
Serious price cutting is limited to a few well known 
items and normally is not a major problem. On impulse 
items, prices are often not a primary factor. Many 
women shoppers, if they are in your store and are re- 
minded of a need, will buy the item from you rather 
than take the trouble to go to another store to save a 
That has been the experience of most 


FACT 


few pennies. 
dealers. 

The better turnover, coupled with the higher aver 
age margins, and adaptability to self-service provides 
better net margins through lower selling costs. 


Housewares, when combined with toys, 
» sporting goods and other normal hard- 
FACT he ware departments, makes your store a 
truly family store and provides you with 
the most desirable traffic base in retailing. It present 
to consumers a one-stop shopping opportunity for all 
the hard goods needed by the average family for home 
maintenance, etc. It gives hardware stores an oppor- 
tunity to do what supermarkets have done in food lines 

provide a single source for basic needs, and by build- 
ing traffic on this basis, open opportunity for numerous 
impulse purchases. 
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yartment 


om)lete information on the experience of housewares 
iepartments of department stores. 

A study of these data indicates that they are suf- 
ficiently comparable with hardware store experience. 
and total hardware sales 
follow a surprisingly similar pattern from month to 
month, as is shown by Chart II. Note that in nine 
f 12 months there is little variation in the two. 

While December is far and away the biggest month 
of the year for hardware stores, the December pertion 
of the year’s total business doesn’t approach the per- 
centage of sales rung up in the housewares depart- 
ments of the nation’s stores in that month. 

The disparity between hardware and 
sales (slight in the case of July and August but wide 
in the case of December) suggests that these are 
which offer the greatest opportunity for 
ncreased promotion of houseware lines by hardware 


Housewares sales store 


houseware 


montns 


stores. 

Stronger promotional effort by hardware stores on 
their housewares during the usual summer lull will 
serve not only to soften the July-August sales dip in 
line but will at the same time lift total 
sales in those months to higher levels. 

The hardware retailer looking for a way to increase 
his trade during January and February, consistently 
the poorest period of the year, should then give strong- 
er promotion to housewares. 

These are ideal months for housewares promotion 
because it’s a period of greater home entertainment. 

In speaking of housewares we electric 
housewares, gift, china and glasswares, all of which 
are part of the housewares department in the hard- 
ware store that is departmentalized. 

Electrical housewares and similar gift merchandise 
gets its biggest play during the second quarter of the 
year when bridal showers and wedding gifts increase 
the volume, and again in the last quarter when femi- 
nine shoppers are most concerned with home enter- 
taining and holiday gift buying. 

The best available source of data on housewares 
sales is a monthly compilation of department store 


that store 


include 
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sales, by lines, based on reports of about 350 of the 
nation’s larger department stores. 

The sales pattern in housewares, over a five-year 
period, for these stores which account for more than 
haif of the nation’s department business, is 
shown in Chart I and Table I. 

This vear, for the first time, a calculation has been 
made of the percentage of business which will be done 


store 


in housewares (including smal! appliances) by depart 
ment stores, in each month of 1954. 

This calculation, known as the 
was made jointly by the Bureau of Advertising, Amer- 
ican Newspaper Publishers Association, and Rem- 
ington Rand, Inc., creators of Univac, an electronic 
brain. 

Univac utilized Federal Reserve Board reports of 
department store sales of the past 12 years in com- 
puting its 1954 estimate of monthly sales. 

Univac’s projected 1954 pattern, 
shown in Table I, is based on only the larger trends 
of the past 12 years. It does not allow for variations 
from year to year in the number of selling days per 
month, shifts in the dates of important holidays, 
Easter, for example, or unusual weather conditions. 

Analysis of Univac’s forecast on 27 other basic lines 
of merchandise in addition to housewares, indicates 
that seasonal buying patterns this year will duplicate 
—in most cases with variations of only a fraction of 


Univac Forecast, 


seasonal sales 


one per cent. 

This suggests that retailers interested in doing a 
better job in advertising and promoting their lines 
would do better to base their 1954 plans on their own 
sales pattern of 1952. 

A study of advertising of houseware lines in nine 
major markets in 1952, made by the George Neustadt 
Statistical Organization, showed that advertising of 
non-electric housewares was higher, percentage-wise, 
than on electrical housewares in each month until 
September. At this point advertising dropped off on 
non-electric housewares while advertising on electric 
housewares soared to 20.8 pet of the year’s total of 
electric houseware advertising. 
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/ housewares sell best 


traffic and display are keys to building better impulse sales 


Unlike many of the lines sold by hardware stores, 
a substantial portion of housewares are bought on 
impulse, rather than of necessity. 

This, then, is the tip-off to greater housewares 
volume. 

The dealer who merchandises——-rather than merely 
stocks—-housewares, puts the line before the eyes and 
into the hands of his women customers. 

He realizes that his first problem is to get more 
women to visit his housewares section and the second 
is to stimulate impulse buying, or self-selection. 

The way to do this, the smart merchandiser knows, is 
not merely to stock demand items but rather to build 
his housewares promotion and merchandising around 
nationally-advertised lines with greatest consumer 
acceptance. 

Housewares will almost sell themselves. Stores 
which have experimented with self-service have learned 
that housewares, properly displayed and price-marked, 
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require less selling time than almost any other line 
in the store. 

First of all, you’ve got to get customers into your 
store and that’s where product recognition and ac- 
ceptance enters into the merchandising picture. 

The good newspaper ad, or window display, is the 
one which evokes this customer response: “Oh, look, 
here are those new Widgets that are advertised in all 
the magazines and on TV. They’ve got all the sizes 
and colors, too. These would certainly brighten the 
kitchen.” 

If you want to make your store the housewares 
center of your community, tell your trade that you 
have the full line of Widgets, or that new Glitterwax 
that has been mentioned in all the household hint 
columns in print and on the air. 

3e the first in your neighborhood to have any new, 
interesting merchandise that comes on the market. 

Be alert. Let your customers know that the Wimple 
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Hardware Store has just received its first limited 
supply of the new Widgets that have just been adver- 
tised in Wife magazine. Tell them about Widgets 
simultaneously by your ads, by radio, by your windows 
and by personal contact. 

Don’t be like so many retailers (not hardware deal- 
ers, of course) who might say, “Mary, what are these 
Widgets that all the women have been asking for all 
week. Better jot it down in the want book, to order a 
couple.” 

Sure, Widgets and Glitterwax may just be a couple 
of flashes in the pan, and maybe they will be replaced 
in demand in a few months by a couple of other new 
products, Wadgets and Glisterwax. 

Nevertheless, the point is that housewives remember 
that Wimple Hardware always has new products while 
they are still hot. 

Incidentally, there’s no better source of learning 
about new, quality products than your hardware busi- 
ness magazines. 

Play it smart—don’t play up price! Instead preach 
beauty, style, quality, utility and labor-savings. 

You’re licked before you start if you try to play 
the price-cutter’s game. Let him have his “loss lead- 
ers” and his bait advertising. You’ll be better off to 
stick with quality leaders. 

Maybe you do get a longer discount on some little 
known brands that may be every bit as good, or better, 
than Widgets. Stock them, surely, but for Heaven’s 
sake don’t feature them in your ads or in your win- 
dows. Remember, people want Widgets! 

Don’t try to swim against the current. Don’t pass 
up the tremendous consumer acceptance which has 
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been wrapped into every package of Widgets at great 
advertising expense by the Widget Mfg. Co., Inc. 

Don’t try to cover the whole board, either. Your 
customers don’t expect you to show them half a dozen 
competing products. They come to you because they 
respect your judgment as a buyer, as well as a seller, 
of hardware—and housewares. 

In buying housewares buy for breadth in popular 
lines. Give the customer her choice of as many colors, 
sizes, and shapes as practical. 

Don’t hesitate to admit your buying mistakes. It’s 
better to move your mistakes off the shelves, even at 
cost, rather than to live with them. 

Do anticipate. Don’t wait until the selling season 
is upon you before you wake up to the fact that it’s 
fruit preserving season and your stock of supplies is 
depleted and you don’t know whether it’s safe to run 
an ad because you can’t be sure that the wholesaler 
can get the goods to you in time. 


Stock Control System Essential 

No housewares department worth the time it takes 
to dust it can get by for long without some sort of a 
stock control system. 

And speaking of dusting, the woman’s place is in 
the housewares department. If you don’t have a 
woman in your housewares department get one in 
there right away. A woman will detect dust and dis 
order that a man won’t notice—or do anything about 
in a dozen years. 

Besides, what do you, or any man know about 
women’s preference? Probably no more than your 
wife knows about neckties. 

If you really want to do something about the house 
wares department, this year, it’s not too late to make 
a New Year’s resolution. Resolve to promote it, con 
sistently. , 

Study the promotion calendar printed on pages 114 
and 115 and note the many promotional opportunities 
it suggests. Prepare the year’s schedule now. 

There’s nothing so dead as a static Window display 
Introduce motion, color, sound, more light, but above 
all, ideas. 

Every housewares window display is better if it 
has a theme or a strong focal point. Props help, too, 
and there’s no store on the street that is better sup- 
plied with display props than the hardware store 

There’s one other valuable merchandising tool 
which has been used with increasing effectiveness by 
smart houseware merchandisers, and that’s the store 
demonstration. 

Many manufacturers offer the services of carefully 
trained professional demonstrators, at little cost. 

Demonstrations, more than almost anything else 
you can do, will help to establish your store as house 
wares headquarters, 
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Women are the nation’s most important shoppers. 
They account for 85 pet of all shopper traffic. 

Women like self-service. 

Women are the chief buyers of housewares. 

Housewares are especially well suited for self- 
service selling. 

In those three simple, basic facts is the tip-off on 
how you can improve your housewares volume. 

Women have been indoctrinated by the super food 
markets to wait on themselves; they are just as willing 
to serve themselves in hardware stores, given the 
opportunity. 

But it isn’t always easy for a hardware merchant, 
trained in the tradition of service-type selling, to 
make the switch to self-service. But it must be given 
serious consideration, if hardware stores are to at- 
tract women shoppers. 

Just as mass production led to mass merchandising; 
mass merchandising itself, with the supers as the ve- 
hicle, has moved to self service. 

Why? To take the pinch out of the profit squeeze. 

That is the same problem hardware stores and all 
other merchants face today. How can they increase 
volume without having it sponged up by constantly 
increasing sales cost? 

One answer is to try self-service. 

Already, those hardware dealers who have adopted 
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by R. S. WILD. 


merchandising editor 


self-service to their merchandising, have found that 
it is practical; that it is time-saving and sales-saving 
It can increase the profit margin. 

Why try self-service in housewares? 

Housewares, giftwares, and related lines, are the 
woman’s domain in the hardware store. They are 
there because her influence on sales volume put them 
there. 

Now she is ready to press for quick buying—for self 
service, or failing that, she will shop elsewhere. 


Women Are Conditioned to Quick Buying 


Conditioned by the super food market to serving 
herself, to quick buying; having become educated by 
national advertising to a keen awareness of brand an 
product qualities, she prefers to see, to choose without 
pressure, to pay and leave the store in the quickest 
time possible. 

In the hardware store, there is no better place to 
satisfy those conditions than in housewares. 

Consider that the self-service supers are now sell- 
ing housewares. Department stores, one after another 
are moving on to the quick buying concept in their 
housewares department. 

In housewares, self-service is a natural. The mer- 
chandise has a maximum of eye-appeal. The shoppe! 


HARDWARE AGE, JANUARY 7. 1954 











Try Self-Servicdtor | 


Hous 
sellir 
dise 


is faced 
They lea 
play to 2 
She de 
partmen 
brands. 
choose. 
to brows 
That’s 
partmen 
tien, sel 
frees sa 
which ir 
Basic 
ting a n 
tomer, s 
cal for bh 


c 


Add t 
buying, 
nate th 
self-sery 

30th 
serio ish 


meal ( 


NWARDW 


rvica 


ditor 


und that 
*S-saving 


are the 
They are 
put them 


for self 
ere. 


jing 


serving 
cated by 
rand and 
without 
quickest 


place to 
iow sell- 
another 


in their 


he mer- 
shopper 


7. 1954 








or Housewares 





Housewares are ideal for self-service 
selling—here's how you can merchan- 
dise for those extra sales 


is faced with color and style, so important to women. 
They lead her from one item to another, from one dis- 
play to another. She is on home ground. 

She doesn't have to be suid. Every housewares de- 
partment is ful! of national brands. She knows het 
brands. She needs only to be left alone to pick and 
choose. The merchandise does the selling, and if left 
to browse without interruptions, she’ll buy more. 

That’s what makes self-service in a housewares de- 
partment result in more profitable volume. In addi- 
tion, self-service helps other departments because it 
frees sales people to devote more time te lin»s for 
Which intensive selling is necessary. 

Basically, the self-service technique requires put- 
ting a maximum of merchandise in front of the cus- 
tomer, so displayed and classified that it becomes logi- 
cal for her to buy—but to buy without sales assistance. 


Check-Outs Essential to Quick Buying 


Add to that the check-out counter to enable quick 
buying, which is self-service in its truest sense. Elimi- 
nate the check-out, and we have a milder form for 
self-service which should be called self-selection. 

Roth forms offer a method of operation which should 
seriously be investigated by hardware dealers as a 
means of stimulating volume without shooting up the 
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expense curve to the point where it eats up the extra 
profit gained. 

Certainly putting housewares, at least, on a sell! 
selection basis, before going into a store-wide self 
service operation is to be seriously considered. 

Whichever form is adopted, self-service is basically) 
a merchandising concept and not essentially a fixtur 
ing concept. Fixturing merely enables self-service 
merchandising to be implemented in a store, whethe) 
with the use of display islands, gondolas, or the supe 
food store’s tunnel-type fixtures. 

Fixturing, as a self-service tool to expose the maxi 
mum amount of merchandise, must be designed to dis 
play more complete stocks in a neatly arranged and 
accessible manner. 
fit the merchandise. 

Fixturing should facilitate stockkeeping, which with 
stock control are essential to self-service. Customers 
serving themselves tend to tear up displays which 
must be re-arranged, or refilled as quickly as they are 
emptied. Hence more frequent stock keeping is neces- 
sary; an out-of-stock condition defeats self-service 

Displays must be merchandised to sell, not merely) 
to create effects. Merchandise should be displayed by 
assortments, sizes, colors, etc. 

It must be displayed in depth, sacrificing the fringe 
items to favor the popular sellers. Large items must 


Fixturing should be flexible to 
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The object of fixturing for self-service is 
to expose a maximum of merchandise. 





instructive signs at check-outs explain 
store policies and self-service procedure. 
























necessarily be sample displayed to attract attentuor 
Wisplay promotions must be devised. Self-servi 
does not eliminate promotions, but demands mors 
them. 
Create feature display ends for each department t 


play up the proved best sellers, new merchandise, and 


specials. Change feature display ends frequently t 
prevent the lay-out from becoming static in ap 
pearance. 

This is important for it is the only way that a stor 
can maintain a fresh, live appearance. Of course dis- 
playing for seasonal changes is necessary too. 

Perforated board or metal lends itself ideally fo. 
Hbuilding feature ends, particularly where tunnel-typ 
fixtures are used. 

Build mass displays. Create floor displays, wher 
room permits, of packaged or carton merchandise, suc! 
as glassware sets. Use them in main traffic location 
throughout the store, or in the department itself. Top 
the displays with an open sample which can be handled 
by the shopper. 


Be Sure to Use Informative Signs 


Price merchandise visibly. Price each item indi 
vidually as well as on shelf moulding. In pricing ot 
shelf moulding, use indicators such as arrows to point 
to the merchandise to which the price applies. 

Price markings must be legible and easily removable 
by the customer. Pricing must be accurate. Mistakes 
are costly in self-service and cannot be corrected easily 

Price labels, if possible, should show the date met 
chandise was received in order to keep track of its 
movement. It will help in stock control 

Store signs are important. Signs will prevent 
plays and merchandise from becoming frozen. The 
will stimulate customer interest in the merchandise 
Radical seasonal changes require good signs. Signs 
must sell. 

Signs for public education are also necessary. Thies 
accustom the shopper to self-service; help locate <e- 
sired departments; emphasize store policies about de- 
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liveries, merchandise returns, and package inspection. 

Customer education is also stimulated by the use 
of shopping carts and baskets. More important, these 
devices in themselves have been found to stimulate 
huying-up because of their convenience. 

Have floor people identified with special jackets, or 
lapel buttons, so that they can be easily recognized by 
the customer who may need help. 

Those are the means to achieving self-service with 
a check-out, or self-selection with a cash and wrap 
desk; whether for housewares only, or store-wide. 


How Does Quick Service 
Affect Sales Slip Size? 


The average quick service transaction 
in our hardware department is running 
about 85¢, compared to an average of 
$3.51 on the clerk register. The average 
quick service sales for all departments 
involved is $1.13 against $3.62 on clerk 
registers. 

This bears out our early predictions 
that quick service would greatly speed 
up the movement of the “nickel-and- 
dime” variety of merchandise, the small 
pick-up items that do not require per- 
sonal selling; that allow little, if any, 
scope for trading up. 

This enables us to release regular 
salespeople from the mechanics neces- 
sary to make these small sales, especially 
during peak periods. 


—Findley Williams, Sears, Roebuck & Co. 
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These are today’s methods for building more volume 
in ratio to sales costs. Self-service, or semi self- 
service is not a means for reducing personnel, but a 
means to selling more goods to more people; to cutting 
down walk-outs during peak traffic periods. 

What has happened where hardware stores have 
tried self-service? 
Claremont Hardware in Everett, Wash., merchan- 


Here are a few experiences. 


dises giftwares and housewares entirely for self-ser- 
vice. It's the way gift buyers prefer to shop, is the 
management's observation. The store is 60x100 ft and 
is manned entirely by its owners, Mr. and Mrs. Marlow. 

Ridgewood Hardware in Ridgewood, N. J., is a semi 
self-service store with 50 pct of its cash business going 
through the cash and wrap desk at the front of the 
store. “No need for a salesman to spend time trying 
to sell a demand item to a customer who knows what 


he wants and where we keep it.” 


Hikes Housewares Sales 40 Pct 

Housewares at the 40 Cussins & Fearn stores 
throughout Ohio is on a 100 pct self-service basis. 
Result, volume has increased 50 pet. 

The Lennertz Ace stores in Merrillville and Hobard, 
Ind., are 75 pet self-service, with housewares operat- 
ing at just about 90 pct self-service. In one day 2,000 
people were handled by four clerks on the floor. 

Carlson’s Hardware in Lockland, a Cincinnati, Ohio, 
suburb, reports self-service enables the store to handle 
four or five transactions in the time formerly given 
to one customer 

Elimination of clerk aisles and the installation of 
self-service at Berman’s in Chicago, has enabled an 
expansion of the housewares department and the addi- 
tion of a 30-ft gadget bar. Three people handle the 
10x75 ft store. 

These are but a few examples of what self-selec- 
tion or self-service selling has done for hardware 
stores. More and more hardware stores are converting 
their stores, in whole or in part, to use this technique. 

Try self-service in your housewares department. 
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simple but eye-catching displays are spurs to better sales 


You ¢an sell more with eye-catching displays. 
Promote more housewares traffic and sales with 
display. 

The housewares department of every hardware 
store offers one of the best opportunities for promo- 
tional and self-selection selling. 

But the hardware dealer must put effort and time 
into devising means for getting the most out of his 
display equipment. It needn’t be expensive. 

Housewares with its almost unlimited variety of 
merchandise; its color and styling; its power to 
attract, lends itself naturally to the creation of simple 
but effective display. 

On these pages there are several display ideas which 
dealers can use to heighten the promotional impact 
of their housewares department. 

Inexpensive, simple to build in-the-store, often with 
materials already on hand, they can be used to pull 
traffic through the housewares department, and the 
entire store. 

These ideas suggest methods for creating feature 
display ends for fixtures; for creating impulse at cen- 
tral traffic points such as the cash-wrap desk, and for 
displays of new or promotional merchandise in heavy 
traffic aisles. : 

They are readily adaptable to the housewares depart- 
ment of any hardware store. 

Some of these display ideas show how to use perfo- 
rated board or metal to get more display space out of 
existing equipment. This comparatively new display 
material is finding wide acceptance in stores where 
the merchandising accent is on self-selection 

Other of these display ideas require just the appli 
cation of paint to turn ordinary items such as barrels, 
saw horses, and wheel barrows into interesting display 
points in the housewares and gift departments. 

Try them out. Convert unused areas into effective 
seliing units. 

Make changes frequently so that there is always a 
fresh point-of-interest in your housewares and other 
departments. 
























FREDERICK G. VOGT 
President 


Knape & Vogt Mfg. Co., 
Grand Rapids, Mich. 


It is a little presumptuous for a manufacturer to 
offer advice to retailers or wholesalers of housewares, 
although we have the common problem of getting 
manufactured goods into the hands of the ultimate’ 
consumer. 

The number of new homes built has a direct effect 
on housewares sales and we believe that the hardware 
retailer could very well tie in with his customers who 
are building new homes by getting their names from 
building reports or from building permit records. 

An invitation to visit his store with circulars or 
mailing pieces of items interesting to the new home 
builders might increase traffic in the retailer’s store. 

Sales of housewares, of course, will increase with 
any increase in the number of women customers at- 
tracted to the store and women are interested in 
homes. 

Reports seem to indicate that even if there is a 
falling off in home building in 1954, there may even 
be an increase in home remodeling and this is a mar- 
ket which should certainly be considered. 

For both the new home and remodeling market, it 
looks as though the trend towards “do it yourself” is 
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here to stay and offers a great opportunity for hard- 
ware dealers in increased houseware sales. 

Anything that the hardware dealer can do by win- 
dow displays, store arrangement, advertising, and di- 
rect mail to develop this market will have a tremendous 
effect on his housewares sales, and anything that the 
wholesaler can do to assist the dealer will increase 
sales at the wholesale level. 


H. HENRY MARTENS 
General Sales Manager 
Nesco, Inc., Milwaukee, Wis. 


If I were a retailer, what would I do to increase 
my sales of housewares? 

it’s a fair question. 

If I were a hardware retailer and wanted to in- 
crease my sales of housewares—‘“I’d sell housewares.” 

To sejil housewares, I’d buy housewares, stock house- 
wares, display housewares, promote housewares, ad- 
vertise housewares and think housewares. 

The percentage of increase would be in direct rela- 
tionship to the degree of intelligent buying, stocking, 
displaying, promoting, advertising and thinking. 

Housewares merchandise belongs in a hardware 
store. That is an established fact. So, I’d want to 
stuck housewares complete. I’d want to display house- 
wares complete and independent. 
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HARDWARE AGE 
Housewares Merchandising 


@ we @ 


y))::: Lwerearetailer 
--- [werea manufacturer 


HA 


invited housewares authorities to 


give their views on today’s selling prob- 


lems. Here’s their opinion— 


From this point on, promotion and advertising—the 
intelligence comes in. 

If I’m to do the best job, I’ve got to think house- 
wares. And here I have help from the best staff of 
experts in the country. HARDWARE AGE and other 
trade publications, jobbers and manufacturers offer 
hardware dealers a million dollars worth of guidance 
and promotional material. I would use these services, 
as they best serve my needs. 

You can’t get away from it, “If I want to increase 
my housewares sales—I’ve got to sell housewares.” 


J. T. JINKS 
Buyer, 
King Hardware Co., Atlanta, Ga. 


If I were a manufacturer, first of all, I would have 
the price structure of my products set up where a good 
profit would be shown to the distributor and the re- 
tailer. 

Today, profit is being watched more than ever and 
the distributor, as well as the retailer, will push long 
profit items. 

As a manufacturer, I would set my advertising 
budget up on a 60-40 basis. Sixty pet would be used 
for national advertising and 40 pct would go for local 
advertising as a follow-up for the national ads. 

This I feel would make the dealer and consumer 
more conscious of my product. Many jobbers and 
dealers will gladly cooperate with a manufacturer and 
promote his product. 

A practice that seems to be popular today is paying 
a bonus to salesmen to sell merchandise. This I think 
should be discontinued. 

If a bonus can be paid for selling a product, the 
product is not the value it should be. We are trying 
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to please the consumer. Why not put this bonus into 
the product as a price reduction and let the consumer 
benefit ? 

Many manufacturers in the housewares field have 
too many items in their line. I believe many items are 
overlapping and could be dropped. Concentration on a 
smaller line is much more effective. 

The year 1954 will probably see many items being 
cut in price. To combat this I would pre-price each 
item before it is shipped from the factory. Every 
piece of advertising would state the retail price and 
the brand would be played up. To insure this price 
being held, I would let my merchandise be distributed 
only through legitimate houseware distributors. 

Many housewares are packed with little regard for 
the quantity a small dealer will buy. The less this 
merchandise can be handled the more profitable it 
becomes. There should be more study put on this 
subject. 


F. R. BOXHUDE 
Manager, Housewares Dept. 
Kelley-How-Thomson Co., 
Duluth, Minn. 


If I were a retailer I would be acutely aware of the 
part housewares is playing in stimulating the entire 
store’s business. 

There is no section of the hardware store that lends 
itself better to all-out promotion than housewares. 

Constant promotion draws traffic, and the more 
traffic the more sales, not only on promoted items but 
throughout the entire store. 

More and more women are shopping hardware stores 
regularly. Many good hardware stores have convinced 
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Forum on Housewares Selling 


them that when they want to buy quality housewares 
this is where they are going to find them. 
Here are some of the things I would do to make 


this housewares department work at maximum fo) 
my store: 

(1) I’d certainly have it up near the front of the 
store where it could be seen, and I’d be sure that at 
all seasons of the year there was an important display 
of housewares in my window. 

(2) I’d be extremely new-item conscious, even to the 
extent of having a designated spot in the store where 
would be shown. A woman loves to shop 
for new things, and I’d certainly make it known that 
my store had them. 


new items 


» 


(2) I would certainly follow-up and tie-in with the 
national advertising that so many manufacturers do. 
It might even pay to have a counter pointing out the 
most advertised items each month. 

(4) I would condense lines so my selections included 
the better items only and would eliminate the fringe 
items that wouldn’t do justice to the fine quality of 
most of my merchandise. 
up with faster turn on fewer items, and make more 
profit. 

(5) IT would concentrate my purchases with the one 
wholesaler from whom I could get the most help and 
cooperation. Certainly I would avoid direct buving 
and the overstocks that most retailers get by doing so. 


In doing so, I would come 


(6) I’d shop competition more than ever, for 1954 
will not be a year for overpricing. 

(7) Most of all, I would concentrate my time on 
selling rather than buying. Only through aggressive 
selling will there be the opportunity for good profit. 


FRANK EASTERLIN 


Ver.. Housewares Dept. 
Sheffield Hardware Co., Americus, Ga. 


It seems to me that department stores and hardware 
stores in larger metropolitan areas are doing a very 
rood job on housewares since they are large enough 
to carry out the manufacturers’ merchandising, dis- 
play and promotion ideas. 

However, if I were a manufacturer, to increase my 
volume, I would look to the small hardware dealer in 
the smaller towns, and would offer hardware jobbers 
my housewares packed in much smaller quantities 
and include some type of inexpensive display in all 
packages. 

Many of the housewares we are now buying are 
packed 4, 6 and 12 dozen bulk to the shipping case, 
with only the stock number of the item on the outer 
case. 

In almost all instances, the small dealer wants to 
buy in four only or half dozen lots. There is nothing 
on the outside of these large packing cases to show 
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what is in them. 


This makes it very difficult fo. 
packers to know what they are packing. Ot Ist 
there is a great deal of expense to breaking the ist 
and repacking for shipment to the dealer. 


To my way of thinking, the outstanding deticier 


of most housewares manufacturers is the catal 
sheet 

It so happens that we make up our own cuatalog 
sheets on a Multilith machine but we find tha‘ on 
new item a manufacturer’s sheet properly laid out an 
in colors will do a much better selling job, at. least 


until the product is well established with dealen 
there are a lot of manufacturers that 
haven’t found out yet that 99 pet of all hardware job 
are made of 11x11 in. 
8!ox11, or 10x12 or some other odd size. 

In my opinion, the housewares manufacturer would 
increase his sales considerably to the smaller deale 
if he packed his merchandise in more reasonable siz 
shipping containers, and issued catalog sheets to th 
jobber in the correct size, squared off and blocked off 
for quick reference. 


However, 


ber catalogs sheets, and not 


JAMES R., ¢ 
President 
Wooster Rubber Co., Wooster, O. 


ALDWELL 


When it comes to selling housewares, if I were a 
retailer | would keep the front door closed until | 
had satisfied myself that I could honestly answer 
“Yes” to three basic business questions: 

1 Am_ I 
business? 

2. Will I carry the lines that bring me profits and 
give my store “traffic appeal?” 

3. Will the people in my community know I am ir 
the housewares business? 


really interested in the housewares 


Am I really interested in the housewares business? 
Last year housewares sales nationally topped $1 bil- 
lion. I think any aggressive retailer would be seri- 
ously interested in getting his share of that mighty 
market. 

However, to get my share and keep it I would give 
top priority to the maintenance of my display and 
basie stocks, If I were a retailer I would assign one 
of my top lieutenants the task of “keeping me in busi- 
” His responsibilities would in- 
house- 


ness in housewares. 
clude building fresh displays, 
wares in good traffic locations, proper ma'iitenance 0! 


placement of 
housewares stocks. 

Will I carry the lines that bring me profits and giv 
my store “traffic appeal?” If I were a retailer I think 
that I could be sure that the billion dollars worth of 
housewares sold last year were not the result of luck 
they were the result of hard-hitting, aggressive 1 
tional advertising campaigns and manufacturers’ stvre- 
level merchandising assistance. 


a- 
< 


So, to answer “Yes” to this question I would have 
to insist on carrying four or five top nationally adver- 
tised housewares lines which would form the nucleus 
of my housewares department. 

Around this nucleus I could add fast turnover items 
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everything from wate 


to put “frosting on the cake” 


‘ress Cleaners to widgets 
Wil the people in mu community know Tam in the 
ha wares business ? If I were a retailer seeking 


my share of the housewares market and properly set 
up with a housewares department, I would insist on 
being able to answer “Yes” to this question 


(1) NTON H. CHANDLER 

Verchandise Manager 

The Bronson & Townsend Co.. 

New Britain. Conn. 

A healthy 


share of this volume is going to the hardware dealet 


Housewares are big business these days 


who is becoming more aware \ 


f the large potential 
h ean be realized with proper effort 
if | were a retailer I would do seven things to in 
crease my volume and profits in housewares 

1. | would determine how much of my total busi 
ness Was in housewares and then devote that percent 
age of the total display area to housewares. It just 
seems to be good business to allocate space based o1 
volume. 


I'd go a step further and decide on the amount o 
space for individual lines. In many stores there are 
permanent displays of minor housewares lines whic 
take as much space as the major lines. If Revere. 
Pyrex and Rubbermaid are the backbone of my house 
wares business, I want them to have the best and the 
biggest display spaces. 

2. Right along with this, I would make sure that | 
had the top housewares lines. Information is periodi 
cally available through trade magazines and associa 
tions as to what lines and brands are selling hest 
It makes sense to carry and display those lines and 
items which have the hest consumer acceptance. 

3. Next, I would cut out unnecessary duplicate lines 
Why carry four brands of can openers, as many deal- 
ers do, when two might well be sufficient ? 

4. How much should a dealer carry in housewares? 
Opinions differ, but I think that as a dealer T should 
lay out a plan of what categories of merchandise to 
carry and stick to that. 
sideration should be given to them but not on a piece 
meal, trial-and-error basis. 

5. On the key housewares line IT would select one 
distributor as a source of supply and have his sales 
representative responsible for the maintenance of 
stock and turnover. 


As new lines develop, con 


There are many advantages to this plan. You ob- 
tain the whole-hearted support of the salesman. You 
relieve yourself of detail in buying. You get readily 
available information on total purchases, turnover, ete 

6. There are always new categories of merchandise 
which appear from time to time. Getting in on the 
ground floor can often pay off handsomely. For ex- 
ample, the chemical housewares market which begar 
with Glamorene rug cleaner went on with Easy Off, 
Instant Dip, ete., and made profits for the dealers wh« 
Were first in their communities to offer these items 

7. Finally, if I were a retailer, I would seize every 
Opportunity to get my name in front of the public. I! 
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would use direct mail techniques such as jobbers’ cata 
logs, statement enclosures and flyers, and work trom 
a prospect list of persons I would like to have as 


customers. 


CLARENCE O. HAMILTON 
General Sales Manager 
Hamilton Mfg. Corp., Columbus, Ind. 

It | were a retailer who had been selling housewares 
for many vears, I’d probably be just like Mr. Average, 
on Main Street, in Average City, U. S. A., who is 
doing all right. 

If, on the other hand, | should suddenly acquire a 


retail store for the first time, what would I do? Be 


fore making any change in the operation of the store, 
even to the name, I'd remember what my father told 
me many years ayo. “Son,” he said, “it’s easy to make 
changes, but hard to make improvements.” 


My approach to housewares retailing would not be 
And the 
Display 


<o much a matter of change as of emphasis 
emphasis would be my own version of 3-D 
Display, Display! 

Nine different stores will sell the same product in 
entirely different locations, by different display and 
different salespeople, and all with the same degree of 
success. Seldom will more than one out of ten do a 
better than average job of merchandising. Very likels 
not more than one out of a hundred will do a job 

If | were suddenly to become a retailer, I'd work to 
he one out of the ten in everything I sold, and one out 
of the hundred on the high profit, high volume lines. 

My buying, displaying and selling would be based 
on the old truism that you can rarely sell something 
vou don’t have. You can regularly sell something you 
do have, and the frequency rate can be increased fat 
above average by proper display 

I'd try to display every item by style and color that 
I had for sale. This being impossible, I’d have cata 
logs, folders, pictures handy covering every item that 
I stocked. 

I would want to supply the exact item of the cus 
tomer’s choice from stock, or a rush order from my 
wholesaler, rather than force the customer to accept a 
<ubstitute or go to another store. 


In my store, I’d want as many animated displays 


(Continued on page 125) 
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The tide of battle has turned in the continuing struggle to establish and U.S. 51 
maintain Fair Trade, refused 
A clear-cut victory has been won by the backers of fair trade, during ise Of 


recent months, in the highest court of the land. 

The fair trade victory in the U. S. Supreme Court, however, is only one the dec 
campaign of the battle. 

The big one—the ultimate one—is the one which must be fought in the 
vmi@nths ahead on the battleground of public opinion. 

The opponents of fair trade, undaunted bv their setback in the courts 
have not given up the struggle. 


that bot 
Act are 
The 

judicial 
of any 


. ; . P ; tutional! 
They must change their tactics, since they cannot win at law, but they ; 








: will not change their over-all strategy. ‘ John 
ee : F - atid P Schweg 
This still remains the attempt to bamboozle the buying public into believ- 

‘ i i , . recently 
in, ing fat independent retail merchants are fleecing them by charging exorbi- denies 
,** tant profits in the sale of fair traded merchandise. of the 
’ Battle lines are clearly drawn in the fair trade struggle, as they have been Sains 
% since the first state fair trade law was enacted 23 years ago a aie 
\ On the one side are the vast majority of independent retailers of the of the 
United States who, individually and collectively, have gone on record as favor- rhe ; 
ee ee ing fair trade. establis 
eC | Backing them are many thousands of wholesalers, in most lines of trade, be rest 
who appreciate the stabilizing influence of fair trade—one price for all custome 
In the third rank of the fair trade army is that segment of manufacturers tended 
of consumer products who claim property rights in the brands they have spent extra s 
billions to promote through advertising to the American buying public. with a 
Across the field, in the opposite camp, is another horde of retailers—-not Whil 
so numerous but more impressive (to some,) because of their size. convince 
In the front ranks of the opposition are the giant supermarts and similar motives 
mass marketing retail outlets. There are other behemoths of merchandis- similar 
ing-—department stores and chains of department stores. with th 

On the flank of the opposition force are the “irregulars” of merchandis- tion 
% ing. These include the discount houses, catalog houses and wholesale-buying It is 
i s eroups which new infest many segments of industrial, commercial, fraternal must b 
ql , and social life. doing | 
py ' Also on the flanks of the opposition camp is a vocal group of well-inten- paar tr 
4 j i tioned, but grossly misinformed groups of housewives who generally incor- For, 
4 ei / | porate the word “consumer” in the names of their groups Congre 
\ | ; These are the consumers who have succumbed to the siren song that legislat 
\ 4! 6) | i “retailers who maintain fair trade yrices are bleeding the public.” me bu 
\ = § The first major victory for fair trade in recent times was when Congres *. _ 
din July, 1952, enacted the McGuire Act, which once again gave sanction t mg > 
the legality of existing fair trade acts in 45 states. “ye ‘ 
The latest victory for fair trade came as recently as Nov. 30, when the : 
HARD) 
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Trade Survive? 


enforcement easier now 


U. S. Supreme Court for the second time in six weeks 
refused to review the decision of a lower court in the 
case of Schwegmann v. Eli Lilly. 

The action of the Supreme Court, in effect, upheld 
the decision of the Fifth Circuit Court of Appeals, 
that both the Louisiana fair trade law and the McGuire 
Act are constitutional. 

The Circuit Court 
judicial concern with the economic and social wisdom 
of any feature of the law but solely with its consti- 
tutionality.” 

John Minor Wisdom, chief attorney for John 
Schwegmann, New Orleans supermarket operator, who 
recently appeared before several hundred leading 
manufacturers and distributors, at the annual meeting 
of the American Fair Trade Council in New York, 
declared that fair traders had won their case in court 
but could never win their case with the housewives 


decision stated ‘‘we have no 


of the country. 

The attorney contended that large mass marketing 
establishments like the one he represents, should not 
be restricted by fair trade from passing along to 
customers any savings in operating expenses. He con- 
tended that supermarkets which do not provide all the 
extra services given by small retailers, can get by 
with a lower profit margin. 

While statements of this nature have evidently 
convinced many people of the noble and _ altruistic 
motives of supermarts, co-ops, discounts and other 
similar retail outlets, they do not carry much weight 
with those who know the hard facts of retail distribu- 
tion. 

It is fallacious propaganda of this nature which 
must be combated with the truth about the costs of 
doing business, if the public is to be convinced that 
fair trade is beneficial. 

For, while fair trade has now had the blessing of 
Congress, a President, the Supreme Court and the 
legislatures of 45 states, the fate of it now rests with 
the buying public. 

Consumers must be convinced in some way that 
fair trade is not a device by which retailers and manu- 
facturers keep a prop under prices but rather that 
it is legislation which makes it possible for them to 
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**. . . as I see it, I and some of the 
other independents can help; the 


it is 








hurting him and me.” 
—a midwestern dealer 


walk into stores anywhere in their town, or the next 
one, and buy a certain article at the same price. 

Retailers who believe in fair trade (as the majority 
do,) must be able to make it understandable to their 
sales personnel, who in turn are in the best position 
to advise consumers about the real value of fair trade 
to them. 

But the education of both seller and buyer is only 
half of the battle to make fair trade effective. 

The other half is the campaign which must be made 
by the manufacturers who choose to fair trade any 
of their nationally-known products. They must enforce 
their fair trade contracts vigilantly. 

In order to maintain the respect and goodwill of the 
distributors of their products, fair trading manu- 
facturers are duty bound to first warn, and then prose- 
cute, flagrant violations of their fair trade contracts. 

The excerpt from a dealer’s letter, printed above, 
is typical of the sentiments contained in many letters 
on the subject, received by HARDWARE AGE. 

Just as this issue was going to press, an important 
decision on fair trade was handed down by the New 
Jersey Supreme Court. It ruled that the state law 
effective on interstate commerce and that non-signers 
are bound to observe fair trade contracts. 

The case involved an appeal of a Hackensack depart- 
ment store from an injunction obtained by General 
Electric Co. barring the store from selling G.I. appli 
ances at prices below those fixed in fair trade agree 
ments with other New Jersey retailers. 
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Displaying, advertising, and building store traffic 
are all key activities in developing housewares sales. 
Of equal importance, but too frequently overlooked, is 
the matter of how to buy and maintain your stock of 
housewares. 

very dealer should have some type of a system to 
aid in controlling his stock and to help him in buying. 
This cannot be efficiently 
system, 


done without a _ definite 

Until about four years ago, we used to operate like 
most hardware and household stores do to this day. 
Then an idea struck us that we should have a system 
to keep records that would show our cost, selling 
price, and serve as a control for our stock. 

We started this stock system with the 
houseware department, taking the line of aluminum 
ware as a starter. 


control 


Let’s take a look at the old way of buying aluminum 
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STOCK CONTROL 







by L. J. SULLIVAN 
General Manager, 
Carlson’s, Inc., 


Lockland, O. 





ware. One of the clerks on the floor would sell the 
last cake pan and then when the wholesale salesma! 
called again you purchased cake pans. Very often, the 
day after the salesman was in the store a custome! 
would come in for a percolator, and going to the shelf 
you would find that it was out of stock. The reason 
was that the clerk had forgotten to make a notation 
that the item was out of stock. 

Today, with stock control, we can check our com- 
plete line of aluminum ware and have at all times 
about a 90 pet complete stock. 

We try to carry a complete line from each manu 
facturer and in that way we can send in larger orders 
on the lines we stock. In this way we also have a com- 
plete display and sufficient stock on hand. 

The system we adopted is very simple. 

Each line of merchandise is recorded on 9x12 in 
ruled forms, as shown in the accompanying illustra- 
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d 
* 
fewer markdowns, faster turnover, lower in- 
e 
ventory, and more impulse sales resulted from 
the stock control system used by this store. 
tion. The first column shows our cost in code. The It is much easier and efficient to take a complete 
next gives the selling price to factories, churches or physical inventory of a line, from time to time, than 
others to whom we sell at a quantity price. This, too, it is to order two or three items in a line every other 
is in code. The third column is the retail price. day, and have no certainty about what has been ordered 
These stock and price control sheets are used for and what has been sold. 
marking price tickets, making it easy for any clerk to Since instituting this system, we have had few slow 
juote the correct price at once. moving items, because we can see at a glance at the 
If there is a price change, thé stock and price con control sheets just which items do not move. This PY 
trol is changed first, and then the price on the items results in fewer mark-downs, faster turn-overs and 
are ( hanged from these sheets. lower inventories. 
The other columns on the form are used each time We used to change our tables and shelf displays 
that stock is counted and merchandise ordered. from time to time, but now there is a designated place 
A glance at the last column will tell you at onc for each item of housewares. 
What you had in stock and what you purchased on that By leaving our displays in the same place, we find 
dats the customer gets to know where items are located 
By looking across the sheet you can tell at a glance and we are finding our impulse sales on the increase 
how any one item in the line has been moving. All merchandise is plainly price-marked and there 
is a price ticket under each item, so that the custome 
er sition forn can quickly tell the price of any item. ? 
The number and name of each item is also on these 
siphahies REQUISITION shelf price cards so that when the last one of an item 
Carlson, Inc. is sold from a shelf it can be replaced at once from ‘ 
Please purchase the following: reserve stock. 
— —— aes = 4. = Requisition slips, like the one shown, are made to 
Po ES Oe NI py Se 20 ry | 7 - show the amount of the stock of any item on the flooi 3 
4 97AA " PF a a / and the amount in the warehouse. If, when writing ° 
12m = - __~, oe . requisitions, it is noted that one or two items are low, ; 
+ egg ' — — = - - or out of stock, it can be assumed that it is time to take 
Gas mn ° Same Gare r- | vo 12 a physical count of stock. 


By following this system we now maintain a rather 
complete stock and keep our displays well filled. 

(The Carlson store, in Lockland, Ohio, 14 miles fron 
Cincinnati, went on an almost complete self-service 
hasis in the fall of 1952. A story on its front-of-store 


Stoned Marqute le (or. 


om check-out counters and bookkeeping system appeared 
. - = . 
pes on p. 112, of the March 19, 1953, wsue.) 
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alates 5 & 








deaiers 

r their opintons on the usefulness of such dicate 

° . ° e a SIZ ls 

inufacturers promotional aids as stuffers. mnalie 

° . ° used b 

talking cards, mats, carded items, special Racal 

deals. ete. Tlere are their answers. larger 

Cou: 

Cour 

more ; 

by E. L. BARRINGER, marketing editor and us 

they ¢ 

samp! 

drawi 

graphs 

and i 

reds of thousands of dollars are wusted each Qn the other hand, it was also evident that no on small 
y manutacturers in dealer aids that are not de- type of material has universal appeal. The value and in. In 


ed to meet the specific needs of dealers 
Dealers fully realize the importance of manufactur- 


ers’ promotional material and would like to use it. 


Unfortunately, too much of it is designed to please a 
manufacturer’s interests, instead of meeting the deal- 
ers’ needs. 

These are the facts developed by an investigation of 
the use of manufacturers’ promotional material by 
hardware dealers conducted by HARDWARE AGE. 

Underlying the opinions expressed by dealers pat 
ticipating in the investigation was the feeling that too 
much of the material is developed without a practica! 
knowledge of the actual conditions faced by a dealer. 

Here is the way several dealers point up this situa- 
tion in their own language: 

“Manufacturers should sample dealer opinion in- 
stead of listening to ad agencies and then producing 
something we cannot use.” 

“T believe that a manufacturer or distributor should 
ask the dealer what he wants and then give it to him 
They should not clutter the mails with material that 
nobody reads, especially dealers who are busy enough 
these days.” 
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use, for example, of envelope stuffers varied widely. 
Larger stores use them more often than smaller stores, 
probably because larger stores send out more mail to 
customers. Dealers not favorable to mats pointed out 
that newspapers in their territory did not have a big 
circulation and that they thought direct mail more 
effective. 

There was, however, a general opinion that rathel 
than send out promotional material indiscriminately, 
manufacturers could save time and money by issuing 
«a small catalog of material available, enabling the 
dealer to select the items best suited to his particular 
operation. 

Too much emphasis is placed on flossy designs, on 
trade names that have no true national recognition, 
and not enough on real hard selling messages, dealers 
pointed out. They also suggested that photos and 
sketches be used more widely in demonstrating selling 
points rather than extensive texts. Greater use of color 
and wider use of prices were suggested 

Complaints were also registered that too often the 
timing of promotions was bad. Not enough lead time 
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was allowed to permit the stocking of merchandise and 
arranging tie-ins at the retail level. 

By and large, the trend of the opinions expressed in 
the investigation was that dealers want and will use 
manufacturers’ promotional material, but it must be 
practical and designed to serve a dealer’s purpose at 
the retail level, rather than to satisfy a manufacturer's 
lesire to glorify a company or trade name. 

Proof that dealers want and will use manufacturers’ 
promotional material shows up in the investigation 
with 7 out of 10 dealers who participated reporting 
they use a substantial portion of material sent. 

The “most useful” material, according to dealers, 
are Window materials, envelope stuffers and mats, in 
that order. Smaller stores were more favorable to win- 





Envelope Stuffers 

Enveiope stuffers are 
about the most popular 
promotional] 
material available to 
dealers, the survey in- 
The favorite 
size is 3'4%x6 in., or 
smaller. Stuffers are 
used by 75 pct of all those who participated in this 
investigation. The figure jumps to &6 pct of the 
drops to 64 pct for smaller dealers. 


item of 


dicated. 
a 


larger dealers; 





Counter Displays—— nea 


Counter displays are 
more apt to be set up 
and used by dealers if 
they contain actual 
rather than 
photo- 


samples 
drawings or 
graphs of the product, 
and if they are kept 
small in size. Best sizes are 12x12, 12x18 and 12x24 
in. In larger stores displays 24x24 in. have a sub- 


stantial following. If products do not lend them 
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Newspaper Mais 
Newspaper mats are 
hard- 
dealers, are con- 
sidered the 
“most useful” of manu- 
promotional 


widely used by 
ware 


among 


facturers’ 
materials. 
decided preference for 

the individual product mat. In 
dealers who stated a preference would rather have 
the individual or single mat rather than a complete 
ad mat. Several dealers noted that they can use 


There is a 


fact, 8 out of 10 
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dow materials than larger stores, evidence that they 
depend upon help from suppliers for trims. Larger 
stores, however, were more favorably inclined to 
stuffers and mats. 

Dealers like to get preprints of advertisements that 
uppear in national consumer magazines. That is what 
76 pet of the dealers reported. 

Kight out of 10 dealers 
Which the manufacturer pays part of the cost, and all 


but a relatively few think that this is good for dealers. 


do local advertising in 


eee > 


Evidently larger dealers have more charge accounts 
stuffers with statements, and use 
direct Stuffers 


and enclose 
stuffers in more 
were mentioned as manufacturers’ 
useful” by 27 pct of the dealers. The 3'2x6 in. size 
enables. stuffers to be business en 
velopes. To improve stuffers dealers suggest, in this 
order of importance: make them more attractive; 
prod 


mail campaigns. 
promotions “most 


used in small 


use more photos, make text concise, describe 
ucts better; use more 


allow space for imprinting dealer’s name 


color; include list prices; 


TES ES 


selves to a 12-in. display, next most popular size 


among smaller stores is 8 in., among larger stores 


24in. Principal complaint of dealers is that counter 


displays are not right size for their counters o1 


islands. Displays sized to facilities available in 


stores would increase percentage of dealers using 


the display. Preference for actual sample rather 


than photo or drawing is overwhelming, especially 
among larger stores. Some 75 pet of the dealers 
questioned preferred 


the display; 25 pet preferred photos. 


actual samples mounted on 


single mats in making up a large advertisement 
featuring many products. Eight out of 10 dealers 
reported that they use mats to some extent. Large 
stores use mats more frequently than smaller stores 


the same percentage use them weekly as use mats 


monthly. Among smaller stores, more dealers use 
them monthly than use them weekly. About one out 
of four dealers reported using mats “often,” indica 
tive that they are not signed up on a regular adver 
tising schedule. To improve mats, dealers suggested 
making them smaller, with better lay-out and illus 


trations and using harder selling copy. 
§ Py 


—_ ~~ 





Deals- 


Deals which must be purchased to get a display 
are not liked by dealers. While this conclusion holds 
true on a flat “Yes” or “No” as to whether dealers 
like deals, there is a small but vocal group between 
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these positions which does not object to deals if the 
display is a good one or if the merchandise selection 
involved is good and conforms to the stock in the 
Out of 100 


store. dealers, there are 7 who give 
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qualified approvals to deals, while 28 do not object 
to them and 64 do object. Some dealers do not 
object to a deal on a line already stocked if they 
can buy fill-in quantities and do not have to take 
a fixed quantity of stated items. In other words, 


Valking Cards ————--—— 


Talking cards with 


retail prices imprinted 





by the manufacturer 
are wanted by hard- 
ware dealers. That. is ' pfs a8 
What dealers who par > : | =i 


ticipated in the investi 
vation indicate and by 
an overwhelming majority. Out of each 100 dealers, 


Window Streamers —--—~ 


Window streamers and store streamers supplied by 
manufacturers describing a specific product were 
approved by the vast majority of dealers as “helpful.” 
The overall results show that 9 out of 10 dealers 


Carded Merchandise —————————- 


Carded merchandise 


displays are liked by eee 





dealers who want more 
of them with the prices 





imprinted. Some 65 


dealers out of 100 want SE 
% aa 
more carded merchan- ; i | 


dise displays and of 74 


Wall Displays————~ we 


Wall displays of sample merchandise are used by 


, 


2 out of 100) dealers. Factors that determine 
whether a display can be used, in order of mentions, 


are: size of display and space available, attractive 
’ r oJ dl 

Floor-Type Displays 
Floor-type displays 


that include merchan 


dise that customers can 





remove in self-service : 
selling are liked by an Ge arp , . 
overwhelming percent 





age of dealers. Eighty 
three out of 100 dealers 
report that they like this kind of display. The per 
centage among larger stores was a bit higher. Thi 


Pach aging ——————~ 


bolts, 


Washers and 


Packaging of 
SCreWS, 
similar small items in 
pre-priced containers 
does increase” self-ser- 
vice sales. Sixty-seven 


out of 100 dealers are 





of that opinion and only 
3 out 100 report that they “don’t know” 


whethet 
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dealers feel they need leeway in selecting items 
suitable for their specific trade. Some dealers 
stressed their objection to deals with comments 
“hate deals,” 


object “definitely, yes,” and 


such as object “emphatically, yes,’ 


“to heck with dea 


80 indicate they want prices printed on talking 


cards, while 3 want prices printed if they are fair 
traded and 17 do not favor imprinting. These figures 
represent opinions of all dealers who participated 
The opinions of smalier dealers indicate they are mor 
overwhelming in favor of price Imprinting. mon 
maller dealers, 85 out of a hundred want price 
included and 3 more do if prices are fair-trade 


Talking cards are used by 68 out of 100 dealer 


want these streamers. Some dealers reported stream 
ers were most helpful with seasonal merchandise 


with the introduction of new products and wit! 


merchandise of the big volume type 


out of 100 want prices imprinted on the card. Some 


dealers qualified their approval of including prices 


yy noting that it depended on the items, or that 
should be used only on fair-traded merchandise. A 
carded merchandise displays, 72 out 
reported that they do use them. Th 
mall stores 


for the use of 
of 100 dealer 
ame percentages hold for large as for 


indicating that carded displays are felt to help sale 


ness, sales volume of merchandise displayed, whethe 
merchandise is seasonal. The importance of size and 
available space is substantiated by 86 out of 10 


dealers who think displays are generally too larg 


preference is in keeping with the trend to use sell 
service selling where customers who want to cal 
istunece fron 


make their own selections without a 


salesmen. However, large cutouts or other floot 
type displays, say from 8 to 5 ft. high, that are n 
self-selling displays, but have a sample mounted f 
display purposes are not liked by dealen rift y-tw 
out of 100 dealers do not use them, and the reaso 


for not using them is found in some replies wher 
dealer noted that thev just do not have floor ace 
pre-packayinyg increase ale Dealer vere ker 


What other merchandise they would like to have pul! 


up in small pre-priced containers and 73 mention 


were made of different item vering quite a rangt 
of small hardware and houseware items. Nails re 
ceived the most mentions. Dealer opinion is decidely 
in favor of decimal packaging. Sixt e out of 100 


dealers favor decimal packaging, 10 like the present 


packaging method, 25 dealers have no preference 
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During one week each month you should establish 
a “Spotlight Special” on a given housewares item. 
One week make it a pressure cooker, another week put 
the spotlight on coffeemakers, etc. 

These items do not have to be sold at reduced prices 
The merchandising stunt here is to focus specialized 
attention as a tie-in with a special holiday event (Val 
entine’s Day, Mother’s Day, Father’s Day, Gifts for 
the Bride, Clean Up, Christmas, etc. ) 

In your window focus a spotlight on this specially 
promoted product. Around the spotlighted product 
display related items so that the personal choice is 
still left with the customer. You will soon find that 
this type of directed selling provokes sales that might 
have gone unmade. 

Carry the display idea into your store, too, by using 
the same product under a spotlight in a prominent 
area. Double impact offers you the possibility of 
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more sales. Also, this renewal of interest in a given 
product, after having seen it in the window, does 
not permit the housewife to forget it when she crosses 
the store’s threshold. 





Here’s a simple display that can be bought cheaply) 
and which will pay off in customer interest and sales 

Suspend two large picture frames at an angle in 
your window. In each frame fix either a special piece 
of cutlery or a cutlery set and feature them as “Mas- 
terpices by the Great.’ On the floor of the window 
show a complete range of brands and sizes. On a neat 
showcard in the center of the window list the names, 
sizes and any other description of the merchandise 
along with prices. 

If you really want to dramatize this promotion, co 
two other things along with the above. First, finish 
the frames in stark white. Second, use a black cloth 
as a backdrop. This will produce an almost jewel- 
like effect that will make your window the talk of the 
town. 





Pot cleaning is a chore most women (and men) dis- 
like intensely. There’s nothing in the task that can 
make it seem worth the effort. To help minimize 
this chore you carry a number of good liquid and 
powder pot and dish cleaners that reduce the effort 
on the part of the person doing the job and do it more 
rapidly. 

Promote these cleaners by having a two-day demon- 
stration in your store. (Many manufacturers are 
very willing to share in this expense if it will sell 
their product in large enough quantity.) Seeing the 
product used on all types of pots and pans is so much 
more convincing than imagining what the product 
will do. 

The customer who comes to see the demonstration 
will possibly be in the market for other products, too. 








We Americans are the most gadget minded people 
in the world. Of all the nations in the world we pro- 
duce the greatest number of gadget devices that can 
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be used in the kitchen, as well as in other parts of 
the home. You’re losing a good sales bet if you simph 
let these tantalizing gadgets lie around in drawers or 
scattered in a half dozen different places throughout 
your store. 

Set up a special counter and call it “Gadveteria 
Use perforated hoard 


Row” or the “Gadget Corner.” 
as the surface of the counter and fasten every one of 
the gadgets (show 20 to 30 of.them) to the board wit 
fine wire. This will help reduce pilferage losses that 
leave ungainly holes and cut your profit. 

Again carefully label each item by specific nam 
and make sure the price is listed. In the drawers under 
this display counter keep a well supplied stock. Hay 
one of your clerks maintain a regular inventory cor 
trol. Some items will undoubtedly move faster thar 
others. It is important to fill in as needed so that y 


do not run out of popular items. Giving one cler 
control of this operation estanlishes in him a respons 
bility that many people like. 





In the spring and in the fall women across the na 
tion accelerate their home clean up activities. 

Cash in on this idea with a specific, specialized pro 
motion that will attract housewife attention to your 
store. Devote a window in March and in September 
to a dramatic display of clean up equipment. Pails 
mops, brooms, brushes, floor waxers, dust cloths 
waxes, detergents are all products that should show 
up in your display. 

If possible rent a female mannikin, dress her in 
clean-up outfit and give her a prominent place in your 
window. Surround her with all the equipment. sh 
will need and set her in an action pose. She is bound 
to attract attention, and attention will get your stor 
and your promotion talked about. 

This is the first step toward making a sale. Make 
sure you price ticket the merchandise you have put on 
sale in your window so that your customer quickly 
knows how much she can buy with the money she ha: 
allotted for cleaning supplies. 





If you've got a group of housewares that fall int 
the odds and ends classification, you should clear them 
out. Clearance sales are old hat. Women take them 
with a grain of salt. So... create a new angle. Ru 
an “I’m Disgusted Sale” that simply means you ar 
disgusted with having around these odds and ends of 
pots, pans, one-of-a-kind gadgets, broken color ranges 
in shower curtains, siightly damaged salad bowls, etc 
Group these items on a counter set well to the back 
of your store. Never lose an opportunity to create 4 
flow of customer traffic that will see all your mer- 
chandise. 

Price ticket each item. On the price ticket you must 
indicate that all sales are final, no returns will be 
accepted. 


Set a time limit for such a sale—ten days at the 
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very most—and publicize it in the classified “‘For Sale” 
olumis Of your local newspapers. 


¢ 





A good promotion ties in with an alive, provocative 
subject. Safety in the home is a subject which can 
never be overplayed. 

Set aside four highlighted periods during the year 
to stage a strong promotion on electric bulbs, fluores- 
ent fixtures and bulbs, safety switches, special safety 
electric receptacles that are tamper proof. During 
this time stress checking cords on irons, toasters, 
radios, clocks and other electric housewares. 

Stress “It’s Better to be Safe Than Sorry!” 
all the safety devices you have for sale. Keep your 
promotion unified. Do not spread it all over the 
store. Channel your customer’s attention to a uni- 
fied buying program. 


Show 





The growth of the plastic industry has been par- 
ticularly beneficial to the housewares retailer. Manu- 
facturers are able to produce housewares in a wide 
array of unusual colors. All the colors that glow 
30 gloriously in nature have been brought within the 
range of every housewife’s kitchen. 

Do a specialized plastics promotion by grouping a 
wide variety of plastic housewares in a special area 
ron a special table in your store and draw particular 
attention to this display. Not omly are these products 
easy to sell because of their color, but if you stock 
good quality products your customers will be pleased 
m this score, too. Emphasize quality. In _ plastics 
this is an important feature. 





The customer that comes in to buy a bathroom 
hamper also needs a set of shower curtains, a seat 
‘over set and window curtains. If she does not need 
it at this precise moment, she is going to need these 
things very soon. 

The Reason: most women want their bathrooms 
‘olor ensembled. If you do not make the effort to sell 
her such an ensemble, she will most probably go into 
1 store down the same street and buy these other 
products. 


You can make a color ensembled sale if you preve 


to her that you are aware that color ensembling is 


the thing for her. 





Most housewives spend a good many hours in thei: 
kitchens. In some homes the kitchen is where the 
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family meets and eats. Suggest to Mrs. Consumer 
that she introduce some color into her kitchen. This 
can be done by promoting and selling kitchen tools 
with brightly colored handles that can be hung from a 
rack near the range. Handles for these tools now 
come in a galaxy of gay colors. 

Use an entire window for one week and a good in- 
terior display for a few weeks showing these tools to 
their best advantage. Here’s another good oppor- 
tunity to put your pegboard investment to work. In- 
struct your clerks to highlight these tools by taking 
customers to them and suggesting a sale. 





features in the 


Gifts for showers are important 
Your store can be an important 
source for fine, functional shower gifts. 

The fact that you have them does not necessarily 
mean that you are selling them. Have you got a Festi- 
If you do not, then it might 
be a good idea to make up an 8 or 16 page booklet with 


lives of most people. 


val of Showers catalog? 


suggested shower gifts. 

It helps make decisions; it avoids duplication; it 
sets up your store as the store for shower gifts. 

Have the booklet done in offset, but show photo- 
graphs of the merchandise along with descriptions and 
prices. Encourage consultation with members of your 
selling staff to check on appropriateness of the gift. 
Combine this with a Bride’s Book. 





Many dealers find that a pillar in the middle of the 
store is a nuisance. Well, it’s always better to do 
something constructive about a problem than simply 
complaining about it. 

Convert this pillar nuisance into your weekly pro 
motion pillar. Build either a bulletin board or a per- 
forated board display that will be attention arresting 
from every corner of the store. Provide it with a 
color magnetism that will make customers come to it 
and see what it is calling forth this week. 

Actually it can be an excellent repeat device. Let it 
tell your window display story inside. Try it and you'll 


-wear by it and not at it. 





The history of ideas is always a valuable presenta- 
It makes excellent material for the promotion of 
Visit one or two of the antique dealers 


tion. 
electric irons. 
in your community and see if they have any old types 
Arrange to borrow these 


of irons. They generally do. 
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for a week and show them (courtesy of the antique 
dealer) in a display in your window. 

With this display, make an elaborate layout of the 
newest electric and steam irons that you are now sell- 
ing. The improvements in looks, comfort in use and 
the safety features in modern irons is a self selling 
story. 

Offer a small trade-in allowance on any iron more 
than 50 years old. 






kev 


Clocks are a good staple electric housewares item. 
They should sell well. Don’t make the unfortunate 
mistake of having two clocks in one corner, three in 
another, and a few other numbers back in the stock- 
room somewhere. Set up a glass shelf close to your 
The glass shelf tends to put them in 
the elegant group. Do not elevate it more than six 
feet from the floor. On this shelf show all the elec- 
tric clocks for the correct time and keep them run- 
ning. Above the display have a neat sign reading: 
“Our Clocks Always Keep Correct Time.” Nine out 
of ten customers will check this fact with their own 
This fact alone will be instrumental in sell- 








cash register. 


watches. 
ing clocks. 

How many times have you passed a jeweler’s win- 
dow, seen clocks and watches displayed, but not one 
of them shows the right time? 





There is not a woman you know who would not 
appreciate a suggestion from you so that she can save 
herself some work in her kitchen. In your stock you 
have numerous products that are absolute work 
savers. Here are some of them: potato ricers, can 
openers, knife sharpeners, beaners, paring devices, 
shredders, citrus fruit corers, hot lifters, etc. Have 
you been taking these products for granted? If you 
have, then you have been doing them an_ injustice 
which should promptly be corrected. 

Mobiles are the trick of the hour. 
a good merchandising trick that can be adapted to 
your needs. Devote a window to as many work savers 
that you have in stock and show them suspended from 
the ceiling by fine wire so that they hang at various 
lengths like colorful Christmas balls. 

On the floor of the window show these products piled 
without specific organization but in action, doing the 


Don’t pass up 
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job that they were designed to do. Do not develop 
stepchildren in your stock, give each product a chance 
to prove its selling ability, but with your capable, 
guiding hand. 
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Quick cooking is part of 20th Century living. 
The fact that food is cooked in a short time does not 
mean that it is inferior to that produced by slower 
processes. Women who work during the day are very 
thankful for short cuts in preparing meals. 

You’ve got a number of such devices in your stock 
Sell them as such. Promote pressure cookers, vege- 
table steamers, broilers, rotisseries, ete. 


They are time savers, but they also produce well 
cooked, vitamin rich foods. 
food value of the meats and vegetables cooked in 
a very important feature. 


They do not impair the 


them 





With mother buying more than 80 pct of the house- 
wares, father gets so little attention that you almost 
forget his existence. Here is one occasion when you 
can get busy and direct a promotion right down his 
alley. 

Dad is always the one who gets harnessed with 
making more room in the closets. Help him lick this 
problem with some good, worthwhile suggestions. 

In your stock you most probably have an entire 
array of space saving devices; shoe racks, hat racks, 
tie racks, expanders, etc. Conduct a Saturday morn- 
ing “Space Saver Clinic” and tell him how to convert 
dead closet space into useful areas. Make the king 
of the household feel like a king. Let him know that 
you are thinking about him. 





Get a 


This is either an inside or window display. 
turntable that can be set at several regulated speeds 
Build a larger platform for it out of thin plywood. 


Into each section put 
By revolving the 


Section this into three parts. 
a different colored cannister set. 
table at a slow speed, passers-by can see the three 
sets and determine which color they prefer. 

This device is a very good attraction and can be 
used for a number of products varying with the pro- 
motion that you have on. Too frequent use of this 
method makes it tiresome and destroys its effectiv- 
ness. 
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(Continued from Page 111) 


4 


it might be practicable for me to handle. 

Another factor of display 1 would consider is posi- 
tion. [t may not be true that high heels were invented 
ya virl that always got kissed on the forehead, but 
he principle is sound. Strategic location is important. 

{ would arrange my merchandise so that customers 
ho came in to buy the less romantic items would 
ave tO pass by an attractive assortment of impulse 
tems, On their way to the “bolts and nut” department 
ind, !’d surround my cash register with low-priced 
mpulse items that customers could purchase with 
eir change. 

I would read my trade magazines, not only to keep 

reast of the times, but to keep informed about 
ming sales promotions. If I knew that Smedley’s 
Vidgets were going to be promoted in a big way in 
the Consumer Magazines next month, I’d be darned 
sure | had some of Smedley’s Widgets in my windows. 

I'd be a little bit particular, too, about my store 
ersonnel. I wouldn’t expect every man to be able to 
ella hatrack to a moose, but I would want him to be 
more than a mere order-taker. 

I'd want him to be informed about the products he 
s selling, and I’d expect him to do a selling job. The 
eart of that selling would be service to the customer. 

The year of 1954 is a back-to-normal year for mer- 
handising. A customer can buy whatever she wants; 
therefore, substitutes are a thing of the past. I would 
gear my salespeople and complete store operation to 
supply a customer’s exact desire instead of being sorry 
that we didn’t have the merchandise or trying to sell 
something the customer did not want. 


BENJAMIN A. RAGIR 
President 


Ekeo Products Co., Chicago, Il. 


If | were a hardware retailer 1 would do exactly 

ss I have seen many progressive, successful store 
perators do. 

Knowing that women spend the greatest percentage 
f the consumer dollar, I would go after the feminine 
hopper by building up my housewares department 
vhich is the easiest and most natural method for a 
hardware retailer to attract women into his store, and 
thereby make it a family shopping center. 

Here’s what else I would do to improve my house- 
vares sales: 

Take a long, hard look at all of my merchandise 
lisplays to make sure that the goods I am offering 
lor sale are not only effectively presented but that, 
Wherever possible, they are priced and arranged for 
fasy self-selection and quick sale. 

Analyze my stock and set up depth of inventory 
In 20 to 25 basic product lines, concentrating on the 
essential items that are used regularly in the home 
and are therefore bought most frequently. I would 
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offer these essential items in a variety of accepted 
price ranges. 


See that these basic lines are grouped for 
related selling and so displayed as to have maximum 
attractiveness to women. 

Feature nationally known brands that are pre- 
sold by the manufacturers’ advertising, thus making 
my own sales easier and quicker. 

: Concentrate my buying with two or three care 
fully selected distributors so that I can buy enough 
from each to become an important customer to him. 
In selecting these distributors, a major consideration 
would be the benefits that the distributors’ sales rep 
resentatives are able to bring to me in the way of 
better merchandising ideas, new goods, specials, etc 

Devote most of my time, investment and sell- 
ing space, by far, to the staples that are the backbone 
of the housewares business, but at the same time I'd 
be alert for attractive “specials” or new items that | 
can use to focus attention on my store and help build 


traffic. 


‘ 


Sales and General Manager 
Totem Distributing Co., Seattle, Wash. 


There are many good houseware products on the 
market which have not received consumer acceptance. 

Why? Where have manufacturers failed? How 
can they increase the sale of products which have only 
fair acceptance? 

I have studied these questions very closely and have 
come up with these suggestions. 

Many manufacturers, not only because of their repu- 
tation as manufacturers but because of jobber accep- 
tance and jobber stocking of products, believe that 
products will sell automatically. By asking some of 
their retail dealers they will find how wrong they 
have been. 

I feel manufacturers have failed on sales techniques. 
They have not planned sales programs down to the 
consumer level. ° 

Labeling and packaging are also very important. 
Labels should be realistic in detail, colorful and uni- 
form in design and have consumer impact. Wherever 
possible, a carton should double as a display unit. 

A big percentage of merchandise is sold on impulse 
buying. Therefore, you can understand that proper 
packaging and labeling are a big asset to consumer 
sales. Manufacturers must take into consideration 
dealer and wholesaler warehousing problems and that 
it is very important that shipping cartons be also 
labeled as to content and stock numbers for easier 
handling. 

Display stands are becoming very essential to deal- 
ers, but they must be an asset and not displays that 
will gather dust. 

Self-service is here to a certain extent, and we might 
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aus well live with it and put it to use, giving stores 

attractive, colorful, effective sales displays. But, let’s 

not pass on the cost of these displays to dealers. The 

increase of sales through displays should more than 
offset the cost of displays to manufacturers. 

Manufacturers, let wholesalers and dealers know 

' what your plans are. Don’t let a wholesaler or dealer 

open a trade magazine and find a new item, for con- 

sumer sales, spread all over the page that neither the 

dealer nor wholesaler has even heard about or seen 

Better yet, why not set up a board of wholesalers 

and dealers to discuss products before they are re- 


leased to consumers? 


E. W. WENDT 
Vanager, Hardware Sales 
Taylor Instrument Cos.. 


Rochester, N. Y. 


If I were a retailer: I would do my utmost, within 
the limits of practicability, to effectively utilize the 
permanent type of fitted merchandising displays pre- 
pared by the manufacturer of products concerned, and 
which occupy valuable space in my department. 

I wouldn’t install a fitted merchandising display, no 
matter how attractive the offer from the manufacturer, 
if I couldn’t properly maintain it both as to appear- 
ance and stock of product that it is working to sell 
for me. 








| would consider that such merchandise displays 
must, of necessity, partially replace personal selling 
and that I must, logically, attach the same importance 
to the selling display that I do to my own sales clerks 

I would, in order to provide the shopper with the 
maximum selection of styles and prices, concentrate 
my efforts on one manufacturer’s complete line or 
products in any specific type of merchandise, ever 
though necessary, on occasion, to pass up a “nation- 
ally” known brand. 

I wouldn’t commit the cardinal sin of retailing 
being out of stock on a proven seller—and never would 
1 permit it to happen twice. Despite elaborate and 
detailed stock control systems, this condition is found 
all too often in present-day housewares departments. 

[ would indoctrinate floor sales personnel in the 
necessity of maintaining adequate stock and their 
responsibility in supplementing even the most auto- 
matic stock control system. 

| would make available to my sales personnel every 
opportunity to make contact with manufacturers’ rep- 
resentatives in the acquisition of product information 
and sales know how 

| wouldn't discourage representatives from getting 
to sales clerks’ level in their regular visits to my 
department, nor make it difficult for representatives 
to educate clerks before or after regular store hours, 
on specific lines of merchandise. 
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ll page, full color Hallite 
dvertisements appear in: 


R HOMES AND GARDENS 


8 coast-to-coast TV 
ALCOA'S “See It Now” 
ogram with Edward R. 
wrow, CBS-TV Network. 


baler promotion 


available. 


You should have seen how buyers sat up 
when they saw these new Hallite cooking 
utensils by Wear-Ever. We anticipated a 
good response, but not . . . not the over- 
whelming flood of orders that poured in. 
Hallite alloy is very special, very hard. 
And it spreads heat for perfect cooking, 


with the speed and evenness that make 


LIFE 
HOME JOURNAL 


ays and 


ALUMINUM 





THESE NEW Yi’ WENSILS 


are setting sales records 


ONLY WEAR: EVER HAS HALLITE 

























COOKING UTENSIL 


Wear-Ever aluminum utensils famous. But 
AVAILABLE IN 


it’s the Hallite covers that “top” anything 1%. 2% ond 3 
ever made before. Their color can’t tarnish, en red Sauce Pan 


ind 10%" Covered 
never needs polishing. Don’t disappoint any 7 
of your customers. . . have Hallite on hand 
when they come in. See your Wear-Ever 

distributor at once for prices and full in- 


formation. Sold in sets or “‘open stock’? 



















America’s newest, 
most exciting 
cooking utensils 
.. with the appeal o 

COLOR THAT 
yy CAN'T TARNISH, 
\/) never needs polishing 









\\ i) 

WY 
4 | . 

| } with each utensil, socovers an: 

Y) pans can be hung on kitche: 


walls in decorative patterns 


Two plastic hangers are packe 


_ WEAR EVER 


COMPANY, INC., EW KENSINGTON, PA. 













new WEAR-EVER 


“STEP UF ' 


STEP-UP JR.— Here's a compact displayer that holds two 
gleaming Wear-Ever Coffee-makers ... a Perk and a Drip. It 
puts them on display for women to see, examine and buy. Use 








it as a focal point for your showing of Wear-Ever Coffee-makers 
and utensils. 


oO! 


developed the brewing perfection of 


ALUMINUM COFFEE-MAKERS 


Wear Ever 
PERCOLATOR 



















STEP-UP SR. — This displayer is for dealers who know that every 
10me needs several sizes of coffee-makers. Give women a choice of 
-offee-makers, especially when they're Wear-Ever, and you can't 
1elp selling “em. Shows a full line of Wear-Ever Aluminum Perks 
w Drips. 





Ask YOUT WEAR-EVER DISTRIBUTOR FOR | "sales: 


able. It is 


DETAILS ON HOW TO GET EITHER OR BOTH § Wear-Ever 





years. See 
OF THESE DISPLAYS 
SPRING-FORM PAN. Bake PIZZA PANS. Now,a Wear- OVEN-REFRIGERATOR 
or mold, then snap the quick re- Ever pizza pan. Authentic and PANS. Flat cover with recessed — 
lease spring, and the pan can delicious recipe right on the Bakelite knob allows stacking { 
be completely removed without label. Can also be used for Women love this set for baking, 
disturbing contents. Also avail- baking biscuits, rolls, cookies, or storing, and carrying food. Sold 
able as 3-pc. set, withtubed bot- as a serving tray. individually, or as 3-pce. set. 
tom for angel food cakes, etc. 








new WEAR-EVER 
DECORATIVE “77” MOLDS 


*, IN RICH COPPER-COLOR ALUMINUM 
S . yy O 




















holds two 
a Drip. lt 
l buy. Use 
Pe -makers 





These new Wear-Ever Decorative Molds 


can’t tarnish, never need polishing. 
They match the covers of Hallite uten- 
sils by Wear-Ever. Sets of four trans- 
parent wall hangers are also available, 
so these molds can be hung decoratively 
on kitchen walls. Order them now from 
your distributor. 







This sales-tripling display (as proved by test) continues to be avail- 
able. It is electrically lighted, holds a sample of every kind of 
Wear-Ever utensil you carry. Made of metal and wood, it lasts for 
years. See your Wear-Ever distributor for details. 


DR FOR 
R BOTH 






















>ERATOR 
vith recessed a 
ws stacking “EEZY-DOOZY”’. Shreds, or grates right 
| for baking, into handy pan that is gripped firmly by 
y food. Sold dni grater in use. Comes with three tinned- 
}-pe. set. : steel shredders. 
Se Pan alone can be 

_ = \ used for baking. 

\ | i. 
- 
7 a 
— 
| - 
\y 

| THE ALUMINUM COOKING UTENSIL COMPANY, INC., DEPT. 3201, NEW KENSINGTON, PA. 
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Chicago Housewares Show to Draw 8,000 


Some 8,000 retail and wholesale 
from all 
parts of North America and many 
foreign countries will make their 
annual pilgrimage to Chicago, next 
week, to scan the offerings of 
American manufacturers and im- 
porters. 

The focal point of the annual 
mid-winter housewares market will 
again be Navy Pier, where more 
than 560 exhibitors will show their 
newest and most popular items. 

This 20th National Housewares 
and Home Appliance Exhibit will 
run from 9 a.m., Thursday, Jan. 14, 
until noon of the following Thurs- 
day. 

Show hours will be from 9 to 5 
o’clock, each day, with the excep- 
tion of Sunday when the show will 
be closed for the day. 

Another showing of housewares 


buyers of housewares 


130 


Navy Pier Exhibition, Jan. 14-2] 
Will Have Over 550 Displays; 
Independent Show in Morrison Hotel 


will be made Jan. 14 to 21 in the 
Morrison Hotel, by other manufac- 
turers and importers who, for lack 
of space in Navy Pier, could not be 
accommodated in the larger show. 

This downtown show, being held 
for the third time, is being spon- 
the Independent House- 
wares Exhibitors, Inc. 

Two separate shuttle bus routes 
will again be operated on a_ 15- 
minute frequency, to transport buy- 
Navy 


sored by 


ers and exhibitors between 
Pier and Loop hotels. 

More than 166,000 sq. ft. of ex- 
hibit space in the North and South 
Exhibit halls of the huge lakefront 
building will be utilized for ex- 
hibits, as well as the connecting 
hall at the east end of the pier. 

“This show will set a record,” 
said A. W. Buddenberg, executive 
secretary of the National House- 


Manufacturers Association, 
“to which the entire industry may 
point with great pride. 

“It has truly become the national 
meeting place of the industry where 
buyers and manufacturers may 
gather under a single roof for that 
contact so vital to all 


wares 


personal 
business.” 

An alphabetical listing of ex- 
hibitors at the Navy Pier show, and 
booth numbers follows: 


Booth 
A No. 


Abco Metal Products, Inc... 
Ace Products Co..... 
Adams Co., Inc....... 
Aladdin Industries, Inc 
Aladdin Plastics, Inc.. 

Allied Basket Co...... 
All-Luminum Products 


(Continued on page 132) 
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AMERICA’S NO.1 FAMILY OF QUALITY 


SPECIALTIES! 


i 


Quan BUILDING 
seats , 


\"4 
Sete * FITS-ALL 
: NO. 1 
SCREEN 
DOOR 
GRILLE 





WEATHER STRIP 


aie 
fp ( MART 


. LETTERS 





WN FITS-ALL | RKO = 


\S 56 


<I NY 4 a) 


> SCREEN © 
TWIN-CUSHION poor Nametal 
" GRILLE in 
WEATHER STRIP DOOR BOTTOM STRIP 











SPEED LOADER 
CALKING GUN 


ORNAMENTAL ALUMINUM PUSH GRILLE 


MACKLANBURG-DUNCAN CO. 


QuaLil™ OKLAHOMA CITY 1, OKLAHOMA 
ORDER NOW! Your order will be shipped same day received! 

















Here's a 
clothesline 
pulley with real 
“sales pull’. Its 
deep-grooved design, 
stainless steel axle, and 

Stanley quality construction assure 
years of trouble-free, noiseless service. 


aa! 


Take the ‘‘sag” out of your 
sales with this popular 
Stanley ‘‘pull-tite” line clamp 
..@ pull on the end of line 
tightens it. Ideal for 
tightening clotheslines, 
tennis and volley 
ball nets, or 
tent lines using 
No. 8 or 10 4 
cord. 4 















STANLEY 
Cothestine Hardware 


Stock these fast-moving wash-day 
favorites. Remember, customers 


know and buy Stanley quality. 


The Stanley Works, New Britain, Conn. 


[ STANLEY |] 


Reg. U.S. Pat. Off. 


HARDWARE ® TOOLS ® ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 
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Housewares Show Exhibitors 





(Continued from page 130) 


Booth 

No. 

Allura Products, Inc......... 167 

Aluminum Cooking Utensil Co. 715 

Aluminum Goods Mfg. Co..... 156 

Aluminum Specialty Co....... 785 
American Casserole & 

Specialty Co., Inc. ........ 1019 

American Family Scale Co.... 695 


American Plastic Products Co. 849 


American Tack Co., Inc...... 995 
American Windshield & Spe- 
GME MODs. x oie o:d8 0 'e wersieis 845 
Amerline, Inc. ........ ...C-541 
Ames Shower Curtain Co., Inc. 480 
Amsterdam Broom Co....... 833 
Aristocrat Clock Co.......... 688 
Arlington Mfg. Co., Inc....... 679 
Armor Bronze & Silver Co.... 572 
Po Oe a 412 
oe ee 117 
Artcraft Wire Works...... .1010 
Artistic Wire Products Co., 
iS SES ee ears Oa, C-1040 
Te Oa | |” ee 294 
Artwire Creations, Inc....... 330 
Arvin Industries, Inc......... 473 
Asquith Associates, Inc....... 824 
Atlantic Sponge & Chamois 
IIS oo: vce prlieta'da ow dieie-ats C-449 
Atlantic Tubing & Rubber Co. 271 
Atlas Tool & Mfg. Co........ C-517 
Auerbach & Co., T. H......... 191 
Auto City Plating Co......... 782 
Automatic Wire Goods Mfg. 
SNES x ved Maeds ace 478 
POO CS Sis oidis ecasaavcas 380 
B 
Babcock & Preuss........... 411 
Badger Basket Corp.......... 1022 
Batiey Mig. Corp... ..cc6..ss 989 
Ballonoff Metal Products Co.. 872 
Bates Art Creations, Inc..... 704 
Beacon Plastics Corp........ 469 
ae 889 
Oe a a 633 
Bellaire Enamel Co........... 674 
3elmont Co., Div. of Ridge Tool 
oR ce eee eee 492 
Benjamin & Medwin, Inc..... 849 
Bennett-Ireland, Inc.......... 956 
Berkeley Industries ......... 977 
Berns Mie. COMp...oc cesses 496 
Bersted Mfg. Co., Div. of Mc- 
Graw Electric Co. ......... 128 
Better Housewares Co...... C-1005 
je es Or 1067 
Birmingham Stove & Range 
Mots as acetic ccs erssees po atelaeed 832 
Bissell Carpet Sweeper Co... 656 
NE I Biv n6:005-0:0¢-9 0-0 789 


Blisscraft of Hollywood..... 1012 


SII ci. Slacgiescereiave leiatccoie ed C-448 
I I a cig oie Bdewble bain 309 
ME EE eo dss sitio ee eGo 848 


Booth 

No. 

Block & Sons, Inc., M...... . 645 
Blossom Mfg. Co., Inc....... 168 
Boker & Co., Inc., H....... . 887 
Bonley Products Co......... 537 
Boonton Molding Co.......... 455 
Borg-Erickson Corp. ........ 245 


Bostwick Laboratories, Inc... 504 


a SER eer ee 267 
Briddell, Inc., Chas. D....... 864 
Bridgeport Brass Co......... 1018 
oe 2 Ee ee 554 
Bromwell Wire Goods Co... .C-457 
Brown, Inc., John Clark...... 445 
ge a a 413 
Bryant Electric Co........... 294 
Buckeye Aluminum Co....... 740 
Bie-A-Noo, IMC. 2... cicccees 833 
Burgess Vibrocrafters, Inc.. .1011 
Burlington Basket Co......... 655 
Buras Mite. Co., Ine......6005 699 
Burpee Can Sealer Co......... 616 
Burroughs Mfg. Corp....... C-520 
Busch, S. J., Div. John Hull 
CATE CD) scoice ve ceeccwe 336 
co 876 
BW Molded Plastics........ 976 
Cadie Chemical Products, Inc. 533 
Cartek, The. c6.0s00% ...-C-1024 
California Cleminson ........ 873 
Camfield Mie. Co........... 437 
Camillus Cutlery Co.........C-529 
eee 1068 


Capitol Products Co., Inc.... 961 


Cardmal China Co.......... 1029 
Carlisle Mfg. Co........ . .C-445 
Carlstein & Associates, Inc., 
PIED, cs. vio eo grees nw Se ew te 559 
Casco Products Corp.......... 299 
Case & Sons Cutlery Co., W. R. 279 
Central States Industries..... 411 
Central States Paper & Bag 
Oe i alee acaushater se ui bcoe ears 501 
Century Plastic Products, Inc. 988 
Certified Home Products..... 969 


Chapman Wire Novelty Co.... 309 
Chattanooga Implement & Mfg. 
ihe ng cons cov orane hsranass es 
Chicago Electric Div. of Silex 
MNEs saecisdvaer tetas pale caiaree ine 145 
Chicago Metallic Mfg. Co.... 685 
Cincinnati Galvanizing Co.... 172 
Cae Sh es Be enw sine es 795 
Clean Home Products, Inc..C-1008 
Club Aluminum Products Co. 666 


Colebrookdale Iron Co........ 695 
ES C-1036 
Columbian Enameling & 

Stamping Co., Inc.......... 808 
Columbus Plastic Products 

RS as excrons cies Bi teres sinha: Sa 
Comfort Lines, Inc........... 981 


Conco Engineering Works.... 411 
Conso Cast Ware Div. of Con- 
solidated Iron-Steel Mfg. Co. 574 
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(Donder-(and) AMERICA'S FAVORITE FOUNTAIN BRUSHES! 


—and you'll sell millions more 

with these 3 great new improved models 
priced, styled, and nationally 
advertised to move FAST! 


meres amu ee en rte 


NEW, IMPROVED 


«Super (Wonder Lands *4 


The only fountain brush with all these ex- 
clusive features: 

2 INTERCHANGEABLE HEADS. One with col- 
orful soft Durostyrene bristles, another with Dupont 
miracle sponge. Each attaches quickly, easily to 
head on 4 ft. aluminum wand. 

EXCLUSIVE DETERGENT CHAMBER and Won- 
der-Foam Detergent “tea bag” Pak—cleansing suds 
bubble out of the brush! 


One-piece Vinyl Bumper —prevents mar- 
ring, scratching of any surface. 


New Water Aerator—breaks up water, 
prevents splashing, improves cleansing. 


Quick Action Control Valve —turns water 
on and off with a twist of the wrist. Precision, 
non-leak brass hose connection. 


Washes a car in 12 minutes! Wonder- 
Foam Pak lasts 15 to 30 minutes! 








= 
STANDARD 
+78 

V Indestructible plastic head 
V Man-sized brush, with 8-inch 


Special Spring 
Promotion Deal! 
24 WONDER-FOAM 

DETERGENT PAKS _— 





budget - priced 
fountain brush with Won- 


9 ¢ der-Wand quality features! flair 
49 regularly 98¢ Priced for whirlwind  ‘°uSh, colorful Durostyrene 


V Polished aluminum handle 
40” overall length 
V Quick-action shut-off valve 


promotion, fast turnover! 
A sensational value at this 


You offer purchasers of Wonder-Wand 
unheard-of price! 


this sensational half-price bonus—at our 
expense! You'll build big repeat business 
at full price. Box of 24 paks, each good 
for one car wash! 


Advertise it as a “Wonder-Wand” Special at $2.98 
Thousands sold at $4.95! 


Standard Wonder-Wand with Pure Horsehair Bristles and 3 ft. Handle $398 Formerly $5.95 


See the Wonder-Wand Exhibit at the National Houseware Show Booths 565 and 567 


WESTERN HOME PRODUCTS, Inc., Allendale, N. J. 
133 


HARDWARE AGE, JANUARY 7, 1954 


















































































Housewares Show Exhibitors Booth Booth 
No. J 
(Continued from page 132) D Domestic Industries, Inc...... an 
Booth Dapol Plastics ............ ee ee a+ 238 
No . - Lo a a ee 255 
_— No. Dart Mfg. Co., Inc........... 2) heme < 5 
Continental Can Co.......... 132 CMD. £2Asene xine oawas 678 Drazz —— ten a 
Continental Scale Corp....... 225 Davies Molding Co., Harry... 324 Sees o ‘op ARIANA — 
Cooper Thermometer Co...... 844 Davis Mfg. Co........... soo 865 > ee - sega iad ich 1042 
Copper Brite, Inc............ 582 Dazey Corp 756 ; ella lalla — 
pi le Baye y UOrp. ...-....-6-. tee eg ne, he eee 863 
yorvin,; Inc., R. K............1068 Dennis Mitchell Industries.C-504 
Cord wie = , : 2S «U0 Le 2 ... 312 
vorduan Mfg. 0...» ee Department Store Economist. 771 Dulane Ine ' 
Corning Glass Works. ... 649 Deshler Broom Factory ...... 316 Du Po t ie Ne Siena ere. i tai 
CORY CORD. sce cesss ... 624 Detecto Scales, Inc...... 814 ‘ »  eensieealees 
Castiien © Lee js : powers tees De Me aise ion Wine eeeroror es 509 
oughlan Co., G. N.. na .. 234 Diamond Silversmiths, Ltd... 108 Duralast Corp 
Cromwell Silver Co........ .. 914 Diversey Corp. ........ és = ee Revelios Co. a : , } ca 
— SS —— Durst Mie. Co., Inc........%. 905 
MILLIONS OF PAINT ROLLERS IN USE... E 
NOW=-A PAI 
NT ROLLER SHIE Eastern Frame & Mirror Co.. 773 
HERE i | / | Eastern Metal Products Co... 1033 
T Is! | Basy Day Mite. Co........... 773 
Eclipse Metal Mfg. Corp... ..C-313 
\ Basund Go., IC... ..ccccsecess 438 
¢ PLastic Fhrlich, Lou ............... 944 
Ekco Products Co............ 103 
‘ Spath Electric Steam Radiator 
| WN eipiaeree at ain ae se C-312 
Elm Jay Metal Products Co..C-453 
: find NT Embee Metal Products Co.... 309 
ROLLER SHIELD Embree Mfg. Co...........-. 419 T 
Emerson Electric Mfg. Co.... 950 a 
4 TAKES THE MESS Empire Brushes, Inc...... .. 957 
: L 
§ OUT OF PAINTING _ WITH THIS Emson Products Corp........ 571 
WITH A ROLLER bin NEW Englishtown Cutlery, Ltd..... 396 o 
*, ; DEMAND Enterprise Aluminum Co..... 819 n 
ee es 4 ITEM! Enterprise Mfg. Co. of Pa.... 350 a 
FOR 7 AND 9 . Ettinger Co., 3S. Mi... cscs. s GO 
INCH ROLLERS POON TOU, cats cd dna yw oeses 860 
F ; 
| Falco Products Co........... 460 
Farber, Inc., S. W...... er 
Farber & Shlevin, Inc......... 1025 
Fasco Industries, Inc......... 229 1 
Federal Enameling & Sté - 
| sail ROLLER-PAINT eth 0... ae . 
WALLS & CEILINGS Federal Tool Corp........... 794 | 
SPECIAL WELLS | WITHOUT come tn 
PREVENT DRIP “eems er Co., 2 eer .. 489 
DRIP OR Ferry-Morse Seed Co......... 421 
OR SPATTER SPATTER Finders Mie. Co..6<.0..060% 360 
Specially designed wells PACKED IN A Fletcher Enamel Co.......... Lng 
setintabeednbeinte COLORFUL EYE-CATCHING | Foley Mfg. Co.. ieee ae ehateian 721 
yi ennt COUNTER DISPLAY Forgee Metal Products, Inc..C-982 
> - BOX WITH PLENTY Forman Family, Inc...... a6 TON 
vere fics OF SELL! Fresh’nd-Aire Co., Div. of 
2 { In addition to this PO RY, os ba cascvae sees 624 
be attractive counter 
ag res a Spat- G 
-Shield roller 
CLIPS ON shields are indi- 
IN vidually packaged. Gailstyn Co., i ca 6S Sid oes 945 
hm SECONDS CONTACT YOUR Garden House Products...... 873 
JOBBER OR Gardex, NN ee cee lata sti oie ..C-505 
7 WRITE TO....... Sh ee 708 
General Electric Co., Small 
| mh « 1: | M 4 f | D, | | ¢ Appliance Div. ........... 720 
5 | General Floorcraft, Inc......C-326 ' 
Lee ie OM ee asic mma 6 ocmeral Mills Home Appli- 
Piast Ee ee ee 1050 
134 
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fet More Profitable TOOL Business with 
nese 2 Great NONE BETTER Sales Makers 


Ng ae “3 


- fe x 
1 sanecen\ * 





















Take your choice ... a complete Tool Department in 
a sales-handy Floor Rack Display, or a Junior Tool 
Department on eye-catching Action Boards for wall 
or counter. Either way, you're in business. . . a money- 
making Hand Tool Business tailored to fit your store 


and boost your profits! 


These NONE BETTER Displays are designed to 
sell Tools for you. Simply choose the Assortment 
you want, the right size for your store, then get set 
for SALES. Handsome Display Rack with ten popu- 
lar Sets (5 alloy steel—5 carbon steel) and 90 fast- 
moving Tools. Action Boards display the fastest- 
selling individual Tools from the NONE BETTER 
Line. Let your customers SEE ’em—they’ll WANT 
“em... BUY ’em. 





Get your share of the money-making Hand Tool 
Business. Write today for details and sales-active 
prices! 
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Lightweight 
Die Cast 
Aluminum 
Alloy 
Handles ee 









Finger 
Grips. + °° 


Handles Offset 
with Blades 
for Hand 

Clearance . . « 


New Operating 
Mechanism. . . «« 


Predetermined 
Cutting ~ 
Height: td 


Hollow Ground 
Long-Life 
Blades. eoeeee 


High Carbon 
Tempered Steel, 
Thru-hardened 
Blades «2 ++ « 


Doo ins 


Model DK 101 


THE LEWIS ENGINEERING 
AND MANUFACTURING CO. 
ALLIANCE, OHIO 


ae ee. ey 


Industry 
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Housewares Show Exhibitors 
(Continued from page 134) 


Booth 
No. 

General Slicing Machine Co., 
DS rides a usice 2) ace ai ae 828 
General Textile Co.......... 507 


General Wood Products Co... 714 
Geuder, Paeschke & Frey Co.. 392 


G-H Specialty Co. ........... 298 
Gibraltar Household Products 

Me 5 5 oie Sse sirsindiee’ sand ie 620 
Gere Oe. A. Cin osc c cesesen 484 
Gilton Mig: Corp...........++. 449 
Gits Molding Corp............ 549 
Sa ee ee ee 1004 
Golden Star Polish Mfg. Co., 

Sb oss eg taeda neice in cieSale 614 
Goodwin of California........ 1053 
Goshen Churn & Ladder, Inc.. 921 

| Meer O, @. Coes vies cwwes 310 

' Gotham Industries, Inc......C-528 
pa ES ee ene 1040 
Great States Corp........... 170 
Greenspan & Co., R......... C-313 
Griffith Laboratories, Inc...... 401 
Griswold Mfg. Co............ 403 
G & S Metal Products Co...... 1070 
Gustin-Kramer Co. ......... 1028 

H 

Haddon Products, Inc........ 517 
ee 345 
Hamburg Broom Works...... 970 
Hamilton Beach Co., Div. 

BCOvVi: Mig. CO... .cvccees 157 
Hamilton Glass Co........... 404 
Hamilton Mfg. Corp......... 367 
Hamilton Metal Products Co.. 868 
Hancock Mfg. Inc............ 1024 
Handy-Andy Specialty Co., Inc. 705 
Handy Things Mfg. Co. ...... 248 
Manson Scale Co.. ... 0.00.0 193 

| HARDWARE AGE ......... 769 

| Harle Specialty Co........... 773 
Harvell Mfg. Corp........... 980 
PEATVET Die. CO... occ cess C-977 
Heller & Sons, Morris........ 443 
Heller Hostess Ware, Inc...... 344 
Herculean Appliance Corp..... 448 
Herman’s Novelty Mfg. Co.... 328 

| Hertzberg & Son, Inc., H..... 661 
Heyman Glass Co., Inc....... 854 
Hillside Metalware Co....... 1020 
DN IS oi los a'e.dw wie aiwrcce a C-456 
Hobson & Botts Co........... 695 
Hollywood Kitchens Sales & 

REN oy only onsen aie 951 
I IO one: ina:5ou, Slee ela om 873 
Homak Mtoe. Co., Inc.......... 606 
ee ee 164 

| Housewares Sales Corp... .. 714 


Howard Dustless-Duster Co... 858 
H & P House Furnishing Co. 464 
Hudson Foam Latex Products, 


a iia eck ns cares cusaing ainciee stesare 1055 
Hull Cutlers Corp., John..... 332 
eucrer Barg. Co... cccvese 915 


| Booth 
No. 
Imperial Knife Associated 
I Ee ae eee eee 520 
er 1074 
Inland Steel Products Co...... 773 
International Appliance Corp.. 778 
International Silver Co....... 1056 
es a ee 573 
IN 3 ch decsian  wuimra one so ere g 1038 
Irvin Ware Go... oo. .6cs0e8s. 77 
J 
Jacobus’ Sons, Inc., A. G...... 343 
Jiffy Enterprises, Inc......... 528 
Johnson Seed Co., J. Oliver... 318 
Johnston Corp., Gaston...... 1032 
Jones & Laughlin Steel Corp., 
Container DIV. .46...scecee 575 


ee eee 829 
Kalamazoo Vegetable Parch- 

SEIN cid ate s/ey.dpo ee scin a 686 
Kalo Metal Craftsman, Inc..., 563 
Kamenstein Inc., M........... 682 
RE ND So waaipwiein dw adians 680 
Kaplan & Sons, Inc., Joseph A. 709 
Karoff Originals, Ltd........ 564 
A 1072 
Keller Mig. Co., H. V......... 765 
Kellogg Brush Mfg. Co....... 364 
Kenner Products .......... C-1033 
eo a ee 600 
Keystone Brass & Rubber Co... 773 
Keystone Silver, Inc...... . .C-316 
Kidde Mfg. Co., Inc.......... 806 
I ES Skid ig rete ndysie wiaraiaa 909 
NN Os ig oss anere dace 384 
Kitchen Aid Div., Hobart Mfg. 

DE ea th a daa Sle aaetahe a 197 
Kleinert Rubber Co., I. B...... 284 
Knape & Vogt Mfg. Co........ 169 
Knapp-Monarch Co. ......... 648 
Knickerbocker Metal Guild, 

US big te eckic aa Winte eis eiearae a4 417 
Knickerbocker Rubber Co..... 433 
Bord Mie. Co., Inc... ........ 936 
ee 922 
Pevemener, THC., Aisi ck cs 6 dees 221 
Kromex Industries .......... 201 
La Belle Silver Co., Inc....... 407 
Latimer Brush Co... 508 
Landers, Frary & Clark...... 207 
Lasko Metal Products, Inc.... 530 
(Pe 2) a 524 
Lawnon Go.,. F.. Fi... ccccsce 22 
Lee Industries, Inc........... 539 
Leiner & Co., Geo. S.......... 681 
pe 821 
Leipzig & Lippe, Inc........ C-313 
fo a re 77 
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Ask the man With “4rcocu-Zoa” 


—he also ‘ous culey” 
Ndlonal Builders’ Hardware 


helps produce a better job! 


Test. Tote 
TIP iinsTea" 
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my ela | auuues \ Rt = no Ue wy 


aM Gore 
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wise preserve the hardware from rust 
and deterioration even under varied se = OY 
ane oe ; 
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: ee ers anid 
“ actors to masaieules and ay appreci- 
i ‘ hardw The 

e of 

r years 

> basic 


orking 








and 
contemporary homes. You will find 
many exclusive features in the 
National line that promote ease of 
installation and friction-free working 
coordination. Attractive finishes like- 








climatic conditions the year ‘round. 





Note the extensive variety of the — oe = ‘= | 
. *-. *, 
hardware illustrated, comprising over Pe ame 
oo] ee ae —, 
300 separate products, all built to one —p—" as || 


high standard of quality. 


emma 116 BE 
MANE OO spe 1° 
-*, BERET ED og 0 @ (ULE Plai: 








Send for illustrated catalog con- 
taining full information on the 
National line. 



























WIVTZTIA MANUFACTURING COMPANY “ering 
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and Star’s HE PAK: 
puts your STAR BLADES 


where your customers 
SEE them! 


Put this new Star “Flex-Pak” display 
on your counter, and you'll step up 
your hack saw blade sales—profitably, 
too. 

Why profitably? 

Because the “Flex-Pak” is specially 
designed to help you sell Star Moly- 
flex” Blades— you make four times 
the dollar profits per sale, and your 
customers get more than four times 
the cutting efficiency. 

Your “Flex-Pak” will work for you 
other ways, too. It gives you a bal- 
anced stock of 80 Star Unbreakable 
Special Flexible (green) and 20 
Molyflex (copper colored) blades — 
reduces your inventory. For an invest- 
ment of only $13.64 you get an assort- 
ment of 8 kinds of Star Blades in 10” 
and 12”, 18 and 24 tooth. 

Ask your wholesaler for the Star 
“Flex-Pak”—the more your customers 
see, the more they'll buy. 





@ 3086 


EMSON BROS., Inc. 


MIDDLETOWN, N. Y., U.S.A. 
Makers of Hand and Power Hack Saw 
Blades, Frames, Metal Cutting Band 
Saws and Clemson Hand and Power 
Lawn Machines. 








Housewares Show Exhibitors 


(Continued from page 136) 


300th 
No. 
Fo a a rrr 
Lewal Industries, Inc......... 557 
Lewis Steel Products Corp.... 354 
Lifetime Cutlery Corp...... C-1029 
Lincoln Metal Products Corp.. 420 
Lisk Savory Corp............ 200 
wees, tnc., Ben &.....6...i.... CS 
Loren @& Co., Inc., H.......... 44 
Loroline Products Ine......... 925 
Ce 9 a . 927 
buce Mie. Co....66.o6 s+ <es-8086 
Lux Clock Mfg. Co., Inc.......1058 
Fe ee - 321 
M 
Mawicolor Co. ....¢o0cessever 116 
Majestic Silver Co............ 992 
Mandeville & King Co......... 826 
Manning-Bowman Div., 

McGraw Electric Co........ 186 
Mardigian Corp......... oe @e0 
Markt & Hammacher Co......1066 
Marlun Mfg. Co., Inc......... 837 
Marshallan Mfg. Co.......... 340 
Martin Stove & Range Co..... 695 
Marvin Mie. Co., W. B......< 884 
CE ee 937 
Mastercrafters Clock Co...... C-976 
Master Metal Products, Inc... 144 
geo a >, 901 
Mayer Co., Inc., William F.... 317 
Maynard Mic. Co... . +... 0%. 570 
McKee Div., Thatcher Glass 

i oa ee 735 
Mechano Specialties Co....... 559 
Mell Hoffman Mfg. Co., Inc. .. 996 
Merit Creations, Inc.......... 535 
Merit Enterprises ........ C-536 
Metalcraft Mfg. Corp......... 859 
So 926 
Metal Ware Corp............. 468 
Meyer of California, Fred... .1021 
Meyer & Sons, Inc., W. F..... 825 
Breyercord Co: ......6..66 6565. C-452 
Midwest Mower Corp......... 841 
Mmute Mop Co... 6. 6sissns 115 
Modern Carpet Sweeper Co., 

Be arratckatens ans, sheets sions ident 121 
Modglin Co., Inc...........C-1025 
Moore Enameling & Mfg. Co.. 689 
Mott & Co., Aaron A......... 838 
Mou Big. COtp...666 6 occ 1005 
Munisme Paper Co.......... 953 
Munising Wood Products Co., 

ON ct nye is a 6s. bess dats Mend 885 
Murphy-Phoenix Co. ........ 308 
Mystik Adhesive Products.... 568 
Mystic Foam Corp. ......... 244 


Booth 

N No. 

Nassau Sponge Co.......... C-532 

National Brush Co........... 499 

National Can Corp.......... 820) 

National Die Casting Co...... 124 
National Presto Industries, 

hee earia main aa esa a ee 261 
National Products, Inc...... . 610 
National Screen Co.......... 352 
National Silver Co............ 125 
Naxon Utilities Corp......... 377 
Nelson Machine & Mfg. Co.... 309 
PRC Se ei wd aca gS 673 
New York Standard Mfg. Co., 

IS a AES 2 eno 857 
Nicro Steel Products Co., 

Div, of Cory Corp... ....... 624 
ee | 551 
Northern Electric Co.........1000 
Northern Electric Co......... 1000 
Northrup, King & Co....... 618 
ye eee 660 


O 


OOGNE COED... 60 05050056 wane © 914 
QO-Cel-O, Div. of General Mills. 1048 
Orman Co., Inec., Leonard... .C-516 


Oster Mie. Co., JGNR.... <<se< 946 

Ox Fibre Brush Co., Ine...... 481 

Oxford Metal Spinning Co., 
ete. fo NAS Sele ne pa iatierata 388 


Paper Specialty Co......... C-1037 
Para. Site. Goe., Inie........6.. 745 
Paragon Electric Co.......... 840 
go re 1017 
Parker Metal Decorating Co... 768 
Parmer Bre. OG... 26s swecveaes 888 
Parish Co., J. Shepherd...... 133 
Patent Novelty Co............ 135 
Ponrl Wick Cortes. 0.000 ceive 746 
Peerless Mfg. Corp........... 393 
Peerless Products ........... 271 
Peoria Metal Specialty Co.... 741 
Perieide Mie. Co.....6 6 sccc0c 1007 
Pfaltzgraff Pottery Co........ 879 
Phoenix Table Mat Co........ 374 
yo ee oo SOF 
Plas-Tex Corp, .............. 400 
Plastic Metal Mfg. Co........ 493 
Pisstics Mig. C0. ..s06 505.5. 6 
<a Se a ae 
PINE PONE. vas hoo si eG au we 108 
Plaut & Lederman ......... . 782 
Pollard Co., Frank L........C-465 
Poloron Products, Inc. ....... 275 
Pomerantz, Inc., Julie ...... 1036 
Porcelier Mfg. Co............ 268 
Postley, Inc., John E......... 900 
Premier Mfg. Co........ oid ce 
Pressing Supply Co.......... 881 
Pretty Products, Inc....... . 529 
Proctor Electric Co...... .... 690 
go LY a ar 913 
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Quaker 5 
Qualcast, 
Quality ) 
Queen Mi 
Quittner 
Quon-Qu 


Ransbur$ 
Ransom | 
Redmon | 
Reed & J 
Reflecto | 
Regal W 
Regina C 
Renuzit | 
Replogle 
Republic 
Republic 
ing Ce 
Revere C 
Reyman 
Ricar Cc 
Rich, Inc 
Richbilt 
Ritzenth. 
Rival M: 
Robbins 
Div. . 
Robeson 
Robeson 
Robinsor 
tobinsor 
Rocheste 
Rogers | 
Rona Plz 
Rotary ( 
Rotiss-O 
Royal Ch 
Rubon V 
ucts C 
Ruby Pr 
Russakor 


Safeway 
Salmans 
Salton \ 
Sanitary 
Savarese 
Schiller 
Schluete 
Schroede 
Schumac 
Seal Sac 
Sessions 
Seth Tl 

Gener 
Seymou) 

Co., I 
Sheriday 
Sherwin 


HARDW 



















Booth 
sooth Q No. 
- stretcher C 897 
Quaker Stretcher Uo.......... ( 
. -C-582 Ouall od coy eoala ae ads 1031 Here ° [Sa its eee 
-. 499 Quality Molding Co......... C-1004 
820 Queen Mfg. BR aisig Sai wig wararee.e 204 
124 Guittner Bite. Co... ...60.00% 893 Jaws Nickel Chrome Moly Alloy Steel 
Guon-Quon Ce... 0.00 60 s00% 873 > 
-. 261 - me Ge. Key Holes: do not extend into body 
. 610 ’ oe cavity thereby sealing out dirt 
352 ‘ 
125 R FT ‘ One Piece Geared Nut Construction 
377 ' i. Ps 
.. 309 Ransburg Co., Inc., Harper J.. 333 ' ' < = a Body Nerdened tnclae 
: 673 Ransom Brush Co............ 497 : \ —" 
sated ont Redmon Sons & Co., W. C..... 786 a Taper Bore hardened and ground 
i.) am Beed @& BArtons «2... <6. .00. <6 1065 v4 
Reflecto Letters, Inc.......... 325 Chucks and Keys 
624 Regal Ware, Inc............. 212 interchangeable with other makes 
- 55] a aa 428 
-- - 1000 Renuzit Home Products Co.... 416 
.. 1000 Replogle Globes, Inc.......... 512 
618 Republic Molding Corp....... 424 
660 Republic Stamping & Enamel- 
EE ee ry eee 114 
Revere Copper & Brass Inc.... 640 
Reyman Mfg. Co., Inc......... 984 eee that axe 
CU RUNS, ob ocrecews oo bela one 411 
--- 914 Rich, Inc., Howard B. ...... C-444 * 
Is . 1048 Richbilt Mfg. Co............ C-320 
. po Ritzenthaler, John .. ....... 358 
a OS ae > 148 
ihe 481 Robbins & Myers, Inc., Fan 
A. . PEE SECON TEE eee 553 
388 tobeson Cutlery Co., Inc...... 779 
Robeson Rochester Corp... .C-1032 J 
Robinson Knife Co........... 965 
Robinson Sponge Co., Inc...... 846 
— Rochester Can Co., Ine....... 836 
C-1037 Rogers Plastic Corp. ... ...C-461 
745 mona Plastic Corp.......... C-1020 
-. 840 totary Clothes Dryer Co., Inc. 411 
— Rotiss-O-Mat Corp........... 527 
— gas Royal Chrome Housewares, Inc. 389 
; 133 Rubon Woodfinishing & Prod- 
135 RG fare stinigiews 3 e0ie aan 253 
746 Ruby Products Co............ 444 
393 Russakov Co. of America..... 189 
. 271 
<3 on 
.. 1007 
879 S 
374 Every chuck is individually 
9 Safeway Specialty Corp... ... 559 
a Salmanson & Co., Inc......... 349 checked for accuracy . . . 
193 Salton Mfg. Co., Inc........C-1017 you can depend on Supreme 
m1 Sanitary Receiver Co., Inc..... 753 
nee Savarese, Vincent A.......... 873 Chucks for trouble-free 
108 Schiller and Asmus, Inc....... 873 performance and long wear. s 7 ‘ — wth 
782 Schlueter Mfg. Co............ 696 
-C-465 Schroeder & Tremayne, Inc.... 525 UPREME (HULK 
275 Schumacher Co., F. E...... . 491 
1036 ae er 185 
. 268 wessions Clock (0... ....6055: 880 
900 Seth Thomas Clocks, Div. of 
285 General Time Corp......... 561 SUPREME PRODUCTS, INC. 
881 Seymour Tool & Engineering 2222 $. CALUMET AVE., CHICAGO, ILLINOIS 
529 aD ee Pee 534 
.. 690 Sheridan Silver Co., Inc...... 960 
. 918 Sherwin-Williams Co. ........ 100 the chuck that lives up to its name . . . SUPREME 
! 
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f ° 
~ Maximum Strength 
LIGHTER WEIGHT— 

LESS FATIGUE PER MAN HOUR 


oO 






PIPEMASTER 
WRENCHES 


Erie Hook and Heel Jaws 

triple-heat treated for 

correct hardness—to pre- 

vent teeth from chipping 
er crushing. 


"Erie Handles and Hous- 

‘ings of highest grade 

' alloy iron for maximum 

* tensile strength without 
useless weight. 


PIPEMASTER—the heavy duty wrench with the highest tensile 
strength! Perfectly balanced PIPEMASTER is free of excess 
fatiguing weight—as much as 20% less, thus causing less man-hour 
fatigue. Easily adjusted and has a quick, sure grip-and-release action. 
Each PIPEMASTER is performance-tested to exceed government 
specifications. 





America’s only unconditionally 


guaranteed tools 











735 West Twelfth St., Erie, Penna. 
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B 0th 
No. 
ON aa eae bee 161 
Silver-Chamberlin Co. ....... 136 
Sinclair Industries, Inc....... 505 
Skalny Basket Co., L......... 972 
Skot Metal Products, Inc..... 940 
Son-Chief Electrics, Inc...... 815 
Specialty Steel & Wire Prod 
og 997 
sperts Faraday, IC... sss... 249 


Stainless Ware Co. of America 886 
Stalfort & Sons, Inc., John C... 456 


Stanley-Oliver Mfg. Co...... 884 
Steam Electric Mfg. Co...... C-540 
Stellad Products, Inc......... 559 
DS eo sg aise acelin ann 271 
Stern-Brown, Inc. ........... 700 
errs 695 
DUMNORI COPD: 26 soc scsisess C-828 
suniite Mie. Co. ....60.26. 414 
| Superior Electric Products 

EE ae ree 273 
Superior Plastics, Inc....... C-513 
sutton GCorp., 0. A... .sccces. 772 
Swing-A-Way Mfg. Co........ 181 


Taegu TG. COs. 4.0.60.00:600 569 


Taylor Instrument Cos........ 177 
Telechron Dept., General 

ere 801 

poe Ao 434 

| Tetfoam Corp. ............ C-1021 

| Texte Mins CO... os c00crs 256 


Thompson Corp., George S. .. 892 
Thurnauer Co., Inc., G. M..... 208 


Tree Bee, Ce., TRB. . 6 sccicss C-521 

Toastmaster Products Div., 
McGraw Electric Co........ 186 

Co Ae 372 


Toledo Guild Products, Inc... .1016 
Transparent Specialties 


eas RSET in arene C-533 
Tricolator Co., Inc........ <7 on 
Trio Novelty Mfg. Co......... 927 
Tri-State Plastic Molding Co., 

rrr eee C-969 
Tropic-Aise, INC.. .... 02000025. 186 
Tuco Work Shops, Inc........ 971 
Turner & Seymour Mfg. Co.... 300 
Tu-Way Products Co. ........ 270 
Twin Trees Gardens, Inc..... 873 


Ba oe 919 
Union Steel Products Co...... 176 
| U. S. Housewares, Inc......... 680 
C30 Serre 789 
| U. S. Electric Mfg. Corp...... 289 
DD, 8. Dene COs. ook cc cenee 41 
| United Wire Goods Mfg. Co., 
eee 768 
| Utien Cuthory Co... ..6..c080 C-968 


HARDWARE AGE, JANUARY 7, 1954 





Valley I 
Verity § 
Vermilli 
Victor I 
Victory 
Victory 
Village 
Vit-Kote 
Vivitex 
Vogue ] 
Vollman 
Vollrath 
Voos Cc 


Wagner 
Wagner 
Wallace 
Walla 
Wallkill 
Waring 
Washbu 
Washin; 
Washin; 
Inc. 
Watkins 
Webste1 
Wecolit 
Weinma 
Weiss & 
Welch ¢ 
Welmai 
West B 
Westclo 
Corp. 
Westerr 
Wester! 
Westing 
Westma 
Wheelin 
White § 
Wilshir 
Wilson 
Wiscons 
Co., I 
Wiscons 
Wiss & 
Wolff P: 
Wooster 
Worcest 
Worldsk 


Young ( 


Zachma 
Zeen Cl 
Zenith ] 
Zim Mi 


HARDW 



















Booth Booth 
No. V No. 
-- 161 Valley Forge Creations..... C-1041 
-.. 186 | Verity Southall, Ltd.......... 873 
-- 505 | Vermillion Co., Inc., W. R..... 835 | 
- 972 Victor Products Corp......... 933 | 
.. 940 Victory Mfg. Co.........0++- 452 | 
eee SIG Victory Plastics Co...... ee | 
rod- Village Blacksmith Co........ 119 | 
j++ 997 Vit-Kote Products, Inc....... 873 | 
oe 249 Wivilent GOB. .2ccccccscvcese 465 | 
rica 886 ye eee 173 
J++» 456 Vollman & Sons, Inc., S...... C-972 | 
... 884 eee 180 | 
- -C-540 DEES. Wnnbstecukcontences 622 | 
... 559 
cow Oe | 
... 700 | 
To 95 WwW 
. -C-828 ge et 636 
-» 414 Wagner Mfg. Co., E. R....... 220 
- Wallace Brothers, Div. of R. 
+ 273 Wallace & Sons Mfg. Co..... 196 
a Wallkill Machine Works, Inc.. 541 %y 
Waring Products Corp........ 427 a es 
- LD Washburn Oo. ............5. 260 | pass READY TO SOLDER IN SECONDS 
Washington Forge, Inc. ..... 472 . see _ 
Washington Steel Products, ae SS 
Ine. eidarela plage Wie Widiod nies C-525 5 —— ———— 
wats Co., WM. B......0:5:..00: 714 . —— : 
. 569 Webster Basket Co........... 695 
» Be ee 935 
Weinman Brothers, Inc...... 973 
. 801 oe S| 6 ee 930 
— welch Co., W. W......0000. C-1013 
_C-1021 Welmaid Products, Inc....... 701 
_ 256 West Bend Aluminum Co..... 665 y 
92 Westclox, Div. of General Time - ee 
vy 208 Corp. RAs p ORO Deeweee C-512 hermostatic 
"0-521 Western Home Products, Inc.. 565 pi geeren- 
i Western Stoneware Co....... 695 Suggested 1° i the ilfe 
a" Westinghouse Electric Corp... 272 List Price nectar lt 
weit 979 J. Se ae 317 
ee, Wheeling Corrugating Co..... 216 
. 1016 White Studios Pink nienhins 385 | WITH THE AMAZING 
; Wilshire Mfg. Co. ........... 320 | Ww . ” 
. «C-533 Wilson Specialties Co., Inc.... 962 | THERMOSTATIC BRAIN 
--+ Wisconsin Aluminum Foundry 
. 927 Co., INC... 2. see esses eee 315 A joy to “handle"—for dealers and users. Sells itself on 
50., Wisconsin Housewares Co..... 514 "touch"! Heats QUICK—at the touch of the trigger! 
. . C-969 Wiss & Sons Co., J ec oeccccccce 958 H + RIGHT. h + + | "Th + ti B Pas e 
. 186 Wolff Products Co............ 800 wots ee 
971 Wooster Rubber Co........... 809 thermostatic action, without the use of transformers or 
"300 Worcester Felt Pad Corp..... 744 fragile thermostats. Heats LONG—Thermostatic action 
_.. 270 Worldsbest Industries, Inc..... 710 guaranteed for life of iron. SPOTLIGHT—switches on for 
873 interior soldering. Trig-R-Heat sells QUICK—with a neat 
| profit! Self-display box is a real eye-catcher. Get 
Y | TRIG-R-HEAT—and get ready for a ''Profit Parade"! — 
ar* *> 
oi i a eee C-1028 > “a\ 
site a OVER 20,000,000 SOLDERING PRODUCTS SINCE 1864 _ |- oo 
... 680 eicie 
... 789 Z <i> 
. 289 | 
a os | M8 Ba att cmees 
.0., at pe Aig aeaetiancoiek = GROVE CITY © PENNSYLVANIA 
rie 768 ee ee Se ee Oe ONS Pes 
6-968 ee ee 252 
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Since 


C 1774 ) 


é AMES d 





Solid shank, one piece construction with 
Ames Shock Band. Blade and Socket 
rolled from a solid bar of steel, carefully 
tempered. High Bend gives perfect bal- 
ance. Blade tumbled finish. Handle 


Ames Burntcote, (fire finish). 


AMES 
RAM*LITE 


Sections Taper Rolled where strength 
counts — reinforced by Turned Steps 
Socket equipped with Ames Shock Band 


Blade and Socket carefully tempered 
Blade — tumbled finish, Handle — clear 
lacquer with Ames Burntcote finish op 
tional. Weight approx. 3/4 Ibs. each. 


A light Shovel makes light work. 


called 


O.AMES CO. vcmmesionms ii 


PARKERSBURG, W. VA. 








ction with 
nd Socket 
I, carefully 
erfect bal- 
. Handle 


strength 
ed Steps 
ock Band 
empered 
e — clear 
inish op- 
each. 
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125 years of 


Hardware Distribution 


GEORGE WORTHINGTON, 
founder and first president, 
The Geo. Worthington Co. 


A. G. RORABECK, 


present president 


Six years before Samuel Morse 
was to announce the discovery of 
his remarkable device—the tele- 
graph—a young man, fresh from 
an apprenticeship in a retail hard- 
ware store, decided it was time to 
get into business for himself. 

After much study of various 
possible locations, this young man, 
George Worthington by name, de- 
cided that the small community 
called Cleveland, with a popula- 
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The Geo. Worthington Co., pioneering hardware 
distributors of Cleveland, this year looks back on a 
record of 125 years of service and growth. Here is 
the inspirational story of the development of this firm 
from a single small store to one of the largest, modern 
distributors of hardware and industrial supplies. 


tion of 1000, offered opportunities 
for a hardware store. 

Then, with a capital of $500, 
George Worthington bought a 
stock of shovels, spades and other 
tools that would be needed by men 
building the Erie and Ohio Canal. 
He bought his stock in New 
York, shipped it to Cleveland and 
promptly sold out the entire ship- 
ment. 

With his capital now grown to 
$1000, young Worthington re- 


turned to New York and invested 
in as varied a stock of hardware 
merchandise as his capital would 
allow. This was shipped to Cleve- 
land, where a small building was 
acquired, for opening his retail 
hardware store, at what is now 
Superior and 10th St. in Cleve- 
land. 

Today, 125 years later, that 
small store with its $1000 stock 
has grown into one of the largest 
wholesale hardware distributors 
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in the United States—the Geo. 
Worthington Co. 

The growth of the Worthington 
company from those small begin- 
nings to its present status is the 
typical story of American pioneer- 
ing spirit, a willingness to take a 
risk, combined with youthful am- 
bition and hard work, a sincere 
desire to provide a service, and 
good business sense. 

Today, when the Worthington 
firm celebrates its 125th anniver- 
sary, it can compare that small 
store with its $1000 stock with an 
organization of 700 people, supply- 
ing 6000 retail outlets in a 500- 
mile radius of Cleveland. 

These outlets are serviced by a 
group of 143 salesmen, who have 
spent an average of 19 years with 
the company, and who are backed 
by a house sales staff of 65 people 
and a purchasing staff of 38. 

Today, more than 500,000 sq. ft. 
are used by the company for its 
distribution activities, and it is 
still growing. 

The modern facilities used today 
by the Worthington company to 
serve its area of 70,000,000 con- 
gsumers are a far cry from the 
horseback trips the founder made 
to bring his merchandise to the 
northern counties of Ohio. 

The original store expanded 
rapidly. Six years after its open- 
ing, young George Worthington 
purchased the business of a com- 
petitor and the two enterprises 
were consolidated. Shortly later, a 


” 
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still further expansion was under- 
taken in which the company moved 
into larger quarters on St. Clair 
Ave. between West 6th and 9th 
Streets, the present location of the 
firm. 

The coming of the railroads and 
the industrial growth of the area 
posed a need for better financial 
facilities and George Worthington 
was a key figure in the organizing 
of the First National Bank of 
Cleveland. He was also one of the 


SNED teas 
” Come av 


vember 23, 1953 








founders of the Cleveland Iron 
Co., which sold most of its iron 
bar products through the Worth- 
ington Co. 

While the firm grew at a steady 
pace, it was at times faced with 
numerous problems. During the 
Civil War, for example, when cur- 
rency shortages became severe, 
Worthington was one of the firms 
authorized to issue its own money. 

George Worthington died in 

(Continued on page 149) 


In the illustration below, left, is shown a view of a section of the Worthington offices, showing a battery of 
newly installed time-saving business machines. Photo below, right, shows a group of pneumatic tubes 
that are used to speed up distribution of orders. 
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Lt pays to sell cows 


f _ 
|X VISES) 









When you sell a Columbian 
Vise, you are usually making the first 
in a series of tool sales. A good vise is 
the heart of every workshop _ the aver- 
age home craftsman builds his entire 
tool kit around it. 





“ Columbian is pleased to 
congratulate one of its 
most distinguished distributors — The Geo. 
Worthington Co.—upon its 125th anniver- 
sary. Worthington was one of the first firms 
to stock and sell Columbian Vises and we are 
proud to have merited its continued friend- 








Poses and patronage. » 





~ee They make every other tool 


more useful— 


A 







D-43'2 home workshop vise 






Columbian Vises are distributed 
only through leading wholesalers. This 
sales policy assures the hardware deal- 
er that he is securing the best merchan- 
dise for resale to his customers at the 
lowest possible prices. po 






olumbian Vise & Mfg. Co. 


VEtanodo 4, OH tO 






(bl The C 


Also manufacturers of Columbian Precision Levels 





y 





ur 
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The Geo. Worthington Co. has 500,000 sq. ft. devoted to 
"modern distribution for modern needs." 

In a recent expansion, Worthington purchased 3 additional 
6-story buildings totaling 165,000 sq. ft. This new area is to 
be used primarily for warehousing stock, which consists of 
40,000 items of general hardware, industrial supplies, plumb- 


ing products, electrical equipment, sporting goods, cutlery 
and builders’ hardware. 


a 








1954 marks the 125th anniversary of the 
founding of The Geo. Worthington Co. 





















This new year finds Worthington not only proud 
of its successful past, but looking forward confidently 
to an even greater future. 


The Worthington organization of 700 persons 





is able and eager to serve you. 


143 capable, experienced salesmen cover a 13 
state area. They are backed by a headquarters sales 
and promotional staff of 65 and will be happy to 
work with our dealers on any type of merchandising 





plan...to cooperate on problems involving store 
layouts, stocks, inventories, special promotions and 
advertising. These field sales representatives each 
average 19 years of Worthington service. 


Recently installed materials-handling equipment, 
modern order-filling and invoicing systems will speed 
shipments in 1954...increase dealers’ ability to serve 
their customers. 

Worthington Looks to the Future, while thanking 
you for your past friendship and patronage which has 
made possible our continued growth and progress. 




















NGTON Co. CKEKKERKA 


D, OHIO 

















GEO. WorRTHINGTON Co. 
on your 125th birthday! 


ESOS. 
THE = d) 
(P GEO. WORTHINGTON 
COMPANY SQ 
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PURITAN Toilet Top Trays Sell ony Sight 


...for the boudoir, nursery... for toilet tank 
tops, it’s a “top-selling” item. Made of lustrous, 


gleaming plastic with rubber suction legs. 


see us at the 


HOUSEWARES SHOW 
BOOTH 988-990 


A nd—be sure to see the new 
-Molded Seat —style 


Puritan Solid ew 


600. It will be introduced a 
show...the greatest economy seat 


value ever offered... molded, solid, 


one-piece construction. 


( ENTURY PLASTICS is proud to list ‘lhe 
Geo. Worthington Co. as one of the leading 


distributors of its complete line of toilet seats 


and utility trays. 








PURITAN STYLE 500. A real best seller. Sturdy, 
all-enclosed, solid-type, completely sanitary de- 
sign. Heavy-duty chrome plated brass fittings. 


7 beautiful marbleized colors. 


: PURITAN STYLE 1000. Nothing could be 


finer. Pleases your most discriminating custo- — 
mer. Extended back hinge offers ultimate in © 
beauty and sanitation. All-enclosed, solid-type 

...7 marbleized colors. Awa 


PLASTIC PRODUCTS, INC. 


8219 ALMIRA AVENUE «+ + CLEVELAND 2, OHIO 
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1871, ending a full and successful 


life in which he had played major —— oie 
= roles in the molding of the city 
t ihe of Cleveland and in laying the = 
adias groundwork for a_ pioneering 
as hardware business that has never 
r seats lost the spirit of those early days. 
Mr. Worthington was succeeded 
by General James Barnett, a 
cousin, who had been with the 
firm since 1844, 

In 1874 a fire of unknown ori- 
gins swept the building, causing 
damage estimated at $500,000. Un- 
daunted, the firm immediately con- 
structed a new building, 25 per 
cent larger than the burned-out 
structure. 

Meanwhile, the territory served 
by Worthington expanded into 
Pennsylvania and New York. The 
number of items stocked by the 
firm grew to 2000 and the need for 
a catalog became apparent. 

The first catalog contained 163 
pages and was illustrated with 
pasted-in photographs of manu- 
facturers’ literature. Such items 
as cutter runners, hitching posts, 
butter ladles, copper kettles, 
blacksmith tools and ice creepers 

ly, were prominent in this catalog. 
le- Catalog Lists 9000 Items 
gs. The growth of the company’s 


activities can be marked by the 
growth of its catalog. By 1890 the 
catalog had grown to 920 pages 
and included such “new” items 
as improved hydrant and street 
washers, wood and coal furnaces 
and kerosene lamps. 

Twenty years later this catalog 
had swelled to 1484 pages and 
listed 9000 items. New items in 
that year’s catalog included gaso- 
line stoves, gas heaters, plumbing 
equipment, ice boxes and electric 
vacuum cleaners. 

In more recent years, as part of 
a long range program to simplify 
the use of the general catalog, the 


Worthington's industrial depart- 
ments service includes special en- 
gineering for industries. Shown in 
top photo (I to r) are: M. E. 
Miller, manager of industrial pur- 
chasing department, J. H. F. 
Chapple, assistant industrial sales 
manager, Frank Heidinger, indus- 
trial buyer. The other two ware- 
house views show how modern ma- 
terial handling equipment is used 
to speed stocking and order filling. 
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firm has, by utilizing uniformly 
sized illustrations, succeeded in re- 
ducing the size of the catalog from 
1790 pages to less than 1100. 

In addition to the general cata- 
log, two supplementary catalogs 
are issued each year... on fish- 
ing tackle and on holiday gifts 
In 1887 the company incorpo- 
| rated with $300,000 capital stock. 
In 1911 Gen. Barnett died, leaving 
behind him a monument of con- 
stant, sound expansion. He was 


succeeded as president by W. D. 
| | Taylor, who had joined the firm in 
week. 
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As indicated by this old Sales Book entry, the | Serves 
Geo, Worthington Co. has been handling Lufkin | = é 
products for over three-quarters of a century. ' 
. x 
* : 
P. H. DEMING < 
of the Boar 7 
» ah 
‘ ‘. U 
/4 \ . 
‘A : “ ee 





\V 


E. F. OBERDECK 


Executive Vice Presider? 


It was around this time that the 
company began using delivery 











trucks, to replace the teams that CONG 

had previously supplied the power THE GE¢ 

5 for Worthington delivery wagons. of Clevels 

i | The period of World War I saw its 125th | 

a a further expansion of the firm’s genuine p 

activities. In 1918, the company Company 

installed its first bookkeeping ma- Worthingt 

: chines and received its first alf- years, Th 
be mail order. By this period the ‘ 

omers —t 





150 HARDWARE AGE, JANUARY 7, 1954 HARDWA 








uformly 





d in re- 
og from 
). 
al Cata- 
a a SAYS PETER PUTTER... 
‘ifts 
ncorpo- 
a “Millions of people need it!” 
a illions of peopie need it! 
Te was 
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tn SCHALK’S TILE PASTE 
capital / 
or pur- a - 
3. Since \ 
, \ Everybody who has a bathtub (and there must be twenty 
\ million of them in this clean land of ours), a shower stall, a tile 
floor cr wall, a sink, a basin, needs Schalk’s Tile Paste sooner 
als or later —and mostly sooner. So why not put it where it belongs 


in your store — front and center? 


There is no product Schalk Chemists produce of which they’re 
so proud. And here’s why: 


Schalk’s Tile Paste is white, flexible, waterproof. It doesn’t 
merely repel or resist water—it’s truly waterproof! Uncle Sam 
(who watches such things) lets us say WATERPROOF 

on the label. And the product does what it says! 


Schalk’s Tile Paste will stick to metal, glass, porcelain, 
wood, fabric. And, brother, when it sticks it stays stuck — 
regardless of movement or vibration. 


Schalk’s Tile Paste can be used to seal cracks around 
bathtubs, shower stalls, sinks ; to reset loose tile of any type; 
to repair soap dishes, towel rods and other bathroom and 
kitchen fixtures ; to mend crockery ; to repair Water tanks and 
what-not! It is the great sealer and adhesive that works 

— equally well on porous and non-porous surfaces. 











ee To top it off, Schalk’s Tile Paste is smartly packaged in the 
tube with the applicator nozzle. Result? 
It’s as easy to use as writing your own name! 








$V" 








-—— Yes sir, Schalk’s Tile Paste has everything—including a healthy 


profit for you, Mr. Dealer. So order from your jobber 
today ! Schalk Chemical Company, Los Angeles and Chicago. 


at the 


livery 
s that CONGRATULATIONS TO 


power THE GEO. WORTHINGTON CO. 





agons. of Cleveland, Ohio on the occasion of 

I saw its 125th Anniversary. It is a source of 

firm’s J genuine pleasure to Schalk Chemical SCHALK CHEMICAL COMPANY 

mpany | Company to have served the Geo. FACTORIES: LOS ANGELES AND CHICAGO 

. ae Worthington Co. for so many pleasant 

po years. They are more than good cus- 

tomers—they are good friends. 
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Housewares Show 
/ January 14-21, 1954 \ 











See us at Booth Nos. 492-494 


The Belmout Compan 


Division of the Ridge Tool Company 
100 Belmont Street « New Philadelphia, Ohio 
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company’s sales territory had been | 
now | 
covers, and its catalog was ep- | 
hanced by the addition of automo. | 


extended to the 13 states it 


tive accessories and electrical] fix. 
tures and appliances. 

The 20’s saw further expansion 
of Worthington’s business and its 
100th anniversary was celebrated 
in 1929, 

Mr. Taylor died in 1930 and was 
succeeded by A. J. Gaehr, a Worth- 
ington veteran of 39 years. Under 
Mr. Gaehr’s direction, the com- 
pany had withstood the shocks of 
a depression. Mr. Gaehr died in 
1936 and was succeeded by H. E. 
Hulburd as president. 


Worthington Officials 





J. J. BOHNING 
on a Se 


ind Director of Purchase 





A. C. MAECKER 
S nd Vice-President 


Mr. Hulburd had joined Worth- 
ington in 1889 as a salesman in 
New York state. He guided the 
company through the difficult days 
of World War II and retired in 
1947. He was succeeded by A. G. 
Rorabeck, who heads the Worth- 
ington company today. 

Mr. Rorabeck stepped into the 
presidency with a detailed knowl- 
edge of the company and of hard- 
ware distribution. He joined the 
company in 1909, working in the 
office and warehouse for five years. 


(Continued on page 156) 
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ANOTHER SUCCESSFUL monn SOU TEAM . 


Retailer febber “Rubbermaid! 


JUSEWARE 











W. C. Budd, salesman, The George Worthington Company, 
Cleveland, Ohio and A. R. Tupa, Manager, Fruehauf Hard- 
ware, Lakewood, Ohio. 


JOBBER SALESMAN SAYS: ‘Rubbermaid 

rates high with my accounts because it is a 

: quality line that has a fast turnover at a 

> good profit. Rubbermaid’s strong trade and 

: consumer advertising program plus the many 

dealer aids offered to the retailer make it an easy and 

profitable line to handle.’’ W. C. Budd, salesman, The 
George Worthington Company. 


RETAILER SAYS: ‘‘We find it much to our 
advantage to stock a good, basic assortment 
of Rubbermaid . . . and then back it up with 
good counter and display space. We know 
our customers will buy Rubbermaid if they 
can see it. For Rubbermaid is good looking merchandise 
that is nicely packaged, priced right and well advertised.” 
A. R. Tupa, Manager, Fruehauf Hardware, Lakewood, 


Ohio. 





The original... complete... 
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Kulbermaid &Y HOUSEWARE. 


nationally-advertised line of rubber housewares. 


The Wooster Rubber Company 





salutes The George Worthington Company 
upon its 125th Anniversary .. . 
and looks forward to continued years 


of association. 





RUBBERMAID SAYS: “Rubbermaid can pay 
off in sales and profits for you . . . because 
women everywhere want and need it. STOCK 
the complete Rubbermaid line . . . 
sizes, DISPLAY the 
in a busy traffic spot . . . on the sales-tested Rubbermaid 
display unit. PROMOTE 
in your windows . . . mats and banners are 


REORDER often to keep your basic stock 


all items, 





colors. complete line 
Rubbermaid in your local 
papers, 
available. 
complete.” 





arate 


Join the succe 
ssful 
Rubbermaid selling team today! 
Call your 
Rubbermaid lobber now 





THE WOOSTER RUBBER COMPANY, WOOSTER, OHIO 
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WEW 5- 


MEANS BIGGER SALES—BIGGE 


Model 2S 


3 SIZES! 
3 PRICES! 


NOW A COMPLETE LINE 


Model J 


MODEL J—Waters an area of 1700 sq. ft. at normal 
water pressure. A compact sprinkler with a rugged rust- 
proof frame. High quality at a low price. Adjustable. 


LIST PRICE $11.95... YOUR PROFIT $4.78 


loa 


MODEL M—Waters an area of 2000 sq. ft. at normal water pressure 
Heavy gauge aluminum tube frame. Adjustable. 


LIST PRICE $13.95... YOUR PROFIT $5.58 


Model M 


MODEL 2S—Waters an area of 2700 sq. ft. at normal water pressure. 
Heavy gauge aluminum tube frame. Adjustable. Built-in filter, individual 
bronze jets. Extra power, operates on extremely low pressure. Plate 
separates gears from water. 


LIST PRICE $22.95... YOUR PROFIT $9.18 


DEALERS’ DISCOUNTS— 10% on total order if six or more of one 
model is ordered. 33!4% on other orders. 
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MUUCH "or SF 


IROFITS! 






QUALITY CONTROL 


METCO INSPECTS 100% 









Each and every METCO Wave Sprinkler is in- METCO Sprinklers 









dividually inspected and water-tested on spe- are precision built! 
cially designed equipment before it is shipped. Dealers can be ec wsacowcay 4 apse 
sure that every METCO sold will stay sold and that their customers a dullest clinica elaine ct oka 
will get the utmost in service and reliability from METCO mgs : aden 
Sprinklers. METCO’S inspection insures customer satisfaction. resistant DuPont nylor th j 


Returns on 1953 pretested production were less than 1%. 




















Here is the story that Ed Herlihy, famous television 
personality, will tell millions of viewers in major 
markets all over the country. 

















METCO Wove Sprinklers ore They distribute their large rain And give you a greener, health. Some sprinklers cover a long 

the next best thing to rain P like drops slowly and evenly ier lown . No puddles —nc narrow strig some wastefy 
moving away to give the woter runoff. Yes, METCO is better for overlapping circles but METCO 
time to soak right down to the your lown...and it's easier for waters a very large rectangle 
roots! you, foo so fewer moves water your 














METCO’S ARE NATIONALLY ADVERTISED 
IN MAGAZINES, TOO! 


Better Homes & Gardens, Flower Grower, Sunset Magazine. 


METCO HELPS YOU SELL! Free aids include: Window 


streamers, sales tags, colorful envelope stuffers 














And when you do move a METCO, It's adjustable too, so that you METCO sprinklers come in three 
you can do it with the weter on. can adjust it to water smaller sizes. Drop in at your hardware and mats for newspapers 
oreas or garden store . buy the one 
that fits your needs, but be sure 
it's a METCO 


HARDWARE AGE, JANUARY 7, 1954 155 











(Continued from page 152) 


He served as a salesman in the 
Canton area for 22 years. He was 
made sales manager in 1936 and 
elected a director in 1938. In 1939 
he was appointed vice-president 
and director of sales, and became 
president in 1947. 

Worthington’s operations are 
carried on through six basic de- 
partments—hardware, industrial, 
plumbing, electrical, sporting 
goods and contract builders’ hard- 
ware. 

The firm has always placed em- 
pnasis on advertised brand mer- 
chandise. It was one of the first 
wholesalers to market Pyrex. The 
Taylor Instrument Companies, 
now 100 years old, list Worthing- 
ton as among the original distrib- 
utors of their temperature instru- 
ments. Master Lock Co. sold its 
first production locks to Worth- 
ington and the firm was also one 
of the first customers of O. 
Ames Co. 

Cleveland Twist Drill Co., now 
77 years old, sold its first large 
order to Worthington, and Colum- 
bian Vise & Mfg. Co. also lists 
Worthington among its original 
customers. The firm was also one 





N. F. LUKENS 
Secretary and Treasurer 





J. W. VICKERS 
Industrial Sales Manager 
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R. C. RUEL 
Manager, Sporting Goods Dept. 


of the first customers of the Gen- 
eral Electric lamp division. 

Worthington’s efforts to im- 
prove its operations has been a 
two-pronged attack. One consists 
of providing its dealers with mer- 
chandising assistance, and, two, 
improving its internal operating 
methods to obtain maximum speed 
and efficiency in handling orders. 

The firm’s sales promotion pro- 
gram is administered by a group 
of 10. Promotional aids furnished 
dealers include Spring sales broad- 
sides, holiday Gift Books for con- 
sumers, display kits, store ban- 
ners, pennants, price cards, stick- 
ers, etc. It also holds an annual 
toy and gift show for dealers. The 
company also assists dealers in 
their merchandising, stock ar- 
rangement, store lighting and ad- 
vertising. 


Handling Speeded 20 Percent 


An example of the constant 
effort to improve its warehouse 
service is the recent establish- 
ment of a new order service de- 
partment which is expected to 
speed the handling of orders and 
shipments by 20 per cent. 

This new centralized depart- 
ment handles the functions previ- 
ously covered by several individ- 
ual divisions. 

Mechanical material handling 
equipment is extensively used to 
speed warehouse operations. Use 


Executives of the 
Geo. Worthington Co. 





A. W. FULLERTON 
Manager, Plumbing Dept. 


of lift trucks and palletized load- 
ing is being rapidly expanded be- 
cause of the greater efficiency of 
this technique of handling mer- 
chandise. 


Directors and Executives 


Of Geo. Worthington Co. 


P. H. Deming, chairman of the 
board.—Began Worthington career 
in 1902. Elected director in 1906 to 
succeed his father, who had been 
associated with company for 70 
years. Elected chairman of the 
board, 1911. 


A. G. Rorabeck, president. — 
Joined Worthington in 1909. Work- 
ed in office and warehouse for 5 
years. Salesman in Canton, Ohio, 
area for 22 years, Became sales 
manager in 1936. Elected director 
in 1938. Vice-president and director 
of sales, 1939. President, since 1947. 


E. F. Oberdeck, executive vice- 
president.—Started as order clerk 
in 1906. Salesman, 1914-1937. City 
sales manager, 1937. Assistant gen- 
eral sales manager, 1940. General 
sales manager, 1941. Elected di- 
rector in 1943 and appointed man- 
ager of operations. Elected 1st vice- 
president, 1947, and executive vice- 
president in 1949. 


J.J. Bohning, 1st vice-president, 
director of purchases.—Began as 
order clerk in 1911. Electrical buyer, 
1920 to 1938. Elected director in 
1935. Manager of electrical depart- 
ment, 1938. General manager, 1948. 
Elected 1st vice-president and di- 
rector of purchases in 1949. 


A.C. Maecker, 2nd vice-president. 
—Started as office boy in 1913. 
(Continued on page 168) 


W. D. CAMPBELL 


Sales Manager 
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Meet Joan Tuby... 


[ Veliat Lawn for 1954! 
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You helped elect her...now she’s going to help you 
sell Johnston lawn mowers this season! Yes, lovely Con- 
over Girl Joan Tuby was voted Velvet Lawn of 1954 by 
hardware wholesalers and dealers from all over America. And, 
she will be featured in Johnston’s expanded 1954 advertising 
campaign ...including placements in seven leading national 
magazines, a special television program, and complete dealer 
merchandising kits. This aggressive program — backed by 
Johnston’s quality line of reel and rotary mowers — will 
pay off for you in extra profits! 


Yj 
y I 
Hh 


to the 


GEO. WORTHINGTON CO. 
OF CLEVELAND, OHIO 


on their 


(125c Auntversary) 


C 








LAWN PATROL GASOLINE ROTARY CRUISER ELECTRIC ROTARY HAND MOWER 
21-inch & 18-inch 20-inch & 18-inch 18-inch 18-inch 18-inch & 16-inch 
Cutting Widths Cutting Widths Cutting Width Cutting Width Cutting Widths 
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8 \\ il 
the most complete line of “wheels 











MURRAY PARK CYCLES 





all new line, including 7 
models; 10, 12”, 
14° and 16’ sizes. 


Start selling Murray with the famous Murray-Go- 
Round walker-stroller for babies. Continue on up 
through big bicycles for teen agers ... Many models 
available in several price ranges . . . Superbly 
styled and built to Murray standards of quality 
that have been famous for over a quarter century 







. . . Nationally advertised in full color... 
Pep up your wheel goods profits by 
featuring MURRAY—truly America’s 


most complete line. 















» MURRAY BICYCLES 









MURRAY-GO-RC 


the finer baby walker with 
folding handle. 





new Slip Stream styl- 
ing, 18 models, sizes 
16” through 26”. 








MURRAY WHEEL GOODS = includes a full 
range of velocipedes, autos, fire trucks, station 
wagons, tractors, chain drive tricycles. 
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THE MURRAY OHIO MFG. 
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We salute... 
The Geo. Worthington Co., 
long distributors of the 


MANSFIELD LINE 


of Quality 
Plumbing Brass Trim 


Mansfield Brass Trim will prove more 
profitable to you and give greater satisfac- 
tion to your customers. Day after day 

— year after year — Mansfield Brass Trim 
is delivering dependable, trouble-free 
service that wins friends and holds, 
customers. Individually boxed for 


attractive shelf display. 


BRASS DIVISION 
MANSFIELD SANITARY POTTERY, INC. 
PERRYSVILLE, OHIO 


MANSFIELD 
SANITARY POTTERY, INC. 


1929-1954 
25th Anniversary 
\N Perrysville, Ohio __@ 
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Every Balleock is water 
fested at 150 pounds 
pressure before being 
packaged. That millions 
of Mansfield Ballcocks 


are giving dependable . 


trouble-free service every 
day is evidenced by the 
increasing thousands 
of units shipped each 
month, 


MANSFIELD 


205 


FLUSH VALVE 


Heavy Brass 


The Mansfield Brass 
Douglas pattern flush 
valve with lift wires, 
rubber gasket and brass 
lock nut. A top quality 
product for dependable 


performance. 
&s 
_— 


MANSFIELD 03 
BALLCOCK 


This is ao rugged, heavy 
duty, elevated-type Ballcock. 
The compound lever action, 
where one lever is an in- 
tegral part of the other 
lever, eliminates the ovut- 
moded links and rivets that 
etch away so readily. By- 
pass construction for quiet 
operation. The 03 Ballcock 
is equipped with our DuPont 
guaranteed Nylon seats. 
(Over 1,000,000 of our 
Nylon Ballcock seats have 
been put in service without 
a single failure.) Red Brass 
castings and seamless cop- 
per tubing. Regular or Re- 
pair Shank. Bulk or indi- 
vidually boxed. 











MANSFIELD 40 TANK LEVER 


Single action rod brass arm with attractively 
designed chrome-plated handle. Individually 


boxed. 


Free Sales Helps: Colorful counter cards, Prod- 
uct electros and newspaper mats, and glossy 


prints. 


Send for your FREE copy of 
The Mansfield Story — TODAY. 


Moesfield Sanitary Pottery, Inc. 


. 


’ 


~~ <i y 


133 First St., Perrysville, Ohio 


Gentlemen: Without obligation please send me a copy 
of your new booklet THE MANSFIELD STORY. 


Name 


Address 


City & State 


Name and address of your distributor 





| 
| 
| 
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Show it and you'll sell it! 


The Sargent “2000” Screen 
and Storm Door Closer 


Quiet, powerful, low cost. Ideal for screen, storm, light 
interior and combination doors. Can be opened to 120°. Has 
convenient hold-open device. Large 1%.’ tube increases 
checking power 21% over 1!4” tubes. 20% to 25% more 
closing power. Packed with both jamb and soffit brackets. 
Order today and be ready for the big spring demand. Or 
write us, Dept. 1A. 


Congratulations to the 
Geo. Worthington Company on 125 Years 
of Outstanding Service 

to the Hardware Industry 


We are proud to have long been one of 
their suppliers of builders hardware and 
fine tools. 


DISPLAY MOUNT YOURS FREE! 


This hard-selling display mount with 





Sargent ‘*2000”’ Closer is yours just f 
the price of the closer alone. 















Sargent & Company 
New York « NEW HAVEN, CONN. 
Chicago 


Hardware of Character 





THE BEST TEST OF 
PERFORMANCE 
IS TIME! 


And The Geo. Worthington Co. 
has passed the test! 








We're happy to congratulate The Geo. 
Worthington Co. on the observance of their 125th 
Anniversary. This respected hardware house 
has proved itself by the toughest test of all—time. 


The F. E. Schumacher Co. supplies The Geo. 
Worthington Co. with a full line of quality 
products: metal rail screens and wooden frame 
screens, combination screen and storm doors, 
- screen doors and Louver-Vents and Filter-Vents. 


More and more jobbers are enjoying these 


If these advantages sound good to you, 

better get in touch with Schumacher soon . . 
a full-line supplier of products whose quality 
you can count on! 
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GRISWOLD 


Contemporary American Ware 
PORCELAIN CAST IRON 





Covers are temporarily unavail- 
able. 

This 1239 Assortment contains 
two skillets each of the follow- 
ing sizes: 


Size Top Dia, Inches Depth Inches 


3 bl, iV, 

5 8 13, 

6 9"/g 1% 

7 97/, 

9 113 2 an 


Our congratulations to 
Geo. Worthington Co. 
125th Anniversary 
One of our leading distributors 


. f Ve f. 

= ddd bumnile lo your ae oaks weasthre 5 [:L., china. . 
/ j 

relains fs ae holds even heal a last a lef fin 


1239 Skillet Assortment 
Display Rack Included 





Distributed by Leading Jobbers from Coast to Coast 


Griswold Mig. Co.. Erie, Pa. | * P7, The Mark of Quality 


% ¢ 
ALSO MANUFACTURERS OF > ‘ COMMERCIAL ELECTRIC COOKING EQUIPMENT 


KNOWN AND USED BY MILLIONS SINCE 1865 
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nancnav To Our Good 
Distributor .. . 
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P7 GEO. WORTHINGTON 
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GEORGE 


WORTHINGTON 
COMPANY 


H & A is happy to 
extend its most sin- 
cere congratulations 
to The Geo. Worth- 
ington Company 
upon the occasion of 
their 125th business 
anniversary. 


Congratulations t 


on your 


/ 25th - * niversa ry 


Well before the turn of the century, Worthington selected 
our mill as its source of supply for rope and other cordage. 
We feel proud that our products have ever since continued 
to merit the confidence of such an outstanding organiza- 
tion. Today, as in years past, we look to the future with 
Worthington. 


THE HOOVEN & ALLISON COMPANY 
“Spinners of Fine Cordage since 1869” 
XENIA, OHIO 


BRANCHES: KANSA TY, MO. @© OMAHA, NEB, @ MINNEAPOLIS, MINN 


THE CINCINNATI TOOL COMPANY 
MONTGOMERY ROAD, CINCINNATI 12, OHIO 
YOUR HARDWARE JOBBER CAN SUPPLY YOU 








HATS OFF... 


to the George Worthington 
Company on its 125th 


year of progress! 









HY-KO signs show the way » Lor 

a7 to sales. Top quality, with e Ch 
Ppa light-reflecting beads, HY- e Eo 
VF ere KO day-and-night signs re- e Ful 
(el ZO sist weather. Gl 


~ COFUHOC HAY AL ° Eic 


ae | > GER F Free—new all-metal display rack. bl 



































HY-KO also features fast-selling HOUSE NUM ye 

BER and LETTER assortments. ° Al 

| oF 

from | See them at the a 

*makers of high quality ran SHOW ie 

g glazing compounds, caulking er Jan. 14-21 | ob 
compounds and putties ee Morrison Hotel, Chicago : 
( 

; PRODUCTS COMPANY ee 

Dayton, Ohio * Alexandria, Va. * Decatur, Ga. * Dallas, Texas My-K Oo 5026 Woodland Cleveland 4, Ohio “ 
ee tk a eric 0 ie Congratulations to our neighbor, the Geo. Worthington Co. ng 
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Health-o-Meter 










Model 111 


Retail Price 


. 7 a) < 
| ) % 
ow 


(Denver and West, $8.75) 


, . Here it is! The a// new 

ride Calti/id Y a J Health-o-Meter Bath Scale that 
° " al so surpasses All others in functional 

4 beauty ... sleekness of design . . . unfailing 


dependability! Health-o-Meter, the first bath 


@ Low, streamlined, compact 
e Chrome-plated trim 


e Easy-to-read magnified dial scale, leads the field again with the newest, most 


e Full 260-Ib. capacity exciting bath scale ever made. ‘Styled to look 
e Gleaming baked enamel finish smarter and sell faster . . . precision-built to give 
e Eight colors—white, green, faithful accuracy and service . . . priced-right to make 


s\ 


blue, dubonnet " ; ; : 

yadoug oa eee eee iy easier sales, faster profits! Make Health-o-Meter your 
yellow, black , : -— 
number one line and watch your profits soar in °54! 


9 Get Ready— 


~~. large space color advertisements will announce 


@ Also available in all chrome 
e Famous Health-o-Meter accuracy 


e Nationally advertised 


and styled by Jean Reinecke 
—famous designer of house- 


this new bath scale in the February issues of 
Good Housekeeping, Better Homes and Gardens 














sienna Visit booths 225-227, Housewares Show, Chicago 
f , , 
— eet] Continental Scale ¢ 
Order from your jobber now—be ready 5701 S. CLAREMONT AVENUE « CHICAGO 36, ILLINOIS 
to get your share of the big demand! Manufacturers of precision weighing instruments 
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MOE Light Extends Congratulations 


to THE Gro. WORTHINGTON Go. 





Verrall Moe, Vice-President, Moe Light presents a silver plaque to Mr. C. L. Beeman of The Geo. 
Worthington Co. in recognition of Mr. Beeman’s outstanding direction of a campaign that resulted in 


the sale of over 500 Moe Light displays 


Moe Light is happy to offer its sincere wonderful organization that, though the 
congratulations to a 125-year-young “first hundred years are the hardest,” 
organization, The Geo. Worthington Co. its second hundred years will also be 
of Cleveland, on its successful comple- distinguished by many splendid ac- 
tion of the first 25 years of its second complishments, which have earned 
century of service to the hardware and Worthington its enviable position as 
allied trades. one of the leading hardware wholesalers 
We know from our contact with this of our time. 
RZ 
= MOE Guz 
MOE LIGHT Fort Atkinson, Wisconsin G, my 


(Division of Thomas Industries Inc.) 


PLANTS AT FORT ATKINSON AND SHEBOYGAN, WISCONSIN; PRINCETON, KENTUCKY, AND LOS ANGELES, CALIFORNIA 
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~ Women’s Green Thumbs* 
_) Q). 89c retail, FTD 


Order for big Spring demand 


’ America’s most popular 
garden gloves 


After trying all kinds of garden gloves, 
the public now knows that none are so 
comfortable and long wearing for the 
money as Green Thumbs. 










on 
vA: 


L 


\ 


\ 






- “ ‘ 4 
yjourse Arde : 


Far more comfortable than air-tight , att f le a 
gloves, because they absorb and evapo- Pro-seld by National Advertising 
rate perspiration. No wet. clammy feel. : a 
on ' From March through June, over 20 
1006¢ washable, too. aa 
million men and women will see ad after 


Far more practical than canvas gloves. ad on Green Thumb gloves in these top 
because their vinyl-treated fabric keeps magazines. Let this strong advertising 
out all dirt and guarantees 3 to 4 times ring up profits for you. Order Green 
longer wear. Thumbs from your wholesaler now! 





Increase your volume with these companion gloves 


Waterproof Swaggerettes ...98c retail 


The same women who buy Green 
Thumbs also buy garden-green 
Swaggerettes to wear for wet dirt, 
garden sprays and rose thorns, 
and for housecleaning and wash 
ing. Natural rubber coating over 
strong fabric resists cuts, snags 





and punctures better than any 
other water-proof glove. Fleecy 
Small, Medium, Large sizes, in solid lining makes them easy to slip on 
or assorted dozens. and off and comfortable to wear. 


Men’s Grab-it Work Glove ... $1.25 retail 


Tough natural rubber coated 
palm and sturdy safety cuff give 
real protection when handling 
roses, briars, splintery wood, any 
rough or sharp objects. Rough 
finished palm can’t slip: grips 
safely wet or dry. Outwears 


Men’s Green Thumbs* 
98c retail, FTD 


higher priced leather gloves on 





many jobs. 


Also available in palm coated or 
fully coated knitwrist styles. 


*Edmont Trade Mark 
y, @ 
33's 0 
PROFIT on 


DRNIA 


1954 Kdmont Manufacturing Co., Coshocton, Ohio work gloves. 


See next page. 











Give top-of-counter 
| that pay 


No. 912 
Thumbs Up, Gauntlet 


“Thumbs Up”: All purpose, 
liquid-proof glove 


Best selling glove on the market with neoprene-base coating. Its 
specially reinforced neoprene (NEOX) is tougher, more flexible. 
has a better grip. Withstands oil, grease, chemicals, heat, resists 
cuts and snags. No. 908, knitwrist; No. 912, gauntlet style. 







No. 908 
Thumbs Up, Knitwrist 





leer . 


. oho 
66K EEE LEKI LEE 
















ROC 
Carr, 
“tC ea 


“Grab-it”: Gives a grip that won’t slip 


You do workmen and home handymen a favor when you sell them 
this flexible, positive gripping glove with rough- grain, natural 
rubber coated palm that far outwears leather palms. Perfect for 
farmers, truckers, construction workers, home handymen. In knit- 


wrist styles, also. 


‘ ‘ . / 
F ; 
\, THO LE 
Edmont y | a 


World's largest selling line of coated fabric gloves 


COATED-FABRIC 
WORK GLOVES 






No. 62 Palm coated 





to these work glove: 






Retail around $1.00. 
Outwear ordinary 
‘work gloves 

5 to 10 times. 


Top-sellers in 
the growing market 
for “coated” gloves. 


Distributed by 
leading wholesalers. 








No. 303 Fully coated 


“Monkey Grip”: Fits the hand; 
' wears 50% longer 


A full-profit plastic glove in an exclusive pattern that fits the hand 
all over. Wide wing thumb; curved, pre-flexed fingers. And its 
special Edmont plastic has a grip, a lasting flexibility and lor 
wear that customers don’t get in cheaper plastic gloves. In paln 


coated style, also. 





EDMONT MFG. CO., 1201 Walnut St., Coshocton, Ohio 


Gentlemen: We enclose $1. Please send, postpaid, catalog 
pages and these 3 pairs of gloves, worth $3.25 retail: 


Pr. No. 908 NEOX-coated Thumbs Up....... $1.00 
Pr.No. 62 Rubber-coated Grab-it ......... $1.25 
Pr. No. 303 Plastic-coated Monkey Grip ..... $1.00 

Total Retail Value............. $3.25 


Store Name : o 
Street ' —_— 
City “s Zone_____State 


Your Jobber’s Name 2 
(Please PRINT to avoid errors) 
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You can prove Warren-Teed 
Sledges are in perfect balance. Place 
one of them on a flat surface, give it a 
flick of the wrist and watch it spin in 
an upright position. That's balance! 
Striking faces are machined to a perfect 
arc and mirror-like finish. Body of the 
sledges are Dutch Blue finish. Shipped 
with or without handles. 


WRITE FOR FREE CATALOG 


Congratulations to the 
George S. Worthington 
Company on their 125th 
anniversary. Note their 2- 
page advertisement on 


pages 146 and 147. 
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WARREN-TEED SLEDGES 
Cully Warren Toot Corporation offers Those selling froaliuras 


Draw this sketch for your next 
customer and show the extra heat treat 
area. Warren-Teed Sledges are DEEP 
heat treated for even wear and longer 
life. They are shock quenched by eight 
high-pressure nozzles, giving all work- 
ing surfaces uniform hardness over 
greater area. The eye is shielded from 
the shock quench to give that area 
ability to absorb greater shock. Make 
this sketch and watch them sell. 


WARREN-T 


trade 


WARREN TOOL CORPORATION . 


Manufacturers of Warren-Teed and Devil railway track tools 


General Offices 


Export Division . 


Warren, Ohio 


30 Church St., New York 7, N. Y. 


Here's a security number No. 
53614 it’s the mill heat number of the 
steel used in this Warren-Teed Sledge 
Physical and chemical properties were 
recorded under this number just as they 
have been on the thousands of pre 
ceding heats during the past decades. 
Thus, history and invaluable experience 
records enable Warren Tool to specify 
the proper steel and control the heat 
treating to give you assured quality 
a strong sales point for you 


EED 
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Ns 
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(Continued from page 156) 


w | After World War I service, joined purchasing depart- 
Ne 3 About ment. Elected director in 1935. Assistant director of |} 
D EA L he o TI 68 purchases, 1942. Elected 2nd vice-president, 1947. 
& 
e N. F. Luekens, secretary and treasurer.- Joined 
Introducing New Colorful Worthington in 1942 as comptroller. Assistant secre- 


tary, 1944. Elected director and secretary in 1945, 
Elected secretary and treasurer, 1946. 


PIONEER 
SUPER 
A. W. Fullerton, manager plumbing depart ment.— 
Came to Worthington in 1915 as assistant to manager 
of plumbing department. Made manager of plumbing 
department in 1925. Elected director in 1933. 





R. C. Reul, manager, sporting goods department.— 
Started at Worthington in 1911 after having worked in 


Four Powered For More Sales retail hardware store for five years on Saturdays and ff 


after school. Salesman in western Ohio for 27 years, F 
Oo Every customer saves 47¢ Buyer, hardware department, 1937. Manager, sporting 
goods department (including cutlery and toys) in 1940. 
Special eye-catching display Elected director in 1947. 


J. W. Vickers, industrial sales manager.—Started in 
the industrial department as order clerk in 1913. Made 
. . ; supervisor of mail and telephone order department in 
. h OO é . "oC y ° . . 
33,000,¢ ids this spring in 6 1917. Salesman, city territory, 1919. Industrial sales 


(3) New popularity-tested colors 
o national magazines manager, 1939. Elected director in 1943. 
W. D. Campbell, sales manager; W. G. Fritz, assis- 
tant sales manager, dealer division; H. E. Pender, 
Special two color counter assistant sales manager, dealer division; S. J. Harsany, 
Geplay comes packed with 12 sales promotion manager; J. H. Chapple, assistant 
banded Twin Packs 2 p ree : : - 
sales manager, industrial division; G. L. Miles, assis- 
1 pr. popular black 98: tant manager, hardware purchasing department; L. F. 
Toensing, buyer, hardware department; E. R. Hennen, 
buyer, hardware department; M. E. Miller, manager, 
industrial purchasing department; Frank Simon, man- 
ager, electrical department; C. L. Beeman, buyer, elec- 
trical department; H. L. Steck, buyer, sporting goods 
department; E. C. Bohning, manager, contract build- oe 
ers’ hardware department; P. A. Schefft, assistant 
treasurer; Mary V. Molnar, auditor; Josephine E. 
Braidic, assistant office manager; F. J. Pekoe, credit 
manager; A. C. Baerwalde, credit manager, industrial 





1 pr. new blue or gray 98s 





Total retail value | 56 


Special Twin Pack price | 49 






























division; R. H. Bicker, manager, operating department. ren 
New Popularity Tested Colors ee - 

outy Vibrant —~ N 
a Pa sl Dove Sc 

Ebony Blue Gray f, . 
’ | CONGRATULATIONS TO hs 
C ¢ ra siz 
ms an 
Sc 


All with Absorbent Yellow Soff-Down Lining, grip-tread fingers and palms. 





Check Your Profit Picture 


Customers pay you $17.88 per Deal 
Your cost 11.68 per Deal 


ou Gross $622 ver oes 
Order Deal Me From Your Wholesaler Today! JACKSON MANUFACTURING CO. 


HARRISBURG, PA. 
104 TIFFIN ROAD 
The PION EER Rubber Company wiuaro, ox10 
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For all-arouing 


PROTECTION. 


SCREEN HARDWARE 


A Reminder About Screens... 


THIS FREE DISPLAY 


reminds your customers Spring is screen-up time! 


New ... 4 Bright Colors ... this Stanley and we'll include a copy of the 8-page folder 


Screen Hardware display is yours for the ask- that is your handy catalog of 1954 screen 





ing. The most wanted items are shown actual hardware. Free newspaper mats and im- 
printed stuffers, too. Don’t delay. Be ready 


size . . . just set it up where it can be seen 
for screen-up time. Write The Stanley Works, 


and sell for you. Check your stock of Stanley 
Screen Hardware. Send for your free display New Britain, Connecticut. 


Stanley salutes the Geo. Worthington Co., Cleveland, Ohio . . . 125 years young 


woot STANLEY | (staniey) 
EFF EF) | 


Three Hinges to a Door 








TOOLS 
ELECTRIC TOOLS 


a A ~ D WA 4 3 STEEL STRAPPING 


STEEL 
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A ONE-TRACK MIND J 


You know how it works . . . that straight-line thinking .. . 
that fixation on what, to millions of boys and men, are the 
only trains in the world—the finest for over 50 years. It 
will be true again in 1954... more true than ever. Great 
new locos . . . featuring the sensational and exclusive 
‘Magne-Traction’...for more pull, more speed, more 
climb, more control. New rolling stock ... exciting 
new accessories. Again the express track to train 
sales will be that single track the boy has 
in mind... 


LIONEL 
TRAINS 


THE LIONEL CORPORATION vy 
15 East 26th Street, New York 10, N. Y. 








Cleniversary ab 
idee SG 
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Major Appliances 





One Sale Leads to Another 


Related merchandise selling applies to durable goods 
for Iowa dealer who makes own installations and has 
opportunities to see other needs of his customers 


Related merchandise sales can be 
made on durable goods if a planned 
program ig worked out and followed 
through, so states Glenn Allsup, 
owner of Allsup Hardware Co., in 
Colfax, Iowa. 

The steady growth of his busi- 
ness, year after year since 1938, is 
proof of his policy. Major appli- 
ance sales now are about 300 units 
a year. 

One customer to whom Mr. Allsup 
sold a water system had not made 
a previous purchase at the store. 
Shortly after Allsup Hardware in- 
stalled the water system, the cus- 
tomer purchased a hot water sys- 
tem. 

Within the next few years, Mr 
Allsup sold the customer a hot air 
heating system, farm freezer and 
finally a complete bathroom includ- 
ing fixtures and floor and _ wall 
coverings. 
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“He liked the original installa- 


tion job and how we took care of 


him. He was ready to accept ou) 
suggestions for the additional 
merchandise over the vear,” Mr 
Allsup points out. 


























“Because we handled the custom- 
er right on the first job it resulted 
ina chain of sales. That’s the way 
we get business from many cus- 
tomers.” 

The chain of sales, Mr. Allsup 


Floor covering sale ends with store 


ywner Glenn Allsup preparing to 
cut length off roll 


Delivery truck loaded with farm 
merchandise ready to roll on a 


rural route. 
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handy to use- 





easy to sell 


Priced for profits! | 
aa) 


GRIESe-z : 
SELF-SCREW’. i 
a pH 5 00 | 
HOOKS Griuiry HOOKS 


f om: ’ 



















The ONLY 
small 
utility hook. 


No screws, no tools! Ball points pro- 
tect towels and clothes. For homes, 
stores, factories. Bright plated finish. 


gs 


GRIESe-z Te 


one piece t 


CUP HOOKS #4 


ONE PIECE 


MN 
OIE 


15¢ retail 












1 gross 
to a box— 
nickel and 
brass only 


6 to a card 
—all colors 
and finishes 









Strong, rustproof zinc alloy cup hooks 
in bright colors. One-piece construc- 
tion; shoulder cannot get loose. A 
kitchen and closet standby . . . attrac- 
tively finished in white, yellow, red, 
blue, green, nickel, brass. 6 sizes, !/2" 
to 1/4". 


Write for samples and catalog pages. 
See your jobber today for immediate 
— Jobber inquiries invited. 


GRIES REPRODUCER CORP. 


America’s Foremost Producer of Tiny Zine Die Castings 
161 Beechwood Avenue, New Rochelle, N.Y. 
Phone: New Rochelle 3-8600 





notes, May start with almost any 
line of merchandise. 

The sale of a water system may 
lead to a bottled gas sale. 

The sale of floor covering gets 
service men into homes where they 
can observe kitchen and bathroom 
needs and that leads to sales of 
appliances, plumbing fixtures and 
heating plants. 

One “chain” starts on the store’s 
floor where the floor covering is 
green linoleum that attracts atten- 
tion of customers, and leads to 
many sales from the big stock of 
rolls near the main wrap counter. 

An efficient service set-up is a 
necessary adjunct to an _ active 
durable goods sales program, Mr. 
Allsup points out. 

Allsup Hardware is able to han- 
dle the majority of its heavy mer- 
chandise installations. and to offer 
many kinds of repair services. 

The service department delivers 
bottled gas to 400 customers, in- 
stalls and adjusts ranges, installs 
heating equipment, does plumbing 
installs water 


systems, repairs 


washing machines, and lays floor 
and wall coverings. 

“People in our area like to buy 
from stores where they can get 
service regularly if they need it,’ 
Mr. Allsup says. 


“This confidence protects « deal- 
er. He can sell most of his mer- 
chandise at regular prices, thus 
making a profit which will carry 
some of the servicing costs.” 

Mr. Allsup also is a consistent 
newspaper advertiser and he mer- 
chandises his advertisements 

The store uses quarter pave ad- 
vertisements several times a month, 
and full pages once or twice a 
month. 

A full page advertisement costs 
$50, on a contract basis. Mr. Allsup 
has about 2500 reprints made of 
full page ads and mails these to his 
entire trading area. The mailing 
duplicates the newspaper 
ship to some extent, but Mr. Allsup 
believes a double reading of the ad 
increases its pulling power. 

A large portion of the store’s 
trade comes from the rural area, 
and Mr. Allsup contributes time 
and effort to help farm causes 

For instance, he was chairman 
of the 1953 Jasper County 4-H 
Fair which attracted thousands of 
farmers and their youngsters to 
Colfax. 

Mr. Allsup recently remodeled his 
store and added 15 ft to its length. 
He also purchased a 40x40 ft 
cement block building in the rear 
for a warehouse. 


reader- 








For the home owner with limited funds or one with ample means 
Ace Hardware in Waukegan, III., features a variety of extinguisher 
A manufacturer's two-level display unit and a table shows units 
prices from $7.95 to $65 near housewares and at the intersection of 


two aisles, 


Many impulse sal 
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$2750 RETAIL 


THE SUPER DE LUXE, the ultimate in completely automatic 
toasters. Has no equal, at any price. Lowers the bread hy stself. 
Power-Action gently takes the bread right out of your fingers. It lowers 
bread, starts it toasting, and serves it up fast. 
—light, dark, or in-between. Toast rises extra high. 








THE DE LUXE, most tor 


Toast is always pertect ing. Large, cool handles. 


slices easy to remove. 


Among au first-line T0aSTELS» +. 












Ne we 


** TOASTMASTER a registered trademark of 


McGraw Electric (ompany, Elgin, [i 1954 
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The “Toastmaster” Toaster has always 
had the greatest consumer demand. 
Hence this brand has always been 
easiest TO sell. 

And since 
most-wanted brand in toasters... 
think of the added advantages to you 
now of selling two models with this 


‘Toastmaster’ is the 


famous name. 

Here is the only first-line brand on 
which you can offer that always de- 
sirable merchandising feature . . . se/ec- 
tion. Here you can trade up toa higher 
ticket. And that isn’t possthle on any 
other nationally advertised toaster on the 
market today! 

Yes, you can trade up... without 
becoming involved in confidence- 
destroying brand switching 

You save time per transaction when 
you concentrate your sales effort on 
one brand. That’s true especially when 
that one brand covers both ends of the 
accepted-quality toaster price — 

Your money won't be tied up i 
Ptr Pees. ig 
ventory. And every sale is at full profit. 

Here is an entirely new era in toaster 





STILL . 


$23 90 RETAIL 


the money. Outperforms all other 
toasters in its price class. Makes pertect toast every ime. A beautiful 
toaster that stays beautiful. Push-button crumb tray for quick clean- 
Extra-high toast pop-up makes small 


ly Toastmaster yves 
You the many Lenerits 
TWO modele/ 


merchandising. Gone are the days of 
‘Which toaster do you preter?”” Now 
within the confines of a single brand 
America’s most famous brand, you 
can ask the more sales-productive 
question, “Which Toastmaster’ Toaster 
do you preter?” 
Remember, two 
Toasters mean fw? the toaster sales 


“Toastmaster” 


potential for you! 

Stock, display, and promote both 
Toastmaster’ Toasters and you'll 
sell oth in ever-increasing volume 

But don’t wait to cash in. Surveys 
prove that 20% of all weddings occur 
in the first three months ot the year 
Add to this big gift market the mil 
lions of anniversaries, birthdays, and 
other gift occasions during January 
February, and March 

Yes, the market ts there! 
now! Order both ‘Toastmaster’ 
Toasters from your distributor today. 


TOASTMASTER 
automatic TOASTERS 
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It’s there 
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Left—Mr. & Mrs. J. A. Sheehy waiting on a rental customer. Rentals and do-it-yourself are better 
business in the new location. Right—The Eastown Hardware, 10 blocks from the business center of 


Des Moines. Signs advertise services its neighborhood need: 


evidently didn't. 


what did this dealer find out about 


but which a new suburban community 


Store Location 


A Suburban vs City Location? 


Here’s a hardware dealer who made a move in reverse 


of the trend—from a new, suburban community to close 
to the center of Des Moines. Why? 


Suburban home building expan- 
sion trends have lured many hard 
ware dealers to new areas to be 
close to a source of new business 

to grow as the suburban com- 
munities grow. 

Are such moves infallible” 

Over-estimating the growth of 
a suburban location, and its buy- 
ing power, can put a lid on a 
store’s annual sales curve, J. A. 
Sheehy, a Des Moines, Iowa, hard- 
ware dealer discovered. 

After being located in a subur- 
ban area for three years, hoping 
it would develop rapidly so that 
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he could get the desired volume, 
Mr. Sheehy gave up his store and 
moved to a smaller one close to 
the downtown business district. 

The result after one year? His 
sales volume almost doubled. 

August 1953 sales, for instance, 
were 25 pct greater than the sales 
achieved in any month during his 
three years in a suburban area. 
And there too, he had a larger, 
more modern store, and served as 
a utility collection station. 

These are the advantages Mr. 
Sheehy has experienced in the city 
location: 


1. There is greater potential 
store traffic from neighborhood 
residents and city workers 

2. Homeowners living near the 
downtown area have older pren 
ises to maintain. They are laryels 
in the lower middle-class income 
group. Being factory or office 
workers with moderate incomes 
they comprise a large do-it-you) 
self group and like to buy in nei! 
borhood stores. 

3. Downtown 
store customers purchase paint |! 
pint and smaller sizes, whic! 


neighborhood 


(Continued on page 178) 
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Just in time for HARDWARE WEEK! This new King Cotton Jumbo 
Ball Assortment is a terrific sales aid . . . This is the way to stock and 
SELL ball twine. The display really goes to work for you and the 
customer is often prompted to buy more than one ball, more than 


one type. 


These are BIG Balls, the twine is a good buy. The display self-shipper 
is printed in eye-catching blue and yellow on white . . . it's sure to 
stop the impulse buyer. The balanced assortment gives you an excel- 


lent variety with very little inventory. 


The King Cotton Jumbo Ball Twine Assortment #25 contains: 






10 Balls 300’ Parcel Post Twine We are 





6 Balls 500’ 
4 Balls 500’ 


Cable Kite Twine 


Cooperating 
4 Ply Household Twine 





4 Balls 160’ 2 Ply Jute Twine 

3 Balls 175’ #18 India Twine IRHA 

3 Balls 150’ #24 India Twine Hardware Week 
3Balls 60’ #412 India Twine April 16 thru 24 


3 Balls 150’ 








#15 Mason Twine 






| 
© STORE O 






1 Hardware Week Sie 


NEW BIG 





Other King Cotton Twine Assortments 
also in display self shippers 


N TWIN AS TMENT 


6 Balls Jute Garden Twine 
6 Balls Polished India Twine 
6 Balls Red Gift Cord 
6 Balls Green Gift Cord 
12 Balls Cabled Household 
& Kite Twine 
12 Balls Parcel Post Twine 


( E AND NDIA 
TVWV¥EN ASS RTMEN 


25 Balls #60 Polished India 
25 Balls #18 Polished India 
25 Balls $36 Polished India 
25 Balls 3-Ply Jute 





JOHN H. GRAHAM @& CO. INC. 


105 DUANE STREET, NEW YORK &, N. Y. 
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11'S HERE! YOUR _FREE 





MAIL RESERVATION 
COUPON NOW! = s® 


Here is America’s greatest sales-making promo- 
tion for lawn and garden tools—designed by True 





Temper in cooperation with the National Retail 
Hardware Association to build store traffic, make 


sales and increase profits. 


It features 28 fast-moving tools and permits a 
powerful tie-in with other seasonable merchan- 
dise. Look over the sales-making items shown— 
then mail coupon today so we can reserve a free 


kit for you. 


TRUE TEMPER CORPORATION 
Merchandising Dept., Keith Bldg., Cleveland 15, Ohio 4 double pennant banners giving you 8 displays in 4 colors. 


Nth tool up tune | / 
FEATURING 


y TRUE TEMPER 


GARDE! N TOOLS 


T extra large window banner in 4 colors. 


©1954 True Temper Corporation 


RUE IEMPER : 
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TOPS IN TOOLS 

















Feature ‘As 4 


Newspaper ¢ 
28 individuz 
mbine to 





3 complete 
each on gai 





National a 
in Better 
and Flow 
7,500,00( 


HARDW 





olors. 











wu laut Timptn 
VV 


CARDEN TOOLS 
= 









5 


Suggested model store displays for windows, counters and wall 
sections. This material prepared by the National Retail Hardware 
Association at its Indianapolis Headquarters. 






Mailing folders—imprinted with your name _ Preprinted, ready gummed price stickers 


Newspaper ad mats in various sizes with 
and the selection of tools you desire. and a packet of stringed price tags. 


28 individual mats of tools which you can 








ROE TeMBER 
Gardes -tewn and Farm Toots 
en 





3 complete True Temper catalogs; one Suggested raé py for 1 minute and 10 Complete Instruction Folder with sugges- 
each on garden tools, shears and shovels. second spot an gents. tions for making effective displays. 


TRUE TEMPER CORPORATION 
| Merchandising Dept. A, Keith Bidg., Cleveland 15, Ohio 
I wanta Free True Temper Tool-Up Time’* Sales-Maker 
Kit to use in the 1954 season: 


Send my Free Tool-Up Time* Kit to arrive about 


(what date). 


STORE NAME_ 


Please Print 


ADDRESS—STREET 
2) ZONI STATI 


a i EEE = P 

Please Print 
On receipt of this coupon we will send you a proof sheet of the 
free newspaper ad mats and sample mailing folder. These fold- 
ers are furnished as desired with your imprint at minimum cost. 





National advertising—full page feature tool advertisements 
in Better Homes & Gardens, Sunset, American Home, 
and Flower Grower — combined circulation more than 
7,500,000 copies per issue. 


- 


*Trademark 
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bring a high profit rate, as against 
the occasional gallon-sizes pur- 
chased by the suburban home 
owner. 

There is also a greater need for 
repainting in a thickly populated 
area than in a sparsely settled, 
new suburban community. Conse- 
quently, paint sales are more fre- 
quent in a neighborhood store, 
and the dealer gets a higher net 
profit. 

4. While most neighborhood 
store sales represent small unit 
value purchases, they are for 99 
pct cash. Customers of neighbor- 
hood stores are accustomed to pay- 
ing cash out of weekly pay checks 
and do not run up credit as do 
suburban families with greater 


incomes. 
5. Tool sales potential is 
greater. Most neighborhood 


people do their own repairs and 
are busy on them almost every 
weekend. They buy in_ small 
amounts, and when they run out 
of material, go to the nearest 
hardware store to get additional 
supplies and equipment. 


Suburban Disadvantages 


Contrasted with those advan- 
tages in his city store, Mr. Sheehy 
offers the following disadvantages 
he found in his former location: 

1. The suburban community did 
not grow as anticipated. Prospec- 
tive, new home owners were slow 
in deciding to build. 

2. Many suburban home owners 
work in downtown Des Moines. 
They shop for tools, paints and 
other items during the noon hour 
at chains and mail order stores. 
This deprives the small suburban 
hardware store of much volume. 

3. In a new suburban develop- 
ment, only a portion of home 
owners do their own repairs and 
installations. The greater number 
of new homes are bought fully 
equipped. The need for builders’ 
hardware, paints, etc., will not 
come for several years, since those 
needs are already filled. 

4. A large portion of suburban 
residents buy largely on credit. 

5. Tool sales are low because 
new homes don’t need repairs, and 
while some tools are sold to the 
do-it-yourself group, it is not 
enough to build volume sales. 
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The Sheehy store, Eastown 
Hardware at 503 E. 16th St., just 
10 blocks from the Des Moines 
business district, is in a good 
traffic location. The 35x25 ft store 
fronts on a side street, but that is 
compensated for by the use of large 
trade-building and _ identification 
signs on the building exterior. 

An important stock-in-trade is 
the friendliness and interest Mr. 
and Mrs. Sheehy show in customer 
problems. Often a customer who 
is doing-it-himself will 
for a small purchase of nails or 
bolts, but his reception is such 
that the next time, his purchase 
is apt to be a $5.00 paint sale or 
a $20 power tool. 

Lay-aways are encouraged all 
during the year and the plan is 
advertised by a neat sign on the 


come in 


exterior of the store. Another ser- 
vice featured by exterior signs 
is rentals. Sander and polisher 
rental boxes 
name of the store on the outside 
further to advertise it. 

Mr. Sheehy sums it up this way: 
“We are happy that we moved 
back into the heavy traffic, down- 
Our business is grow- 


tool also carry the 


town area. 
ing steadily. 

“Some suburban areas may de- 
velop rapidly and offer good op- 
portunities to the hardware dealer. 
Maybe it was our misfortune to lo- 
cate in a slow-growing suburb. 

“In our former location we had 
to spend a lot for advertising 
Now at Eastown, we spend little 
—only for occasional handbill dis- 
tribution—-and we get more busi- 
ness.” 





Boys Invited to Trim Window 
As Scout Week Tie-In 


Here is an idea for a tie-in with 
National Boy Scout Week which 
will be observed in February. 

Invite a Boy Scout troop to deco- 
rate a window. 

The window trim will attract the 
attention of street traffic. 

The Scouts will be pleased, also, 
and they are customers now for 
camping equipment and hand tools. 

A tie-in was used by Colonial 
Hardware Co., in Los Angeles, dur- 
ing the previous Boy Scout Week, 
and a window trim set up by a 
scoutmaster and his boys. 


The store has an open window so 
street traffic had a good view of the 
display plus the store’s housewares 
department on the right, the tool 
department on the left. 

The display was outlined by a 
small yellow panel at the rear, 
flanked by an American and a Scout 
flag, and long yucca tree poles on 
the sides from the window glass to 
the top of the panel. Scout handi- 
craft work and literature was dis- 
played on the floor. 

Store lights were left on 
11 p. m. 


until 


This scout-trimmed window attracted street traffic attention. 
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feed) WORLD'S GREATEST ASSORTMENT OF RIGID PLASTIC HOUSEWARES 
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- [54] ‘VERY MONTE 


vere will be a SPECIAL MONTH 


handi- 
Never a dull month when Trudy Star starts 


on the . . 
sending her ladies to housewares and hard- 
ware counters for her current Trudy-Star-of- 
= bay 7 ° 
GH b the-Month Specials! 
It’s the start of a continuous campaign that 


will make women Tri-State conscious through- 


: | out the year. Every month, Trudy Star will 
Pro i 0 { | 0 i qd | f p R E E . “break” with a live wire Tri-State item to her 
10,650,000 Good Housekeeping followers. And 

when that “gal” sells, they buy! 


So get in on the opening gun promotion... Tri-State’s 
a BREAD BOX. You buy it in February. Then, Trudy Star No. C-200 BREAD BOX 
pREeAP Ys will push it in March . . . and it will be sales blessed 12%" x SV" x 5” 
mont with the Good Housekeeping seal of approval. Clear with 
BRUARY - - Every Trudy Star-of-the-Month Bread Box at your ee oe 
FEBRUAT rode counter will be identified by the Trudy Star pad lphs 
march -- ™ sticker and point-of-sale displays. Shipping wt. 15 Ibs 
e 
to ¢ consu™ It’s a never-stop-selling promotion for you...a gold mine 
for your salesmen. May we supply you with details? 


. am =BOOTH C-969 
T Ri _ STAVE ‘W AR I: Fr I: EZ s R ‘WAR I: 3 voc — Exhibit 


<S aval 2tfung oO 


Coma) TRI-STATE PLASTIC MOLDING CO., Inc. ‘FF 


Good Housshooping 


2 sorcan9 OIF HENDERSON 9, KENTUCKY 


NEW YORK: 12 East 41st Street — Murray Hill 3-6572 « CHICAGO: 176 West Adams Street — Franklin 2-7292 
DETROIT: 18401 East Warren Ave. — Tuxedo 5-5500 « st. touts: 1089 Francis Pl. — Delmar 1089 « cincinnati: 2664 Queens City Ave. — Montana 5603 
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They're a// boosting 
Bassick caster sales 
with this display 
demonstrator 


Chances are yours is one of the 
more than 10,000 hardware stores now 
prominently displaying Bassick casters. 

With the growing demand for 
mobile furniture, people are more 
careful to protect their floors than ever 
before. That’s why it pays to remind 
your caster-conscious customers that 
you carry the best known, best work- 
ing casters on the market. 

But if you aren’t as yet displaying 
these casters, make sure to ask your 
jobber about Bassick’s HD-10 Display. 
Then use it to become one of the next 
10,000 hardware dealers who gets a 
profitable share of the biggest caster 
sales ever. THE BASSICK COMPANY, 
Bridgeport 2, Conn. 
In Canada: Belle- 


¥ f ville, Ont. 


A DIVISION OF 





MAKING MORE KINDS OF CASTERS . MAKING CASTERS DO MORE W AA NER] 


75 YEARS OF CASTER LEADERSHIP 
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Candy Stock Makes Extra Sales 


ay 


Lawrence Lanke sells a box of candy to a local professional man, 
who visited the store to buy a hammer. 


Many extra impulse sales are 
made from a candy, gum and to- 
bacco display at Beaumont Hard- 
ware in Prairie du Chien, Wis. 
Lawrence Lanke, who operates the 
store, shows these non-hardware 
items atop a show case near the 
front of his store. 

Professional men, farmers and 
mechanics in overalls and do-it- 
yourself fans buy candy bars, 
packaged candy at $1.50 per pound 
and $6.75 for a 5-lb package. 


Originally put in stock at the 
request of factory workers, the 
candy section is also well patron- 
ized by physicians, attorneys and 
other professional men when they 
buy tools and other hardware 
lines. Tourists and sportsmen 
visiting the store for a _ wide 
variety of standard hardware 
store lines also buy an appreci- 
able part of the store’s candy and 
smokes making additional profits 
for the firm. 





Make It a Gift-for-Him Valentine Display 


"Tools—A Gift Every Man Enjoys,” is the theme of this Valentine's 

Day window display promotion used by Horace Green & Sons, Long 

Beach, Calif.,'to feature a wide variety of hand and power tools. 
Color background is red. 
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KITCHEN LINES 

f HOUSEHOLD TWINES 
WRAPPING TWINES 
NYLON CASTING LINES 
PARCEL POST TWINES 
GIFT CORDS 

SEA ISLAND TWINES 
EXPRESS TWINES 
KITE CORDS 

CHALK LINES 

JUMP ROPE 

MOP HEADS 

STARTER ROPES 


QUALITY TWINES AND CORDAGES | ee 








PLASTIC CLOTHES LINES 


New Packaging for the New Year 
4 PLASTIC 
CLOTHES LINE 
ART. 575 







Packed 12 50-ft. hanks—connected as illustrated 


MIKE SOLID BRAIDED 
CLOTHES LINE (No. 6) 


ART 556 
Packed 12 50-ft. hanks—6 pr. connected 


CLICTOCYAAER A DDE 
aS Pee Vick Ft at 


These attractively packaged clothes lines have instant 
customer appeal—both plastic and braided lines are 
now put up in connecting 50 ft. hanks. Red, white and 
blue individual cartons have cellophané windows. MIKE 
Plastic Clothes Line, Art. 575, wipes clean easily and 
won't stretch — lasts indefinitely. MIKE Solid Braided 
Clothes Line, Art. 556, is a longer wearing, high quality 
ORDERS OF $50.00 OR MORE, FREIGHT Cotton line—easy to tie. 

PREPAID. Orders of less than $20.00 f.0.b. Mill, 


Lawndale, N. C., Los Angeles, California, or Mari- 
etta, Minnesota. Orders of $20.00 to $50.00, 


freight allowed to $1.00 per cwt. Freight prepaid 
does not include extra charges incurred outside 


carrier's regular zone of delivery. When you display th MIKE: line= 


‘ it Sells! 
Cleveland Mills Company wawnoace, noatH canouina 


2102 Colorado Blvd. Marietta 
Los Angeles 41, Calif. Minnesota 





ESTABLISHED IN 1873 
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Unusual Display 
Make Sales 


Homeowners and sportsmen find 
numerous things at the H. Lorle- 
berg Co. in Oconomowoc, Wis., in 
unusual sales pulling displays 
throughout the store. 

For the do-it-yourself fan want- 
ing electrical supplies and sun- 
dries an unusual panel fastened 
to an island unit shows and iden 
tifies 27 different types of cable 
and wire on a long narrow panel. 
This unit indicates size, price and 
other identification next to actual 
samples. This display saves con- 
siderable time for salespeople and 
customers. 

The store is located in a city 
of 5,500 in which there are three 
lakes. One lake is but 20 ft from 
the store. A wide variety of fish- 
ing needs are offered for the lad 
with a few cents to spend as well 
as for the enthusiastic angler seek- 
ing high priced merchandise. 

For the fisherman wanting a 
bamboo pole there is a large stock 
resting in a rack on the floor. On 
either side are shown hand and 
power mowers. 

The attention of the home 
plumber is attracted by a good 
showing of faucets set into a 
panel resting on the top shelf of 
a table. All faucets face outward 
to simulate their appearance in 
actual use. 

Household twines are also a 
good seller, thanks to display in 
a wire rack formerly used for 
showing sponges. Bins are marked 
as to price and type. This display 
is moved to different locations as 
a means of making numerous im- 
pulse sales. 
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Display panel on end of a display 
table features variety of wire an 














cable in limited space 





Laid flat in their own rack, bamboo fishing poles are shown wher: 
they can be easily seen. 


Below——A wide range of faucets for home, farm and business use get 
on this long piece of wood. 
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@. COMBINATION PORTABLE-WINDOW FANS 


Large, powerful 
20” window fan 
with metal side 


c Model 2052 
| 
expanders. 


+ 
t 
} 
ij 








Also 12” and 16” models - Available 
with side expanders and “TILTA 
BREEZ”’ stands as accessories, 


Three sizes in win- 
dow fans! 22”-24” 
and 30” models with 
2-speed electrically 
reversible motors. 
Also single speed 
exhaust models. 





P.S. See us at the National House- 
wares Exhibit, Navy Pier, Booth 524. 





A complete Sell-out for Two Straight Years . . . 
Yes, for two straight years every LAU 
Fan produced has actually “jumped” 
from the retailer’s shelf to the con- 
sumer’s home. 


Now Further Improved .. . New handsome 
designs, improved performance, more 
eye-appeal and superior construction 
.. all add to the ‘‘sales-ability” of each 
LAU Fan. 


Plenty of Variety for Fast Sales . . . Every 
possible customer need is better satis- 
fied with a LAU Fan... . 5 sizes and 
eight different LAU models. 


Guaranteed 5 Years... Lau Fan ratings 
are Certified by the PFMA and carry 
UL approval. Fans are guaranteed 
for 5 years and motors carry a 
one-year warranty. 





Cre, 


2025 Home Avenue * Dayton 7, Ohio 


THE LAU BLOWER COMPANY, Write for catalogs and full information. 
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Stock Hardware Items Form Locomotive 








| Robert 
Shelf 'n Table As Heating Stove Window Trim ope — 
sucn a 
B U I L D FE R 5 communi 
and turn 
Trade Mark Reg. 4 F 
U. S. and aa Pet. Pend. rated ve 
. the loca 
Sensational New Kenberry The o 
Product Makes ALL Sizes tion of | 
| e in > 
SHELVES —TABLES eg 
man of t 
SIX OPEN STOCK PARTS 
IS ALL YOU NEED 
Thr 
Month 
work fo. 
Mons 3 with a t 
fall. The 
r - 4 ing cere 
dance 0 
_— enacker nie Cron game, pé 
(Customers Get Wood Locally) second; 
given to 
NOW Every Hardware Store Mr. at 
Can Cash In on the BIG | rade, ri¢ 
| 
DEMAND for "Shelf Ends" | = 
"es > 
ALL SIZES Display, 1910 model, of hardware items, advertised heating stoves sented 
A SHELVES the dign 
; mb * 
“ai Expandable | If you were to decorate a store without handles. Drive wheels were 
mM ADD-A-SHELF | window to advertise some particular coffee grinders. Drive rods were 
Bi As Needed | line, by building a machine out of _ Stillson pipe wrenches resting on Per 
* | items carried in stock, you probably handles of coffee grinders. Front 
A MANY KINDS would turn out a novel job. fender and catcher were taper files. Fi 
OF TABLES That is what Elmer B. Baker did Steam cylinders were meat grinders. 
Boiler was a Spear coal heating 








It's sensational but true . . . you can sell 
parts for ALL SIZES AND KINDS OF 
SHELVES, BOOKCASES, AND TABLES with 
only SIX SMALL MINIT-MAKE PARTS. Your 
counter space, stock space, inventory in- 
vestment will be small, yet you get large 
volume sales. One 14" x 15" Counter Dis- 
play Box sells all parts needed. Pre-packed 
Sets also available. Customers get boards 
locally and assemble. Easy as A-B-C. Mere- 
ly screw brackets on boards, slip on the 

















| 





back in 1910. 


Close examination will show some 
changes that have taken place in 
merchandise, for Mr. 
Baker worked with some items that 


hardware 


are not general lines today. 


Mr. Baker recently showed an il- 
lustration of the window display to 
C. O. Murphy, secretary and treas- 
Hardware 
Corp., of Salisbury, and Mr. Murphy 
sent in the illustration and descrip- 


urer of Del-Mar-Va 


when he built a railroad locomotive 
out of articles from the shelves and 
floor of the L. W. Gunby Co. hard- 
ware store, in Salisbury, Md., to ad- 
vertise heating stoves. Mr. Baker 
was a store employee, and that was 


stove. Sand dome was a small lard 
press. Steam dome was large lard 
press. Bell was a hand bell. Smoke 
stack was a joint stove pipe mount- 
ed on stove collar. Smoke was steel 
wool. Headlight was a cuspidor. Cat 
walk along boiler was made of horse 
rasps. Hand rails were towel bars. 
Cab was of bread baking pans, win- 
dows marked out with chalk. Coal 
tender was old fashion box stove. 
Coal and shovel were the real thing. 
At one time, the two coffee mills 
were raised slightly above the rails 
and driven slowly by an electric 
motor through a bicycle chain. 





rods. Ask your jobber for details, or write A ‘ 
direct to - iat ical information. = ougreiget ag Hardware Age. Community Activities ble” 
Gunby’s is still doing business in . “ti the fic 
THE ONLY FACTORY SOURCE FOR Salisbury. Bring Publicity store, \ 
A LARGE LINE OF GADGETS The locomotive was an Atlantic Hardware dealers serve their floor. 
MORE THAN 60 PRODUCTS type engine, built of these hardware communities in many ways above cael 
items: and beyond the operation of their ings. 
JOHN CLARK BROWN nc. Ties were timber cart spokes. stores. They are active in govern- on the 
QNE MONTGOMERY ST hho Track was hay carrier track. Truck ment, luncheon club and commu- for me 
wheels were hand lawn mowers nity affairs. 
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Robert B. Allen, who owns and 
operates Allen Hardware, had 
such an opportunity to serve his 
community, Hackettstown, N. J., 
and turned in a creditable job that 
rated an editorial of thanks from 
the local newspaper editor. 

The occasion was the celebra- 
tion of the 100th anniversary of 
the incorporation of Hacketts- 
town. Mr. Allen was general chair- 
man of the Centennial Committee. 


Three-Day Celebration 


Months of hard organizational 
work for many committees ended 
with a three-day celebration last 
fall. There was a dinner, the open- 
ing ceremonies and a community 
dance on the first day; football 
game, parade and fireworks on the 
second; and the third day was 
given to religious observances. 

Mr. and Mrs. Allen led the pa- 
rade, riding in an ancient carriage. 
Mr. Allen, as general chairman, 
presided at all functions, pre- 
sented a plaque, and introduced 
the dignitaries. 


Permits Measuring 
From Both Ends 





W. J. Caskey, measuring rope on 
the floor of his Des Arc, Ark., 
store, with his rule painted on the 
floor. The rule has two sets of 
numerals to permit measuring ma- 
terials from either end of the mark- 
ings. A like scale has been painted 
on the opposite side of the store 
for measuring wire, electric cord 
and screen. 
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eliminate unsightly scratches 
and nicks! touch-up with 


i.e 


appliance white or black 
for all 


HOUSEHOLD APPLIANCES 
furniture touch-up for all 
MAHOGANY, WALNUT, 

MAPLE or BLOND WOODS 


tip point down 


new! 


; liquid solder for 
HOME, SHOP and HOBBYIST 


TIPON CORP. south Kearny, NJ 


White, phone or wire today 
for complete merchandising and promotional kits 
designed to help you SELL MORE TIPON .. . 


Newspaper Mats, Reprints of National Ads and 
FREE Sales Packed Point-of-Sale Displays available! 


TIPON CORP. South Kearny, N. J. 
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Traffic Builder 


Scarce Lines Attract Customers 


Down east Maine dealer features slow-mov- 
ing lines as advertising to build store traffic 


Rapid turnover with the elim- 
ination of lines that are not in 
popular demand is the order of 
the day in this age of mass mar- 
keting. 

Now comes a hardware dealer 
from down East in Maine who 
features slow-moving merchandise 
with the slogan, “The store of 50,- 
000 items” to contradict the the- 
ory that lines must be built into 
the volume bracket or out they go. 

Slow moving lines are regarded 
as advertising in building store 
traffic for this Maine dealer, the 
Hussey Hardware Co., in Augusta. 


Buy Other Items 

Customers for 50 miles around 
Augusta know that if they cannot 
find what they want in their local 
stores, try Hussey’s. And these 
customers, once they get in the 
Hussey store for scarce items, buy 
other things. 

“To us, money invested in hard- 
to-find lines is just like money in- 
vested in advertising,” says Leroy 
F. Hussey, president of the com- 
pany. 

“A farmer driving 50 miles into 
Augusta for a special item isn’t 
likely to stop with one purchase. 
Consequently we find that most 
sales of scarce items result in ad- 
ditional sales. 


“We would not get these extra 
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Leroy Hussey, president of firm that features hard-to-get items. 


sales otherwise, because the ex- 
tras are generally items that are 
available in the customer’s neigh- 
borhood stores.” 

Obviously the customer’s choice 
narrows on the extremely slow 
moving lines. Items in slight de 
mand will be available only in one 
brand, but a full line of numbers 
and sizes in that brand will be 
stocked. 

The mathematics of featuring 
slow moving lines shows that ex- 
cessive inventory need not be car- 
ried, Mr. Hussey pointed out. 


About 25 pct of the store’s total 


number of lines can be classified 
as hard-to-find items, but these 
lines represent less than 5 pct of 
the total merchandise investment 
and less than 5 pct of the store’s 
storage space. 

The problem of 
moving lines is no 
Hussey’s for sales persons have 
been with the firm 10 to 20 years 
They literally can find their way 
around the store and warehouse 
in the dark. 

The biggest problem is_ stock 
control and reordering. This has 
been solved by dividing responsi 


finding slow 
problem at 
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Ingersoll. 


KEIRA LITE 


Shovels 





e-ive 






Ba. 


Only Sz Pounde! 


Re-order No. Stamped on Socket! 


@ So light, so right, so easy to @ Blades made of Ingersoll's 
handle famous Tem-Cross steel - 
guaranteed not to split or cur! 


@ Hollow back design is extra at the edges. 


strong—blades specially heat 


@ Both d t d , 
treated for added strength. pombe de tepid i 


point models available with 

@ Re-order No. stamped right Dee or Long handle 
on.socket. Saves time—elimi- @ Handsome aluminum finish 
nates errors on blades 


EXTRA STRONG! 


Weight test proves 
ruggedness of new 
Ingersoll Xtra Lite 


Shovels 


WRITE TODAY FOR FULL DETAILS 


INGERSOLL STEEL DIVISION 


Borg-Warner Corporation 


NEW CASTLE - INDIANA 















These added sales come right from 
the " Heart’! SELL A MYERS water system as the “Heart” of a 


home, and you have a prospect for tie-in sales of a modern bath, an automatic 
washer or piping and fixtures for outbuildings and fields. A good water system 
does more than satisfy a need. It makes possible the extra benefits water can bring. 


he ty 
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MYERS OWNERS enjoy dependable, trouble-free water service. They have plenty 
of water, plenty of pressure, and they take pride in owning the finest water- 
supplying system money can buy. And they'll think first of you when they’re in 
the market for water-consuming equipment. 





THE MYERS LINE is complete. It includes the right water system for every installa- 
tion from summer cottage to the largest farm, You can count on quality crafts- 
manship and efficient service from every Myers system you install. 


For the “Heart” of 
your selling program 








THE F. E. MYERS & BRO. CO., Ashland, Ohio 
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bility for these phases of the busi- 
ness in three broad classifications 
among the three Husseys. 

Mr. Hussey is responsible for 
small tools and specialties. 

Stanley E. Hussey, his brother, 
is treasurer of the firm, and han- 
dles big equipment, and builder's 
and contractor’s items. 

Leroy Hussey, Jr., the son of 
the president, is responsible for 
housewares and appliances. 


————) 


Features Quality 
Tableware 


Forty patterns of fine dinner- 
ware and 45 patterns of American 
crystalware have been handled for 
many years to the profit of Norris 
Hardware Co. in Athens, Ga. “We 
have featured quality tableware 
for so long that our stocks surpass 
those of any local store. As a 
result, we have attracted trade 
from miles around,” says John 
Thurmond, manager. 

“We publicize these lines con- 
stantly, arranging special displays 
for all occasions from Valentine’s 
Day to Christmas, supplementing 
them with newspaper ads suggest- 
ing purchase of crystal, silver or 
pottery as gifts for any occasio: 

As soon as a prospective bride 
has selected her patterns a page 
is set aside for her in the bride’s 
book. Included are the name of 
both the bride and groom, address 
and telephone number of the bride, 
the wedding date, place of resi- 
dence after marriage and the 
birthday dates of both the pros- 
pective bride and groom. 


Name on Permanent File 

When the wedding has taken 
place the newlywed woman’s mar- 
ried name is removed from thé 
bride list and placed in permans 
files for future reference. 

Several weeks prior to a wei 
ding anniversary or birthday 
note is sent to the husband 
minding him of the coming event 
Knowing just what the woman 
needs to complete any of her tal 
sets enables Norris Hardware 
make suggestions leading to ext 
sales, 


Mr. Thurmond points out that 
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although few wives forget their 
husband’s birthday, many do not 
know what to get for the man of 
the house. Prior to a married 
man’s birthday his wife is sent a | 
note suggesting some lines of the 
hospitality type—-tumblers or 
stemware, shakers or decanters, | 
or barbecue equipment such as | 
ranch pottery, casseroles, colored 
glassware or stainless steel cut- 
lery. 

Early in the spring the company 
stages a tablewares fashion show 
at the University of Athens—that 
in 1953 featuring 20 tables set 
with fine dinnerware and high 
quality crystalware. At these 
shows girls of the home economics 
classes furnish flowers and other 
table decorations. They also act 
as hostesses. 


1,000 Invitations Issued 

One thousand invitations are 
issued to regular customers of the 
store, plus some to women who 
are not customers of the firm. 
Attendance is large for the table- 
wares fashion show. 

In May of each year the firm 
invites members of five garden 
clubs in Athens to hold their 
spring flower show on the store’s 
second floor. In addition to flower | 
arrangements there are five tables 
—one set by each club with china- 
ware, crystalware, silverware and 
decorative items from the store’s 
regular stocks. An award is given 
to the club having the most at- 
tractive table. 

Garden clubs receive the only 
special invitations issued fer the 
flower show. Ads in newspapers 
in neighboring towns and three 
ads in Atlanta papers help swell 
the attendance. 

Mr. Thurmond says of table- 
ware offerings, “We are firm be- 
lievers in open-stock patterns and 
have never carried clused-stock 
sets. Most young people buying 
large sets purchase them in pup- 
ular-priced patterns. Some young 
people buying a two or four-place 
set will want only better grade 
wares and gradually build their 
sets to accommodate a large num- 
ber of people.” 


AERATOR 
and 


CULTIVATOR 


NEW No. 8 
PUSH or PULL 
MODEL 


The OHIO SPIKE DISC has been a money maker in hundreds of garden 
supply departments for many years...soil aeration is one of the things 
most widely talked about in today's gardening and home magazines. 
And for this season, SPIKE DISC is out with a NEW PUSH or PULL (easy to 
operate) model designed for home lawn use. Send for more information. 


BE SURE TO SEE THE NEW OHIO HOME and GARDEN WHEELBARROW 


Now Available for Immediate Delivery 


POWER MOWER mopELs 


For easy attachm 












ent to m 
: Ost mak 
rh ech lawn mowers. No. 8H i 
reel type mower 
: $s. No. 
op draw bar hitch for large Se 
: garden tractors which ore or 9 
© equipped with q clevis wn 














Early in June the firm spot- 
lights tablewares for bridal gifts | 
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Manufactured by 


OHIO MACHINE PRODUCTS, INC., COLUMBUS, OHIO 










Manufacturers of the Dunham Hand and Fairway Water-Weight Rollers 


For more information write to our Exclusive Sales Agent 


JOHN H. GRAHAM & CO., INC., DEPT.HA 
105 Duane Street, New York 8, N.Y 
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not just sidelines 
but “self-movers" that bring in extra sales volume! 


‘Grant \y/ilson 


Stock ‘em... 


’ 
| | Show em... , 
in handy, popular size packages ti0% / 
that really sell themselves Sell CM... 


in today’s ‘do-it-yourself’ market 










ASBESTOS INSULATING CEMENT ‘at nine inaaee 


Handsome two-color 10-lb. carton stac! inte itten 
tion-getting, sales-making display in your Heating 
Department.” High grade asbestos insulating cement 

In easy-to-handle ten pound package—is ideal for home 
use. Needs only water. Saves customers repair charges, 
euts fuel waste . . for patch-work on boilers, hot 


water tank fittings, ete Packed 6 cartons to case 








ASBESTOS FURNACE CEMENT 


Attractively packaged in handy 1, 2, 6 
and 10 pound cans—-highest sales appeal, 
profitable repeat business— virtually welds 
metal castings together. Assures fire-safe, 
smokeless, acid-proof, odorless and leak 
proof joints. Every Furnace— cast iron or 
steel—Boller, Stove, Heater, Incinerator, 
Conversion Job and Smoke Pipe connec 
tion needs frequent repair-—this Furnace 
Cement does it. Always easy to use. Cans 


\ a 
a ® 
are packed in Cartons 





aa 
Gey ce 
2 fey Wikson, imc., CHICA 





HANDY ASBESTOS ROLL 


Convenient “carry-home” roll of asbes f 
tos weighs only 10 pounds .. . contains / 
60 lineal feet in 18 inch width. Attrac- rt ase 
tively packaged in easy-to-display red, “a £53 


white and blue wrapper. Ready to dis 
play and sell! Many practical uses... . 
wrap pipes, casings, ductwork; protect against 
flames or high temperatures. Fireproof; vermin, P > 
rodent, acid resistant. Packed 10 rolls to a case. =~ 








ASBESTOS-ALUMINUM 
HOUSEHOLD ROLL 


Popular 12” wide roll of flexible asbestos 
and aluminum—laminated, 120” long 
Cellophane wrapped, label lists many of 
its countless household uses . . sells 
itself on display. Flexible, strong, wash- 
able . .. yet fire-proof, rot and rodent 
resistant. A proven fast seller .. and 
sales repeater . for kitchen, garage, 
workshop and other applications. Packed 
24 rolls with 2 display trays in each 
-‘arton 








141 W. Jackson Blvd. 
Chicago 4, Ill. 


. .. ASBESTOS and INSULATING MATERIALS a 
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in both store and window dis- 
plays. Last spring a bridal 
window featured 14 patterns of 
stemware and 18 patterns of 
dinnerware. A talking card car- 
ried the message, “wedding pres- 
ents today—Heirlooms tomorrow.” 
Billows of white net covered the 
floor and a series of steps were 
covered with green velvet leading 
to a bridal veil studded with 
orange blossoms. Camelias and 
white ribbons and billows of sea- 
green net added atmosphere 


Signs Tell The 
Complete Story 


Billboards and other signs are an 
important part of the promotional 
program that develops traffic for 
the Heyman Hardware Co. 

All roads into Danbury, Conn., 
where the company is located, lead 
to the store. Each of these roads 
is marked with a large billboard 
such as the one illustrated. 

A total of eight billboards are 
used. Some are owned by the store 
and the others are rented from two 
different advertising agencies 

Each of the signs features about 
four lines and is re-painted about 
once in two years, when the sign 
copy is generally changed. Each of 
the signs also lists different mer- 
chandise so that people realize the 
wide range of merchandise avail- 
able at the store. 

These billboards cost the com- 
pany from $35 to $50 per year, and 
are considered one of its most valu- 
able means of advertising. 





On of eight billboards that point 
the motorist’s way to the Heyn 
Hardware Co 
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“The Complete Book of Basement 
Improvement,” by Ralph Treves. 
This attractive, hard cover, well il- 
justrated book will make a valuable 
addition to your book shelf on do- 
it-yourself projects. The book con- 
tains carefully detailed instructions 
on how to build a basement play- 
room, TV room, office and study, 
dark room, utility room, etc., in- 
cluding all the necessary staircases, 
closets, bookcases, bars, etc. Elec- 
trical and plumbing work are also 
thoroughly covered. The illustra- 
tions are especially well handled 
The author is a well known home- 
craft expert, whose writing on 
homecraft projects appears regu- 
larly in many newspapers and con- 
sumers magazines. Published by 
A. A. Wyn, Inc., 23 W. 47th St., 
New York 36, N. Y. Price $4.95. 
174 pages. 

* - oa 


“Credit Manual of Commercial 
Laws, 1954 Edition’’—is a book ex- 
ecutives will want to keep on their 
desk as a guide on legal phases of 
business from buying merchandise 
through collection of accounts. The 
new edition is important for 44 
state legislatures met during 1953 
and enacted many laws and amend- 
ments to commercial laws. The 
1954 Manual has a new feature, a 
quick reference service section on 
the definition of balance sheet 
terms, financial ratios for 70 indus- 
tries, and interest tables. National 
Association of Credit Men, 229 
Fourth Ave., New York 8, N. Y. 
Price $10, 810 pages. 


” 6 % 


“The Router, What It Is and 
Does’’—is a handbook for hardware 
stores to sell to amateur woodwork- 
ers. The handbook shows the ma- 
jor parts of the router, gives op- 
erating instructions, and contains 
about 100 line drawings and photo- 
graphs of the main applications of 
this portable electric tool. The 
handbook has been published by 
Stanley Electric Tools, New Brit- 
ain, Conn., to retail at 50¢. 
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‘House Cleaning 


Perfect Spring 


CAL-DAK 


LAUNDRY CART 


| | with Swivel Casters 4 9 5 
Extra sturdy, foldable frame © 


Extra large, SANFORIZED bag ‘*" "°* °"'** 
Advertised in Saturdy Evening Post, Hard- 
ware Week issue, plus Better Homes & 
Gardens, Sunset, Good Housekeeping. 





Manufacturer of work-saving quality housewares 







hacen L-DAK LAA, Two factories to serve you better (<*> —* 
Colton, California + La Porte, indiana 
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—Weight 


Now you con offer your cu 


master carton—3 each 


AT THIS 
VALUE / 


Retail Price $498 


Approx 


Baked on aluminum 
finished fire box. 

® Two red shelves on 
each side of fire box. 


e@ Red wind break on 
back of fire box. 








No. 542 
Height-20” Length—30” @ Strong, red folding 
Width—12%" Pack to tai 


Copper finished grills, 
with handle for lifting 
to refill fire box. 


22 Ibs. 








stomers a complete, new grill line, with plenty of 


snap and eye appedi. Perfect in design and efficiency —Just what any sports- 


man, picnicker or around-the-home user will want, and the new, handy “tote- 


carton" feature provides a 
complete grill line NOW, an 





Length 30 
2 Packe 
b ca 


200 Fifth Ave., New York 10, N. Y. 
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shipping 
Weight 12 Ibs 


compact, easy to handle unit. Stock FLETCHERS 


d be ready for the coming season's sales. 


V¥ has 
it? Por 
rton 


18" Width 12!/)" Sees ar. 4 oi ar’ g oh 
ENAMEL COMPANY: DUNBAR, W.VA. 
See us at HOUSEWARES Show Booth #755-757-759 

Merchandise Mart, Chicago 54, Illinois 

















Display Space Limited? 

How to display more merchan- 
dise in a small store without over- 
crowding is solved to some extent 
by the Garrett Hardware store in 
Newton, Iowa, which is only 20 ft 
wide by 50 ft deep. 

Owner Roy F. Garrett has vari- 
ous small, compact display units 
throughout the store. For example, 
one is a small, special wooden dis- 
play unit for chain and chain 
shackles (see illustration). 

Chain rests in the compart- 
mented base of the display. 
Shackles are attached to a pyra- 
mid top, enabling customers to see 
the different sizes and select the 
required one without difficulty. 



















Another idea of Mr. Garrett's is 
the wall display for galvanized 
ware, illustrated. This compact 
unit enables him to display these 
bulky items in quantity and in a 
manner in which they can be easily 
spotted from any part of the store. 
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Little Brown Jug2T I Love Thee.. 


MORE PEOPLE SING OUT FOR... 


LITTLE BROWN 
JUGS & CHESTS 


BREAKING SALES RECORDS _ 
YEAR AFTER YEAR 


In 1954 expanded facilities will produce up to twice as 
many of these famous name Jugs and Chests each day. 
An “all-out” dynamic consumer advertising program—by far 
the greatest in Hemp and Company’s 91 years—will really 
sell this top quality, full profit line to Mr. and Mrs. America. 















Contact your 
Jobber today! 





a 


PLUS. . MARKET BY MARKET PROMOTION 
USING TV— BILLBOARDS — NEWSPAPER. 


i‘, iy are | of 
‘HEMP AND wy ULE, INCORPORATED 


1954 MURRAY STREET, MACOMB, ILLINOIS 
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INCREASE PROFITS 
5% ORMORE & 


by buying Tacks and Nails 
from one source 


it’s a fact! By buying all your tacks, nails, 
staples, glazier points, rivets, glides, and 
other allied items from one source you 
can increase profits 5% or more... by 
savings on shipping charges, reduced 


paper work, faster handling. 





| WZ 
| / 
4 (wa 
Na 
< T W ; i 
v y 
/~/ 7 Raat a 
(21 
YQ | 





The products shown are but a representa 
tive few of the many sizes and types that 
ATLAS makes Ask your jobber for the 
complete list. Be sure to ask for ATLAS 
-the best known name in tacks and nails 
throughout the world 


swce ATLAS |. 


TACK CORPORATION 


FAIRHAVEN, MASS. * HENDERSON, KY. 


Makers of the largest variety of tacks 


and nails in the world 
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The LIGHT HOUSEKEEPER... 


“My sales are down,” this dealer says, and solemnly avows 

Bo cut his stock, his ads, his help-*A smart move” he allows. 

And so, he pares....and sales slump...(‘A bad sign’ he has oft said) 
$o, he cuts his stock, his ads, his help..(Repeat until exhausted). 
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Outdoor Broadcasts 
Lure Shoppers 


Shopping in a downtown busi- 
ness district is to be encouraged 
by letting shoppers hear soft, 
soothing music as they walk from 
store to store, for that is what 
merchants in Compton, Calif., are 
offering shoppers throughout the 
vear to build street traffic. 

Music reaches shoppers from 
loudspeakers installed on light 
posts that are connected with a 
central record player and micro- 
phone set-up. 

Broadcasting of musical pro- 
grams through outdoor loudspeak- 
ers is done by some communities 
during the Christmas season, but 
the Compton installation is be- 
lieved to be the first on a year 
‘round basis. 

The project was sponsored by 
the merchants’ committee of the 
Chamber of Commerce. Henry 
Forbes, of Imperial Hardware Co., 
is chairman of the committee. 

Classical and semi-classical mu- 
sic, without lyrics, is 
Announcements of special events, 


broadcast 


such as sales days or city-wide 
affairs, are broadcast through the 


microphone set-up. Advertisements 
or announcements are not broad- 
cast for individual merchants. 

Compton merchants have signed 
a three-year contract with a broad- 
casting company that specializes 
in the installation and operation 
of outdoor systems. Installation of 
equipment cost $3,500. 

Several merchants are consider- 
ing a tie-in with outdoor programs 
with loudspeakers in their stores 
tied into the outdoor system 


All This—And 
Exchanges, Too 


An eastern dealer recently sent 
us an order he received from a cus- 
tomer who wanted some nails. The 
order was written in long hand and 
was accompanied by a used, bent 
nail as a sample. 

The order read as follows: ‘Want 
2 doz. nails this size, 1 doz. 1 i 
longer same style, 6 nails 3 in. long- 
er little thicker and 1 doz, like the 
sample only very thin if you ha 
it.” 

The dealer reports that 
were several exchanges on _ this 
order. 


there 
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HAGER 


HARDWARE 


Silent 
Floor Salesman! 





Sells 42 different Popular 
items in only 22 square feet 


of floor space! 


Displays Household Hardware Right out 
front... reminds customers to Buy! Catch 
more customers coming and going with 
Hager’s new Handy Hardware Rack! 
You'll profit from the payoff in extra 
self-service sales! Almost a hardware 
department in itself for the Do-It-Yourself 
trade. Brightly packaged, clearly dis- 
played hardware swiftly sells itself to 
your store traffic! 

Set this rack up on your floor—find out 
fost why “Everything Hinges on Hager!” 
HAGER Uf, . y @ 
{T)_HARDWARE _ 


ae OO 








Attractively carded and packaged 
hardware in sturdy, crystal-clear plas- 
tic. All necessary screws included in 
separate section from hardware unit. 


santwa 


Macte a * 
ony o weer & Hagen . 


MARDWaRt 


MARDWaRE HAROWARE 


Wao . “sa is 
hey © 1 omy, . 
ntaoeane | ty @ | mony gy OY 


cy 
ARDWaARt HARDWARE MARDWaRt 








WAGte ,, 4 
Handy @) nace HAGte ~ 
PRD Wass ® + Hangy a j 


MAROWAR: | At ie HARDWas, | 
~~ ay 







Displays and 
sells from 
both sides 


Rack assembled in | 
minute 











Strong U-Channel steel 
construction—-non-slip 
rubber feet 56” high to 
top of display sign. 
Carries 42 different items 
of carded hardware (in 
half-dozen lots of each 


item)—you get complete 
rack and hardware with 
deal. 3 cartons, wt. 85 Ibs. 


Order Hager Rack Package No. 139 


From Your Jobber Now ! 
Profit-making deal for you— 








You get rack and all hardware No. 139 for.. . . $ 61.27 
You sell hardware for, . . . --- ss eee $102.12 
You make a first-time PROFIT of. ....... $ 40.85 


Order from Your Jobber Today or send for FREE information 
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TravElectric fe | 


EEE pag 


= = 


CURRENT CONVERTERS cs 
for Land...Sea...Air “+ 





JUST PLUG INTO CIGAR LIGHTER ON DASH 
Change 6 or 12 Volt D. C. 





to 110 Voit A. C. - 60 cycle 








Operates Test Equipment, 
All Electric Shavers 


$1195 


SIZE: 2''x2"’x3Y2" 


Travilectric MIDGET iis 


Model 6-11160, 60 Cycle, 10-15 Watts 
@eeeeeeeeoeoeeoe eee eeoeeeeeeee 


OPERATES | 
@ Test Equipment 
@ Turntables 
- Lights | 
@ Short, Long | 
Wave Radios 
@ Portable 
Phonographs 
@ Electric 
SIZE: 2V2''x2Y2"'x4r Shavers, etc. | 


Travilectric SENIOR = $1595 


Model 6-1160, 60 Cycle, 35-40 Watts List 
SCOCHCHCHHCOSESESSSSESEEEEEEEE 





OPERATES 
®@ Curling Irons 
®@ Radios 
@ Turntables 
@ Small Dictating 
Machines 
@ Test Equipment, } 
@ Electric Shaver | | 
@ Portable 
Phonographs 





SIZE: 4°'x5''x6" $2 95 


Travilectric MASTER ot 
Model 6-51160, 60 Cycle, 40-50 Watts 


OPERATES 

@ Wire 
Recorders 

@ Amplifiers 

© Soldering Iron 

® Radios 

® Dictating 
Machines 

@ Turntables 

@ Small Electric 
Drill 

@ Electric Shaver 





SIZE. 4°°x5'x6" 


TravElectric SUPER *97”° 


Model 6-71160, 60 Cycle, 60-75 Watts 








FULLY GUARANTEED 


See your Jobber or Dealer 


Terado COMPANY 


ST. PAUL 14, MINNESOTA 








In Canada Write: Atlas Radio Corp., Ltd. 
560 King St. West, Toronto 28, Ont. 
Export Sales Division: Scheel International, Inc. 
4237 N. Lincoln Ave., Chicago 18, Ill. U.S.A. 
Cable Address —Harsheel 
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Michigan Dealer Profits from Greeting Cards 





Greeting cards are now being sold at Frentz & Son's Hardware 
in Royal Oak, Mich., from a display rack placed between the toy 
and sporting goods departments to attract the attention of gift 
ustomers. The rack has four shelves holding 16 folder 
with stock 


minded « 
j / 


arried in enc losed shelving beneath 


Increases Impulse Sales of Light Bulbs 





creates 


A cartoon depicting a "bulb snatcher" caught in the act 

impulse sales of light bulbs for Multi Sales & Service Co., in Spokane, 

Wash. The cartoon is on top of a light bulb display rack which is 
placed so it is especially visible to customers leaving the store. 
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For extra value to both home buyer and builder... 












er ay! 


> 


AMERICA’S FINES# BATHROOM ACCESSORIES IN 


* chrome + 


Even in the most modest-sized bathroom, sparkling Hall-Mack 
chromium plated accessories will enhance its beauty and 


livability. There are Hall-Mack accessories for every style 





You can recommend 






The new Coronado 






Ash Tray adds extra 






utility, sparkling 


beauty a modern 






bathroom necessity ! 





As 






if 






Extendo-Bar, 
the attractive, modern 





a 

Yd 

t me Towel Rin 
towel bar... retractable Crystalero % si _ 

: r 

rods extend instantly for crystal-clear, 
stirrup-shaped Lucite 
extra drying space. . 
with a gleaming 


chrome base. 


1344 W. Washington Bivd. 7455 Exchange Ave 1000 Main Avenue 
HALL-MACK COMPANY Los Angeles 7, California bd Chicago 49, Illinois e Clifton, New Jersey 





Que 
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Demonstrations 
Pull Crowds 


Because musi people like to yet 
something tree Northern Farm «& 
Supply tiome Co. in Grand Forks, 
N. D., held a bonus demonstration 
last summer. It wasn’t advertised 
as a sale—there were no price re- 
ductions. Instead it was a big 
free show with bonuses given fo: 
watching demonstrations. 

Although held when farmers 
were very busy it attracted a large 
attendance of farm families. A 
large ad in a newspaper and hand 
bills announced the big party, the 
latter being delivered to farmers. 

Factory representatives were on 
hand. Those watching a painting 
demonstration received a_ paint 
brush as a reward. Women re- 
ceived plastic aprons for watching 
an electric ironer demonstration 
and there were flower bowls for 
seeing a washing machine in 
action. 

Men who bought power saws, 
during a demonstration, were 
given a blade at no cost. 

All farmers registering their 
names and addresses at the party 
were permitted to participate in 
a drawing for several items, no 
purchases being required. 

A big advantage of the show 
was that many watching the dem- 
onstrations asked questions about 
the wide range of products being 
shown. A number of sales of 
maior items were made during 
the show. 











_~_\ —_ 











HARDWARE HUMOR 








PR ALUMINUM ToTE-TABLES = \ s+ 


Pat. No. 2,618,524 

— 
Other Patents Pending 
wn j) * 








A eas 


MW FIRE BOWL BRAZIERS © 


y 








YK CHROME PAPER DISPENSERS 


1827-53 WEST WEBSTER AVENUE e CHICAGO 14, ILLINOIS | 
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America’s best value in miniature alarms. One key 
winds time and alarm, 40-hour movement. Metal 
case, baked enamel ivory finish. 

No. 120 Deal: Consists of three plain dial and three 
radium alarms, two of each factory-mounted on card. 





farmers 
a large 
lies. A 
id hand 














rty, the You SELL 
nee " 3 plain at $3.95 ... $11.85 
vicchaittantes “Little Pal” 3 radium at $4.50 . $13.50 
moe ae TE eccen $25.35 
yainting AE scccsees : . $17.10° 
| paint \ | I'l $ 8.25 
nen re- — 
atching 
stration Dependable pocket watch with ingenious stop 
wls for watch feature. Side slide starts and stops the action 
ln te for split record timing of sports, photography, ete. 
No. 220 Deal: Six watches factory-mounted on card. 
You SELL 
Saws, 6 at $3.95 ......... $23.70 
were “Sweep Stop Watch” i ee $15.96° 
$ 7.74 
r their 











P party 
pate in 
ms, no Jeweled with precision-ground genuine sapphires, 
shock-resistant movement. Chrome case, stainless 
steel back, leather —_ Gilt numerals and how 
markings, silvered metal dial. One year guarantee. 





















» show 


e dem- No. 122 Deal: Six watches factory-mounted on card. 
; about You SELL 
| being ” 6 at $4.95 $29.70 
Dart” : — 
les of Cost ..... Sis ).68 
: . $10.02 
during 








Shock-resistant movement, jeweled with genuine 
sapphires. Handsome gold plated case, stainless 
steel back. Gold plated expansion band. Full year 
written guarantee. 

No. 180 Deal: Six watches factory-mounted in 


R 


display. 
You SELL 
at $8.95 $53.70 
“Revew tens” . a 7 $35.52° 











WS) THE E. INGRAHAM COMPANY, BRISTOL, CONNECTICUT 
Send us complete information on Sentinel Time 
ee eT eee 
ATTENTION OF Ar ee ee ee 
Tyre or STORE i nen ee 
=. ee . 
Age. 1054 a . ZONE__ STATE 


DistriputTor’s NAME as _ 








, 1954 HARDWARE AGE, JANUARY 7, 1954 199 














en 
Y Glass 


RODS 


In Fact, They're the 
Best Selling Popular 
Priced Rods Made! 


We've been checking up and 
they tell us Premax Glass Cast- 
ing and Trolling Rods are best 
sellers in the popular priced 
group. 


And now Premax has done it 
again with a brand new Spin- 
ning Rod with glass blade and 
composition cork handle that 
can be retailed at $5.50 with 
the normal profit. 


You need the premax Line to 
meet competition in ‘54. It's 
the really complete line in the 
popular priced field. 


Ask your jobber. If he 
can't supply you, send for 
Bulletin, prices and name 
of nearest jobber. 


Pemax Poduch 


Division of Chisholm-Ryder Co., Inc. 





5401 HIGHLAND AVE., NIAGARA FALLS, N. Y. 
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NEWS and VIEWS 


Reports on Events Affecting the Hardware Business 





(Continued from page 10) 


Seek Revision Of 
P.O. Parcel Limits 


Strong pressure is being brought 
to have Congress restore parcel 
post size and weight restrictions to 
the larger previous limits. Congres- 
sional committee hearings are now 
slated to get under way early in 
January. 

A substantial portion of com- 
plaint to members is reported to be 
concerning the lack of uniformity 
in the restrictive regulations. For 
example, the former size and weight 
limits may be used for packages 
originating with second, third and 
fourth class offices but not with 
first class. 

Rep. Joel Broyhill, (R.) Va., has 
R. 2685) 
which would repeal the present size 
and weight law. The St. George 
subcommittee won’t go so far as to 
officially back outright repeal but 
it has criticized the present lack of 
uniformity. 


a bill now pending (H 


Color TV Broadcasts 
Seen Within 60 Days 


Biggest challenge to retailers in 
years results from Federal Com- 
munications Commission approval 
of color television standards. It is 
the green light for manufacture 
and sale of color TV receivers for 
the home. 

Problem over the months ahead 
for manufacturers and retailers is 
beating down of consumer resis 
tance to promotion of black-and- 
white set sales while the television 
industry is making the transition 
to a nation-wide color transmission 
basis. 

Aiding retailers is the fact that 
the system approved is compatible 

that is, all sets in use and being 
made will receive color programs 
in black-and-white. Other helpful 
factors are: 

Color programs on a limited net- 
work basis can be expected within 


60 days, but it will be a long time 
before all local stations will be 
equipped to rebroadcast color; color 
set production in 1954 will be lim- 
ited, best current guess being about 
200,000 sets; and prices will be al- 
most prohibitive for the average 
home owner, current industry esti- 
mates ranging from $700 to $1000. 
Some major firms won’t set up pro- 
duction till late this year because 
of the retail price which must be 
asked. 


1953 Housing Units 
To Top 1,000,000 


When final figures are in for 
1953, government statisticians ex- 
pect the total housing units put in 
place during the year to exceed 
1,000,000—equal to last year and 
somewhat above the annual average 
for the postwar period. 

Very close to $12 billion will have 
gone into non-farm housing during 
1953, the experts estimated. This 
will bring total outlays for housing 
in the postwar period to about $75 
billion. 

Government economists expect a 
slight drop of perhaps $1 billion 
in new housing expenditures for 
1954, if same conditions prevail. 
However, it is expected that Con- 
gress may modify housing regula- 
tions somewhat with respect to per- 
mitting longer and better terms on 
federally guaranteed paper. This 
is to bolster residential construc- 
tion; perhaps offsetting any drop. 


Railroads Willing To 
Cut Mail Rate Boosts 

The nation’s major railroads are 
expected to make a substantial cut 
in their six-month old request for 
a 45 pet boost in the rates they are 
paid for hauling mail. It is believed 
that they are prepared to backtrack 
and tell the ICC at hearings which 
started Jan. 6 they now want only 
a 10 pet increase. 

(Resume reading on page 11) 
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BUY NOW 


6) SAVE 1 Per Doz. } 


: ~ on America’s Biggest Selling Aerosol insecticides 
ke ork 
N\ 


7 ag 
\ us Me 








i. — 


in BOSTWICK’S SENSATIONAL EARLY BOOKING OFFER No. D-94 


A COMPLETE INSECTICIDE DEPARTMENT IN JUST 11/2 SQ. FT. 
. ONE DISPLAY... ONE LOCATION... FOR YEAR-ROUND SALES! 


KILL INSECTS FAST 
OR MONEY BACK 


You pocket an extra five dollars ($1 per dozen) on this basic assortment containing 
a guaranteed aerosol for every household insect problem. And you get, absolutely 
free, this exciting mass display unit. Order NOW! Limited offer good only while 





supplies last. 


Make $33.61 PROFIT ...41% MARK-UP 






































Total | 

You BUY Reg. Cost | Regular Retoil | Total | 

Per Doz. Cost | Each Retail 
ee en eee To ee t . | 

2 nn: No. 14B HEP (3°% DDT) $ 8.35 $16.70 $1. 09 $26.16 
4 + | 

1 doz. No. 17B SAFE-LEX (no DDT) 11.92 11.92 | 1.49 17.88 

1 doz. No. 12B ANT & ROACH SPRAY 9.28 9.28 | 1.19 14.28 
CPE ciel ae | 4 | 
1 doz. No. 55B DYNOL MOTH PROOFER 15.21 15.21 1.95 23.40 | 
+—-——_—_—____ + —__- -_——-+ + 4 

1 Self-Service Bin Display No. M62 FREE ee _—- | — 
—* 4 
5 Window Posters FREE —_—_— | —_|— | 
t —— 4 
5 Die Cut Counter Displays FREE -_—— | —_——— | —_—- j 
You would regularly pay $53.11 $81.72 

Less early booking bonus 5.00 








Your early booking offer cost nly $48.11 


NATIONALLY ADVERTISED 


IN LEADING MAGAZINES .. . 
McCall's, Women’s Home Companion, 








Self-service floor display — 
takes only 11/2 sq. ft. Only 4 ft. 
high, does not obstruct vision. 






Ladies’Home Journal, Good Housekeep- 






ing, Today’s Woman, Sunset. 






toc Sy for roi YOU GET Guaranteed BOSTWICK INSECT BOMBS 
BOSTWICK ANT end ROA’ FX FOR EVERY INSECT KILLING NEED! 


KILLER . - - Contains Chlordane. 


One spraying lasts f 








‘or weeks! 




















Kill Fly 


SAFE-LEX . 
Safer! Requires no DDT cautions on 


label. 


, All-purpose aerosol. 








DDT aerosol with m 
Over 15 million 
Non-flammable, 
d to kill fies, 







AMERICA’S —— 
INSECT 


ore 






3% 
-powered, 
HEP. --: Super- a 
features than bombs selling at $2. oe 
h-button vo 
Feather- touch, pvs 
pi when used as directed. Guoran ee 
peso bedbugs - - - other insects. 














h-Butt 






ble P 










. Used as directed, kills 
s no de- 





DYNOL . 
moths, e995 
posits or stains. 





larvae. Leave 






wasps, 






mosquitoes, 






} America's Largest Manufacturer of Aerosol Products... BOSTWICK LABORATORIES, INC., BRIDGEPORT 5, CONN. 
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EVERY HOME GARDENER 
A SURE PROSPECT 
for this 
Famous NORCROSS 


GARDEN GROWER 





It will pa t teature this highly us 

ful, versutihe tool in’ your Spring garden 
showing very home gardener is a pros 
ect 

10-inch diving reel with saw-tooth car 
bon steel blades Double-edge welding 
kite idjustable for depth. 5-prong de- 
tachable cultivator Shovel ettachment 


Lawn mower handle, adjustable for height 
Nttractively finished 
OTHER POPULAR NORCROSS PRODUCTS 


Cultivators (1, 3, 4, 5 prong) * Weeders 
Asparagus Knife * Full Line of Forks 


C. S. NORCROSS & SONS CO. 


Bushnell, Illinois 


Ask your Independent 


7 
Jobber - 
so’ b 


Su , 
Od 


Quality Garden Tools 
Since 1891 
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Hardware and allied 
trade events up-to- 
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issue 

















= . 
Convention Check List 
vent listed t | W 
.-¥ a k eck 
1954 6-18 Michigan Hardwar 
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8 New Y 1 IW > 
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; May 
8 Ala 1 1 € 
June 
> Tex WwW E 1dw As 
dw & 
A ) July 
Hy ' p “ 
* - August 
R c= { “ W 
31 Wa A Ww 
A WV } x ‘ 
Cc ca September 
1awe KD 
° 
National Events 
American Hardware Manufacturers Hotel, New Orleans, La. Secret: 


Assn. in joint convention with the 
Southern Wholesale Hardware 
Assn., April 11-15, at the Roosevelt 


AHMA is Arthur L. Faubel, 342 
Madison Ave., New York, New 
York. Managing director, SWHA 
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“You say theres Yas, the Johnson 


~ a well point with RE: HEAD 


NO GAUZE 
SCREEN ? anumniiaena 
























Snow YOUR CUSTOMERS this cut-away sec- 
tion, illustrating the heavy construction of 
the Red Head well point . . . the only non- 
clogging, V-shaped continuous inlet slot...and 
the only direct waterway without a pipe base. 





AAGAGEAAI 





‘eGeeee! 








As they can see, there’s a tremendous open 
area for water—and there’s absolutely no 
gauze jacket to clog up or rip away! 


There’s no necessity of carrying duplicate 
: stocks because the Red Head can be used 
Cut-oway section showing the heavy as a flush point—or as a drive point, it can 


construction of the ‘‘RED HEAD"’ drive “we 
wall guia, the condiegaian, U-duped be driven as hard as necessary under nor- 
continuous inlet slot, and the direct mal conditions. Available in 114” and 2” 


—, 





waterway without ony pipe base. 


sizes, it’s made of low-carbon steel, double 
galvanized, and it’s welded by a patented 
process from top to bottom into one 
solid unit. 


Ask your jobber or write for bulletin... 


EDWARD E. JOHNSON, Inc. 


ST. PAUL 14, MINNESOTA 
Well Screen Specialists Since 1904 
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A Hardware Week Special 








NOW 

A 

FINE 
PACKAGE 





Why Acrabore Auger 
Bits are Better: 


Acrabore Auger Bits, because 
they are precision machined, are 
accurate, are uniform in length, 
diameter and hardness. The nibs 
and shank are in line, no wob- 
bling or whipping. 


These bits are terrific...and they 
are now packaged and displayed 
for fast sales. 


IRHA 


Hardware Week Independe 
prvi 16 they 2 HARDWARE 
Tome 
a 








This is it! A dispensing display for Acrabore Auger Bits. 
Each bit packed in its own protective polyethylene bag 
... bits are on visible display but are kept in perfect 
condition, free of dust, dirt and handling marks. Rack 
is small enough to fit most anywhere and can also be 
hung on the wall. 


All open stock bits will be shipped in ‘these new bags... 
good for bin display, rack display, counter display or 
shelf stock. The bits are always protected from handling 
abuse. 


Each Rack Assortment contains: 


4— %” bits 4— \,” bits 4— ¥%” bits 
4 — Vie” bits 4— %” bits 3—1” bits 
4— ¥%” bits 


Rack and bits are packed together in an individual 
shipping carton. 


WEBSTER, MASS. 


A 

“RN h, ) 
BQ & INCORPORATED 
Da |S 


Manufacturers of Acrabore. The Precision Machine Made Auger Bit. 


Sales Agents: 


JOHN H. GRAHAM & CO. Inc., 105 Duane Street, New York 8, N. Y. 
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is T. W. McAllister, 814 Metcalf 
Bldg., Orlando, Fla. 


Bicycle Institute of America, Inc., an- 
nual convention, Jan. 18-24, at the 
Boca Raton Club, Boca Raton, Fla. 
Four component groups of the In- 
stitute—the Bicycle Manufacturers 
Assn., the Cycle Parts and Acces- 
sories Association, the Cycle Job- 
bers Association of America, and 
the Merchant Member Group— will 
hold a full schedule of business 
meetings with several general ses- 
sions of the Institute membership 
also on the agenda. John Auerbach 
is executive secretary of the Insti- 
tute with offices at 122 E. 42nd St., 


New York 17, N. Y. 


Garden Supply Shows (National), 
Jan. 12-14, 1954, at the Hotel Sher- 
man, Chicago, and Feb. 2-4, at the 
7list Infantry Regiment Armory, 
Park Ave. and 34th St., New York 
City, Sponsored by the National 
Garden Supply Marketing Bureau, 
1901 St. Paul St., Baltimore, Md., 
George E. Perry, director. 





| 

| Hardware Week (irha), April 16-24. 

Sponsored by the National Retail 
Hardware Assn., 964 No. Pennsy]l- 
vania St., Indianapolis 4, Ind. Rus- 
sell R. Mueller, managing director. 


Housewares Show (Western), Aug. 
1-4, at the Shrine Auditorium, Los 
Angeles, Calif. Sponsored by the 
Los Angeles Trade Fair, Inc., 1151 
South Broadway, Los Angeles 15. 


Industrial Supply Convention, May 
17-19, at New York City. Sessions 
at the Waldorf-Astoria Hotel. Con- 
ference Booth Program at Madison 
Square Garden. Sponsored by the 
American Supply and Machinery 
Manufacturers’ Assn., 814 Clark 
Bldg., Pittsburgh 22, R. Kennedy 
Hanson, general manager; the Na- 
tional Industrial Distributors’ Assn., 
1900 Arch St., Philadelphia 3, Pa., 

H. R. Rinehart, executive secretary; 

and the Southern Industrial Dis- 
tributors’ Assn., 712 Volunteer 
Bldg., Atlanta, Ga., E. L. Pugh, 
secretary-treasurer. 


Locksmiths’. Convention and Trade 
Show, May 15-16 at the Park Shera- 
ton Hotel, New York, New York. 
Sponsored by Locksmiths’ Conven- 
tion and Trade Show, Inc., Robert 

| Rognon, chairman, 110 E. 59th St., 

New York 22, New York. 


National Builders’ Hardware Exposi- 
tion, Sept. 26-29, at the Palmer 
House, Chicago. Sponsored by the 
National Contract Hardware Assn., 
John R. Schoemer, managing i- 
rector, and the American Society 
of Architectural Hardware Consult- 
ants, W. A. Mathewson, executive 
secretary. Administrative office of 
both groups at 420 Madison Ave., 
New York 17, N. Y. 
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the astounding new 


TRAV ELING lawn and garden sprinkler 
that AUTOMATICALLY WINDS UP THE HOSE! 


Reet SprinkKLER ~ 


-o- IT WILL TURN YOUR STORE INTO A 
“GREEN THUMB”’ HEADQUARTERS OVERNIGHT! 





SPER, 
TR Re 27 








Mr. Dealer— 


This sprinkler ig-fabulous . . . you’ll be your first 
customer because it ends forever the nuisance of 
hour-after-hawf, sprinkler moving and the bother- 
some chorg@f ‘hose winding. Propelled by the water 
it sprinkles, REEL SPRINKLER will follow a 
straight,path, go around trees, bushes, corners and 
other @bstacles or remain in a fixed position. It 
quietl¥sand efficiently follows the hose, winds it up 
and, wBen used with a shut-off valve, shuts itself off! 
This Yersatile lawn-and-garden sprinkler will auto- 
matically water an area up to 70’ wide by 125’ long! 
It can bé sed on new or established lawns and in 
flower or Vegetable gardens. Every home isa market! 


REEL SPRINKLER is built of quality materials 
and is scientifically engineered for years of depend- 
able, effortless pérformance. All steel construction, 
enameled in red and gréen for added sales appeal. 


It will be nationally advertised to the consumer mar- 
ket this spring, summer and fall. We'll supply you 
with window banners, stuffers, newspaper mats and 
counter cards. 


Test-selling plus recent news editorials.indicate 


a tremendous consumer interest and demand. So Don’t order any sprinkler until you first 
for multiple sales — and profits —- order yout REEL get these sensational facts! — 
SPRINKLERS now. Enjoy a profitable selling 
season. ! I 
1) REEL SPRINKLER COMPANY | 
t ¥812 North Westwood Avenue, Toledo 7, Ohio 
l 
Gentlemen: 
REEL SPRINKLER Co. | Please rush me your free 4-page catalog and prices on this ] 
great new lawn-and-garden sprinkler designed to give a 1954 
Toledo 7, Ohio | sales punch to my “green thumb” department | 
Nothing to wind up, pick up, carry or shut off! Your Name _ | 
ifai? =f g Store Name ___ —_ | 
wh fi sagii ; 
NO One SDIUKKWDY CAN DO ! Adare | 
PT a ee eee State | 
WHAT REEL SPRINKLER DOES | 
| 
i 
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See what’s behind 














Only Flexscreen 
Gives You: 


6 


THE ORIGINAL CURTAIN SCREEN... 
flexible folds of woven metal that 
glide open or shut at the touch 

of a hand. 


é 


ACCEPTED DESIGN LEADERSHIP ... 


graceful, traditional, adaptable to 
every fireplace. 


6 


THE NEW HOODED TYPE... 


just 3 sizes fit 90% of all fireplaces 
— easy installation by customer 


6 


COMPLETE PROFIT LINE... 


a full line of Flexscreens — with a 
full profit for you on every sale. 


6 


SALES ASSISTANCE... 

through regular Flexscreen adver- 
tising to your best customers . . . 
a national service organization. . 
and agg merchand 
geared to your selling. 





FEATURE THE TRUE... 


Cc 
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VOLUME...PRESTIGE... 
AND PROFITS FOR YOU! 





Volume? The new Hooded Flexscreen and 
the improved Frame Flexscreen are especially de- 
signed for over-the-counter selling from your stock. 
No installation problems . . . no call-backs . . . no 
post-mortems. Just good, clean sales—and plenty 
of them—with these Flexsereen leaders in the 
“packaged” fire-sereen field. And, in the “custom” 
trade —Flexsereen attached types are volume 


sellers, too! 


Prestige ? You don’t have to waste time on 
long-winded sales stories . . . your customers 
know, prefer and demand Flexscreen by name. It’s 
backed by 20 


years of forceful national advertising—and a 


the original flexible metal screen 


reputation for leadership in quality, design and 


utility that imitations cannot approach! 


Profits ? Flexscreen merchandising support 
combines with Flexscreen national advertising 
to pull prospects into your store—and sell them! 
We provide all the sales tools you need to build a 
high volume, high profit business in a rapidly ex- 
panding market 

Get the facts... 
tive--or write us at 154 North Street. 


see vour Flexscreen representa- 


REG. U.S. G&G CANADA PAT. AE 


by 
BENNETT - IRELAND INC. 


ry ie 4 
NORWICH, NEW YORK 





National Housewares and Home Ap- 
pliance Show, Jan. 14-21, ai the 
Navy Pier, Chicago. Sponsored by 
the National Housewares Majniufac- 
turers Assn., 1140 Merch:ndise 
Mart, Chicago 54. A. W. Budden- 


berg, executive secretary. 


National Retail Hardware Assn., an- 
nual congress, July 12-15, at the 
Fairmount Hotel, San Francisco 
Managing director, Russell R. Muel- 
ler, 964 No. Pennsylvania St., In- 
dianapolis, Ind. 


Southern Wholesale Hardware Assn. 
in joint convention with the Ameri- 
can Hardware Manufacturers Assn., 
April 11-15 at the Roosevelt Hotel, 
New Orleans, La. Managing direc- 
tor, SWHA, is T. W. McAllister, 
814 Metcalf Bldg., Orlando, Fla 
Secretary, AHMA, is Arthur W 
Faubel, 342 Madison Ave., New 
York, New York. 


Sporting Goods Show and Convention 
(National), Jan. 17-20, at the Mor- 
rison Hotel, Chicago. Sponsored by 
the National Sporting Goods Assn., 
1 North La Salle St., Chicago 2 
Secretary, G. Marvin Shutt. 


Surplus Dealers, Institute of, 3rd an- 
nual trade show and convention, 
Jan. 10-12, at Madison Square Gar- 
den, New York, sponsored by the 
Institute of Surplus Dealers, 673 
Broadway, New York City. 


Toy Fair—American Toy Fair, March 
8-17 at permanent show rooms, 200 
Fifth Ave. and 1107 Broadway and 
vicinity in New York City. Also 
temporary exhibits at Hotels Mc- 
Alpin and New Yorker. Sponsored 
by the Toy Manufacturers of the 
U. S. A., Inc., 200 Fifth Ave., New 
York. H. D. Clark, secretary. 


Regional Events 


Ace Hardware Corp, 30th annual con 
vention and exhibit, Jan. 25-27, at 
the Conrad Hilton Hotel, Chicago, 
Ill. Arthur H. Krausman, Ace 
Hardware Corp., 2355 S. Blue Island 
Ave., Chicago 8, is convention 
manager. 


Allen, Walter H., Co., Inc., 
stockholders’ meeting & Merchan- 
dising Show, Aug. 30-31, at the 
Baker Hotel, Dallas, Tex. 


annual 


American Hardware Supply Co., Mer- 
chandise Fair and Stockholders’ 
Meeting, Jan. 25-26, at company 
headquarters, 41 Terminal Way, 
Southside, Pittsburgh 19, Pa. 


California Gift Show, Jan. 24-29, at 
Los Angeles. Sponsored by the Los 
Angeles Trade Fair, Inc., 1151 So 
Broadway, Los Angeles 15. 


China, Glass, Gift, Toy, Housewares 
Shows, Jan. 31-Feb. 3, at San Fran- 
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ANOTHER SENSATIONAL SPECIAL 





70 SPEARHEAD YOUR SPRING SALES 


OF THE FEL W372), WOGUE ewe: 


MADE WITH TITANIUM! 
¥ QT. —1 QT.—1% QT. SIZE! 
NEW EVERKOOL HANDLES! 


What a deal! Three Federal Vogue saucepans 
at this terrific bargain price! Big volume! 
Sure-fire lead to more sales in the entire 
big-profit Federal Vogue line. 


E 
HURRY! STOCK PLENTY 
OF VOGUE! ORDER NOW! 


Packed 1 dozen to carton, shipping wt. 21 Ibs. 


COST TO YOU . $ 7.75 dozen 
SELLS FOR... 10.68 dozen 





R PROFIT 


t Slightly higher In distant points and Caneda 
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LOOK... ALL THIS TO HELP YOU CLI 


PRE-SOLD WITH BIG-SPACE 
ADS DURING FEBRUARY, 
MARCH, APRIL and MAY 

IN THESE TOP MAGAZINES 













FREE DEALER KIT AVAILABLE 
—BOOST SALES OF ENTIRE 
FEDERAL VOGUE LINE! 







ALL FEDERAL VOGUE ITEMS 
CARRY “ADVERTISED IN LIFE” LABEL! 





FEDERAL ENAMELING & STAMPING COMPANY, Pittsburgh 30, Pa. 
World's Largest Manufacturer of Enameled Ware 
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SMART! SANITARY! UP-10-DATE! 
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(REPPPAZIVAL?E 


Cellulose 
SPONGE OSH MOP 


A proven best-seller . . 
mop on the market. 


. unquestionably the best sponge 
Exclusive shape* easily reaches all 
corners of glassware and dishes. Lovely pastel colors and 
attractive sealed packaging give it instant buy-appeal! 
Available in colorful counter display box of one dozen or 
in assortment No. 1856 (see below). 


*Pat. Applied for 


> SEE IT AT THE SHOW BOOTHS 364-366 | 


Introductory Offer 


(good only until Aug. 31, 1954) 


FREE with each Assortment No. 1856 


6 additional SPONGE DISH MOPS 
(retail value $300) 


Boosts Retailers Profit to over 43% 
Order thru your wholesaler today 


famous name ... famous brand 


KELLOGG BRUSH MFG. CO. 
Westfield, Mass. 





ASSORTMENT No. 
best sellers—6 dozen of our fastest- 
moving brushes—with a full 372% 


1856. 


profit for the retailer. Attractive 
space-saver counter display 
free with assortment. 


rent 


208 


| 
| 








cisco, Calif.; Feb. 14-17, at Seattle, 
Wash.; Feb. 21-24, at Portland, 
Sponsored by Western Merchandise 
Exhibitors Assn., 1355 Market St., 
San Francisco 3. 

Coast-to-Coast Stores annual conven- 
tion and exhibit, Feb. 7-10, at Min- 
neapolis, Minn. Sponsored by the 
Coast-to-Coast Stores Central Or- 
ganization, Inc., 29 Main St., S.E., 
Minneapolis 14. 

Cotter & Co. annual spring Merchan- 
dise Show and Stockholders’ Meet- 
ing, Feb. 8-9, at company quarters, 
365 E. Illinois St., Chicago 11. 

Decatur & Hopkins Co., Spring Open 
House, Feb. 22-25, at company 
headquarters, 93 Berkeley St., Bos- 
ton 16. 


Franklin Hardware and Supply Co., 
convention and trade show, Feb. 1-2, 
at company headquarters, 918-28 
N. Delaware Ave., Philadelphia 23. 
The first day will be an Open House 
for visits to manufacturers’ dis- 
plays. Business meetings are sched- 
uled for the second day. 


Janney Retailers’ Conference and 
Spring Meeting, Jan. 11-13, at Min- 
neapolis, Minn. Sponsored by the 
Janney-Semple-Hill & Co., 22-36 S. 
Second St., Minneapolis 1, Minn. 


Marshall-Wells Stores Congress: at 
Duluth, Minn., Feb. 8-10; at Spo- 
kane, Wash., Feb. 15-16; Portland- 
Seattle branches Congress at Port- 
land, Ore., Feb. 22-23. Sponsored 
by the Marshall-Wells Co., Duluth 
1, Minn. 


Northern Wholesale Hardware Co. an- 
nual convention and trade show ten- 
tatively scheduled for Feb. 21-23, at 
Portland, Ore. Company is located 
at 805 N. W. Glisan St., Portland 9. 

Our Own Hardware annual stock- 

holders’ meeting and merchandise 

exposition, Feb. 15-17, at Minne- 
apolis. Sponsored by the Our Own 

Hardware Co., 618 No. Third St., 

Minneapolis 1, Minn. 


Sport Shows—New England Sports- 
men’s and Boat Show, Feb. 6-14, at 
the Mechanics Bldg., Boston, Mass. 
Detroit Congress Sportsmen’s Show, 
March 13-21, at the State Fair- 
grounds, Detroit, Mich. 


Texas Wholesale Hardware Assn. an- 
nual joint meeting with the Texas 
Hardware Boosters Club, June 17- 
19, at Galveston. Secretary-trea- 
surer, Howard Weddington, 1427 
National City Bank Bldg., Dallas. 


State Events 


Alabama Retail Hardware Assn., con- 
vention and exhibit, May 16-18, at 
The Admiral Semmes Hotel, Mobile. 
Association secretary, Mrs. Euna G. 
Ramsey, 1006 Frank Nelson Bliz., 
Birmingham. 
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Seattle, Arkansas Retail Hardware Assn., | 
> 


ortland, trade show and convention, Feb. 

chandise 14-15, at the Robinson Auditorium, 

rket St. Little Rock. Hotel headquarters, Wate. 
Marion Hotel. Association secre- ese 


tary. J. Wayne Tisdale, 908 Rector | 


gc Bldg., Little Rock. 

at Min- : 

by the California Retail Hardware Assn. 

tral Or- trade show and convention, Feb. 

it., SE., 7-10, at the Fairmount Hotel, San | 
Francisco. Association secretary, | A D D S A | EW D ESIG iN 
Kreuger B. Jacobson, Western Mer- 

ferchan- chandise Mart, 1355 Market St., 

* Meet- San Francisco 3. 

uarters, 

11. Carolinas, Hardware Assn. of, trade 


show and convention, Feb. 23-25, at 


Open Charlotte, N. C. Exhibits at Radio 

ea Center. Meeting place, Hotel Char- | 

t., Bos- lotte. Association secretary, Dwy- | Wate 
ane Laws, 118% FE. Fourth St., 


aly Co., Charlotte 2. 


spe 1-2, Connecticut Hardware Assn., conven- 
918-28 tion, Feb. 10, at the Hotel Bond, 
shia 28, Hartford. Association secretary, 
| House Ned Russell, Harris Hardware, 
“9 = Southport, Conn. 


Florida Retail Hardware Assn., con- A B E L L E K 0 G AN M A ST E R P | E C E 


vention and exhibit, April 25-27, at 
— and George Washington Hotel, Jackson- 
at Min- ville. Executive manager, W. W. f 


by — Howell, P. O. Box 183, Waycross, ‘a 
2-36 8. Ga. é ; 


finn. J 
Georgia Retail Hardware Assn., con- 


+ at vention and exhibit, April 25-27, at | | N M i RACI E- M 0 L D E D M E L M AC 





Spo- George Washington Hotel, Jackson- 
rtland- ville, Fla. Executive manager, W. 
; Port- W. Howell, P. 0. Box 183, Way- 
ynsored cross. | 
Duluth | 


Illinois Retail Hardware Assn., trade 
show and convention, Feb. 23-25, at 


it | SSos Stig oP: AT A NEW POPULAR PRICE! 














“23, at tion secretary, William F. Ewert, | 
_—s 1194 Merchandise Mart, Chicago 54. | 
Indiana Retail Hardware Assn., trade 
stock- show and convention, Jan. 26-28, at | XY , 
andise the Murat Temple, Indianapolis. As- | 7” 
Minne- sociation secretary, W. J. Sheely, 
r Own 964 No. Pensylvania St., Indian- | 
d St., apolis 4. 
: Intermountain Association, trade show 
ports- and convention, Jan. 24-26, at Boise, 
ae Idaho. Hotel headquarters, Boise 
Show, Hotel. Association secretary, Leon 
ee L. Weeks, 308 Continental Bank 
Fair- Bldg., Boise. 
lowa Retail Hardware Association, 
a convention and exhibit, Feb. 9-12, 
Texas at State Fair Grounds, Des Moines, 
e 17- Iowa. Headquarters and sessions, 
ee Savery Hotel. Secretary, Philip R. 
Jacobson, Mason City. 
illas. ' 
Kentucky Retail Hardware Assn., 
trade show and convention, Feb. 2-4, 
at the Brown Hotel, Louisville. As- 
» con- sociation secretary, D. W. Laws, 
18, at 501 Republic Bldg., Louisville 2. | 
obile. | 
na G. Louisiana Retail Hardware Assn., | 
Bldg, convention, April 11-13, at the MELMAC? DINNERWARE "GUARANTEED AGAINST BREAKAGE 
Buena Vista Hotel, Biloxi, Miss. | Written Guarantee comes with every package 
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SUPERIOR 


HEAVY DUTY 
STEEL LEGS 


TO MAKE TOOL 
STANDS ... COMES IN 
5 DIFFERENT HEIGHTS 





Model Length List per Set 
1420 20" $5.95 
1424 24" 6.45 
1428 28" 6.95 
1430 30" 7.45 
1432 32" 7.95 


All hardware included 


FOR MAKING 
WORK BENCHES 


Use Superior Heavy 
Duty Steel Legs with 
Heavy Steel Cross Supports 
for both Top and Shelf 


page PP 















Work Benches 6 feet 
long and as much as 

3 feet wide can be 

made by using Superior's 
HEAVY DUTY ALL STEEL 
LEG and WORK BENCH 
ASSEMBLY 


Complete with all hardware 
List only $1945 


All holes drilled for mounting 
top and bottom shelf. All that 
is needed is wood for top 
and shelf 

Write for full information on the 


Superior Home and Shop Equipment 
line. 


SUPERIOR 


PRESSED STEEL COMPANY 
Lansdowne St., Cambridge 39, Mass. 
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Secretary, David O. Mansfield, 226 
S. State St., Jackson, Miss. 


Michigan Retail Hardware Associa- 
tion convention and exhibit, Feb. 
16-18, at Grand Rapids. Headquar- 
ters, Pantlind Hotel; exhibit, Civic 
Auditorium, Harold W. Schumacher, 
Olds Bldg., Lansing &, manager. 


Minnesota Retail Hardware Assn., 
trade show and convention, Jan. 19- 
21, at St. Paul. Trade show at the 
Auditorium. Sessions at Lowry Ho- 
tel. Association secretary, C. J. 
Christopher, 2110 Nicollet Hotel, 
Minneapolis 4. 


Hardware Assn. 
convention, April 11-13, at the 
Buena Vista Hotel, Biloxi, Miss. 
Secretary, David O. Mansfield, 226 
S. State St., Jackson, Miss. 


Mississippi Retail 


Missouri Retail Hardware Assn., trade 
show and convention, Feb. 23-25, at 
the Jefferson Hotel, St. Louis. As- 
sociation secretary, Harry Scherer, 
1189 Arcade Bldg., 812 Olive St., 
St. Louis. 


Mountain States Hardware & Imple- 
ment Assn., convention, Jan. 26-28, 
at the Cosmopolitan Hotel, Denver, 
Colo. Association secretary, Francis 
W. Reich, 1233 Spruce St., Boulder, 
Colo. 


Nebraska Retail Hardware Assn. 
trade show and convention, Feb. 
16-18, at the Auditorium, Omaha. 
Association secretary, C. A. McCoy, 
325 Insurance Bldg., Lincoin 8. 


New England Hardware’ Dealers 
Assn., trade show and convention, 
Feb. 22-24, at the Hotel Statler, 
Boston, Mass. Association secre- 
tary, A. C. MacHardy, 185 Dart- 
mouth St., Boston 16. 


New York State Retail Hardware 
Assn., trade show and convention, 
Feb. 16-18, at Syracuse. Show at 
War Memorial. Sessions at Syra- 
cuse Hotel. Association secretary, 
Nicholas H. Kiley, Hills Bldg., 
Syracuse 2. 


North Coast Retail Hardware Assn., 
trade show and convention, Jan. 31- 
Feb. 2, at the Multnomah Hotel, 
Portland, Ore. Association secre- 
tary, D. D. Stewart, American 
Building, Seattle 4, Wash. 


North Dakota Retail Hardware Assn. 
convention, Jan. 26-28, at Fargo. 
Association secretary, Miss E. J. 
McGrann, 54% Broadway, Fargo. 


Ohio Hardware Assn., trade show and 
convention, Feb. 8-11, at Cleveland. 
Exhibit at Public Auditorium. Ho- 
tel Headquarters, Statler Hotel. 
Association secretary, John B. 


Conklin, 198 S. High St., ¢ mbus 
15. 
Oklahoma Hardware & Imp ement 


Assn., trade show and convention, 
Feb. 2-4, at the Municipal Audi- 
torium, Oklahoma City. Associatior 
secretary, Robert K. Thomas, 515 
Midwest Bldg., Oklahoma Cit 


Pacific Southwest Hardware Assp, 
trade show and convention, Feb 
16-18, at Long Beach, Calif. Ex- 
hibits at Auditorium. Meetings at 
Wilton Hotel. Association seers 
tary, A. C. Kammeier, 416 W. &th 
St., Los Angeles 14. 


Pennsylvania and Atlantic Seaboard 
Hardware Assn., trade show and 
convention, March 2-4, at the Chal 
fonte-Haddon Hall, Atlantie City, 
N. J. Association secretary, W 
Glenn Pearce, 1616 Walnut St 


Philadelphia 3. 


South Dakota Retail Hardware Ass 
trade show and convention, Apri 
6-8, at the Coliseum, Sioux Falls 
Association secretary, O. R. Bails 
1300 S. Jefferson Ave., Sioux Falls 


Tennessee Retail Hardware Assn., 
convention, Feb. 21-23, at the Noel 
Hotel, Nashville. Association sec 


retary, Morris Jones, P. 0. Box 784, 
Nashville. 


Texas Hardware & Implement Assn 

trade show and convention, Jan. 25 
27, at the Plaza Hotel, San Antonio 
Association secretary, R. M. Souder 
822-823 Texas Bank Bldg., Dallas 2 


Tri-State Hardware & Implement 
Assn., trade show and convention, 
Feb. 8-9, at the Herring Hotel, 
Amarillo, Tex. Association secre- 
tary, M. D. Shepherd, Canyon, Tex 


Virginia Retail Hardware Assn., trade 
show and convention, Feb. 7-10, at 
the Hotel Chamberlain, Old Point 
Comfort, Va. Association secretary, 
G. T. Omohundro, Jr., Scottsville, 
Va. 


Western Retail Implement & Hard- 
ware Assn. trade show and conven- 
tion, Jan. 18-20, at the Municipal 
Auditorium, Kansas City, Mo. Asso- 
ciation secretary, William J. Shaw 
3915 Main St., Kansas City 2 


West Virginia Retail Hardware Assn. 
trade show and convention, Feb 
22-24, at the Daniel Boone Hotel. 
Charleston. Association secretary, 
James C. Fielding, 1628 McClung 
St., Charleston 1. 


Wisconsin Retail Hardware Avssn., 
trade show and convention, Feb. 2- 
4, at Auditorium-Arena, Milwaukee. 
Association secretary, H. A. Lewis, 
Stevens Point, Wis. 
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THE FERRY CAP & SET SCREW CO. 


2155 SCRANTON ROAD @e 








“SHINYHEADS” 
America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws — 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 90,000 p.s.i. 
Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel —bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size —not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specified, 
with flat and chamfered machined 
point. Nut end, oval point. Land 
between threads shiny, bright, 
mirror finish. Carried in stock. 


ca 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


e CLEVELAND 13, OHIO 


“HI-CARBS” 
Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 


SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producing 
Cup Point Set Screws by the cold 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves of different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Steel in- 
sert — steel covered. Finish: plain, 
zinc plated, cadmium plated. Size: 
9/16", 3/4",15/16"across the flats. 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 





/ 
7 
j 
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Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 215. 


(Continued from page 13) 


with two compartments and remov- 
able tray, $4.95. Items remain spot- 
less with constant use, will not 
show finger marks or smudges. 
Peoria Metal Specialty Co. 


For more data circle No. 8 on postcard, p. 215 


Diagonal Side Cutter 

This S57 Diamalloy 
joint, diagonal side cutter is drop 
forged of Diamalloy steel and has 


—s- 


electronically hardened cutting 
edges. Jaws are extra strong and 
tough. Tool has gun metal finish 
with polished head. Each tool comes 
individually boxed. Diamond Call 
Horseshoe Co. 


For more data circle No. 9 on postcard, p. 215 


7-in. box 


Air Conditioners 

Available in %, *;, and 1 ton 
sizes, the 1954 line of all-season 
air conditioners features electro- 
magnetic push-button weather con- 
trols. Eight color-coded push-but- 





circulate, 


dehumidify, 
filter, ventilate, exhaust and heat 


tons cool, 


the air. Other features include 


flush mounting, special direction 
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louvres which can be moved to dis- 
perse air in any direction, fully 
automatic thermostat, inner cabinet 
made of copoly plastic, 100 pet ex- 
haust system, double filtering proc- 
ess, Silence-Guard sound deaden- 
ing material to reduce noise, two- 
speed blower system, and all steel 
weather-proof outer cabinet. 
Fresh’nd-Aire Div., Cory Corp. 


For more data circle No. 10 on postcard, p. 215 


Portable Router 

Small, lightweight portable rout- 
er, the H15 Handicrafter, makes 
wood joints for tables, bookcases, 
chairs, storm windows and screens, 
performs inlay operations, mortises 





doors, dovetails drawers, etc. It is 
a 27,000 rpm., 14 hp. machine, 
weighing 3 Ib. Features include 
micrometer depth adjustment, shaft 
lock for changing bits, sealed type 
ball bearing motor and full polish 
finish. Operates from any light 
socket, 115 volts, A.C. or D.C.; ean 
also be supplied in 125, 150 and 
230 volts. Retails for $39.95. Stan- 
ley Electric Tools. 


For more data circle No. 11 on postcard, p. 215 


Aluminum Panels 

Reynocell sandwich-type panels 
consist of two outer sheets of em- 
bossed aluminum bonded with heat 
and pressure to a core made from 
resin-impregnated paper formed 


into a figure-eight honeycom! con- 
struction. Can be used for such 
items as desks, drafting boards, 
doors, platforms, cabinets, sign 
boards, display fixtures, tables, ete. 
Available in sizes up to 57x16 ft., 
panels are made in_ thicknesses 
ranging from 1 to 4 in. Outstand- 
ing qualities are their light weight 
and thermal and acoustical insula- 


tion. Available in embossed pat- 
terns including leather’ grain, 
square, diamond, rib lengthwise, 


and wood grain designs. Reynolds 
Metals Co. 


For more data circle No. 12 on postcard. p. 215 


Hand Reamer 

Reamer No 99-71 (illustrated) 
reams from 1% to 5/16 in. in wood, 
sheet metal and plastic. It is de- 
signed as accessory for company’s 
“99” Electronic Tool Kit and is also 





available complete with detachable 
handle. Other hand tools included 
in 1954 line are a 6 in. and 7 in. 
diagonal and an 8 in. side cutter, 
and No. 64 stand-off insulator plier. 
Xcelite, Inc. 


For more data circle No. 13 on postcard, p. 215 


Power Vises 

WiltOmatic power operated vises 
consist of a power unit attached to 
a conventional vise. It has adjust- 
able power stroke from 0 to “%4 in. 
Maximum jaw opening varies from 
3 to 9 in., depending on size of vise. 





Power stroke is activated by foot 
or hand control. These air-hydrau- 


3) 


lic vises are available in 2!» t 
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a INVERTED © LANTERN 


ES the Hottest Selling NEW APPLIANCE 


for Sportsmen .-- 


Ss 
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INVERTED DESIGN FOR INCREASED SALES 
rated) Exclusive inverted design sets this lantern above and apart from all 
| wood, others. Ideal for night fishing because it casts no downward shadows 
7 de- and throws a brilliant 500 candle power flood or spot light. An amaz- 
pi: ing lantern packed with plenty of sales features. 
=) Kamplite BURNS LEADED GASOLINE 
KampLite uses the handiest fuel there is— automobile (leaded) gaso- 
chable line, as well as white (unleaded) gasoline. No wonder Sportsmen say, 
cluded “It’s the most convenient lantern | ever used". Patented lead-burning 
7 in. filter generator automatically filters leaded gasoline and prevents 
‘utter, clogging. 
plier. 
— @ KampLite is more powerful than any electric lantern. 
@ KampLite is the finest all around lantern on the market. 
@ KampLite design and features make every sportsman a 
prospect. 
vises 
ied to 
ljust- 
‘4 in. 
from 
vise. 
KAMPKOOK 
















CAMPSTOVE 


America’s Deluxe 
Camp stove — 














Compact, 
lightweight, the 
finest ever built. 


PORTABLE REFRIGERATOR 







@ Brilliant new styling 






@ Priced as low as $9.95 
KOOKLITE 


tern— 
ing 2-in-1 Stove and Lan 
BURNS TEADED GASOLINE. — 
i | Seat Shellbox—Perfect “ 
sais —combination shellbox © 
‘enable sponge rubber seat. 





@ Lightweight aluminum or colorful steel 
exteriors 






@ Polished aluminum interiors 


@ Fiberglas insulation 





SIX DIFFERENT SIZES 
MODELS IN EVERY PRICE RANGE 





ORDER FROM YOUR DISTRIBUTOR... FOR HIS NAME WRITE: 


AMERICAN GAS MACHINE CO. 


ampKold 


. DIVISION OF QUEEN STOVE WORKS 
ampLite ALBERT LEA, MINN. 
ampKook 
FEATURE THE FINEST ooae 


for More Sales and Increased Profits 
HARDWARE AGE, JANUARY 7, 1954 
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WHAT'S NEW 





@ For more information on these products and services 


use free post card on page 215. 


from $91.19 to 
Kits for converting manual- 


in. sizes, priced 
$238. 
ly operated vises into WiltOmatics 
are available from $76.13 to $154 
Kit consists of hydraulic head, con- 
vertor, foot or hand control and 
hose. Wilton Tool Mfg. Co. 


For more data circle No. 14 on posteard, p. 215 


Cutlery Set 


Six-plece Regent Cutlery Co 


Sheffield steak knife set will retail 


for special price of $3.49 during 





Week; 


Stainless steel 


Hardware regular retail, 


$4.95. cutlery is 
packed in attractive window box 
Full ) Tool ( ‘Ox, Ine. 


For more data circle No. 15 on posteard, p. 215 


Fluorescent Ballast 

Kor switch- and rapid-start fluo- 
rescent lamps, this new ballast is 
smaller and lighter than previous 
high and is 
designed to facilitate heat dissipa- 


models. It is 1%, in. 
tion and mounting. Leads extend 
through elongated slots located 1, 
in. from base and halfway between 





214 


center mounting slot and corner 
mounting holes. This provides 
mounting independent of 


type used. General Electric Co. 


easier 
For more data circle No. 16 on postcard, p. 215 


Letterbox 

Letterbox No. 701 has three arm 
magazine rack, solid hinge action, 
and holds large size envelopes. 
Made of heavy sheet metal, it is 
finished in black or white semi-gloss 
enamel. Sits upright for display on 
shelves or counter. Retail, $6.50. 
R. G. Coffman Co., Ine. 


For more data circle No. 17 on posteard, p. 215 


Reel Power Mower 


Known as the Town House, this 
1X-in. reel-type electrically powered 
lawn mower has been added to the 
i954 line. It is self-propelled and 
has turf-gripping diamond 
tires that prevent sliding or slip- 
ping, 110 volt, 60 cycle, A.C. motor, 
combination belt and chain drive 


tread 


totally enclosed for maximum safe- 


—— ee, 
hooray 


— 
~ 





tv, and finger-tip controls. Cutting 
height is adjustable from 1% to 2 in. 
lair trade price is $96.25; West of 
Rockies, $98.45. Reo Motors, Inc. 


For more data circle No. 18 on postcard, p. 215 


Combination Fishing Rod 


Bristol Combo rod ean be switched 
> 


quickly from an 8 ft. 3 in. fly rod to 
a3 ft.6 in. bait casting rod ora 5 ft. 


6 in. trolling rod. This five-piece rod 
has a detachable, reversible cork 
butt and four sections of trinslu- 
cent green nyglax (tubular 
Reel seat is gold anodized with 
locking nut; ferrules are also gold 
anodized. Retails for $25. Other 
combination rods include Spinbait 
which converts into a spinning or 
bait casting rod and Saltrol, a salt- 
water trolling rod with a choice of 
two tip lengths. Sealand, Inc 


For more data circle No. 19 on postcard. p. 215 


¥iaSs). 


Signs for Homes 

This line of Economy Signs is 
designed for easy assembly by cus- 
tomer. Letters, motifs, stakes and 
brackets are cast from Government 
Standard aluminum alloy; panels 
are of wood that has been Prismo 
Processed to make them reflective 
on both sides, making each panel 
adaptable for double-faced signs 





4 BA Dy 


V B YOUNG) ~” 





Suggested retail price is $2.50, 


plus 10¢ per letter. Line is ser- 
viced by company’s representative 
and is presented as a package deal. 
Dealer discount is 40 pet and net 
cost of opening kit is $55. Display 
is given free with kit which con- 
tains $92 worth of merchandis 
McNulty Design Studios, Inc. 


For more data circle No. 20 on posteard, p. 215 


. 
Chain Saw 
New model of the 3-19 chain saw 
is called the P 3-19. Changes are 
designed to give saw more power 





(Continued on page 218) 
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a HARDWARE AGE SERVICE 
a A successful hardware dealer keeps up to date on 
sane . 
rit What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
| get you all the information you need, quickly. 
| 
FIRST CLASS 
PERMIT NO. 36 
$2.50, (Sec. 34.9 P.L.&R.) 
S ser. New York, N. Y 
tative 
» deal. a 
d net BUSINESS REPLY CARD ommamanes 
isplay No postage necessary if mailed in the United States a 
1 con- 
nator POSTAGE WILL BE PAID BY paamene 
p. 213 ‘ HARDWARE AGE —— 
— Please use this P. O. eae 
Box Address for Quick to ae 60 —- 
Check Cards Onl age Symon oe 
mi y NEW YORK 14, N. Y. mene 
Ss are —_—_ 
aioe Postcard valid 8 weeks only. After thot use own letterhead fully describing item wanted 1/7/54 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 

1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 
16 17 18 19 20 21 22 23 24 25 26 27 28 29 30 
31 32 33 34 35 36 37 38 39 40 41 42 43 44 45 
: 46 47 48 49 50 51 52 53 54 55 56 57 58 59 60 
| \ 61 62 63 64 65 66 67 68 69 70 71 72 73 74 75 
76 77 78 79 80 81 82 83 84 85 86 87 88 89 90 





ie a es nas RE TREE EET CEE eee VERE cccccccccccvesee : 
og Ee OR Oe EE Ee eee ee Er er Ter . 
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Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the ‘What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 





Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 


will be sent you on each item. 


Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
1 2 3 4 5 .) 10 11 12 13 14 15 
16 17 18 20 21 25 26 27 28 29 
31 32 33 35 36 40 41 42 43 34 
46 47 48 49 50 51 55 56 57 58 
61 62 63 
76 77 78 





















































A big help for busy deal- 
ers. Use this card for free 
information on new prod- 
ucts described in this issue. 
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FIRST CLASS 
PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 














BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 



















































































Please use this P. O. 
Box Address for Quick 
Check Cards Only 
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POSTAGE WILt BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 
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EXTRA DEALER PROFIT WITH COPPER BRITE’S FREE INTRODUCTION OF BRITE SILVER POLISH 
FREE TO THE DEALER 


y] free bottles of regular size BRITE SILVER POLISH 
packed with every 12 bottles of COPPER BRITE. 


EXTRA SALES 
attached to each bottle of COPPER BRITE, 


a free sample bottle of BRITE SILVER POLISH, plus free COPPER BRITE applicator sponge (illustrated above). 


PLACE THIS ON YOUR WANT LIST NOW! 
THIS FREE OFFER APPLIES TO 8 OZ. AND PINT SIZE — EXPIRES MARCH i, 1954 


COPPER BRITE INC., 1109 N. POINSETTIA PL., LOS ANGELES 46, CALIFORNIA 


, 


WHAT'S 


NEW 








and cutting speed. Bore size is 2 in., 
with corresponding 
speed. Engine holding devices have 
been take extra 
chain tight- 
ener has been added and guide bars 
treated with special alloy to last 
longer. Features retained from pre- 


increase in 


strengthened to 


horsepower. Positive 


vious model are automatic lubrica- 
tion float-type 
placed for easy two-positon cutting. 


and carburetor, 
Strunk Equipment Co. 


For more data circle No. 21 on postcard, p. 215 


Rotary Power Mower 
Cyclo-Mo mower 
now also comes in 18-in. model with 
features similar to those of the 20- 
in. model. 


rotary power 


It has four-cycle, 1.6 hp. 
engine, height adjustment from 114 
to 8'4 in., adjustable front grass 
chute which delivers grass cuttings 





evenly in a fine mulch, and wheel 
placement that permits closer trim. 
Cooper Mfg. Co. 


For more data circle No. 22 on postcard, p. 215 


Gasoline Filler Can 
All-purpose utility gasoline filler 
can, called the Eagle 215-A, is for 
use with outboard motors, gasoline 
power lawn mowers, power-driven 
garden and farm implements. Can 
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holds 2'% gal. of gasoline and is 
made of 26-gage galvanized sheets. 
It has dome-shaped, seamless body 
with leak- 
proof bottom; seamless drawn sta- 
tionary spout with Duo-Pour spout 


strong double-seamed 


cap that permits adjusting rate of 


flow; 7% in. flexible spout with 


brass strainer, and graduated oil 
measure of 14, 1/3, and % pint 
capacities. Eagle Mfg. Co. 


For more data circle No. 23 on postcard, p. 215 


Electric Outlet 


This 500 U-AD-M Duplex Outlet 
is designed to meet need for more 
plug-in locations. 
stall 
into wall, no holes to punch out, no 


It is easy to in- 
there is no metal box to screw 


extra clamps, soldering or taping. 
Each unit is packed in individual 
cardboard window box containing 
all necessary Entire 
housing acts as insulator; it can- 


components. 


not rust or corrode. Available in 


brown or ivory, outlet is for use 








“Dealers Grabbed 
the %s Display 
from our hands” 


WRITES DISTRIBUTOR 


lf you want the answer 
to the 3/18 Display 
Panel featured on the 


opposite page, read 
this typical reaction: 





t ING & CO. 
Ai, BB OO 


} deci NE 
UNG? BANGOR, MAT 
Gy 
J 


Mr. Alphonse Jacs 
Whiting-Adams Company, Inc. 
700 Harrison Avenue 

Boston, Massachusetts 


Dear Al: 


The Whiting-Adams 3/18 dis- 
play panel is a great success. 
In a few short weeks our sales-— 
men have sold more than 75 of 
them to our dealers at a cost of 
some $8,300.00. 


We were a little doubtful at 
first But -—— the dealers have 
literally grabbed them from 
our hands. They are obviously 
as enthusiastic about them as 
we are. 


The dealers tell us that the 
display panel is ideal for 
their use because it requires 
little space, contains a self- 
selling stock of brushes that 
satisfy all the home user 
needs, and is eye-catching from 
every standpoint. The dealers 
tell us it also solves their 
inventory problems since all 
the brushes are fast sellers. 


Let's have more deals like 
this where everybody gets 
good deal —— the consumer, the 
dealer and the wholesaler! 


Regards. 
Cordially yours, 


R. B. Dunning & ree 


Vice President 
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Payee Let This New 3/18 Display 
ea Build Your Painthrus 


Sales Quick 


This is the proven way to make more sales . . . make 





Sis ate 1008 18068 









more money on what you sell . . . and keep your 
inventories correct. The Display Panel does the 
work — all you have to do is give it a chance. 





HERE ARE THE BRUSHES AND PRICES IN THE 3/18 DISPLAY 
There is no doubt about it. This 3/18 












































Display Panel is the right, the retail-tested Quantity Suggested 
way to make more profits on paintbrushes, “2 Retail 
while at the same time giving yourself Style No. Dozen Size Thickness Price 
more sales opportunity and having a 
controlled inventory. WASP 3398 3 Vy Single 15 
Here are only a few of the things dealers 3 ] 20 
already making money with it say is right 3 1% 25 
about it — 2 2 "35 
; ‘“‘Because panel can be hung, it 2 
dis- leaves more shelf space for other HOMER 3100 1 Double 29 
eSS . 
= items.’ 1 1 1 49 
Pa “All brushes are in one spot. _— 1 -" "59 
tof have a complete paintbrush depart- 1 2; 98 
ment without taking up valuable floor 2 “ 
space.’’ 1 3 tay 
at “Prices are consistent. Customers 
lave BLACKBIRD 3127 1 1 Extra ae 
vei can see the good value offered for the 1 1V; paar 89 
3) = particular brush they want.’”’ 2 ouble jan 
as “Good coloring — attractively pack- 1 2 . 
aged.’’ 1 2” ls? 
t] ‘‘Keepers assure clean brushes as 1 3 2.59 
he . ” 
tied well as nicely packaged ones. 1 ‘149 
for “Allows customer good self-selec- 4151 V2 3 had 1.79 
if < tion.’’ Yn 3% 1.89 
hat ‘‘Automatically controlsinventory.’’ Yr 4 1.98 
ser Here’s a quick look. You display 18 dif- ARGUS 3300 Vy 4 %_"” 3.98 
teins ferent styles in exact proportion to the way 
a they will aot. There is ample stock for you Total Dealer Return 218.52 
11 to sell right from the board. You encourage 
a self-service which helps keep your over- 
\ head down. | per-capita alameda aati 
= Panel is only 21” wide by 34” high. WHITING-ADAMS COMPANY 
he Three-way Display. 1. Mount it as a 694 Harrison Avenue, Boston, Massachusetts 
Swinging display on hinges right in the I'm on! Please send me your 3/18 Display Panel complete with all the fittings and brushes 
shelving you use for paints. 2. Mount it listed above. The whole “deal” comes to me for $136.56, 
- flat on a wall. 3. Or, use as a stand-up 


counter display. It has a detachable easel. 
Full supply of chrome-plated brush- 
holder clips with each panel; also retail 
price tags. 


WHITING ADAMS 


Since 1808—and STILL the best brush made 
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AMERICA’S MOST SUCCESSFUL 


SPECIAL COMPOSITION 
RUBBER found only on 
CHICAGO’'s SILENT FLASH 
outwears stee!. Bigger wheels 
moke skating faster. Noise 
less! Shock absorbing! 


THE MIGHTY CHANNEL ARCH 
CHICAGO's exclusive ‘'Chan- 
nel Arch’’ is strong enough to 
support over 200 pounds — 


another proof of CHICAGO's 66 


‘CHICAGG” 


ruggedness. SILENT FLASH 
chassis is the same as the fa 
mous FLYING SCOUT shown 
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Silent Flash 


Tae ™ 


ee ~~ Pon } 
F205 = 


os ~~ — 
~, ~ net 
oS <=» ¥ 


~ rd 


H J wu we 
a) vn 

















a 






Noiseless! 
xf Shock Absorbing! 
X# Outlasts Steel! 


No question about it! The SILENT 
FLASH is America’s top performing 
roller skate! Jumbo rubber tires outlast 
steel... absorb shock .. . and skate with 
magic ease and effortless speed. Noiseless 
skating—indoors on rainy days or on side- 
walks. It's like putting wings on your feet! 


The SILENT FLASH is made only by the 
great name in skates for over 40 years 





Roller Skate Company 
4456 West Lake St., Chicago 24, Illinois 











WHAT'S NEW 





@ For more information 
on these products and 
services use free post 
card on page 215. 


with non-metallic sheath cable. 
Boxes come in display carton with 
fold-back cover. Pass & 


Seymour Co. 


cut-out 


For more data circle No. 24 on postcard, p. 215 


Air Conditioners 
New line of room air conditioners 
wrigreger five models ranging from 
» to 1% hp. Three Deluxe models 
have push- button comfort controls 
which provide a choice of ten set- 














models have 


Special 
dial-type controls with six settings. 


tings; two 


All are equipped with draft-free 
grilles individually adjustable to di- 
rect flow of air. Heating elements 
are included to give year 
use. Deluxe models are: No. AW- 
150D, 1% hp., retailing for $594.95; 
No. AW-100D, 1 hp., $449.95; No 
AW-75D, *, hp., $399.95. Special 
models are: No. AW-75, °4 hp., 
$369.95; No. AD-50 (illustrated), 
1) hp., at $319.95. Westingho 
Klectric Corp. 


‘round 


For more data circle No. 25 on postcard, p 


Magnetic Can Opener 

As a Hardware Week special, 
this No. 61-HM Hold-Tite magnetic 
can opener will retail for $3.49. It 
has magnetic lid lifter that prevent 
cut-off can lids from dropping into 
contents of can. Unit fits Dazey 
Wall Bracket and swings back 
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JEDAGES GLUE 


> F. TH 
CELEBRATES ITS ANNIVERSARY 


SPECH Al | OFFER Orgel 39 ; 






p 
Order 12 — Pay for 11 


List Price You Sell For You Pay 


































15¢ 
25¢ 
50¢ 


Bottles & Tubes $1.80 doz. $1.10 doz. 
Bottles & Tubes 3.00 doz. 1.82 doz. 
6.00 doz. 3.66 doz. 
10.20 doz. 6.23 doz. 
18.00 doz. 11.00 doz. 











4 oz. Jars 











8 oz. Cans 












16 oz. Cans 








, Le Pag 
For ae ° 






They f 
eneve a Ss. se, 
name. sed Le dy to ¥ 
mending. they ¥ od glue — rea " at glue 






Le Page's was 9° able than any 










GE'S. 
ster, Mass ducers of 
‘* jd's Largest for 
Worl’ packaged Glues Y tad 


’ STICK 


with 


| LEPAGE's 





Abo American Girl — Boy's Life — Mechanix 
IMustrated — Popular Mechanics — Popular Science 


LE PAGE'S, INC. — Science & Mechanics — Crafts & Hobbies — 
Gloucester, Mass. Family Handyman and Model Airplane News. 
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WHAT'S MEW 








against wall when not in use. It 
cutting 
wheel which opens all shapes and 


features patented - angle 





sizes of cans smoothly and easily. 
In shiny cadmium plate, it has black 
plastic handle. Dazey Corp. 


For more data circle No. 26 on posteard, p. 215 


Floor Covering Design 
This kitchen diagonal plaid de- 
sign in two colors, red and green, 
has been added to the Gold Seal ruy 
line of floor coverings. The two pat 
tern series, called Snowflake, are 
identified as 430, red, and 431 


1 


A 
ne hy S. 
ee sige Ses x; 
, mK 
rE 
a % 
6S LR 




















green. Design is available in a 
range of sizes from 6x9 ft. to 12x15 
ft. Congoleum-Nairn, Ince. 


For more data circle No. 27 on posteard, p. 215 


New Butt Gage Size 


Line of butt gages now includes 
4% in. size. Other gages in line are 
3, 3’ and 4 in. sizes. Gages cut a 
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clean, deep, complete profile of the 
hinge on both door and jamb by 
striking with a hammer. Made of 
hand forged steel, 3, 34 and 4 in. 
sizes retail for $1.50 each; 4% in. 
E-Z Mark Tools. 


For more data circle No. 25 on postcard, p. 215 


size for $2. 


Combination Lantern 

Here is a combination safety lan- 
tern and searchlight for motorists. 
Glass top of lantern body serves as 
fens for a flashing red warning light 
while powerful floodlight beam is 
directed forward illuminating the 
Known as No. 4804, 
unit has a pivot base for easy angle 


work surface. 





adjustment of both beams, a bail 
Wire carrying handle and an addi 
tional grip handle. Both warning 
flasher and searchlight have inde 
pendent switch controls which can 
also be operated” simultaneously. 
Body finish is red enamel with gray 
tone trim. Suggested retail price is 
$6.75. Olin Industries, Ine. 


For more data circle No. 29 on posteard, p. 215 
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Car Fountain Brush 


Called Wonder-Wand, this foun- 
tain brush for washing cars has 
two interchangeable heads, one with 
Durostyrene bristles and the other 
a DuPont sponge for smooth sur- 
faces. Water Aireator injects air 
into flow of water, breaking it up 
into many small streams to prevent 
splashing. Wonder Suds attachment 


has detergent chamber built-in; 


suds flow right from brush by flip- 
ping control which releases suds or 
gets clear stream. Unit bas brass 
hose connection and water control 
plastic bumper 


valve. Soft vinyl 


prevents L nit 
comes with 4 ft. aluminum handle 


marring surface. 





and attaches to garden hose. Re- 
tails for $4.95. Western = Home 
Products, Ine. 


For more data circle No. 30 on posteard, p. 215 


Utility Tray 

Plastic utility tray for use on 
toilet tank tops is known as the 
Puritan Toilet Top Tray. It) pro 
vides storage space for tissue boxe 
bottles and toilet articles. Tray fit 
any size tank and is held firmly in 
place by rubber suction cup leg 
Raised edge and two built-in com 
partments keep articles from. sli 
ping off. Available in eight colors, 
tray is finished in a swirl design 
Can also be used in bedrooms on 


dressers and night stands, and in 





refrigerator 
Century 


tables, 


kitchens on 
tops, window 
Plastic Products, Ine. 


For more data circle No. 31 on postcard, p 


sills, ete. 
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Water Softeners 


New line of Rapidayton sem 
automatic water softeners, know 
as the S-5300 series, incorporates 
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Westinghouse ELECTRIC HOUSEWARES 


DEALS 


FOR S-T-R-E-T-C-H YOUR DOLLAR SALE 





Limited-Time 
Consumer 
Price Offers 


TO BE FAIR-TRADED 
AT THESE PRICES 


eo- Westinghouse 
- Roaster- Oven 


ve) || Sm $3Q98 


recuiarty 44.95 











JAN.-FEB. ONLY Westinghouse pomp mnny 
he price offers shown on this 
age are made to stimulate 
a for the ally ie Pop-Up Toaster $] g%8 FOR JAN. -FEB $1995 
of 1954. All prices shown have FOR JAN.-FEB Only . . 4 Only —_— 







been fair-traded for months of 


$ 
January ond February only. reGuiarmty $21.95 


reGuiarty *22.95 


$s - 
EXTRA Steam or Dry Iron | Cook-N-Fryer ¢.... Tp 
DEALER $19.95 FAIR TRADE PRICE | $29.95 FAIR TRADE PRICE " J 
™~=) SELL FOUR SELL FOUR ape 
DISCOUNT . MAKE 40%! MAKE 40%! 
6a a AO. A: GENE OH ee; Ne: A 
B t $ il | pe ~*~ Westinghouse Westinghouse 
on Sameree gg) Grill-N-Waffler | .2kee Dry Iron 


NOT AVAILABLE a) $12.95 FAIR TRADE PRICE 


AFTER FEB. 28 $29.95 FAIR TRADE PRICE 
SELL FOUR | SELL FOUR 
MAKE 40%! | MAKE 40%! 
NE AS Se ei em ee sete: ee eee ol ee a, 


Electric Bed ORDER BIG! SELL BIG! 


Coverings, ORDER FREE MATS... BANNERS 


Hand Vac, Too! GET DETAILS LIBERAL S-T-R-E-T-C-H YOUR DOLLAR 
CO-OP NEWSPAPER PROGRAM FOR JANUARY 1- FEBRUARY 21 


® \ 1 | | [LLL] westincuouse ttectric corp., 
Electric Appliance Division, 


you CAN BE SURE...IF ” Mansfield, Ohio 


Westinghouse 
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Call Your 
Distributor Today! 





















Greenlee Chisels 
make lasting 





customers for you! 





When vou sell a Greenest chisel, vou are 





selling the means to fine workmanship and 


sure satisfaction. Each GREENLEE Chisel is of 


/ highest quality ... carefully balanced .. . 
' 

blade ts selected tool steel that long retains 
' 
its fine-cutting edge. Attractive green 
plastic handle provides comfortable, sure 
| grip. Available in Socket Butt, Socket 


Firmer, and Tang Butt types. Sell them in 
sets shown below for extra volume! Stocked 
by leading wholesalers. Write for 


complete information. 





Sets of four GREEN 
LEE chisels in hard 
wood cases. 


Sets of six or nine 
chisels in attractive 
plastic rolls. 


Sets of three chisels 
in metal-edge fibre- 
board boxes. 


GREENLEE 





GREENLEE TOOL CO., 1801 Herbert Ave., Rockford, Illinois 
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WHAT'S NEW 





an electrically-operated valve that 
requires no flow adjustment. Avail- 
able in four sizes, softener feattires 
mechanically - operated clock and 
switch, hot-dip galvanized steel 
tank with adjustable feet for level- 
ing on floor, and white ename! fin- 
ish. No brine tank is needed. 1 


» at 


sizes range from 8 to 14 gal. and 
from 25,000 to 70,000 grain size 
List prices begin at $159.50. Dayton 
Pump & Mfg. Co. 


For more data circle No. 32 on postcard, p. 215 


Electric Roaster Oven 
Everhot electric roaster oven, 

Model 952, bakes, roasts and cooks 

Cooking-well and inset pan have 











acid - resistant, porcelain enamel 
finish. Heavy-gage steel body has 
an 18 qt. liquid capacity. Other fea 
tures include large, cool plastic 
handles, self-basting cover, and pilot 
light which glows red when current 
is on. Insulated with Fiberglas, 
portable roaster can be used foi 
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How can you forget ? 
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See the Jowest thing for 





Booths 795, 797, 799 
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WHAT'S NEW 


outings. Retails for $37.95. Roaster 





fits on top of specially designed 
Utilitable, Model 953, which retails 
for $6.95. White enameled table has 
sturdy steel legs with rubber tipped 
feet; shelf provides convenient 
storage space. Tropic-Aire, Inc., 
Div. of MeGraw Electric Co. 


For more data circle No. 33 on postcard, p. 215 


Ready-Made Backsplash 


Extruded aluminum Chromedge 
backsplash assembly for counters, 
sink tops and vanitories combines 
back panel, cove trim and cap mold- 


FEATURING THE 


2.-IN=1 TABLE 


FOR YOUNGSTERS! FOR ADULTS! 
for play time, meal for buffets, TV snacks, 
time, desk time card games 








a axe 
TAN 


‘ TALL—FOR ADULTS 


| 
| 
| 


| FOLD FLAT 








Sore ai 


| TABLE AND CHAIRS 








ing all in one. Unit fits *, in. ply- catalog pages, glossy prints, ele 

wood tops covered with standard trotypes, newspaper mats and sell- 
high-pressure plastic laminates or ing copy. Lufkin Rule Co. 

other 1/16 in. coverings. Facing For more data circle No. 35 on postcard, p. : 


strip of counter covering slides be- 
tween grooves at top and bottom 
of backsplash, which fits tightly Compound-Leverage Plier 
against surfaces and is dustproof. 
Backsplash sections are available in 
8, 10 and 12 ft. lengths. Special 
extruded aluminum joiner strips 
are also available. B & T Metals Co. 


For more data circle No. 34 on postcard, p. 215 


Illustration shows bull-dog 
of this compound-leverage, m 


i 


ber band on handles holds quarter 


increases by 10 times the pressure 

Rule Promotion : T 
ule applied to handles. Teeth are deeply 
During Hardware Week, No. 460 milled and oil-tempered. Foryed 
Universal 6-ft. folding wood rule from alloy steel and chrome plated 
will retail for 59¢; it regularly re- to prevent rust, plier is 8 in. long 
tails for 79¢. Sales card is packed Four-position, adjustable jaws open 
with each box. Also available are te 14%, in.; slanting joint slot per- 





2012" TALL— 
FOR YOUNGSTERS 






@ Genuine Formica top table 24’ x 18” with 
SAFE! solid Masonite backing. 
@ Sturdy tubular steel legs with gleaming 


STURDY! lusterized finish. 
@ Smooth, stainless steel table-top molding. No 
LIGHTWEIGHT ! sharp edges. 
@ Non-skid, non-marking rubber feet. 
SPACE SAVER! @ FOLDING KIDDIE CHAIRS with 12” height 
seats support 500 Ibs.! In red, green, blue 
or yellow. 


BUCKLEY MANUFACTURING COMPANY 


Precision Metal Products 


4225 W. LAKE ST., CHICAGO 24, ILL. e VAN BUREN 6-6636 
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of rub- 


juarter 


dee ply 
Forged 
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S open 
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mits jaw adjustment 
with no wedging action. Non-lock- 
ing jaws permit instant release by 
slacking handle pressure. P & C 
Hand Forged Tool Co. 


For more data circle No. 36 on postcard, p. 215 


easy, close 


Wire Grounding Converter 

Snapit two to three-Wire Ground- 
ing Converter, catalog No. 95G, 
permits the easy conversion of a 
standard two-wire outlet for 
with three-wire grounded tools and 
fitted with three-wire 
polarized attachment caps. Conver- 
sion is simple and provides protec- 


use 


appliances, 


tion of three-wire caps against 


short circuit shocks and fire haz- 
ards. Caps and cord connectors are 
furnished plain; with cord grip; 


with cord grip and armor, ground- 
ed; and with cord grip and armor, 
not grounded. Three-wire flush re- 
ceptacles come grounded and _ not 
grounded = and 
riveted to 31, or 
plated steel covers. Cable 
Products, Ine. 


For more data circle 


can be obtained 
1 in. heavy gage 
Electric 


No. 37 on posteard, p. 215 


All-Purpose Vise 


Gyro-Vise No. 72% operates 


from, and rotates around, a stand- 
ard base. Vise moves in a full circle 


whether it is upright or flat. 


locks automatically in any selec 
wide and 


2)» in. 


position. Jaws are 
4\, in. 


It 
ted 


deep with maximum open- 


ing of 5 in. Overall height is 10!» 


in.; weight is 16 Ibs. Columb 
Vise & Mfq. Co. 


For more data circle No. 38 on postcard, p 


Lawn Sprinkler 


‘an 


Green Top Worthmore — lawn 
sprinkler of flexible Vinylite has 
lay-flat feature due to its wide 
oval shape. Spray holes are elec 
tronically punctured for added 


strength. Sprinkler is green on 


and red on bottom; spray holes 


top 


In 





FOR FAST TURNOVER...REPEAT PROFITS 
YOU CAN DEPEND ON 





jBURGESS \ 
tags - 


is 






@ 





Put these eye-catching self-service merchandisers 
to work for you and watch sales soar! The 12V 
holds one dozen Burgess cells also available 
in cartons displaying 48 batteries (48V). Also 
the No. 501, featuring nine, popular, all-chrome 
Burgess lights. All three displays specially de 
signed to give maximum “sell” in a minimum of 
counter space 





PECIALLY DESIGNED 


1R THE HARDWARE FIELD! 


New BURGESS Penlight 


It's the new sales sensation in 
pocket penlights. Beautiful all- 
chrome design. Uses Burgess No 
7 botteries for repeat business 
Complete with brilliant, 3-color 
counter merchandiser. 
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URGESS “2% 
\¢ . . P 


In metropolitan newspapers 

Sunday supplements alone, B 
advertising reaches nearly 30 
nation’s population each week 
tion, hard-selling Burgess ad 
ments headline the weekly iss 
Life, Post, Collier's, and all the 


standing Products +A Ha 


More Sales For You! 


MORE POWER TO YOU WITH “9 


BURGESS BATT 


BURGESS BATTERY COMPANY 


FREEPORT, ILLINOIS 


ing consumer magazines. Out- 


Hitting Advertising Program = 






ond 
urgess 
% of the® 
In addi- 


vertise- 


THERE'S PROFIT APLENTY 


ves of 


leant. IN POPULAR DEPENDABLE 
BURGESS 
rd FLASHLIGHT BATTERIES 


Here's how you can actually test 
the pulling power of Burgess 
Flashlight Batteries in your own 
store. Put one of those newly- 
designed Burgess counter disploys 
in one of your key traffic spots. 
Then sit back and watch that cash 
register ring! Another Burgess suc- 
cess story that's being repeated in 
hardware stores throughout the 
nation. Customers alweoys re- 
those familiar black and 
white stripes. That's why Burgess 
Batteries are naturals for quick, 
easy impulse sales. Why don't 
you get on the Burgess bend- 
wagon ... today! 





ERIES 
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SINGLE, WITH THIMBLE 
MATCH, WITH THIMBLE 


SHOP KING 


You used to pay more! Now! 
Wilton, the very best, costs 
no more than ordinary vises! 
That’s why Wilton’s Shop 
King is breaking sales rec- 
ords from coast to coast! 


See Wilton's complete Vise 
Display Unit! You'll sell more 
and make more from 

Wilton’s Display units . . . It 
shows the most — sells the 
best. Three different 
arrangements to choose from. 
1% square feet of counter 
space is all it takes. Write now 
for the whole story. 
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WILCOX - CRITTENDEN 






EYE HOIST 
SLIP AND GRAB 
WIRE ROPE SLING 
LARGE EYE SINGLE 


LARGE EYE MATCH Correct Size and Shape, 


Drop Forged, Best Quality Steel, 
Ample Cross Section at Critical Points 


They sell best because they’re known best and because 
they’re “dependable.” Wilcox-Crittenden’s Heavy and 
Shelf Hardware and Wire Rope Fittings are fast-selling 
profit-makers. The Industry knows them for safety and 
' efficiency. Stock W-C ITEMS, and build repeat business. 


Send for 1954 Hardware Catalog si id 


WILCOX, CRITTENDEN & CO., INC. 


*A CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 


complete vise department 




















eo by Wilton 


THE FINEST NAME IN VISES 


MFG. CO 
in| 1@ \CLOmnr mule), (@1n) 


Dept. a-i 


WILTON TOOL 


925 WRIGHTWOOD AVE 













USE HANDY COUPON! Gentlemen: Please send me your new Free Catalog : 
Name Side ' 

WRITE NOW FOR — Ss 
FURTHER INFORMATION Address a = 
City __Zone__State 1 

ete tien maana maa a 


BwHaT’s NEW 


@ For more information 
on these products and 
services use free post 
card on page 215. 





green section prevent washing out 
flower beds through excessive soak- 
ing. For special soaking red side is 
turned up. Unit is electronically 
sealed. Available in 25-ft. length to 
retail at $2.98; 50-ft. length, $4.75. 
30th sizes are fitted with metal end 
clamps for flushing. Plymouth Rub- 
ber Co., Ine. 


For more data circle No. 39 on postcard, p. 215 


Reel Service Kit 

Parts Kit No. 790 furnishes re- 
placement parts for fresh 
level-wind reels Nos. 1581, 


water 


1529, 





In sturdy, clear 


1600. 


1500 and 
plastic container, kit contains left 
and right stand screws, left and 
right plate click pawls, 
| pawls, level-wind worms, handles, 
pawl cover screws, click springs 
and rivets, click buttons, handle 
nuts, pawl covers, line guides and 
Reel Parts Service Manual. Kit 
lists for $20. Ocean City Mfg. Co. 
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screws, 


Lunch Box Accessories 


Lustro-Ware sandwich box, pie 
box and cake box fit easily into 
lunch box, purse or pocket. Made of 
clear plastic, boxes are light and 
compact. Tightly fitting cover pre- 
serves food’s freshness. One sec- 
tion of cake box can be reversed to 
form a square container for rec- 
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TWO PURE BRISTLE PAINT BRUSHES 
FOR LESS THAN THE PRICE OF ONE! 


3" Double Thick Varnish Brush Value $1.29 
1" Varnish Brush Value _—.20 


RETAIL COMBINATION PRICE 99' 
FOR BOTH BRUSHES ..... ONLY 


@ Packed 2 Doz. Sets to a Carton 
@ Dealer's Cost $16.00 per Carton 
@ Dealer's Return $23.96 per Carton 


SPECIALLY WRAPPED AS 
SHOWN FOR YOUR NATIONAL 
HARDWARE WEEK BUSINESS 


Second Premium Offer JOP SPEED Wall Brushes 


all pure black bristle, all 3 inches long 


THE GOOD HOUSEKEEPING SEAL OF APPROVAL 
IS IMPRINTED ON EACH COLONIAL BRUSH 











OGy ed by » 
Good Ho Use eping 





3” Size 31,” Size 4” Size 

REG. PRICE $2.59 REG. PRICE $2.98 REG. PRICE $3.98 
= RETAIL AT 1.79 RETAIL AT 1.98 RETAIL AT 2.49 
— Ce Dealer’s Cost $14.40 Doz. | ae =i ae Dealer's Cost $16.00 Doz. ‘ : Dealer's Cost $20.00 Doz. 





PACKED '2 DOZ. TO BOX PACKED 1/2 DOZ. TO BOX PACKED '/2 DOZ. TO BOX 


COLONIAL BRUSH MANUFACTURING COMPANY, INC. 


160 WASHINGTON STREET, NORTH—BOSTON 14, MASS. 
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MmWHAT’S NEW 


SELL comfort, warmth, 


GAS HEATERS 


8 Fully Vented Heaters 
5,000 BTU to 85,000 BTU 


22 Unvented Heaters i ciliate as a sti a 


000 BTU + )00 BTU and manu red qase es CTd.LTy 
Write your jobber or direct for complete catalog is Lae ot tt % \ i 

| I" 
Maan STAMPING & STOVE CO., Huntsville, ata. 








i 
i 
| 
| 

4 
\ 

i 


E.R. WAGNER MFG. CO., MILWAUKEE, WIS. 
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cants or coolants. 


HARDWARE AGE, 





tangular cuts of cake. Boxes have 
full color labels suggesting use of 


each unit. Ridges in cover and bot- 





tom permit safe stacking for mass 
point-of-sale display. 
retails at 25¢, pie box at 19¢, and 
cake box at 29¢. Columbus Plastic 
Products, Inc. 
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Sandwich box 


Tile Drill 

This carbide tile drill comes in 
It has 
carbide spear point 


nine sizes, from '% to °, in. 
an extra long 
brazed in a slotted steel shank. De- 
signed and ground to give faster 
penetration and cut clean holes in 
porcelain, ceramic _ tile, 
building tile and = similar hard, 


marble, 





fragile materials. For use in powe1 
hand tools, drill requires no lubri 
Super Tool Co. 
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Storm-Screen Door 


Duo-Dor all-aluminum combina- 
tion storm-screen door can be easily 
installed by the home owner him- 


(Continued on page 234) 
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* WARRANTY ON 
EVERY MAT! 


Here’s proof of superiority! Through years 
of sales leadership, we KNOW our Pro- 
tex triple baked-enamel finish is abso- 
lutely the finest quality there is—and 


ON THESE HARDWARE WEEK SPECIALS ! we're backing it up with the first and only 


Assortment +1450 Featuring Assortment +1349 Featuring ee 
Colorful NEW Gay-iin Design Popular NEW Pearl-TEX Design 





es in 
larble, 
hard, 
















































































eect, Qty. Size Retail | Total Qty. Size Retail | Total fllus 5 0 %e PR @) FIT! 
6 | 18” x20"| $ 1.29 ea. | $7.74 , we x a ae == st Here’s the kind of deal you need in today’s 
’ ” ” 2 Xx : ea. : . “4: ° 
6 Sh ~M 1.19 eo. |_ 7.14 6 14” x17" 99 ea. | 5.94 tighter market—top-quality merchandise, 
ois Wes.) 5 2} 12” x20” | 1.09 eo. |_ 2.18 at prices that give your customers real 
= cate sai = = a: 221 = value—and still earn big profits for you. 
2 Stainless Steel 14” x17” | 2.59 e0.| 5.18 4 Hot Dish Sets 89 e0.| 3.56 Compare value, compare prices, and 
Full-Color Catalog Total $29.00 Full-Color Catalog Total $26.98 you'll choose Pro-tex every time! 
Sheet Sent On Request Your Cost 14.50 Sheet Sent On Request Your Cost 13.49 
OWwel Profit (50%!) $14.50 Profit (50%!) $13.49 
ibri- 
Co. 
p. 215 
SEE YOU AT THE HOUSEWARES SHOW — JAN. 14-21 © SPACE 872-874 
ina- Btfum 
isily 
1im- 
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Announcing The New— » 


PYREX Hot-Spot 


WARE ® 





STORE-TESTED 





























The 
“HOT-SPOT”’ 


@ Provides Strong 
PYREX Identification! 





Displays A Wide 
Assortment Of Ware! 


Is Designed To Fit 
Standard Counters! 





Includes Colorful Price 
Stickers—Free! 


Is Of Sturdy, All-Metal 
Construction! 








{ 
“The ‘Hot-Spot ' 
stepped up our sales ‘| 
volume by its hard- ; 


HERE’S PYREX items!” 
WHAT DEALERS 
WHO HAVE TESTED Wiehe 
THE “HOT-SPOT” |i oie 
HAVE TO SAY for our customers 


ABOUT i: stepped up sales 


for us, too!”’ 














ame 
“‘Shoppers are 
attracted to this 
PY REX Ware shop- 
ping center. They 
look and remember 
to buy the ware 
that they need!” 














“Ene PYREX 
Ware ‘Hot-Spot’ or 
ganizes our stock 
and allows us to dis 
play a wider variety 


of PYREX Ware.” 






























vf Corning Glass Works, Consumers Products Division, 
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Self-Service Salesman! 


MERCHANDISER AUTOMATICALLY INCREASES YOUR 
PYREX SALES AND PROFITS! 


@ Actual store tests prove this new, modern, 
attractive PYREX Ware Self-Service Salesman 
automatically increases sales and profits on 
PYREX Ware wherever it is installed! 

The ‘“‘Hot-Spot” was sales-tested in the house- 


wares sections of typical stores. No special adver- 
tising or store promotions were put on. But, in 
every instance, PYREX Ware sales and _ profits 
increased substantially when the Hot-Spot Self- 
Service Salesman was put to work 


Let The “Hot-Spot” Organize Your PY REX Department For Greater Profits! 


The ‘“‘Hot-Spot” is a complete PYREX Ware 
shopping center that makes buying easier for 
your customers, makes selling easier and more 
profitable for you! It keeps your PYREX Ware 
well displayed, orderly, easy to shop from. It 


encourages self-service and attracts the attention 
of passing shoppers. With the “Hot-Spot”’, you 
can display up to 31 different items under the 
powerful, sales-making banner of the famous 


PYREX trade-mark. 


The “‘Hot-Spot” Is Especially Designed To Help You Take Full Advantage Of 
These Important Features Of PYREX Ware— 


]. TOP MARGIN IN HOUSEWARES!— 
PYREX Ware has 7% higher gross margin than 
the average for housewares! 

2. FASTER TURNOVER!— 
PYREX Ware has fast turnover — almost double 
the average in the housewares field! 

3. BETTER ANNUAL SALES!— 
PYREX Ware produces over twice the annual 
sales of the average housewares line! 

4. BIGGER NET PROFITS!— 
PYREX Ware shows a net profit of 9.3% of 
sales——over 9 times the average for housewares! 

5. SAVINGS ON FREIGHT COSTS!— 
Savings on freight also help your profit picture 
there’s a nearby PYREX Ware Distributor 
ready to serve you promptly! 

6. YEAR-ROUND NATIONAL ADVERTISING!— 
The big, colorful, powerful PYREX Ware cam- 
paign creates sales opportunities the year round! 

7. MERCHANDISING THAT MOVES GOODS!— 
Special PYREX Ware sales promotions move 
goods from your store! New designs, new items 
keep the line always fresh and appealing! 


Corning, New York 
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8. FAIR-TRADE PROFIT PROTECTION !— 
The PYREX Ware Fair-Trade Policy protects 
your profits! 

9. A TRADE-MARK FAMOUS FOR QUALITY!— 


“PYREX” is a powerful *buy-word with your 
customers — one of the most trusted trade-marks 
in housewares! 


PUT THIS “HOT-SPOT” SALESMAN TO WORK FOR YOU! 


The PYREX “Hot-Spot” requires little counter or floor 
space— it’s only 34” high, 20'% " wide, and 1614 " deep. Set it 
up almost anywhere in a good traffic location — and watch 
your PYREX Ware sales and profits increase! 


FOR FULL DETAILS see your regular PYREX Ware 
distributor — or write us-- TODAY! 


Corning Glass Works, 
Department HA-14, Corning, N. Y. 


i . 
| | 
| | 
| | 
| | 
| Please send me, without obligation, full details of the new PYREX | 
| Ware Hot-Spot Self-Service Salesman-—how I can get it, and what | 
it can do to organize my PYREX Ware department for bigger sales 
| and profits! | 
NAME = ; 
| COMPANY 7 
| STREET ADDRESS | 
| cerry | 
| | 
: 4 








WHAT’S NEW 








@ For more information on these products and services 
use free post card on page 215. 


self. It comes complete with all 


hardware, including pneumatic door 


closer, three stainless steel hinges, 


latch set and wind limit chain. Door 





will not warp or bind and is fur- 
{ nished with or without push grille. 
Other features are heavy aluminum 
corner braces, heavy-gage solid alu- 


{ 

. minum kickplate and rattle-proof 

1 insert locks. Weather-Proof Co. 
For more data circle No. 43 on posteard, p. 215 

| 

\ 

Power Ventilator 


This power ventilator is known 
as the Reversible 1000 because of 
its capacity to move 1000 cu. ft. of 
air per minute, as exhaust or in- 
take. Ventilator fits all standard 
windows, front 25 to 41 in. Fan is 
reversed for use as exhaust or in- 





take by control lever which permits 
mechanism to be turned without 
removing fan from window. Fan is 


234 





built into a cast aluminum struc- 
ture supported by sturdy bonder- 
ized all-steel frame finished in 
baked enamel hammertone colors. 
Protection is provided by chrome- 
plated grille. Retail price is $19.95. 
Chrom-Ever Co. 


For more data circle No. 44 on posteard, p. 215 


Self-Leveling Ladder 

This ladder features the patented 
Bendick self-leveling hinge that pre- 
vents ladder from rocking, walking, 
tilting, swaying and toppling. Lad- 
der even stands firmly on uneven 
Rigidly constructed of 
fine woods, it has a sturdy center 


surfaces. 


spreader. Self-leveling feature is 


at 


automatic; stand on it and it ad- 
justs itself. Available in a complete 
range of standard sizes. Richbilt 
Mfg. Co. 
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Blowtorch Package 

Special package HW-130 is being 
offered for Hardware Week only at 
a retail price of $6.95; regular 
price is $8.90. Package includes 
Bernz-O-Matic Master Torch with 
disposable fuel cylinder, TX-11 util- 
ity burner, TX-300 flame spreader. 
Regular box is adapted to a display- 
tvpe unit. Otto Bernz Co., Inc. 


For more data circle No. 46 on postcard, p. 215 


Rust-Preventive Paper 
tust-X is a rust- preventive 
wrapping paper treated with a spe- 


cial chemical known as VPI (vapor 


phase inhibitor). For protective 
wrapping of articles of steel, iron 
or aluminum, such as tools, sports 
equipment, gardening implements, 
nails, screws, etc. Can also be used 
to line drawers, boxes or chests 
and to cover plates on power saw 
tables or similar tool mountings. 





enclosed with each roll of Rust-X 
is a fact sheet with directions for 
use. Marvellum Co. 


For more data circle No. 47 on postcard, p 


Ornamental Bracket 

This ornamental Nu-Way bracket 
can be installed in a number of 
positions to serve different pur 
poses. It is useful for hanging 
signs, to suspend house plants, and 
as a support for mailbox or shelf 


Made of silvery-satin alacrome 


ICY ~~ 


a 
pe . / 


metal, bracket will not rust or 
tarnish. Measures more than 12x20 
in. Macklanburg-Duncan Co. 
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Chrome Accessory Line 
This chrome accessory line 
bathroom, kitchen and closet item 
consists of 22 products. Wall ash 
tray (illustrated) has twin cigar 
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Rust-X CUT - MEND «+ SEAL 
vuUSL-. 
oe SAWHORSE | Ie 90 
| 
——— PLUS ALL TYPES OF SOLDERING 
sails BRACKETS ee) 
| | 2 
Single H Dual H | Single H Dual Hea 
WATTS 135 | 100/150. 0 200/275 
i are engineered to provide more ct rae S215 =f $14.90 vo 5. eee 
ACKE ——— + — . 
ber of strength to a sawhorse as more SOLDERING =—S]\ | 
t : : ° ° - TIP STURDITIP No. 7135 \ } RIGIDTIP No. 7250 
pur- weight is placed upon it! Easy to Package of 2—35¢ list =>] Package of 2—50c list 
anging en Parr - ‘ 
No. 6120 q No. 6140 
igi set up, easy to take down. swootuing) "oh Sy A | 06140 — 
shelf. TP} 2 oO | we) b 
Lcrome 50¢ each list j 50¢ each list 
| ERE’S HOW | i 
Z J " 
Hf H eee CUTTING a | ~— ss 
The more weight you place on - | 
No. 6110 (with nuts) 50c¢ each list No. 6130 (with nuts) 50c each list 
the sawhorse, the tighter its legs All modets for 60 Cy. 120 V. AC only. List olen shown are subject to your normal 
wedge into the crossbar. No discount. Order from your jobber or write for information direct 
w 
nails or screws needed. FEATURES: 

INSTANT HEAT—No wasted PERFECT BALANCE — Built-in 
| time or current. transformer with target-pistol grip 
|  PDUAL HEAT—For light or heavy 

DISPLAY CARTO tw jobs. Prolongs tip life. ALL-NEW DESIGN — Streamlined 
- and compact. 
ed THERMOSTATIC CONTROL— FULL. CONSTANT sat 
Instantaneous regulation of tip ' HEAT- 
HELPS you SELL! temperature. Exclusive Tip-Grip. 
ao | - zs HIGHER CAPACITY —Handle up 
— (i) Each pair of NU-WAY Brackets is | to 275 watts. ee ee 
12x20 packed in a smart, colorful self- NEW CUTTING AND SMOOTH- 
ee selling display carton. retail ot ING TIPS—For dozens of hobby SHATTER-PROOF PLASTIC 
and homecraft jobs. Cut plastic HOUSING—Protects against 
? ORDER FROM YOUR $].50 tile. Heat-seal home-freezer pack- damage. 
= JOBBER ... or write ages. Build model railroads. Re- 
for name of your near- /¢, vagal move old, hardened putty. Refinish LOW-COST REPLACEABLE 
est supplier. ep eny furniture. Regroove fires. WELLERTIPS— Change in seconds. 
ie Better from Grip to Tip 
e | ELECTRIC GUNS 
oo THOMAS PRODUCTS COMPANY ad ren tnt 
ash one: Easton 
es 8490 Lyndon Ave. + Detroit 21, Mich. 
— THE FINEST TOOLS FOR THE FINEST CRAFTSMEN 
1954 235 
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WHAT’S WEWE 


ette rests and removable glass dish. 
Known as the 2500 line, other items 
are a stirrup shape towel ring; all- 
purpose three-arm rack for towels, 
ties, scarves, etc.; Clip-On racks; | 
wall, tub and faucet soap dishes; 


That's the blade | want’ 








tumbler and toothbrush holders; 
clothes hooks; tissue and paper 
towel holders, etc. Autoyre Co. 


For more data circle No. 49 on postcard, p. 215 





Paint Brushes People who know quality ask for 
Brush Craft line of paint brushes e ° 
3 Griffin Hack Saw Blades 


are designed especially for the do- 
it-yourself market. Made of pure 
bristle, brushes come attractively 
wrapped; some are packaged in HEY know that for a straight clean cut, even under 
the worst conditions, Griffin is the blade to buy. Your 


customers will also like the long life no other blade can 
equal. 

G. W. Griffin Co. has been making hack 
saw blades since 1880. The knowledge 
and experience of over 70 years of manu- 
facturing goes into every Griffin Hack 


Saw Blade. 


Griffin Blades are 
available in High 
Speed Molybdenum 
or Standard Steel, 
hand and power sizes. 

















self-merchandising display cartons. | 
Suggested retail prices range from 
15¢ to $4.94. John Lucas & Co., Inc. 


For more data circle No. 50 on postcard, p. 215 


THE FLAS-TEA CORPORATION « 2525 Military Avenue © Los Angeles 64, California 


Boat Trailers 

Weighing 100 lb., lightweight 
Model B-700 Sport trailer can be 
used to transport boats up to 14 ft. 
in length safely and at rapid speeds 
without damage. Trailer features a 
Transom-Lock, which secures boat 
to the trailer, and a spare wheel | 
accessory. Model E-1100 is for out- G. W. GRIFFIN CO. e FRANKLIN, NEW HAMPSHIRE 


board cruiser and equipment total- Sales Agents John H. Graham & Co. Inc 


“ood Housekeeping 





105 Duane Street, New York 8, N. Y 
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Super Strength 


Polyvinyl Resin 


GLUE 


Sold by Hardware, Lumber, and 
Paint Dealers EXCLUSIVELY! 


WHITE 
GLUE 


Attractively 
Packaged and 
PRICED TO 
SELL! 


IO un 4% 


Complete line of larger sizes 


*DRIES QUICKLY... wood can be 


worked in 30 minutes! 


* SUPER STRONG... 3000 lbs. shear 


strength 


*BONDS ANYTHING... wood, fab- 


rics, paper, leather, metal, glass, 
china, pottery, tile, plastics 





Invisible, colorless bond. Won't 
stain clothing. Easy to apply. Won't 
dry out in the container. 

"This is the finest glue ever made.” 
Earl S. Webb, President 
Webb Products Company 


+ ORDER FROM YOUR JOBBER NOW 


(If he doesn’t have it, 
we will supply direct) 


WEBB PRODUCTS CO. 


San Bernardino, Cal.+ Norcross, Ga. 





WHAT’S NEW 





ling 1100 lbs. Trailer carries boat 
completely on its keel and is twin- 
boomed, with rubber rollers buried 
between each steel boom to facili- 
tate loading and unloading. Model 
C-2000 is a platform-type designed 
for light inboards up to 18 ft. 
Spacing on the 3 in. diameter tubu- 
lar members fits standard cradle for 
all inboards between 16 and 18 ft. 
Retail prices are: Model B-700, 
$97.50; Model E-1100, $189.50; 
Model C-2000, $197.50. Luther Corp. 
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Cotton Carpet Cleaner 
Called Cotton Zeen, this cotton 
carpet cleaner chemically helps re- 


sist browning and fabrics 


leaves 












y 


a 
| “nw Citin Fateves Sat oh | | 


™~ 


soft and fluffy. It leaves no sticks 
or gummy residué, is non-inflam- 
mable and practically odorless. It 
also cleans synthetic carpet fibers 
and foam rubber padded cotton up- 
holstering. Suggested application is 
with long-handled Zeen cleaning 
brush. Zeen Chemical Co. 
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Pipe Wrench 
Specially rugged 
duty and hard work, this heavy duty 


designed for 


unconditionally 
include an 


pipe wrench is 


guaranteed. Features 
easy-action nut and single spring 
for quick, easy setting of Jaws; im- 
proved handle design to increase 
strength and provide better hand- 
grip; handy pipe scale on hookjaw, 
and red handle. Wrench is available 











in sizes from 6 to 48 in. Toledo Pipe 
Threading Machine Co. 
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Leg, Work Bench Assembly 


With this complete leg and wor! 
bench assembly a custom-designed 
professional bench of any size o1 
thickness can be constructed in just 
a few minutes. Legs and cross sup 
ports are of 14-gage steel: 4-i) 
wide cross supports for top are 18 


in. long, and for shelf 20 in. lony 

drilled for 
shelf. 
packed in one 


Holes are fastening 


top and Entire assemb! 


comes carton wit! 








bolts, nuts and lock washers in 
cluded. Complete unit 


$12.45. Superior Pressed Steel Co. 


sells fon 
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Reversible Ratchet 

Here is a %-in. square drive 
reversible ratchet with 92-tooth 
action that is featured in the manu- 
facturer’s New Tools First promo- 
tion. Ratchet comes in two lengths, 
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In 1954, there’s a 


: ie dit: 


Sensational 
"Free Goods’ Offer 


You More Than Double Your Money! 



















CaF 4 u 
* AL E RT. 
MODERN _ oy 








way to Friction -Fnee 
STOP FLUSH 
RUNNING Vv A LV E 
TOILETS! 
Stock up now ... tie 
in with “ALERT’s” 
new LIFE cam- 
over paign! New, im- 
proved cylinder and 
5,000,000 ball .. . better, more 
saleable in every 
satisfied way. Get rolling now 
for greater profits 
users! with “ALERT’’! 





Your Special Bonus Package Contains: 
Big New 1954 ad campaign 1 display 100T (6 Tubes 4 oz. Tub-Caulk) 


plus 
Starts a j 
in L j ft oe 2 extra 4 oz. ($1.00 retail) Tubes FREE 
8 Tubes 4 oz. Tub-Caulk sells for... $8.00 
costs you.... $3.60 


New Improved Cylinder 
and Ball Design YOUR PROFIT 


R FASTER TO INSTALL! LONGER LIFE! +440 


ly Ch", Mee En Oe) fe) mm Orel ii aha-) a 


elt Jel! {op 4 Yes, a sensational 55° profit on Tub- 
play Caulk. Reported by store after store as 


their fastest selling itern. Customer accep- 
tance and enthusiasm for Tub-Caulk 
steadily increasing! 





F APPEAL 


MAINIIMALIAA COTLIN 
| ( | 


NEW! Easy-to-use nozzle for 
neater, faster Tub-Caulk 
application! 






LIST $929" 


with 3-Year Guarantee 
*Slightly higher in West NEW! Dramatic, eye-arresting 


display! 





SOLD ONLY THROUGH 


YOUR JOBBER — ORDER NOW! MIRACLE ADHESIVES CORP 
or write Ardmore Products Company, Ardmore, Pa. | 214E. 53rd STREET, NEW YORK 22, N. Y. 


HARDWARE AGE, JANUARY 7, 1954 239 















BUCKLES SA ot 


ee. ET Rls 
; yp = soAAre you selling 7 
gees “extra” Puritan 


; ~~ Sash Cord this way? 


@ PURITAN 
@ SOUTHGATE 
@ KENDALE 











) 


| 


a ally 





home ibe makes it easy 
to display this self-selling 
carton wherever there's a 
hook or peg. 


K 
E 
WN 
D 
A 
L 
3 
Eon 


“4 


Gali “ESO 


| KENDALE M8 2585 
| PURITAN CORDAGE MILLS, INC. 


/ LOUISVILLE, KENTUCKY 





= For More Sales . . 





Advertising 






. GUARANTEED not \ at 
to bind, stick or q 1 2 Loce a, 
warp om ; CaTcnu 


2. beautiful, natural 


finish 


3. water and rust-proof, 





requires no paint oe SS ea awe 
| FAWSCO Manufacturing Division 
4. complete with working Cuyahoga Falls, Ohio 
signal flag { Send me prices on all-aluminum mail boxes. 
5. corrugated bottom... | 
lock catch ; Name 
Address 


Please print name and address plainly. 


MAIL THIS COUPON TODAY City 
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makes it easy to sell 


Bigger Profits 


Flag 


; ise 


FPiconavoareo 
soTTom 

















WHAT'S NEW 


No. A700 10-in. and No. A702 15-in. 
New design with round head and 
92-tooth action takes less swing to 





get a bite. Tool has no die cast 
parts; all parts are made of alloy 
steel, properly heat treated. Bonney 
Forge & Tool Works. 


For more data circle No. 55 on postcard, p. 215 


Sectional Paint Bins 

These accommo- 
date gallons, quarts, pints and half 
pints with no storage 
above cans. Each unit is 37 in. 
with different heights, and 
interstack with smaller 
top. Made of heavy gage sheet steel, 


sectional bins 


lost space 
wide 
will 


sizes on 











ee FIR 3 
~. VY uy- 
: a ror —— 
s Ji) -F 65-7) 
wh ~ ~~ me 
‘ = m7 
> 4 
u ¥ J 


all welded construction, sections are 
finished in olive green baked en- 
amel. Bases and tops are available 
Stackbin Corp. 


For more data circle No. 56 on postcard, p. 215 


Juice Container 

This jumbo ethylene Stor-Juice 
container has a 48-0z. capacity and 
features a specially designed water- 
tite, air-tite cover. The cap, cover 
and rigid base permit easy pour- 
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Theres lackson Wheeliarow ty every Papoose 
The profits really roll in fast, when you stock 
the Jackson line. Jackson, is the best-known 
name in the wheelbarrow field . . . the easiest 
to sell. Customers ask for Jackson Home 
barrows . . . prefer the skilled workmanship, 
the quality materials, exclusive shapes and 


features. Your customers know a good thing 
when they see it and they’ll buy . . . Jackson. 











WOoD 
GARDEN BARROWS 


Made of one-piece bed, exterior 
waterproof plywood .. . won't 












warp. Pneumatic ~ A semi- 

pneumatic tires; also steel 

wheels. LAW 
ROLLERS 





Various types . . . drums of 
high quality sheet steel; edges 
rounded to prevent cutting of 
sod. Adjustable scrapers of 
channel steel. 











Jackson 


MANUFACTURING COMPANY 
HARRISBURG, PENNA. 


Oldest and largest wheelbarrow maker in America 
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| } REVOLVES 
on FAUCET 












INSTANTLY 
ATTACHED 


and 


DETACHED 













| Strong Eye Appeal... 
A Fast Seller that Directs 
Attention to Entire Display 


of Lawn Tools. Sturdily constructed of 
high quality materials and attractively finished in 
green baked enamel. Spokes are double ribbed 








for extra strength. Packed one in a carton. 
The Detachable Hose Reel holds 100 feet of rubber hose 
or 200 feet of plastic hose. The New Jr. Detachable 
Hose Reel holds 50 feet of rubber hose 
or 100 feet of plastic hose. 









\ 
SYA 
~s. 


—— — 2 







FIRST GRADE 
MATERIALS 


EXPERT WORKMANSHIP 











High broad-shouldered 
backs provide large capacity. 
Long well-balanced handles afford a balanced grip 
An exact fit on the mower is permitted by a wide 
range attachment feature. The flange on the sturdy, 
attractively finished steel bottoms closely hugs 
the roller of the mower and keeps the grass in 
| the catcher. 
| 
| 


BOTH THESE PRODUCTS ARE SOLD BY 
LEADING JOBBERS EVERYWHERE 


THE SPECIALTY MFG. CO. 





ST. PAUL, MINN. 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 215. 


ing. Graduation markers are indi- 


cated on container, Colors are trans- 


shut-off. With heavy knurls and 


lucent red, translucent yellow and precision spray and bell pin, nozzle 





crystal, with opaque white top. 
> . , tin v , » . 
Rogers Plastic Corp. is useful for flower beds or lawns. 


Drip-proof nozzle retails for 98c. 
Melnor Metal Products Co., Inc. 


For more data circle No. 59 on postcard, p. 215 


For more data circle No. 57 on postcard, p. 215 


Rotary Lawn Mower 
Model LM1754-2C rotary 
lawn mower features a cast alumi- 


power 
Steel Wastebaskets 


num chassis which makes it light- Rolledge rolled, giant rim 


steel 
wastebaskets are easy to grasp se- 
curely, lift and carry. Wide rim 





weight. It trims close to stumps, 
trees and fences, reducing need for 
hand trimming. Mower incorpo- 
rates a side discharge for easier 
operation and more even mulch dis- 


tribution. Vollrath Co. 





For more data circle No. 58 on posteard, p. 215 


adds strength and durability. Other 
features include the inverted (off 
the floor) bottom, tapered design, 
popular size and choice of colors. 
Central Can Co. 


Brass Hose Nozzle 

Added to line of 
equipment, this hose 
nozzle instantly adjusts to various 


garden hose 


solid brass 


For more data circle No. 60 on postcard, p. 215 
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sprays, form fine mist to leakproof 


Chainsaw 


Bullbuck farm and timber chain- 
saw fells trees up to 7 ft. in diam- 
eter. It is fast cutting, lightweich 
and easy to handle. Split second 
swivel control swings it to any cut- 
ting position, horizontal or vertica 
Belt drive sends more power to cut- 











ting chain. Teeth on chipper type 
chain are razor sharp. 
Div., Clinton Machine Co. 


For more data circle No. 61 on postcard, p. 215 


Chainsaw 


Folding Baby Stroller 


Aluminum folding baby stroller 
weighs less than 8 lb. and folds up 
into a space only slightly larger 
than an overnight bag. Called the 
Pal Mitey Lite Folding Stroller, it 


features a latch that permits com- 
“th, x es > ) 
\ \ J — ’ 
' ’ =D 
\ 





plete folding with one hand, DuPont 
nylon bearings that never require 
reliable foot 
Seat matching shopping bag 
that frame are of Dan 
River plaid poplin that is washable, 
vat dyed and preshrunk. Stroller 
is corrosion proof, has aluminum 
wheels and adjustable foot*rest of 
perforated aluminum. Suggested re- 


and a brake. 
and 


hooks to 


oiling, 


tail, $14.95. Pal Products Div. of 
Reo Motors, Inc. 
For more data circle No. 62 on postcard, p. 2!5 


(Resume reading on page 13) 


HARDWARE AGE, JANUARY 7, 1954 





Lock 


Cu 


ar 


fl 


*Pat 





ber chain- 


rd of 


. in diam- 
rhtwe ht 
agg PARKER If this Housing ever 
r vertical Hack Saw Breaks or Distorts we 
— ac will replace it Free. 


Pris Exclusives 


= || 





per type 
ha insaw 


Locks The Blade in Place 





ard, p. 215 
When you point out ta your 
J customers fhe famous, exclusiye | 
stroller featurég of a Parker Hack Saw — 
folds up “StudeFast” patented one piece end 
Pope and studgand the Forged Ends — 
ae add another, jone, Parker's new | 9 oy 
gies LogsKlip”. Standard equipment HEAVY-DUTY 












on all Parker H-40, H-60, H-80 and | > . 
H-100 Hack Saws, “Loc-Klip” firmly’ | Pipe Wrench 
> locks the. blade i in place at fhe front, 
even when the saw drops oh = 


floor or strikes somesother har 





Features that have made it the 
Biggest Seller on the market 


* Housing Guarantee is specific, instant make- 
good, no argument. 

* No-slip no-lock replaceable jaws, handy pipe 
scale on hookjaw. 


you KNOW that it’s gol -Orri 
fully assembled@¥: fe blade is 
just as easy to change yo 

and on a secdre stud. 


Make the. ; 


| f * Adjusting nut that spins easily to size, 6’’ to 60” 
exclusive feo 


* Comfort-grip I-beam handle. 





uPont dealer pre * 100% factory pipe testing of every wrench! 
ee * For fast turnover, sell RIGaib>’s— most for your 
brake. é customers’ money! 
» hoe *Patent Pendin 
, THE RIDGE TOOL CO. «+ ELYRIA, OHIO 
an 
hable, 
troller Manufacturers of World-Famous Trojan Saw Blades and Frames 
1inum 
est of ) 
“| Gay the| Parker |.fne 
iv. of 
was PARKER MANUFACTURING CO... 
13) WORCESTER 1, MASS., U. S. A. | 
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at the CHICAGO 
HOUSEWARES SHOW 











New display rack 
given to you at 
no extra charge 


Nothing to sell to get your | 
money back... all you pay is 3 | 
the regular price of the cutlery 
alone. Burns gives you without 
charge this good looking, self- | 
service display rack, with natu- 
ral hardwood finish. Just set it 2 
on your counter and you have 
a complete cutlery department ; 
selling for you in just 22 inches ; 
of counter space. 

Rack includes 8 each of 8 dif- 
ferent individual items — the 
five most-wanted BURNS knife 
styles, cleaver, spatula and cook 
fork, plus one each of BURNS 
fast-selling bread board kitchen 
sets and a BURNS steak knife ; 
set in) permanent 2 
storage block. 


| 


hardwood 





BURNS has the complete | 
line... steak sets, kitch- 
en sets, open stock... 


BOOTH 699 | 


at the Chicago Show 


BURNS Mfg. Co. Syracuse, N.Y. 
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New Displays and Other Dealer Sales Helps 


(Continued from page 13) 
front. Also available is new point- 
of-purchase display card in red and 
pastel green colors. Each card holds 





nine of the new 2-pacs, prepriced at 
two for 15¢. McGill Metal Products. 


For more data circle No. 63 on postcard, p. 215 


Lawn Hose Catalog 

Catalog No. H-54 is a 32-page, 
three-color booklet describing 1954 
line of lawn hose goods, brass fit- 
tings and plumbing supplies. Lists 
complete specifications and_ illus- 
trates new products including re- 
usable coupling for plastic hose, 
Screen-Flo hose line filter, Quik- 
Tite lawn hose coupler, Monarch 
two-arm adjustable nozzle sprin- 
kler, Glider sprinkler, Du-Wet 
sprinkler and Jet nozzle. Contains 
offer of free display stand and other 
merchandising aids with No. 5§ 
Rocket Package. H. B. Sherman 
Mfg. Co. 


For more data circle No. 64 on postcard, p. 215 


Door Closer Brochure 
Called “The Key To Selecting 
Door Closers,” this informative bro- 
chure contains illustrated descrip- 
tions of various types of door clos- 
ers and their functions. Illustra- 
tions and detailed explanations of 
the workings of screen door, stand- 
ard door and compact door closers 
together with accessories to meet 


any door situation are included in 
brochure. Charts show how to order 
correct size closer. Yale & Towne 
Mfg. Co. 


For more data circle No. 65 on postcard, p. 215 


Clock-radio Offer 

For a limited time, five Sleepy- 
timer and five Sleepytimer, Jr., 
clock-radios are being offered at a 
special package price of $270.15 
with a Merchantman all-metal dis- 
play fixture. Included in offer is a 
Sleepytimer radio on a no-charge 
Sale of this complimentary 
radio along with the 10 others will 
give dealer a profit of $109.30. Dis- 


basis. 


«>>, 





play has three shelves finished in 


gray and chrome legs with gray 
plastic feet. It is 42 in. high; bot- 
tom shelf is 32 in. square. Arvin 


Industries, Inc. 


For more data circle No. 66 on postcard, p. 215 


Fan Display 

Designed to be attached to Model 
900 display board, here are two new 
wing attachments, called the 908-10 
package. Includes 8-in. and 10-in. 
remote control ventilating fans, all 
brackets and screws necessary for 
attaching, and complete _ instruc- 
tions. Both fan models are mounted 
and wired. Free to dealers ordering 
four units of back-up stock, attach- 
ments are made of heavy plywood 


(Continued on page 248) 


HARDWARE AGE, JANUARY 7, 1954 








V 


The famo 
fishing fu 
of Direct 

before in 

for so litt 
..- Direc 
beauty .. 

gears... 
aluminun 
you can s 
utmost Cc 


biggest sé. 


1954! J 
Price — « 
A 





HARD\ 





luded in 
to order 
t Towne 


ard, p. 215 


Sleepy- 
or, dr... 
ed at a 
$270.15 
tal dis- 
er is a 
-charge 
lentary 
rs will 
0. Dis- 


ed in 

gray 
; bot- 
Arvin 


» p. 215 


Model 
») new 
D8-10 
'O-in. 
s, all 
, for 
truc- 
inted 
ring 
‘ach- 


vood 


WITH NYLON GEARS! 


The famous Shakespeare Wondereel—the reel that made 
fishing fun for millions—ow has all the extra features 
of Direct Drive design and Nylon gears. Never 
before in tackle history has avy reel offered so much 
for so little! Think of it—Wondereel Spin Control 

... Direct Drive ruggedness, simplicity, and 
beauty... lighter—quieter—tougher Nylon 
gears... long-lasting anodized forest green 
aluminum finish —here indeed is a reel 
you can show and sell with pride and 
utmost confidence. It should be your 
biggest selling bait casting reel in 
1954! List $ 





LOOK TO THE LEADER FOR ALL THAT'S NEW! 
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NO THUMBING! 
& NO BAC Hy ! 


BS LONGER CANS! 


NO OTHER REEL OFFERS SO MANY SALES FEATURES! 


1 Anyone of average ability can 3 Has “Lighter —Quieter— Tough- 
learn to cast, without backlash, in er’’ Nylon gears that need no lubri- 
as little as 5 minutes time. cation. It’s faster... freer-running. 


2 Shakespeare Direct Drive design 4 Wondereel Spin Control makes 
means ruggedness, efficiency, and fishing fun for all the family... 
smooth operation! makes night fishing more enjoyable! 


onty TWO bier UUETEY Qugher 


GEA RS Nylon gears, 1/3 the Nylon gears are as “quict Hundreds of thousands in 
weight of metal, start and as a cat on a carpet.” use prove that nylon gears 
stop easily... mooverrun! Never need oiling. outwear metal gears! 


THE SHAKESPEARE COMPANY 
DEPT. HA-1, KALAMAZOO, MICHIGAN 


Please send us your 1954 Price List. 


OS iiennianists ee ene 


WONDERODS « REELS « LINES « BAITS 


a — — 
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New and Improved 
Rotary and Reel Power Mowers! 


Hitch your ’54 profit wagon to PROPULSION ... the 
complete line of rotary and reel power mowers! Seven 
new and improved Mow-Master rotary power mowers... 
led by the sensational self-propelled model 205... PLUS 
3 great new PROPULSION reel power mowers! New 
low retail prices make PROPULSION power mowers the 
outstanding buy in every price range. Every model has 
power to spare from lightweight, rugged PROPULSION 
Power-Pak 2-cycle engines, or famous Clinton or Briggs 
and Stratton engines. Improved design, engineered and 
backed by the tremendous resources of Food Machinery 
and Chemical Corporation, assures you that feature for 
feature, price for price, model for model... PROPULSION 
power mowers will outsell and outperform any competi- 
tion. Powerful /ocal advertising will bring PROPUL- 
SION customers in your doors. Mail the coupon now 
for complete details on the profit-packed PROPULSION 
; power mower line for '54 . . . it’s your ticket to se/f- 
propelled profits! 


customer: 


Safe, non-clogging enclosed chain drive propels 
both rear wheels at easy walking pace .. . full 20” 
cutting swath... 2% hp Power-Pak 2-cycle engine 

. automatic re-wind starter .. . fingertip throttle 
and clutch controls . . . lightweight (65 Ibs.) with 
machine cast aluminum base... 
one finger .. . low center of gravity prevents side- 
slippage on terraces . . . all steel wheels with re- 
cessed bolts . . . adjustable cutting height... . 


steers easily with 


removable aluminum safety guard in front, Saf-T- 
Ring steel guard in rear. . 
ment available. 


. Grind-a-leaf attach- 


PROPULSION ENGINE CORPORATION 


A FULLY OWNED SUBSIDIARY OF FOOD MACHINERY AND CHEMICAL CORPORATION 
7th STREET AND SUNSHINE ROAD, KANSAS CITY, KANSAS 





COMPLETE HOME POWER MOWER LINE 
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IMPROVED Mow-MASTER 
‘Rotary Power Mowers! 


_Femovabi ton gue fer eed ting 
ment available for all gas cy: 









Beautifully designed, 
ruggedly constructed, 
PROPULSION reel power 
mowers make your power 
mower line complete! 

All three models are 
easy to start, guide 
and steer. They'll 
give any lawn that 
well trimmed look. 
Cutting swaths from 
, ae 77 nd ery adjustable Powerful 1.6 hp Briggs and 
eo ee 34 baa, = Cutting heights. Whatever Stratton 4 cycle engine, easy belt 
‘ ; = ; Se ths your customer's preference and chain replacement, safety 












MODEL 521 
21” De-Luxe 





























in reel or rotary power clutch protects against false 
mowers, you have it in starts, single fingertip throttle 
the complete PROPULSION control, adjustable handle and 

line. cutting heights. 

i ol” 
- 
\ MODEL 418 MODEL 318 
\ 18” De-Luxe 18” special 





1.1 hp Briggs and Stratton 4] 1.1 hp Clinton 4 .cycle engine, 
cycle engine, fingertip throttle | adjustable cutting height, chain 
control, adjustable cutting height. | drive to wheels. 











DISTRIBUTORS! .. . DEALERS! A few choice territories 
still available! Wire, phone or write today for details! 





PROPULSION ENGINE CORPORATION 
7th Street and Sunshine Road, Kansas City, Kansas Dept. Al 
Yes! | want to get in on Propulsion's self-propelled profits for 1954! 
Please send me complete details including 1954 Dealer Merchandis- 
ing Handbook. 





PEs ie csievcvvccvecveees COCO Se CDOe COO ES CRO DORE ees 
ee ee ee ee oer eee TT ee eer 
Serer rr rere ii ET ee 
PS kos ncencnewestwns DISTRIBUTOR. .... 2.0000. 
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TO HELP YOU SELL 








terns, availability and methods of 
production. Explains how anvils 
can be made or adapted in any size, 
hape or weight to meet 
Fisher & Norris. 


specific 
needs, 


For more data circle No. 68 on postcard, p. 215 


easily and also absorbs closing im- 
pact. Overall size of latch is 2'4 in. 
Cost of entire display is only cost 
of latch. Heppner Sales Co. 


For more data circle No. 69 on postcard, p. 215 
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and brown. Each 


red 


in yellow, 


wing can be used separately as 


counter display. Fiasco Industries 


Ine. 


For more data circle No. 67 on posteard, p. 215 


Anvil Booklet 


Called “What You Should Know 
About Eagle Anvils,” this pocket- 
size booklet contains 18 pages of il 
lustrated data on types, uses, de- 


signs, and specifications of anvils, 


plus typical range of stock pat 


Door 


spring on 


Door Latch Display 


Blond wood display shows Mag- 


Latch 


small cabinet door. Display demon- 
strates latch’s cushion action which 
consists of a phosphor bronze leaf 
striker plate is 
mounted; permitting door to open 


which 


A NEW DIFFERENT 
MAGNETIC DOOR LATCH 


Heponer Sale found Lake. it 





installed 


Hinge Catalog 


Fully tab-indexed into 18 distinct 
hinge classifications, this 1954 Cata- 
log No. 14 contains 150 loose leaf 
pages in a sturdy ring binder fin- 
ished in dark green and embossed 
with trademark iy 
orange, 


on ia 


company’s 
green 
and 
selection 
hinge information, 
underwriters’ 


Hager 


and gold. Catalog 
illustrates 


applications, 


explains 
hinge 
general 
and_ bolt 
butt hinge 
Hinge Co. 


For more data circle No. 70 on postcard, p. 2 
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types, and 
requirements. 
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Lawn Hose Bulletin 
Full-color, four-page bulletin de- 
cribing complete line of plastic and 
rubber lawn hoses contains photo- 
graphs, cross-section views, details 
dimensions and 
Plastic 


of construction, 


wear - resistant qualities. 


30,000,000 prospects 





























BALTIMORE 5, MD., 5300 Pulaski Highway FF 0 11 . % 
64 Rapin St CHICAGO 9, ILL, 4301 S Western Blvd CINCIN 
NATI 25. OHIO, 3240 Spring Ave CLEVELAN 14, OHI 1541 
E. 38th St DETROIT MICH., 690 Amsterdam Ave KANSA 
CITY 41. MO., P. O. Box 918—LOS ANGELE 58, CALIF 4 

E. 49th St NEW YORK 17. N_ Y., 230 Park Ave »T 0 
10, MO., 4215 Clayton Ave 

*Reg. U. S. Pat. Off. 
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Milcor Pick-Up Cart 
Barbecue Grill Barbecue Grill place 
Fits the Milcor Pick-up Cart, A self-starter of extra 
or other carts and barrows, sales on utensils and -_- 
making them HANDY ‘‘rolling outdoor-cooking spe 
‘ cialties 

- 


kitchens 


- forthe MrrcoR Pick-Up Cart mean 
more sales volume for you 


30,000,000 homemakers make gardening America’s 

No. 1 hobby. And every one is a hot prospect for 

the Milcor Pick-Up Cart. Here’s why: 

1. Ic takes the load off his shoulders —and puts it on wheels. 

2. It holds a lot — as much as several basketfuls of seed- 
lings, fertilizers, grass clippings, leaves, etc 

3. Ic tilts easily to the ground, so your prospect can load or 
unload it without lifting. 

- It's made of steel for sturdiness. 

. It's nationally advertised. 

Prospects for the Milcor Pick-Up Cart are also 
prospects for related yard and garden items you 
carry. Make the most of this opportunity. Stock 
Milcor Pick-Up Carts. Display them prominently in 
your windows and on your floor. 

Write for price list, descriptive bulletin, and 
dealer helps. 


ve 


2 


Milcor 

Tool Rack 
Holds 11 garden 
or household 





tools safely 
and neatly in 


Milcor Portable 
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line Includes translucent and opaque listing various uses for the 6-ft. 
hoses in.green and red; rubber line length of hose. Schacht Rubber 
consists of two-braid, one-braid and Mfg. Co. 


solid rubber types in various colors 
and weights. Quaker Rubber Corp., 
Div. of H. K. Porter Co., Ine. 


For more data circle No. 72 on postcard, p. 215 


Battery Display 

No. 503 Wall Vender displays 
and sells 24 chrome-protected bat- 
and two new bullet-end flash- 


For more data circle No. 71 on postcard, p. 216 


Drain Hose Packaging 


hose is now 


teries 

Daisy rubber drain 
packaged in a plastic bag made of 
polyethylene. Round-bottom 
bags are printed in red, white, blue 
with descriptive copy 


show- 


and vellow, 


—n~, 
DRAIN Hose > 





lights. Display is specially designed 


for use where counter space is at 


a premium. Burgess Battery Co. 
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SOMETHING NEW 


in brush merchandising! ! 
“FACTORY-FRESH” ROBINSON PAINT BRUSHES 








PACKAGED WITH THE NEW RE-USABLE BRUSH-PAC* 


The Robinson Brush Pac*, package and counter display, are only one 
of many Robinson point-of-sale merchandising tools that are designed 
to help you maintain an economical, power-packed, self-selling pro- 
gram resulting in fast turnover . . . minimum brush inventory. Contact 
your jobber or send the coupon to Robinson, today, for the special 
introductory special which gives you 67% PROFIT! 
A Quality Robinson Brush, in all pure bristle or 100% 
tipped nylon, is available for every Do-It-Yourself” home 
or professional painting job. 

The Brush-Pac* keeps each brush factory-fresh . . . gives 
illustrated brush care instructions . . . has re-use value as a 
storage holster. 


* Patent Pending 
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tFerrule Thickness 1.” 





ORDER THIS SPECIAL NOW 


ice Melting Compound 
Envelope stuffer descriptive of 
Ice Rem, ice and snow melting com- 
pound, is available to dealers for 
handouts and mailings. Illustrated 
with line sketches, leaflet describes 


features and uses of Ice Rem pel- 


lets. Speco, Ine. 


For more data circle No. 74 on postcard, p. 215 


Auger Bits Display 


As a Hardware Week special, 
here is a wire rack dispensing di 
play for auger bits. Each bit i 


(Continued on page 252) 








Introductory Brush-Pac* Special Offer! 





43725 WALL BRUSH ASSORTMENT 
—100% TIPPED DUPONT NYLON— 
CLEAR BEAVERTAIL HANDLE 


UNIT SUG TOTAL 
SIZE cost RET cost 
Ya Doz. 3” 23%” 2.67 4.50 10.67 18.00 
3 Doz. 3%" x 4” 3.00 5.00 12.00 20.00 
FOR THE “DO-IT-YOURSELF” MARKET INDIVIDUALLY |" “**" °? 3” 22 20 
= - 
1 Doz. 36.00 60.00 








DEALER PROFIT $24.00 OR 67% 








Individual carton provides additional protection ... 7 4 
shows the right brush for the right job... suggests acces- | pty ergadgnmten- ares | Peers es me | 
sory items... gives the “tell” for self-selling! | Oe Re Satin Cray OS, ME. 2, Ship COD | 
P . F . D Si 

Point-of-sale counter display merchandises 12 | ; 

Robinson brushes for quick inventory turnover... | Sasi cena a ad 

turns brushes into ne Bie ae Pe 

| 

f | CON nts 0200 venvenececess | 

ROE [6 ) Ni | 

[ha Al CRIs 0:06. 0:0-0:0.0099 00:00 600000%000% - | 

P.O. Box 47) ee] | ' 

95 PARK AVE. - NUTLEY 10, NEW JERSEY i} ee _ =? 

== Telephone NUtley 2.4510 — 2) . ie Delhi Bin vcncccareceens | 

<> a ee ee a e . 
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YOUR TICKET TO 
A BIGGER SHARE 
IN THE PLEASURE 
BOATING BOOM | 





SA oe 











BAILS 2% GALLONS A MINUTE! 
Bail-a-matic works at any motor 
speed, in or out of gear, like this 
Water is drawn into screened immet 
sion unit (1) and flows through neo- 
prene bilge hose (2) to vacuum-type 
pump (3). Water does not circulate 
through the cooling system; it is im- 
mediately expelled (4) via complete- 
ly separate outlet. 














FOUR MODELS WITH BAIL-A-MATIC! 


5 HP with Bail-a-matic, Aquablade 
Lower Unit, Pillowed Power, Stow- 

away Fuel Tank, (3.5-gal.), Twist- -” -« 
Grip Speed Control. 1a 

7'2uP with Bail-a-matic, Aqua- 
blade Lower Unit, Pillowed Power, 
Stowaway Fuel Tank (6-gal.), Twist 
Grip Speed Control. 

0 HP with Bail-a-matic, Aquablade 
Lower Unit, Pillowed Power, Stow 
away Fuel Tank (6-gal.), Twist-Grip 
Speed Control. 

16 HP with Bail-a-matic, Stowaway 
Fuel Tank (6-gal.), Twist-Grip Speed 
Control 

Also in the line is a husky 3.6 HP 
single, a popular seller at $109.50* 


fort Atwater 


Seott Atwater ZX 





*FOB Factory; prices subject to change without notice. 
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ce QeOtt- ATWATER 


...firet outboard in hietory that 


BAILS YOUR BOAT 








22) 


ty The sharp increase in sales enjoyed by the 
—- outboard industry in 1953 (up a phenomenal 


40% over 752) reflects the leaps-and-bounds 
growth of pleasure boating as a national rec- 
reation. And Scott-Atwater has taken the 
lead in building motors with wide popular 
appeal... motors that mean more outboard- 
ing enjoyment for every member of the family! 

Power bailing is the latest Scott-Atwater 
contribution to pleasure boating. Thanks to 
Bail-a-matic the modern outboarder is freed 
from the mess and labor of bailing with a can, 
dumping heavy boats, pumping tediously 
with hand equipment. Now, with Bail-a- 
matic he enjoys the safety and comfort of a 


‘2 








EMA 











ae dry boat at all times, automatically. 
elie. When you have all the facts about the 
‘h neo- sensational Scott-Atwater motors for 1954, 
te about the tremendous advertising, promo- 
newt tional and selling support that helps sell these 
aplete- revolutionary modern motors to a rapidly 
growing market, you'll see that Scott-Atwater 
is the motor for you to sell. 
Scott-Atwater leads the industry’s healthy mod- 
see ay ernizing trend ...it offers more popular features 
on a wider range of models... it’s engineered to 
suit the needs of a tremendous market—the family 
outboarders of the nation! 
: 7 
GET THE FACTS about a protected Scott- | 
Atwater dealership, with details of national Scott-Atwater Mfg. Co., Inc., Dept. HA-14 | 
and local advertising support, exclusive floor s 4 i 
plan, customer financing, nationwide serv- Minneapolis 13, Minn. 
ice, other selling helps. Send the coupon 
today! I'm interested in discussing a Scott-Atwater dealership in this area. | 
| Please have a representative call on me soon. | understand no 
| obligation is involved. ! 
| ! 
e sti nccdicakninainanenseaiebannitinss 
! | 
. 5 I  cisstahcncsiniedeniaciatenionmeneccenneats | 
...firet outboard in hietory that | | 
J S Man cwidendddecdudderenedecndandsetessenensbes | 
| | 
Il y KR 8 A] i cada dutnndabvimenentaeokicn ZONE...STATE...... 
vonwanier ee ee a ee en eee Tee J 
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FIBRO PAPER DROP CLOTH 


S or more information 
Qurseuis ALL PAPER DROP — | * on'ehove products ent 
services use free post 


3 10 7 IN ACTUAL TESTS+ | See 


PACKAGED TO SELL 


The only cellophane wrapped paper 


























drop cloth on the market... attracts packaged in its own) protective 


attention, makes volume impulse sales 


a polyethylene bag to keep it [re 

MERCHANDISED TO SELL from dust, dirt and handling. Di 
Free window, shelf and counter stickers a : : 

play takes up little counter space 

with orders for 48 of more packages : 


YEAR ‘ROUND REPEAT SALES 


Ideal for indoor and outdoor use. Flex- 


Acrabore, Ine. 
For more data circle No. 75 on posteard, p. 215 
ible, long-lasting. Popular 9 x 12° size 
Other sizes available 
Paint Brush Display 

Called the 3-18, this paint brush 
display unit can be used three ways 
and holds 18 paint brush style 
14 varnish type and four wall type 


DOZENS OF USES: 


COVERS 

furniture, floor, rugs, 
shrubbery, porches, 
pavement, storage 
items 


KEEPS OUT 
paint, dust, dirt, 
moisture, frost, 
grime 
PROTECTS 
cars, plantings, 
clothing while 
making car repairs 






COMPETITIVELY PRICED. 
ORDER FROM YOUR WHOLESALER 


or write direct 


es FIBLECO corror 
za CORPORATION 


4646 North Clifton Avenue + Chicago 40, Ill. 















Panel holds small stock of each size 








and type of brush. Constructed of 
enameled perforated metal, unit is 


Write today for your : : 
industrial Crayon Guide, | 21 in. Wide and 34 in. high. It can 
describing our complete he l oe — ee 
Rue of martors fer every v0 used as counter display, swing 
need. Dept. HA-31. ing panel or flat against wall. 


— 





Whiting-Adams Co, 
For more data circle No. 76 on posteard, p. 215 1001 | 
includ 
light | 
Spinning Line Packaging house 


Designed to eliminate twisting radio 
of line as it is cranked onto spin 


ning reel, Twist-Free Pak consis 
of a plastic box containing two * Col 


connected 100 yd. spools of |) 

alias bie ee , * Ma 
celver Super- Limp monofilament 

nylon spinning line. Cover contai: * Cle 
hole through which line passe 





For greater legibility, longer wear, on ALL types of lumber, . when cranked onto reel. Line wu 22( 
mark with AMERICAN LUMBER [oir y. @) . |e specially es ’ winds with twist that is reverse * Ine 
designed for the industry by crayon experts. ; : that put into it by reel, one twist 
neutralizing the other. Six-Pak d cor 
th American Crayon company f ee eed tae Mk, aed ab 
ontadin ie New Yerk ib pensing cartons are or wa * Bac 








counter mounting. Metal revolving 


we HARDW/ 
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NO OTHER TORCH offers all these features AT ANY PRICE 
NL 


ELL 













ration 
s and 
post 
ie LIQUIFIED PETROLEUM 
rotectiy 
it fre 
ny. Di 
r Space 
a Torch 
eeu EXCLUSIVE 2 IN 1 BURNER — NO 
mio EXTRAS TO. BUY! 
wry pe Needle-point and Blast Type Flames 






\G THROWAWAY FUEL CONTAINER! 
! a SELF-SEALING VALVE permits safe 






removal of torch head! 


INSTANT LIGHTING! No priming! No 


“em, Waiting! 
“ 











$4.95 





eted of 
unit 18 
It can 
swing- 

wall, 





d, p. 215 1001 uses for the “DO-IT-YOURSELF” market 
including sweat fittings, silver soldering and 
light brazing. For home owners, farmers, 
ng housewives, painters, plumbers, electricians, 








isting radio repairmen and auto body mechanics 

) spin 

mMsis! 

R two * Colorful silent-salesman display carton 

r : 

lea * Many hours of operation on one can of fucl 

_ * Clean, sootiess, odorless flame — more than 

— Mfg. Company 
je un- 2200° F . 

pouch * Inexpensive, convenient, throwaway fuel 30 Cummington St. 
k d container 79c each list BOSTON 15, MASS. 
= * Backed by the famous LENK Warranty Dealers’ Choice For Over 30 Years 


vin y 
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ITEM ADDED SALES 
—CHECKOUT SPEED 


YOURS with a 
McCASKEY 





FY 

a” CUSTOMER'S 
PRINTED 
RECEIPT 


This customer’s Cash Receipt 
shows him items purchased—you 
retain the same information on 
your day’s detail strip: 


® hardware, paint and_ sport 
goods Itemized, Item-Added, 
Explained! 


You register any number of items 
in the same way — McCaskey 
modern, item-adding, hardware 
sales checkout. Self-Service- 
Checkout is coming fast in the 
hardware business. 


Model 
D-81, one 
of many de- 
signed to pro- 
vide complete, 
accurate rec- 
ords adapted to 
hardware store 
needs. 


¢ Make certain you know what 
McCaskey has for you in mod- 
ern cash registers, in charge 
account control, in sales books 
and printed forms for modern 
record permanence — check 
your interests, mail coupon. 


CUSTOMER'S 
Printed Receipt 


Modern Charae 
Account Control 








CHECKOUT item odding Soles Books ond 1 
J cosh register systems [ } Printed F ‘ 
NAME 
city ZONE STATE 





McCASKEY REGISTER DIVISION 
Victor Adding Machine Co 
ALLIANCE, OHIO © INGLANE: wATPOR 
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CASH REGISTER 






woe eeeeeoend 






B70 HELP YOU SELL 








available, 
which stocks 24 Paks. Display units 
and Paks are free with purchase of 


counter display is also 





South 


Line. 


Deceiver Super-Limp 
Bend Bait Co. 


For more data circle No. 77 on postcard, p. 215 


Wall Tile Chart 

Wall chart illustrates Miraplas 
plastic tile trims, showing customer 
uses of various trims and how they 
will look in the home. Printed in 
two colors, chart is 23x29 in. with 
metal edges at top and bottom; has 
brass eye ring at top for hanging. 
S & W Moulding Co. 


For more data circle No. 78 on postcard, p. 215 


Lawn Razor Packaging 
Lawn Razors are_ individually 

packed in red, white and black im- 

pulse sales carton which tells com- 





sales 


plete story. Six individual 
packages come in corrugated dis- 
play carton. North Wayne Tool Co. 


For more data circle No. 79 on postcard, p. 215 


Tool Merchandiser 
the Hl Do-It-Yourself 
Merchandiser are set against back- 


Tools on 


ground of natural finished solid 
birch and black pegboard. Wood 
blocks showing actual cuts made 





weil ek OOF Oe RR 

. re. ot Od 
% s AM 
we» 


top value “= 
TRAFFIC 
STOPPER! :; 


from our long line 
of fireside furnishings 


POLISHED 
BRASS BASKET \ 
Areal special that 
will pull traffic 

Y 


only $00 . ) 


io zy 
»s - 


No. 99D POLISHED 
BRASS FIRE LIGHTER 
Outstanding value that 


will stop buyers $360 


only 





aS 


—, 





19” GRATE p 


A sturdy, rugged ‘ 
grate to make Va 
shoppers buy. 

ogy A terrific value 





with 


Stainless 
DOOR-EASE* 


STICK LUBRICANT 


Nationally advertised 15c sell 
er, comes 12 in display box 
Hundreds of uses in home and 


shop. Also large 39c seller in 
metal container, packed 6 in 


display box. 





American Crease Stick Co. 


Muskegon, Michigan 
PRODUCTS 


aus? LOCK-EASE Graphited Lock Fluid 











in 4-oz. Drop or Stream" can, 39 


AMERICAN Dripless Oil in 4-oz. oiler, 2% 
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4 aft 


mwrF 
Cal 
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TER 
it 


360 


Rd., West 
CALIF. 














You'll find the 

famous LUX ling of =i 
time-reminder products 

in BOOT 
Nationa 
Navy Pier, Chicago wk 
We'll be looking for you! 


*January 14th - 21st 


» 

















— 
—_— 
_—o 


\ a 
& 





~ 


THE LUX CLOCK MANUFACTURING COMPANY 


WATERBURY, CONNECTICUT 
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THESE COOPER “DOLLAR-WISE" 
SPECIALS INSURE YOU MAXIMUM 
PROFITS THRU VOLUME SALES 


SELLS ON SIGHT 
SKILLET DESIGN WALL THERMOMETER 
BRIGHT COPPER FINISH— 


Boost your sales with this 
gleaming sturdy Copper 
Skillet Thermometer. This 
beautifully designed ther- 
mometer is “at home” in 
kitchen or breakfast nook 
is well as any room in the 
house. Display it prom- 
inently and customers will 
want this attractively gift 
boxed thermometer for 
“Gracious Living’ and for 
“Gracious Giving.” Pointer 
tully protected by clear un- 
breakable crystal. Flawless 
Cooper Bi-metal mechanism. 


RETAIL 1.00 











Ve 
SURPRISE—se sure anv SEE THE NEW ms; 
METAL MEAT THERMOMETER— 
‘THE ROAST-WELL' 
PRICED FOR THE BUDGET MINDED PUBLIC 


ANOTHER COOPER GUARANTEE OF QUALITY PRODUCT 
AT NEW LOW PRICES 


aS yy, 
E. Z. C. OUTDOOR THERMOMETER 
BIG IN SIZE 


BIG IN VALUE 
BIG IN PROFITS 











It’s America’s greatest ther 
mometer value—Big in size 
—over 4 inches in diameter. 
Big in value—sturdy rust 
proof baked white enamel 
case with gleaming blue 
easy-to-read figures. Flaw- 
less Cooper Bi-metal mech 
anism fully protected by 
clear unbreakable crystal. 
It’s easy to see why it’s 
easy to sell. ‘Complete with 
adjustable bracket, screws 
and instructions for simple 
mounting. Display it prom 
inently for rapid turnover. 


RETAIL 1.00 








BOOTH 844 
| SEE THE COMPLETE COOPER 
LINE OF HOUSEHOLD THERMOMETERS 


NATIONAL HOUSEWARES SHOW 
NAVY PIER * CHICAGO, ILL. 


| THE COOPER THERMOMETER CO. 


PEQUABUCK, CONN. 


Quality Thermometers Since 1885 

















, ELL 
IcTOoR 4-pack ‘eshte 


HELPS YOU SELL ; , 
@ For more information 
MORE MOUSE TRAPS! on these products and 


services use free post 
card on page 215. 





Set Four --Cateh More with. -- 








with routers are displayed. Mea 
suring 42x17x28 in., merchandiser 
includes one 6-in. saw, one “gs h-.p. 





wurslf” 


H, Dot ; 
wOYMAN ELECTRIC TOOLS 








. Ps 
PRACTICAL— “| 4 cor 2% 
CARRIES COMPLETE \\ A 

| INSTRUCTIONS FOR =~ “rer 


BAITING AND 


SETTING 
Order from your wholesaler "enue a 
now. Packed one gross traps ; 
(36 packages) in re-shipping 
container. 


router, one 34 h.p. router, one Y/-in 
drill and 10 router manuals. Stan 
ley Electric Tools. 


For more data circle No. 80 on postcard, p. 215 


plane, two 14-in. drills, one 14 h.p. 
| 
| 
} 





Animal Trap Company of America « Lititz, Pa. e Pascagoula, Miss. 


Flush Valve Display 


9 NEW Life magazine advertisements o1 
i “% rA the new improved Alert friction 
L O W . O S T free flush valve will be tied in at the 
point of sale by this new three-unit 
S$ K A i £ S$ a A RR p be N a fe display box. Display box is printed 
in three colors and features the “As 
WILL BOOST gs | — 
YOUR PROFITS! 


© BALL BEARINGS 
® MODERN DESIGN 
© FOR ALL SKATE TYPES 


SAS carefully designed Skate Holder shown 
with grinder comes as regular equipment wit! 
all Wissota Skate Sharpeners. Also may be 
purchased separately. It has a very wide and 
accurate range of adjustment. The skate is 
rigidly clamped to prevent movement or chatter 
Bottom surface is carefully machined. 





A small investment now in a new Wissota Skate Sharpener will mean bigger repair department profits 
and more store traffic this winter! Easily and accurately sharpens regular hollow ground hockey, specially 
deep ground figures, or flat ground, narrow blade skates. Restores the original factory grinding 





} 


NOT ONLY A SKATE SHARPENER —the Modei S1OM shown above may also he used as Advertised in Life”’ theme as We 
an all around Tool Grinder! A wire brush wheel, saw gumming wheel or cloth buffer may easily be ’ > . ’ 

“ae » “ED a ¢ athroom Ji 
substituted. A sickle cone may be used for sharpening mowing machine sections, using any Wissota as the Don’t be a Batht 


Sickle Holder. Model S10 is same as S1OM. less motor. yler” slogan. Valve’s new improved 
The Wissota Skate Sharpener unit is mcunted on a special board, complete with holder, two surface design makes it easy and quick 

plates on which holder slides, a 1/3 H.P. heavy duty motor (packed separately), three vitrified grinding install and now requires no guide 
wheels and two V-helts for the two serarately driven spindles. Three wheels as follows: 7xl!/4x5@ for . : alled i the 
flat arindina, Sx1x%~ for reqular hollow grinding, 3x1x5g for deep contour hollow grinding. arm. It can also be installed in the 


newer type of smaller flush tank 
% ASK YOUR JOBBER OR WRITE FOR DETAILS! ; 


Wistar MAROFACTURNG 
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as well as in older models. Ardmore 
| Products Co. 


For more data circle No. 81 on postcard, p. 215 
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IMPORTANT! 
DISPLAY 
OWNERS 


Send for decal 
showing new 
prices 


THE ONLY “Midget” MERCHANDISER | 


TESTED 4 WAYS! | 


@ TESTED DESIGN @ TESTED VARIETIES 
@ TESTED PRICES @ TESTED QUALITY 


Gardex dealers sell more “Midget” Tools because design, 
varieties, prices and quality have been proved by 
actual sales to several million gardeners! Not a question- 
able “newcomer”, untested and untried. But a nationally 
recognized sales-maker for over four years! The display 
holds a wider variety of tools, has a variety of prices 
from 55c to 85c (an important “impulse-sale” feature), 
takes only 13 inches of counter length, and costs you less 
money than other displays because Gardex and your 


obber absorb most of the cost. 

For West $13.98 

| 

GARDEX GARDEN-diser 
Build a “Quick Service” garden 
section around this self-selling tool 
rack. Holds over 100 garden tools 
plus packaged gardening supplies 
Has bins for Midget’ Tools, noz- 
zles, etc. All steel, portable, on 
wheels. Complete with illustrated, 
descriptive price cards 
A $49.50 value — yours on the spe- 95 
cial Gardex purchase plan for just $22 

($25.95 Far West) 


Ask your jobber or write for 


GA RDE "Sok Flow" complete details to 
CABEES ifete) &.. 


Price, complete with 24 tools of 10 different kinds 





50! NO. CARROLL AVE 
MICHIGAN CITY |, IND. 


Americas Modern Garden 
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Ride the tide 
of America’s 
fastest growing 
hobby with 
America’s most 
| profitable line 
of barbecue 
and patio 
equipment 
and 
accessories. 


Make sure of 


YOUR SHARE 


of the fabulous 


OUTDOOR 
LIVING 
MARKET 


SOUTHERN PORTABLE 
BARBECUE 

Handsome looking—tops for 
cooking. Crank controlled, 
adjustable fire box. Stainless 
stecl heat reflector. Roomy 
warming oven and storage 
space. Deluxe designing and 
appointments 


BURR ADJUSTAGRILL 
BRAZIER ( Nor Illustrated ) 
Priced to outsell any competi 
tion. Full 24” diameter grill 
adjustable up to 5 inches 
Modern, streamlined design 
Pre ssed stcc l, rubb« I tired 
wheels 


BURR BRAZIER BARBECUE 
Modern design to go with 
popular contemporary motif 
Adjustable fire box. Protective 
hood and warming shelf. 
Outstanding f 
Also Volume Manufacturers of Built-in 
Masonry-type Units 


BURR SOUTHERN CORP. 


Yolume Manufacturers of Barbecues and Accessories 
241 N. Allen Ave., Pasadena 4, Calif. 








WELCOME TO OUR EXHIBIT— 


CHICAGO LOS ANGELES 
JAN. 14 to 21 JAN. 24 to 29 


Independent National Patio 

and Barbecue Show 
BILTMORE HOTEL 
Spaces 30-31-32 


Housewares Exhibit 


MORRISON HOTEL 
Room 1798 








ee) 
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HARDWARE 
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Kaufman Hardware Opens in Anderson, Ind.; 
Clybourne, Johnson Open Store in Michigan 


Anderson, Ind.—The Kauf- 
man Hardware Co. recently 
held a three-day grand open- 
ing at its new location, Fifth 
and Meridian Sts. The firm is 
in its 7lst year of business 
in this city. 


The 75x200 ft. building 
contains in a one-floor op- 
eration, enlarged  depart- 


ments of tools, paints, house- 
wares, plumbing supplies, 
sporting goods, electrical sup- 
plies, heavy hardware, toys, 
major electric appliances and 
mill supplies. The store is air 
conditioned and has music 
supplied by Muzak. It also 
has a parking lot and Quick 
Service facilities for those 
who want to pick up an item 
in a hurry and pay for it at 
the check-out counter at the 
front of the store. 


Fair Plain, Mich.—Robert 
Clybourne and Goodwin John- 


son held a two-day grand 
opening of their new hard- 
ware store. The new store, 


built by Mr. Johnson, is a 
40x90 ft. structure of modern 
finish. 

The store handles a general 
line of hardware, paints, 
plumbing supplies, electrical 
appliances, gifts and sporting 
goods. 


Glenwood City, Wis.—Jack 
Bullis, of Eau Claire, has 
purchased the Sage Hard- 
ware and has taken over op- 
eration of the store. 


Bentonville, Ark. — The 
Bentonville Hardware & Fur- 
niture store recently held a 
grand opening celebration at 
its new location at 114 W. 
Central. The new _ store, 
owned by Raymond Shores, 
is 40x165 ft. 


Tacoma, Wash.—-Lawrence 
Welchko and his wife, Vir- 
ginia, have opened a new 
hardware business at 1116 
South K St. The store will 
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operate under the Marshall- 
Wells name. 


Leaksville, WN. 


C. — Ap- 
proximately 1,600 persons 
attended the recent grand 
opening of Builders Mart, 


(Continued on page 262) 


Powers Named District 
Sales Head for Clemson 


L. B. Powers has_ been 
named district sales manager 
for Clemson Bros., Inc., Mid- 
dletown, N. Y. His territory 
comprises the District of Co- 
lumbia, Virginia, West Vir- 
ginia, North Carolina, South 
Carolina and parts of Ken- 
tucky and Tennessee. 

In his new position, Mr. 


Powers will make his head- 
quarters in Richmond, Va. 
He will service the wholesale 
hardware trade, handling 
hack saw blades, band saw 
blades and lawn mowers. He 
will also represent the Victor 
Saw Works, a Clemson affili- 
ate. 





L. B. POWERS 


Hoins Named President of D. P. Harris Firm; 
G. D. Harris Elected Chairman of the Board 


Charles C. Hoins has been 
appointed president and chief 
executive officer of the D. P. 
Harris Hardware & Mfg. Co., 
Inc., New York, and George 
D. Harris has been elected 
chairman of the board, a 
position vacated in 1948 by 
the founder of the company, 
the late D. P. Harris. 

At the same time, the com- 
pany announced that Emil 
Kirwin has been elected vice- 


president and secretary, and 
Walter M. Torgersen has 
been elected vice-president 
and treasurer. 

Mr. Hoins, the new presi- 
dent, joined the Rollfast 
organization in 1920 in the 
order department and soon 
after was made assistant 
superintendent of the com- 
pany factory in Reading, Pa. 
Following this, he 

(Continued on page 264) 


was ad- 





CHARLES C. HOINS 


GEORGE D. HARRIS 
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Cease Manufacture Of 
Sager, Barrows Locks 


The Sager Lock Works, 
Berrien Springs, Mich., Div. 


of the Yale & Towne Mfg. 
Co., has advised customers 


that after Dec. 31, 1953, it 
will no longer manufacture 
the Sager and Barrows lines 
of locks and builders’ hard- 
ware. 

The company stated that 
it will complete and ship the 
orders it now has on hand 
for Sager and Barrows items, 
and while the stock holds out 
the company will operate on 
a first-come, first-serve basis. 

After Dec. 31, and for a 
reasonable time thereafter, 
upon request to the central 
office of the Yale Lock & 
Hardware Div., Stamford, 
Conn., Yale & Towne will 
provide parts and service for 
existing Sager and Barrows 
master key systems; furnish 
parts and service for Sager 
and Barrows locks of the 
type which are currently be- 
ing manufactured at Berrien 
Springs, subject to stock on 
hand; provide original cylin 
der key blanks for Sager and 
Barrows locks. 

The change in the manu- 
facturing schedule at the 
Jerrien Springs plant was 
made to concentrate and ex- 
pand the production of Yale 
lines. 


Blumberg Co. Moving To 
New Warehouse, Office 


William L. Blumberg Co., 
Inc., New York wholesaler, 
is in the process of moving to 
a new warehouse and office 
at 1133 Manhattan Ave., 
Brooklyn, and is_ presently 
closed for two weeks during 
the move. 

At the same time, tiv 
company announced that 
William B. Braun, beside 
being the firm’s hardwar« 
buyer, has been named sale 
manager of the compan) 
Amos B. Steiger has been ap 
pointed secretary and trea 
surer, as well as genera 
manager, and Burton II 
Kahn is assistant secreta) 
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Allen Retir son, N. J., for the past 39 - ° 
cks poet che A | Edwin R. Masback, Jr., Elected President 
lorke The new location is ap- ° 
. rm Charles F. Allen, who has proximately 50,000 sq. ft. a Of Masbach, Inc.; O'Neil Named for Post 
ie Mfg. represented Janney, Semple, one floor. Edwin R. Masback, Jr., 
eemneve Hill & Co., Inc., Minneapolis, ae Sieh aliiailieadh tacitly ail 
a Minn., wholesaler, out of en See eee 
1953, it , ‘ 1. . Masback, Inc., New York 
a North Platte, Neb., since Green Sales Co. Buys ere “a ke be be 
nga July 1, 1940, has retired un- W. Goldenblum & Co City, hardware wholesaler. 
gery der the Janney Retirement ° ies ° He succeeds Harold E. Mas- 
Plan. William Goldenblum & Co., back, Sr., who has _ been 
a that Prior to joining Janney, New York wholesaler, has elected chairman of the ex- 
hip the Mr. Allen was a salesman been purchased by the Green ecutive committee of the 
_ or for Simmons Hardware, St. Sales Co. The new firm's company. 
: Rca Louis, Mo., traveling in name will be William Golden- A grandson of the founder 
Ids a South Dakota and later in blum, Inc. : ; of the business, Robert Mas- 
lates ain Nebraska. Charles Green, president back. Edwin R.. Jr., is the 
» basis, agen eg of Green Sales, is expected third generation of the fam- 
for a Federbush Co. Moves ” genus preenaun -* the ily to serve as president of 
eafter, To Totowa Boro, N. J. = ma Ri ited Sates the organization. Following 
teal Co., whose lease on its k ifth hic avadaction from Gheleaa iii te eueananes te 
a The S. Federbush Co., Ave. showrooms expires F eb. Scientific School of Yale Uni- ' ice iis 
uslord, wholesaler, has moved to new 1, is expected to move its cialis " ee “wa hate pre . 
e will and modern quarters in To- warehouse and offices into the Maa . ae: a ham J ie overseas, during which pe- 
“aes towa Boro, N. J., after being Goldenblum plant in Glen- “las ay organization. ur- +iod he was a member of the 
cine in its old location in Pater- dale, L. I., early in January. ing World War II he served ay rican Field Service. 
urnish — aes a James B, O’Neil has been 
Sager . appointed merchandise man- 
f the Jacobsen Mfg. Co. Names Representatives sani sik iain, to tet 
ly be- capacity he will supervise 
errien operations of the purchasing 
ck on department. 
cylin H. E. Masback, Jr., has 
F and been appointed sales man- 
ager of the Trimalawn com- 
nanu- . : 
the panies, wholly-owned subsid- 
mae iary of Masback. The Trima- 
ie lawn companies are specialty 
Yale Wholesalers of power lawn 
and garden equipment, oper- 
ating branches in four east- 
ern states, including Floral 
pve Park, N. Y., Wood Ridge, 
ce F . N. J., Strafford, Pa., and 
Co., Rockville, Md. 
saler, The Jacobsen Mfg. Co., Racine, Wis., has appointed four 
ng to new sales representatives. John W. Reihman, upper left, 
office has been named to handle Jacobsen sales activity in New 
Ave., York state. Before joining Jacobsen, Mr. Reihman sola 
ontly major appliances on the retail and wholesale level; his 
ining wholesale experience having been with the Western Elec- 
tric Supply Co. William A. Thomas, Jr., upper center, will 
the work with Jacobsen dealers in lowa and Nebraska, and 
hat will make his headquarters in Des Moines, lowa. Mr. 
side Thomas was a sales representative for the General Elec- 
ware tric Supply Corp. before joining Jacobsen. Albert A. 
sale Nagel, upper right, has been named to cover the states 
vate of Georgia, Alabama and South Carolina, and will make 
ied his headquarters in Atlanta, Ga. Previously, Mr. Nagel 
: was a field service representative for Montgomery Ward 
_— and the Ford Motor Co. Ned J. Carlisle, lower left, will 
. H work in eastern Ohio. Before joining Jacobsen, Mr. 
Carlisle was sales manager of Stuver Bros. Co., Barberton, 
ary Ohio. JAMES B. O’NEIL 
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Persons Elected Head 
Of Emerson Electric 


Wallace KR. Person has 
been elected president and a 
director of the Emerson Elee 





WALLACE R. PERSONS 


tric Mfg. Co., St. Louis, Mo 
He has been 
and general sales manager of 
the Lincoln Electric Co., 
Cleveland, Ohio, for the past 
even years. 

As Emerson’ president, 
Mr. Persons succeeds W. S 
Snead, who is now both presi- 


vice-president 


dent and chairman of the 
board of director 


Mr. Persons 


Lincoln 


erved a a 
sales n 
Pennsylvania for 
everal years and in 1037 be 
came district manage: in 
Pittsburgh He 
company in 1034 


engineer 


vestern 


joined the 
He moved 
to Cleveland a “assistan 
ales manager in 1941) and 
was elected a director of the 
firm in 1047 


Boyle-Midway Acquires 
Easy Off Oven Cleaner 


Boyle-Midway, Ine., New 
York, has 
OW Oven Cleaner from. the 
tockholders of the Woleott 
Co., Hartford, Conn., it wa 
announced by Strieder 
Schraffenberger, Boyle-Mid 
way president 

Mr. Schraffenberger said 


acquired the Mass 


that sales of Easy OT will be 


handled by the regular Boyle 
Midway ales organization 
and that plans are already 
under way § for increased 
ales volume through more 
merchandising and 


BaD M4 


Thor Names Fischer 


Ernest D. Fischer, 


engineer in the Birmingham, 


Ala., territory of the Thor 


Power Tool Co., Aurora, IIl., 


has been appointed manager 


260 


idvertis- 


ervice 


News of the Trade 


of the company’s new factory 
branch office in Atlanta, Ga. 


Globe Lighting Products 
Names Skillman to Post 


Kd Skillman has 
pointed merchandising, sales 
promotion and advertising 
manager for Globe Lighting 
Products, Inc., Brooklyn, 
M.. &. 

Mr. Skillman wa 
ously national committee ex 
ecutive secretary for the 
National Association of Man 
ufacturers ; promo 
tional executive for the Na 
tional Metal Trades Associa 
advertising 

Tube 
divisional 


heen ap 


pl evi 


eastern 


tion; sales and 
manager of Seeley 
SOx Mfy Co. 

ales and advertising man 
Aeroil Products Co 


ager of 


Goulds Pumps Lists 
Personnel Changes 


changes in sal 


effective Jan l, 
announced 


Several 
personnel, 
1054, have 
by KE. EF. Backlund, general 
ale manayer for Gould 
Seneca Falls, 


Pumps, Ine., 
Ny. E 
1. B. Darden ha 


pointed manager of the Ch 


cnayvo olfice ueceeding B. | 


Barnett who has relinquished 
his duties because of ill 
health. Mr. Darden was for 
merly in charge of wate 
ystem sales. 

S. A. Bunis, formerly Bos 
ton branch manager, ha 
been transferred to the fac 
tory as assistant to Mr 
Backlund, and will devote hi 
entire time to the sales oper 
itions of the Water System 
Div 

C k 
manager of the company’ 
Pittsburgh branch, is now in 
charge of the Boston branch, 
while P. A. Thompson, for 
merly a member of the Chi 


Brower, formerly 


capo ollice ales ‘ tall, 1 now 
identified with the Pittsburgh 
branch. 


Dupli-Color Products 
Names Copeland to Post 


Arnold A. Copeland ha 
been appointed sales man 
ager of the new Seratch 
Master Div. of Dupli-Color 
Products Co., Ine., 


11] 
Mr. Copeland has an ex 
merchan 


Chicago, 


tensive sales and 
dising background, including 
experience both in the hard- 
ware and the housewares 


field 


Chattanooga Implement Alters Name 





Officers and new department heads of the Chattanooga 


Royal Co., 
Mix. Co., 


Chattanooga 


new division of the ¢ hattanooga Implement & 


Tenn., are shown testing food 


barbecued on a portable grill made by the company at 


annual sales meeting held recently. R. H. 


Mason, assis 


tant general sales manager, left, serves L. O. Morin, Jr ; 


vice president and yeneral manager, right, while R. H 


May, sales representative from Seattle, Wash ° 


and Ben I oxworth, manager ofl harbec uc grill sales, look on 


center-left, 
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Shaw is Vice-President, 
Sales Head at Preway 


Leslie W. Shaw has been 
appointed director of sal 
and elected vice-president of 





SHAW 


LESLIE W. 


Preway, Inc., Wisconsin Rap 
ids, Wis., at a meeting of the 
board of directors of the 
company. 

Mr. Shaw was previously 
with the Mark 
Co., Chicago, HL, 


associated 
stone Mfz 
where he served as vice pre 

ident in charge of sales. te 
fore that he was Chicago di 

trict appliance sales manager 
of the Graybar Electric Co., 
following an ll-year associa 


tion with the Hyland Ele 


trical Supply Co., Chicago, 
where he progressed from 
alesman to. preneral ale 


manager 


Ace Rubber Appoints 
Two Representatives 


H. ©. Crunk and Claude 
Chambers have been appoint 
cd sales representatives for 


the household products divi 
ion of Ace Rubber Product 
Ine., Akron, Ohio 

Mr. Crunk will cover Ten 
nessee, Alabama, Mississipp! 
and southern Kentucky. M 
Chambers will cover Florida 
Georgia, North Carolina and 
South Carolina 
representative 
tablish 


The new 
will concentrate on « 
ing southern distributors fe 
Ace Texto Tred stair tread 
and roll matting, Ace we 
come mats, and Ace. ova 


mat 


Cory Corp. Names Bales 
Robert W. Bales has beer 
istant territors 
Chicago an 
northern Illinois for the Cor 
Corp., Chicago, Il. 


appointed as 
manager foi 
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| For the 
zy Hardware dealers everywhere | “Dedtyeuself” 
F ae are finding | Hobby Fan’ °° °° ° 
dent of 





“— 


—-* 


7 nel 
it pays to Build Your Ow: 


sell BROOKPARK 


the nationally advertised 


~ 
roms eee oS 





style and sales leader 


a in non-chipping 


















. > . 
.o plastic’ dinnerware 
of the . 
f the j 
| COMPLETE KIT FOR ° 
ously | 
Mark TOP GRADE ELECTRIC CLOCK ° 
po, Tl., MODERN DESIGN 
re 
he HE CAN MAKE AT HOME 
‘od ° 
nivpret 
. Ke @ Assembly challenges the expert's interest ° 
ocia yet not too complex for deft-fingered 
Ele youngster. Smartly styled, excellent time a 
\enate keeper, a practical clock for the home 
from DESERT FLOWER ae ®@ Every part factory inspected; complete with 
ale DESIGN all full instructions and diagrams for assembly * 
Special tool and proper oil included 
@ Mahogany finished case 6'2 inches wide, ° 
’ 1% inches deep. Standard Gilbert parts 
s throughout. Finished clock has been tested ° 
and listed by Underwriters Laboratories 
@ No breakage . 
laude - Ey. cage ) 
aes se D 7x @ No damaged stock for MORE SALES 
; for FEW ee @ No returns BIGGER SALES 
divi ‘ “4 cat = @ Guaranteed not to BETTER PROFITS 
uct as w hal gt chip or break! 
. 
ren *Melmac or Melamine 
Sippl Ask Gilbert's ° 
Mi r \ nearest office 
rida hI about the - 
and K), YS 9 
. ° No. 107 clock kit 
Two patterns in today’s most y. ahi ° 
tive popular colors. Packaged starter kl I 
“> sets and open stock to 8” ‘4 ss #2 2 
build more profitable 7 ei 





ead 


dinnerware 


“ 
business for you. 


ove 


Ask your jobber 


ales about Brookpark’s Display | 
beer Rack. Good deliveries THE WM. L. GILBERT CLOCK CORP. 
tor minimize inventory. | aus dlins ent Centers 
van ; ee we ee WINSTED, CONN. 

Internationa moide p astics, Inc. 551 Fifth Ave. 141 W. Jeckson Bivd 290 First Street 

Dept. HA 154 Cleveland 9, Ohio | NEW YORK CHICAGO SAN FRANCISCO 
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NEW! NEW! NEW! 


“© INCINERATO 


Your Customers ask For: 








FAST BURNING— 
Scientific draft holes 
on top, bottom, sides; 
3 sturdy legs mean 
better draft. 













SMOKELESS 
BURNING 
when 
ignited 
at top. 


















NO FLY ASH— 
Snug cover 
confines it— 
high heat 
practically 
consumes it. 

















TWO SIZES— 
Large, over 2-bu. 
Giant, over 3-bu. 


You'll Be Surprised 
at the Low Price! 








Dealers who tied in with NESCO’S Fire Chief 
promotion last year made big, fast profits! Get 
your share in °54 when NESCO’S big Spring 
Parade, American Weekly, and local newspaper 
advertisements bring customers to your store 
asking for NESCO FIRE CHIEF APPROVED 
INCINERATORS 


Order from your jobber, today, or write, wire or phone... 


(NESCO- 
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News of the Trade ——_—— 








HARDWARE BRIEFS 








(Continued from page 258) 


Inc., hardware and builders 
supply store at Bridge and 
Jay Sts. Visitors were served 
doughnuts, coffee and soft 
drinks. The store is owned 
by John Smith, Jr. 





Meadow, S. D.—Fire of 
undetermined origin  seri- 
ously damaged the Meadow 
Hardware store building and 
its contents. 

Oxford, Pa—The firm of 
Kirk & Fredd, formerly own- 
ed by a Roger Kirk and 
George Fredd, has been pur- 
chased by the latter and his 
son, Allen W. Fredd. The 
death of Mr. Kirk termi- 
nated the partnership of the 


firm. The store is now 
known as George Fredd & 
Son. 


St. Louis, Mo.— Fire re- 
cently damaged the basement 


| and first floor of the Tieman- 


| Kaimann 


Hardware Co. 
store, 2600 Herbert St. The 
store’s second floor was dam- 
aged only slightly. 





Ronceverte, W. Va.—The 
L. L. Lee & Son Hardware, 
Inc, has been completely 


liquidated and its doors 


| closed after many years of 





business. Its president, 
Thornton L. Lee, has ac- 
cepted a partnership in the 
West Virginia Hardware & 
Furniture Mart at Fairlea. 





Des Moines, Iowa— The 
Thode Sporting Goods & 
Hardware store, 3015 Uni- 
versity Ave., has been slight- 
ly damaged by fire. The ma- 
jor portion of the loss was 
in merchandise. 


Owensboro, Ky.—The 


| Modern Hardware Mart has 
held its formal opening re- 


cently. The self-service store 
is owned by Kenneth J. 
Jones. 


Lyons, N. Y.—A. E. Mar- 
shall has retired from his 
hardware business after hav- 
ing been engaged in it for 
56 years. James O'Neill, of 
Norwich, has purchased the 
business. 


Grover City, Calif —F rank 
D. Stratton and Wallace A. 


Nelson have opened thei 
new hardware store at 1036 
Grand Ave. The two men 
were formerly in the hard- 
ware business in Pismo 
Beach. The new firm is 
known as the Grover City 


Hardware. 

Wahpeton, N. D.—Charles 
Coglan has sold his Coast- 
to-Coast store to Albert Bro- 
berg, of Fergus Falls, Minn., 
and his son Roger Broberg, 
of Henning, Minn. The new 
owners will continue to op- 


erate the store under the 
Coast-to-Coast franchise. 
Hutchenson, Kan.—A 


long-range remodeling proj- 
ect which will take more 
than six months has been 
started by Davis Lumber & 
Hardware, 732 E. 1st. The 
firm will double its store 
space, having a final total of 
2,400 sq. ft. The store is 
owned by Jack C. Davis. 


Naugatuck, Conn. — The 
property at 178 Maple St., 
Gallagher’s Hardware Store, 
has been sold by Manuel and 
Doris Pereira to Michael and 


The 


Theresa D’Averso. 
D’Aversos took over the 
hardware business there a 
year ago. 


Gulfport, Miss. — Ellzey’s 
Hardware & Appliances, 
which recently moved into its 
new location in the Jo-Fran 
Building, 1302-04 27th Ave., 
held its formal opening. The 
store, owned by C. N. Ellzey, 
is under the management of 
Mark Ellzey. 


Granite, Okla.—The Hock 
aday Hardware store has 
left the local business scene 
for good. The store’s stock 
and fixtures have been com 
pletely liquidated. 


Roanoke, Va. — A 
hardware store has 
opened by Hugh Moulse a 
1330 Grandin Rd., S. W. The 
new store is called Grandin 
Road Hardware. 


nev 
been 


{ 





Arcanum, Ohio — Leonard 
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of the Clark 
recently pur- 
Fred Harris 
The store 
Clark’s 


Clark, owner 
Roofing Co., 
chased the 
Hardware store. 
is now known as 
Hardware. 





Corpus Christi, Tex.— 
Gehlbach, Inc., 4330 S. Sta- 
ples, a hardware and appli- 
ance store with a lumber 
yard in back, held a formal 
opening recently. The store 
is a new brick and tile build- 
ing containing 10,000 sq. ft. 
of floor space. 





Mass.— The Re- 
Store lo- 


Milton, 
liable Hardware 


cated for 30 years on Blue 
Hill Ave. has moved to new 
and larger quarters next 
door to the Oriental Theatre. 
Marking the event, the store 
held an opening sale with 
special prizes. 

Bristol, Vt—Way’s Hard- 
ware store and large ware- 
house were severely damaged 
by a recent fire. 

River Edge, N. J.— The 
Towne Hardware Co. has 
been purchased by George 
Silverberg from Ben Marks. 
The store is located at 492 
Kinderkamack Rd. 





Teweles Seed Appoints 
W. Teweles an Officer 

William Teweles has been 
named vice-president of the 
L. Teweles Seed Co., Mil- 
waukee, Wis. 

Mr. Teweles, who has been 
associated with the company 
since 1946, had been serving 
as sales manager of the com- 
pany’s lawn grass div. be- 
fore his recent appointment. 





Rockwell Names Miller 
Product Sales Manager 


Richard E. Miller, general 
manager of the Columbus 
plant of the Rockwell Mfg. 
Co., Pittsburgh, Pa., has been 
appointed to the newly cre- 
ated position of product sales 
manager in charge of all saws 
and expendable tools sold by 
Rockwell’s power tool div. 

In his new position, Mr. 
Miller will supervise, co- 
ordinate and promote sales, 





RICHARD E, MILLER 


. . | 
service and production sched- 
uling of all saws and expend- | 


able tools for Rockwell, some 
of which are sold direct and 
others through dealers. 


Mr. Miller, who will make | 


his 
burgh, 


headquarters in Pitts- 
joined Rockwell in 


1947 as a market analyst and | 


since has served successively 
as assistant to the  vice- 
president, assistant general 
manager, sales manager, and 
acting general manager of 
the Columbus plant. 





Cory Corp. Names Todd 
Territory Manager 


Joe Todd has been ap- 
pointed a territory manager 
for Cory Corp., Chicago, III., 
comprising the states of 
North Carolina and South 
Carolina. 

In his new capacity, Mr. 
Todd will handle the sales 
of Cory housewares and elec- 
tric appliances, Nicro stain- 
less steel products and Fresh- 
’nd-Aire room air condition- 
ers and air treatment appli- 
ances in the two states. He 
will make his headquarters 
in Charlotte, N. C. 





Quicfrez Appointment 


Robert N. Woodworth has 
been named national field 
sales manager for Quicfrez, 
Inc., Fond du Lac, Wis. In 
his new position, he will have 
charge of national distribu- 
tion of household items. 
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HE SPRINKLE 


Your Customers ask For: 





SPRAYS 
” WIDE, 
o NARROW, 


LIGHT OR 
HEAVY 





“GARDENER 








) APPROVED” 
yw 
; A 
{- 4 NESCO’S NEW 
a ¢ Y/ 
om iy WAY 
e y 


SPRAY 











Head flips trom wide spray to narrow. Pistol 
grip handle gives perfect balance fon light-to- 
heavy spray. The best sprinkler ever made for 
row sprinkling, plant feeding, weed killing, and 
insect control. Small, medium and large sizes. 
Approved by experts. Every gardener a cus- 
tomer. ; 

ORDER NOW! Be ready for easy sales when 
Nesco’s big Spring Parade, American Weekly, and 
local newspaper advertisements bring customers 
to your store asking for NESCO “GARDENER 
APPROVED” PLANT FRESH’NERS. 


Order from your jobber, today, or write, wire or phone... 


(NESCO- 


© 1954, NESCO, INC. « 250 N. 12th St., Milwaukee |, Wis. 





ANOTHER NESCO 
NATIONAL 
HARDWARE 

WEEK SPECIAL 








263 











Schreiner Promoted 
By Sylvania Electric 
Herman L. Schreiner has 


been appointed retail sales 
manager of the Lighting Div. 





HERMAN 


L. SCHREINER 


of Sylvania Electric Prod- 
ucts, Ine., New York City. 

In his new post, Mr. Schrei- 
ner will be responsible for 
developing retail lamp sales 
and will the 18 sales 
districts in furthering retail 
sales through Sylvania whole- 
salers and local chains. 


assist 


Mr. Schreiner will main- 
tain headquarters at the Na- 
tional Accounts Dept., 1740 
Broadway, New York City. 


He joined Sylvania in 1949 in 
Los Angeles and last year 
transferred to New York as 
a special sales representative. 


Hoins Named President 
Of D. P. Harris Firm 


(Continued from page 258) 
vanced to sales representa- 
tive covering the eastern and 
central United States. 

Mr. Hoins was appointed 
the first advertising man- 
ager for the company, a posi- 
tion he held until his elec 
tion to vice-president in 1941. 
During the past four years 


he also acquired the title 
of general sales manger. 


Last year he was made a di- 
rector and executive 
president. 

Mr. Harris, the new chai 
man of the board, has been 


vice- 


affiliated with the company 
since 1918, He was elected 
treasurer in 1926, and in 
1940 he became president. 


In his new position, he will 
maintain an active interest 
in matters pertaining to 
policy and fiscal affairs. 
Mr. Kirwin, vice-president 
and secretary, has been with 
the firm for 41 years. He 
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_______— News of the Trade 


has been a director of the 
company for many years. 

Mr. Torgersen, vice-presi- 
dent and treasurer, has been 
and a director of 
the company. In his new of- 
fice, will supervise 
the operations of Rollfast 
affiliates in Philadelphia, At- 
Detroit, Jacksonville 
Angeles. 


treasurer 


he also 


lanta, 


Los 


and 


lronees Co. Relocates; 
Seeking Representatives 
The Ironees Co., Phiiadel 
phia, Pa., has relocated it 
factory and offices to 414 N. 
Third St., in Philadelphia. 
The new plant and showroom 


comprises more than 10,000 
q. ft. of space. 

At the same time, David 
.echrman, president of the 


firm, has announced that the 
company is soliciting negoti- 
ations with manufacturers’ 
representatives for coverage 
in the southwest, southeast, 
Indiana, western  Pennsy! 
vania and West Virginia to 
begin as of the Chicago 
Housewares Show. 


Artisan Supply Names 
Bourne Department Head 


H. T. Bourne, Jr., has been 
appointed manager of the 
Contract Hardware Dept. of 
Artisan Supply, Ine., Syra 
cuse, N. Y., wholesaler. 

Previous to his recent ap- 
pointment, Mr. Bourne was 
associated with the Black 
Hardware Co., Galveston, 
Tex., wholesaler. 


Standard Tool Promotes 
Simpson and Petersen 


W. Ira Simpson, former 
West Coast manager, has 
been promoted to the position 





W. IRA SIMPSON 





of district sales manager of 


the Standard Tool Co., Cleve- 
land, Ohio. 

Mr. Simpson, in his new 
position, will maintain head 
quarters in Cleveland. 

At the same time, the com 


pany announced the promo- 
tion of Ralph Petersen, for 
mer Chicago service man 


ager, to the position of man- 





RALPH PETERSEN 


ager of service engineering. 
In his new position he suc 
ceeds Lew D. Fykse. 


Van Noy Appointed By 
American Brush Corp. 


William Van Noy has been 
appointed exclusive — sales 
representative for the Pacific 
Coast by the American Brush 
Corp., Chicago, Ill, during 
the firm’s recent semi-annual! 
sales conference. 


Kilgore Housewares Div. 
Headed by Hoppenyan 


Kilgore, Inc., Westerville, 
Ohio, has established a sep- 
arate Plastics Housewares 
Div. to be headed by Charles 
J. Hoppenyan. 

Mr. Hoppenyan, division 
ales manager, has been ac- 
tive in the housewares field 
and has been with Kilgore 
for the past seven years par 
ticipating in the business of 
merchandising plastic house- 
wares. 


Pitegoff Opens New 
Plant In Brooklyn 


Pitegoff Bros., Inc., Brook- 
lyn, N. Y., recently cele 
brated the formal opening of 
its new plant at 402 Oakland 
St., in Brooklyn. The new 
plant of the company occupies 
approximately 42,000 sq. ft. 
of space. 
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Landers, Frary & Clark 
Names Walrath to Post 
Fred B. Walrath, former 
district manager of the Elee- 
tric Housewares Div. of Lan- 





FRED B. 


WALRATH 


New 


pecn 


Clark, 
has 
manager of 
Div. of 


ders, Frary & 
Britain, 
named regional 
the Southeastern 
company. 

Mr. Walrath has been dis- 
trict manager of the Electric 
Housewares Div. in the Pitts- 
burgh-Cleveland territory for 
Universal for the past five 
vears. Formerly he was re- 
gional manager of the D. E. 
Sanford Co., New York, in 
the Ohio, Michigan and Ken- 
tucky areas. 


Conn., 


the 


Hardware Boosters Hold 
Annual Christmas Party 


The Hardware _ Boosters 
held its 40th anniversary 
Christmas Party at the 


Roosevelt Hotel, New York, 
on Dee. 16, 1953, for more 
than 300 members and 
guests. 

J. H. Taylor, of the Stan- 
ley Works, New Britain, 
Conn., first vice-president of 
the organization, was chair- 
man of the entertainment 
committee and supervised the 
evening's activities. 

Other members of the en 
tertainment committee were: 
Isadore I. Fischman, Atlan 
tic Hardware & Supply Co.; 
Arthur Pope, Sargent & Co.; 
H. A. McGavin, John H 
Graham & Co., Ine., and F 
A. De Jongh, Skil Corp. 


Nesco Promotes Loeber 


William B. Loeber has been 
promoted to the position of 
sales promotion manager of 
Nesco, Inc. Mr. Loeber wil! 
continue to handle premiu 
sales promotions. 
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for TOP quality - TOP profit 


feature 


25+: ADHESIVES 


... they meet a million needs! 


Favorites with millions—because Tip-Top 25¢ Ad- 
hesives are tops in quality! Finest raw materials, 
continuous quality control assures consumer satis- 
faction, quick repeat sales. Tip-Top Adhesives 
bring you top markup, top turnover. Colorful 
tubes, compact displays do the selling job for you 
— in fewest counter inches! 


No. 1200 


TIP-TOP HOUSEHOLD CEMENT assures permanent bond 
to glass, china, fabrics, plastic, wood, leather—“mends 
a million things”. Crystal-clear, water-proof, flexible. 
No. 1201 — “DEMONSTRATOR” DISPLAY. Holds 12 tubes, 6 each 
side. Actual sample moterials sealed to display. 


No. 1202 — SELF-SERVICE DISPLAY CARTON holds 12 tubes, each 
in individual box. 

TIP-TOP LIQUID SOLDER — The first in the field and still 
first in sales! Repairs leaks in plumbing, radiators, 
tanks. Makes speedy, powerful bond to metals, wood, 
glass, tile, almost everything. Waterproof, gasoline- 
proof, quick-drying. No heat necessary. 

No. 1200 — “DEMONSTRATOR” DISPLAY. Holds 12 tubes, 6 each 


side, with actual sample materials seated on top. 


Send for free samples, price lists today. 


TIP-TOP PRODUCTS CO - OMAHA 2, NEBR. 
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ES ee 
SENSATIONAL SELLERS 
Pextra /3 OFF 


Here they are two of our best- 
selling numbers . .. and look how we 
slashed prices for Hardware Week. 
This means BIG PROFITS for you 
and BIG BARGAINS for your cus- 
tomers. Order now to take advantage 
of this big nationwide promotion. 


Each OXWALL tool 
guaranteed against defects 
in material and workmanship. 


3708 — 8 PC. INTER- 
CHANGEABLE SCREW 
DRIVER SET. Hardened and 
tempered tool steel blades, 
zinc, rust resisting finish. 


STILL A BIG SELLER AT 
$1.49 EA. 


NOW 98¢ ea. 


Dealer's Price $7.40 doz. 


3822 — 7 PC. INTER- 
CHANGEABLE NUT 








DRIVER SET. Hardened and 
tempered tool steel blades, 
zinc, rust resisting finish. 


STILL A BIG SELLER AT 
$2.98 EA. 


NOW $1.98 ea. 


Dealer's Price $15.00 doz. 


HARDWARE WEEK COUNTER 
DISPLAY BOX. Packed 1- 
dozen each in this special 
eye-catching counter dis- 
play box that sells the 
customer. 


928 BROADWAY NEW YORK 10, N. Y. 


Oxwall Tool Co., Ltd. 
928 Broadway, New York 10, N. Y. 
Gentlemen: 
Please send me at once Z. #3822 
doz. #3708 [) Full Information 
Name 
Address 
City Zone State 


Bill Thru 
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YOUR SPRING 


GARDEN TOOL SALES 


Will Grow With 


GEYER 


Get Your Share of the Garden Tool Busi- 
ness by taking advantage of the things 


Geyer has to offer. 


% A Quality Product 
% Priced to Sell 

% Dependable Service 
% Eye Appeal Finishes 
% Self Selling Stand 


ie," 


——— 
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Quality Pays Dividends in 
Satisfied Customers 


Order From Your Jobber Or Write To 


GEYER MANUFACTURING CO. 


Rock Falls, Illinois 

















! 


| 





Blakeslee Re-Elected 
By Fair Trade Council 
H. G. Blakeslee, vice-pres- 
| ident and general manager of 
the Cory Cerp., Chicago, II1., 


t 





H. G. BLAKESLEE 


has been re-elected vice-pres- 
ident and director of the 
American Fair Trade Coun- 
cil at a recent meeting of that 
group in New York City. 
This current term will be 
Mr. Blakeslee’s second con- 
secutive term as an American 
Fair Trade Council officer. 
He is also a member of the 
Electrical Housewares Sec- 
tion as well as a member of 
the board of governors of 
the National Electrical Man- 
ufacturers Association. 


Kaiser Joins Division 
Of Food Machinery 


C. E. Kaiser has joined the 
John Bean Div. of the Food 
Machinery & Chemical Corp., 
Lansing, Mich., and_ will 
cover Louisiana, East Texas 
and southern Arkansas. 

Prior to joining the John 
Bean Div., Mr. Kaiser was 
associated with The Iron Age, 
a Chilton Co. publication, the 
A. B. Farquar Co. and the 
Southwest Co. 


Barbour Made Regional 
Head for Deepfreeze 
David A. Barbour has been 
promoted to central regional 
sales manager for Deepfreeze 
home appliances of the Motor 
Products Corp., Chicago, III. 
Formerly zone manager for 
the New England states with 
headquarters in Boston, Mr. 
Barbour will, in his new po- 
sition, maintain headquarters 
in the company’s office in the 
Chicago Merchandise Mart. 
His territory includes parts 


News of the Trade——_—___- -_ — 


of Wisconsin, New York, 
Pennsylvania and Kentucky, 


and the states of Illinois, In- 
diana, Ohio and Michigar 


N. Y. Metal Moulding 
Names Mercy Sales Head 


Lee Mercy has been ap- 
pointed sales manager for 
the New York Metal Mould- 
ing Co., New York. He will 
be in charge of sales for the 
New York, Newark, N. J., 
and Philadelphia branches. 

Mr. Mercy, who has been 
associated with the company 
for the past four years, will 
maintain headquarters in the 
firm’s present offices at 155 
E. 33rd St. 

The company also an- 
nounced that it will move its 
warehouse and offices in mid- 
January to new and larger 
quarters at 19-22 45th St., 
Astoria, Long Island. 





Callahan Joins Sales 
Staff of Atlas Tack 


Herbert S. Callahan has 
joined the Atlas Tack Corp., 
Fairhaven, Mass., and will 
specialize on the sales and 
production of rivets and 
staples. 

Mr. Callahan in his new 
position replaces Anthony J. 
Sylvia, who has been named 
production superintendent for 
all of the firm’s operations. 





HERBERT S. CALLAHAN 


For the past four years, Mr. 
Callahan has been associated 
with the Telechron Dept. of 
the General Electric Co. 


Natco Names Distributor 

The Natco Products Corp., 
Providence, R. I., has ap- 
pointed the Edge Cordage 
Co., Inc., 1126 N. W. 2\st 
Ave., Miami, Fla., as distri 
utor of its lines. 
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News of the Trade 





Ekco Initiates New Sales Management Policy; 
Calberg, Long Named General Sales Managers 


Ekco Products Co., Chi- 
cago, Ill., has announced re- 
alignment of its top sales 
management team. Replac- 





JACK J. CULBERG 


ing the system of sales man- 
agement by product lines 
(nationally advertised, staple 
brands and tableware), the 
company will initiate a policy 
of dividing by factories its 


sales management responsi- 
bilities. The new plan began 
Jan. 1. 


Jack J. Culberg, assistant 
vice-president of housewares 
sales who has been in charge 
of specialized sales, will be 
general sales manager for 
Ekco’s Chicago, Canton-Mas- 
sillon, both Ohio, and Locke’s 


sion it needed for some time, 
according to John G. Brooks, 


vice-president in charge of 
housewares sales for the 
company. 


Mr. Culberg’s assistants 
will be Thomas I. Lynch, for- 
merly an Ekco salesman in 
Chicago and Louisville and 
now Michigan district man- 
ager, and Harold Adams, 
who has been assistant sales 
manager of nationally adver- 
tised brands. 

Mr. Long will be assisted 
by Henry Casey, who has 
been industrial and. gift- 
wares sales manager. 


Salesman's Wife Writes 
Book on Son's Life 


Leona S. Bruckner, wife of 
Herman Bruckner, manufac- 
turers’ representative in the 
New York area, has written 
a book that will be published 
by Simon & Schuster, Inc., 
New York, on Jan. 18. The 
book, Triumph of Love, is 
based on the life of the 
Bruckner’s four-year-old son, 
Billy, who was born without 
arms. 

The story reveals the nu- 
merous problems which con- 
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MOW-CYCLE 


the lawn mower 


you ride 





lawn 





retail 


Exhibit MOW-CYCLE at 
a trade show and every 
visiting buyer stops to 
examine it. Put it on a 
sales floor and 
mower users im- 
mediately evidence their 
interest. Start it on any 
lawn and passing autoists 















2rations. . 

Mill, Me., plants. gg ae ge pa cle a cars to out and 
: : ask »stions. Americans 
ons i s tei List Price ask ques ; 

Donald R. Long, who has through his early progress, 2 love to ride. They proved 
been sales manager of staple to the day he was able to $248.50 it by their sy ly adoy 
brands, will be general sales wa), and Eas d it by their speedy adop- 
manager in charge of sales + ec Mage bagel a tion of MOW-CYCLE. Every jobber and retailer who 
for Ekco’s Geneva, N. Y., and age. Ween Seamer his handled this practical riding mower in 1953 is repeating 
Byesville, Ohio, plants. fourth hietthdiens Billy is a for 1954, Hundreds of additional outlets are taking it on. 

S. Edward Marder, who happy, well adjusted child | : 

* ? has been vice-president in progressing rapidly in skill STTSSERESTS wr "pean an ae ee 
charge of tableware sales, and physical ability. | Leaf Mulcher, Lawn = amp 4 ae ae ti uing on foot any 
will become vice-president in Mee Teuskeer. ta the Sweeper, Spreader, mec powrsnde anaggoscsss De Se ped 
shs . kot} Hae ee ’ Turf Spiker, Roll : Bay ve 
—— - ney: : preface of her book, ex- oe se sawed pelled. Priced to fit his purse; yet full 

Ekco is setting up its own plained, “We learned a new | and Cutting Trailer. size, adequate, reliable. Cuts clean 
marketing division, a divi- kind of happiness through 20” swath in any going. Plenty of 

our desire to help our child extra power to pull attachments. 
grow up to be a useful human “a Gives complete lawn care without 

HAN being. And, as we learned walking. Extremely comfortable; re- 

to help our son, we began to _ markably _— ~ gy ge 

‘S : feel th ers.” | _ to operate, control, steer, back up. 

a Pe aap | Sturdy enough for heavy adults. 

eos Simple enough for teen agers. Trade 

_ . information on request. 

. e MUSGRAVE MANUFACTURING CO. 

Randolph Appointed 2903 Columbus Avenue 

° Springfield, Ohio 

ibutor J. H. Randolph, Jr., has ene 

Si been named sales manager of 

: a the retail stores div. of the 

sa Pa a Aluminum Cooking Utensil Self-powered 

gene Co., Inc., New Kensington, a — 

Tag Pa. He succeeds Horatio B. pos on Rog on 

distrib- Ebert, who is retiring from MOW—CYCLE Combination 

DONALD R. LONG business. cuts swath of 53 
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Ocean City-Montague 
Names Foster Salesman 


Lum Foster has been ap 
pointed a salesman for the 
Ocean City Mfg. Co. and the 





FOSTER 


LUM 


Montague Rod & Reel Co., 
Philadelphia, Pa. He will 
southwest United 
, including Texas, Okla- 
\rkansas Louisi- 


cover the 
State 
homa and 


ana. 


Russwin 





Officials of the “Key to Opportunity” 


4 RusswiN * 
All -SCar 


News of the Trade 


Mr. Foster was formerly 
buyer for the Higginbotham- 
Pearlstone Hardware Co, in 
Dallas. His prior experience 
in sporting goods includes 
service with Titche-Goetting- 
er department store and with 
Sanger department 
store, both of Dallas. 


Bros. 


Ace Appoints Wolff 
Store Control Manager 


Robert Wolff has been ap 
pointed to the post of store 
control] manager of the Ace 
Hardware Chicago, 
Ill., it was announced by 
Richard Hesse, president of 
the firm. 

Mr. Wolff, formerly hard- 
ware controller of Butler 
Kros., has many years of ex- 
perience in the retail hard- 
ware industry and will have 
extensive duties in coordinat- 
ing the various activities in 
the Ace stores. 

As a field 
he will be in 
with the 


Corp., 


representative, 
contact 
work in 


close 


tores and 


liaison between the Ace 
Hardware Corp. and the Ace 
Stores. 


Gow Now President of 
Seamless Rubber Co. 


Arthur R. Gow been 
named president of the 
Seamless Rubber Co., New 
Haven, Conn., succeeding IF. 
Thatcher Lane, who has be- 
come chairman of the board 


has 


of directors of the company. 


Mr. Gow has been execu 
tive vice-president of the 
company since 1950. Prior 


to that he was vice-president 
and factory manager. On 
Jan. 1 he completed 25 years 
with the firm. 


Robertson Warehouse 
Holds Opening 

The Robertson Heating 
Supply Co., recently held a 
opening at its new 
Main St., 


grand 
warehouse, 500 W. 
Alliance, Ohio. 


‘Key to Opportunity’ Promotion 





DEALER 
PRIZES 






contest of the Russell & Erwin Div., Americ an 


Hardware ( orp., New Britain, Conn., supervise drawing, whic h climaxed nation-wide 


promotion for the new Russwin All-Star line of builders’ hardware 


From left to right, 


are: Norman Daniels, Head Football Coach, Wesleyan University, Middletown, Conn.; 


Fred Noyes, president of the Horton-Noyes 


Advertising Agency, Providence, R. L.; 


Edward Gavin, Editor of the American Builder Magazine, Chicago, IIL, and William J. 
Ziegenhein, vice-president in charge of sales for the Russell & Erwin Div. Under the 
plan, dealers’ names were submitted to Russell & Erwin by distributor salesmen. Special 
keys designed to fit the new Russwin Homegard economy lock were then mailed to 


the dealers. 


the salesman, the dealer was eligible for entry in the drawing. 


If the key held by the dealer fitted a mounted display lock brought by 


I la rdwa re deale rs 


among the winners were: James Carnegie, Heights Hardware Store, Needham, Mass.; 


Wayne Hoyle, Cleveland Lumber Co., Shelby, N. C 
; and Dean M. Smelker, Cheyenne- Wells Lumber Co., Cheyenne-Wells, 


Co., Metter, Ga 


: M. D. Lanier, Lanier Hardware 


Colo. They received $200 in U. S. Government Savings Bonds. 


2068 


Masterson Elected Head 
Of Manufacturers Group 


Frank Masterson has been 
elected president of the In- 
dustrial Fasteners Institute, 


+ 





FRANK MASTERSON 
a group” representing 200 
manufacturers of nuts, bolts 
and rivets throughout the 
country, 

Mr. Masterson is replacing 
Herman Lind, who is retiring 
after 17 years as president of 
the organization. 

The new president of the 
Institute recently resigned 
as assistant to the president 
of the American Fair Trade 
Council, a position he has 
held for the past seven years. 


O'Toole Heads Sales For 
G-E Appliance Firm 


John H. O’Toole 
appointed general sales man 
ager of the General Electric 
Appliance Co., Louisville, Ky. 

Mr. O’Toole March, 
1950, has been vice-president 
in charge of merchandising, 
ales and advertising for a 
Milwaukee firm, a_ position 
he left to join the G-E major 
appliance distributing organ- 
ization, 


has been 


since 


NAM Honors Ringer 


Walter M. Ringer, 5Sr., 
chairman of the board of 
Foley Mfg. Co., Minneapolis, 
Minn., has been named by 
the National Association of 
Manufacturers as one of the 
“NAM Men of the Year.” 


Sales Post to Ellis 


Carleton Ellis, Jr., has been 
appointed director of sales 
for all Plaskon products of 
the Barrett Div., Allied 
Chemical & Dye Corp., To- 
ledo, Ohio. 
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NOW ®@ 


A MAGNETIC DOOR LATCH AT 


Yo THE COST 


@ No after-installation headaches—doors remain 
firmly closed even when warped or sagging. 


@ Doors open easily, shut quietly due to EXCLU- 
SIVE spring action. 


e Lasts indefinitely—no working parts to get 
out of order. 


@ Unconditionally guaranteed. 


e Works equally well on wood or metal doors. 
Highly recommended for every type of home 
and industrial cabinet, including kitchen, | 
medicine, tool, music and house trailer cabi- 
nets, closet doors and ship and boat lockers. | 


Write for complete details and distributional | 
information TODAY! 





HEPPNER 


SALES COMPANY + ROUND LAKE, ILLINOIS 
specialists in magnetic devices 
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Plymouth shows you how‘, / 
to turn PLASTIC into Gold! — 


JY 


Plymouth’s New 


PLASTIC 


Quality that tops them all! 
Prices that meet popular demand! 


Eye appeal that clinches sales! 


+ = Of9T 1 bop ' 

‘ ; Wr ’ 

Each length is ; Aas \ 
mounted on a + | 

colorful self- 

selling display 
card 






PLYMOUTH 
LAWN SPRINKLER 
In beautiful, sparkling TRANSPARENT ereen. Flexible, 


featherweight, durable. Always lies flat. Special metal end 
cap for quick flushing. 
Suggested Retail 25 ft. $3.75 


WORTHMORE 

GREEN TOP 

LAWN SPRINKLER 
Green side up for sprinkling, red 
side up for soaking. Electronically 
sealed for longer wear, End clamp 
for easy flushing. 

Suggested Retail 25 ft. $2.98 





. and for the best in 
PLASTIC GARDEN HOSE 
ask your jobber for 
PLYMOUTH or WORTHMORE Featherweight in opaque 


or transparent Vinylite. 






<n ~~ or 
‘ Guaranteed by » 
Good Housekeeping 
oy * 






\ 
45 avvennsto HS 


PLYMOUTH RUBBER COMPANY, INC. 


Originators of Plastic Garden Hose 
CANTON, MASS., U.S.A. 
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No matter what 
you compare 


Y QUALITY 
Y FEATURES 


a ee ee oe 2 On 


The American Housewife’s Favorite 


The famous ball-bearing beater 
preferred by housewives for over 
twenty years. They like its quiet, 


smooth action — its 
eight beating edges 
for greater speed. 
Individually packed 
— popularly priced 
—a sure-fire year 
’round seller. 


Y PROFIT MARGIN 


Swyper 
whyrh py! 


a 


Deluxe 
Die-Cast 
Beater 


For those who want the finest. 
Its die-cast frame and stainless 
steel blades are long-lasting 
and beautifully finished. Quiet 
action — colorful plastic han- 
dles. Individually boxed. 


Write for prices and 
complete information. 


TsS 









Quality Products For 
Over A Century 


THE TURNER & SEYMOUR MFG. CO. 
TORRINGTON, CONNECTICUT 
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| states. The new 





Melnor Metal Products 
Names Hildreth-Baker 
Hildreth-Baker, Inc., 17 
Old Middlesex Path, Arling- 
ton, Mass., has been named 





JACK HILDRETH 





WILLIAM BAKER 


New England representative 
for Melnor Metal Products 
Co., Ine., Long Island City, 
i. ee 

The Hildreth-Baker firm is 


headed by Jack Hildreth, 
president of the company; 
William Baker, treasurer, 


and Harold White. 


Dazey Lists Territory 
Changes in 11 States 
Dazey Corp., St. Louis, 
Mo., has reapportioned its 
territories in the 11 western 
arrange- 
ment became effective Jan. 1. 
The states of Washington, 


| Oregon, California and Ne- 


vada will be handled by the 
Leonard G. Fiske Co., Inc., 
712 S. Olive St., Los Angeles, 
Calif. 

The states of Idaho, Mon- 
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tana, Wyoming, Utah, Colo- 
rado, New Mexico, Arizona 
and the City of El Paso, Tex., 
will be handled by Les Bricker 
and his associate, George R. 
Woodward, with offices in the 
Merchandise Mart Building, 
Denver, Colo. 





Handi Products Corp. 
Names Four Agents 


The Handi Products Corp., 
Nutley, N. J., has announced 
the appointment of four sales 
representatives to cover vari- 
ous sections of the country. 

The Adams Sales Co., 501- 
503 Lafayette Building, Wat- 
erloo, Iowa, will travel Iowa, 
Nebraska, Minnesota, North 
and South Dakota. /. & 
Bouchard Associates, 161 
Devonshire St., Boston, 
Mass., will cover Maine, New 
Hampshire, Vermont, Massa- 
chusetts, Rhode Island, Con- 
necticut, New Jersey, New 
York, eastern Pennsylvania, 
Delaware, Maryland, Vi: 
ginia, North and South Caro 


lina, western Pennsylvania 
and West Virginia. 
The Art Neth Co., 1494 


Merchandise Mart, Chicago, 
Ill., will cover Chicago and 
northern Illinois. McDonald 
& Shaw, Southland Hotel, 
Dallas, Tex., will travel 
Texas, New Mexico, Arkan- 
sas, Oklahoma, Louisiana, 
Mississippi and Memphis, 
Tenn. 


Gasstrom-White Named 
By Justus Roe & Sons 
Gasstrom-White & Co., Inc., 


New York, has been named 
to represent Justus Roe & 
Sons, Inc., Patchogue, L. |., 
N. Y. The company will 
cover New York state, north- 
ern New Jersey and Fair- 
field County, Conn., for the 
steel tape manufacturer. 


Weisman Firm Appointed 


The Sam Weisman Sales 
Organization, New York, has 
been named eastern repre 
sentative for the Vogt Bro 
Mfg. Co., Inc., Louisville, 
Ky., and will handle its lin: 
of Powr-Mowrs. 
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H. A. Hoeynck, Jr., To 
Open Agency in Missouri 


Henry A. Hoeynck, Jr., a 
salesman for _ Shapleigh 
Hardware Co., St. Louis, Mo., 





HENRY A. HOEYNCK, JR. 


wholesaler, has announced 
that he will enter his own 
business as a manufacturers’ 
representative after Jan. 2, 
1954. 

Mr. Hoeynck, who has been 
with Shapleigh for the past 
seven and one-half years, will 
call on the hardware trade in 
southern Illinois, Missouri, 
Kansas, Iowa and Nebraska 
as a representative. He will 
maintain headquarters at 
7603 Forsyth Blvd., Clayton 
5, Mo. 


J. Finlay Associates 
Formed in New York 


A new agency, the J. Fin- 
lay Associates, has been 
formed with headquarters at 
2 E. 44th St., New York. 

The Finley firm is current- 
ly representing the Metro- 
politan Cutlery Co., New 
York; Belvedere Space Sav- 
ing Products, Inc., Yonkers, 
N. Y.; and the David Grimes 
Mfg. Co., Inc., New York. 


Geo. Gowen to Handle 
U. S. Fiber Sports Div. 


George Gowen, of Thomas 
F’. Gowen & Son, Drexel Hill, 
Pa., has been appointed 
northeastern sales represen- 
tative for the Sports Plastics 
Div. of the U. S. Fiber & 
Plastics Corp., New York 
City. 

Mr. Gowen will cover the 





MANUFACTURERS’ AGENTS 


northeastern area of the 
United States bounded by 
Maine, Maryland and Penn- 
sylvania, and will maintain 
headquarters in North 
Marshfield, Mass. He will 
handle the Million-Air sports 
line, which includes plastic 
chest waders, camping mats, 
wader tops and a variety of 
fishing and camping items. 


Sierk & Co. Named By 
Exact Level & Tool Co. 

Herbert Sierk & Co., Dal- 
las, Tex., has been appointed 
to represent the Exact Level 
& Tool Mfg. Co., Inc., High 
Bridge, N. J. 

The Sierk firm, with head- 
quarters at 2705 Canton St., 


in Dallas, will cover’ the 
states of Texas, Oklahoma, 
Arkansas and Louisiana, 


handling the complete Exact 
line of wood, aluminum and 
magnesium levels. 


Greenwell Opens Agency 
In Arlington, Va. 


Robert H. Greenwell has 
opened his own manufac- 
turers’ representative agency 
at 2234 N. Vernon St., Ar- 
lington, Va. He will cover 
Maryland, Virginia and the 
District of Columbia, special- 
izing in housewares and toys. 

Mr. Greenwell was asso- 
ciated with Corrigan-Gane & 
Co., Philadelphia, Pa., prior 
to entering business for him- 
self. 


Sanford Co. to Handle 
Swing-A-Way Products 


The D. E. Sanford Co., San 
Francisco, Calif., has been 
named to represent’ the 
Swing-A-Way Mfg. Co., St. 
Louis, Mo., in the 11 western 
states. 

The Sanford firm had rep- 
resented the Swing-A-Way 
organization on a_ previous 
occasion when the former in- 
troduced Swing-A-Way prod- 
ucts to the 11 western states. 

To celebrate the reunion of 
the two companies, the 
Swing-A-Way firm has 
planned extra profit promo- 
tions and advertising support 
for the western market. 
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© 
Sportster” Leisure Chest 


Here’s a NEW nationally advertised multi-purpose chest 
that will set new sales... new profit records for you. 

The Magikooler ‘Sportster’ embodies a totally new con- 
cept in eye-catching beauty depicting various sports scenes 
in a pleasing color range that fits into any surroundings 

. either in or out of the home for every Sports 
Roundup. 

Hard hitting ads in a long list of consumer magazines 
create consumer demand, On display the “Sportster” is a 
STAND OUT ...A SELL OUT. 

Mavikooler alone covers the market. This means less 
inventories . _ faster stock turnover . .. more profits. 
The New “Sportster” or Scotch Grain Aluminum Magi- 
kooler keeps foods or beverages cold or hot for hours 


and has extra large capacity. 


For write direct. 


Dealers, advise name of your jobber. 


Get the complete sales and profit facts 


more information, 


Anotht 


METALCRAFT 





eeeeev eevee ee eeeeeeeeeeee ee 


METALCRAFT MANUFACTURING CORP. 
1025 Firestone Bivd., Memphis, Tenn. 


Also makers of Magitwirl Spice and Condiment Racks, 
Magikan “Step-on” Refuse Container— 
Magitainer Aluminum Waste Baskets. 
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Shelton Plane & Tool 
Appoints McJunkin Co. 


The H. K. McJunkin Co., 
Pittsburgh, Pa., has been ap- 
pointed to represent the 
Shelton Plane & Tool Mfg. 
Co., Shelton, Conn. 

The McJunkin firm, oper- 
ated by H. K. MeJunkin and 
his son Richard, has been a 
representative since 1927 and 
will cover western Pennsyl- 
vania, western Maryland, 
West Virginia and some 
eastern counties in Ohio for 





Shelton. H. K. McJUNKIN 
Cleveland Welding's of wheel goods sales for the 


New Sales Supervisors ‘sen Corp. for the past 


Fred T. Schoonmaker and west Coast sales supervi 


Kdward S. Little have been fo) Cleveland Weldine with 
named regional sales super- headquarters at AMF prod- 
visors for the Cleveland yets, 2709 N. Garey Ave., 
Welding Co., Cleveland, Ohio, Pomona, Calif. His territory 


S sidiarv he / “les P ry . 
subsidiary of the American jneludes Washington, Oregon 


Machine & Foundry Co., California, Idaho, Nevada, 
New York, Utah, Arizona, Montana, 
Mr. Schoonmaker, manager Wyoming, Colorado and New 


Mexico. 
Mr. Little, for the past 
five years associated with 


has been appointed south- 


Cleveland Welding with head- 
quarters at 570 Wimbledon 
Rd., NE, Atlanta, Ga. His 
territory includes North and 
South Carolina, Tennessee, 
Mississippi, Alabama, Geor- 
gia and Florida. 


DeWalt, Inc., Forms 
Canadian Subsidiary 


DeWalt, Inc., Lancaster, 
Pa., has formed a new Cana- 
dian subsidiary to be known 
as DeWalt Canada, Ltd. The 
DeWalt firm is a subsidiary 
of the American Machine & 
Foundry Co., New York. 


Mastic Appoints Hall 


Frank E. Hall has been 
appointed a sales representa- 
tive for the Mastic Tile 
Corp. of America, Newburgh, 
N. Y. He will cover North 
Dakota, South Dakota, west- 
ern Wisconsin and Minne 
EDWARD 8. LITTLE sota. 





FRED T. SCHOONMAKER 
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six years, has been appointed 





the Western Auto Supply Co., 


east sales supervisor for 
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HOWARD B. RICH, Inc. 


P. O. BOX 187 
CARROLLTON, KENTUCKY 


FOR THE NEWEST 
IN LADDERS 
BUY 
“RICH 
LADDERS” 



























Phone 116 


BOOTH C-444 — CHICAGO HOUSEWARES SHOW 


















Moline Wire Rope Clips 
“ are made in I] different 
sizes to handle rope, rod 
or cable from ‘/" to 1” 
diameter. 


Moline 
SURE- LOCK WIRE ROPE CLIPS 


These wire rope clips really HOLD FAST. 
Good design and high strength materials 
assure top performance. The U-bolts are 
high-test steel, with accurately machined 
V-cut threads, fit to heavy steel hexagon 
nuts. The bases are refined malleable 
iron with deep hold-fast grooves (as 
shown above). Moline Clips are used 
everywhere to fasten wire rope or cable 
-~and for joining rods together. Order 
from your jobber or write Moline Iron 











Works, Moline, Illinois, U. S. A. 
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Plastering Trowel 


It’s easy to sell the masonry tools your customers know 
and trust. Goldblatt is the best-known tool company in 
the trowel trades. For more than 65 years, craftsmen in 
these trades have depended on Goldblatt for finest 
quality tools that are comfortable, easy to handle and 
help them do their jobs better. 

The continuous broadening of Goldblatt’s reputation 
is assured by extensive consumer advertising. Here 
again, Goldblatt leads the trowel trade industry! 

Take advantage of this pre-selling that Goldblatt 
does for you—offer your customers the tools they want. 


Write Today for Free Catalog 


Write for your copy of Goldblatt’s 
illustrated catalog describing the 
largest and most complete line 
of masonry tools and supplies. 


Craldblat TOOL COMPANY 


1920-E Walnut Street, Kansas City 8, Mo. 





| Ist Choice of the Trowel Trades 
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State Senator Is Also Hardware Man 





Guy Gardiner, 
double duty—as secretary-manager of the hardware firm 
and as a Louisiana State Senator. Does politics hurt busi- 


ness? 


Dixie Hardware Co., Crowley, La., does 


It doesn't, declares Mr. Gardiner, who obviously 


has voted on some legislative bills contrary to the wishes 
of his customers. On the other hand, campaigning results 
in public ity which keeps the store in the public eye. 


Hardware Club to Hold 
Annual Meeting, Dinner 


The Sixteenth Annual 
Meeting and Dinner Party 
of the Central States Hard- 
ware Club will be held on 
Monday, Jan. 18, in the 
grand ballroom of the La- 
Salle Hotel, Chicago, III. 

Newly elected officers of 


the Club and three new board 
members will be installed at 
the affair, which will include 
a short meeting and enter- 
tainment. 


A. O. Smith Corp. Buys 
Glascote Products, Inc. 

The A. O. Smith 
Milwaukee, Wis., 
chased Glascote Products, 
Inc., Cleveland, Ohio. Glas- 
cote will retain its name and 


Corp., 
has pur 


will be operated as a sub- 
sidiary of the A. 0. Smith 
Corp. 

L. T. Hickey, a member 


of the Smith company man- 
agement staff, has been 
named _ vice-president and 
general manager of Glascote. 


Jet Drill Changes Name 

The Jet Drill Co., Dana 
Point, Calif., has changed its 
name to the Rocket Concrete 
Drill Co. The firm cited diffi- 
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culties in trade marking the 
old name as the reason for the 


change. 


— 


How to Council Formed 
In Pleasantville, N. Y. 


Growing interest through 
out the country in the do-it- 
yourself movement has led 
to the formation of the Amer- 
ican How to Council, in 
Pleasantville, N. Y. 

Harry Lee has been named 
secretary of the 
Donald R. 


executive 


new group, and 


Brann is managing director.’ 


The main purpose of this 
non-profit organization is to 
help manufacturers who 
make products of interest to 


this market to better pack- 
age, market and_ promote 
their merchandise. 


Quick Mfg. Expands 


Quick Mfg., Inc., Spring- 
field, Ohio, recently com- 
pleted a $35,000 expansion 
program which ineluded a 
25 pet increase in plant pro- 
duction area and addition of 
machine tools. 


Boston Show Dates 


Boston’s first Do-It-Your- 
self Show will be held at 
Merchandise Hall for seven 
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days beginning March 1. At- 
tendance is expected to ex- 
ceed 75,000. 





H. K. Porter Acquires 
Alloy Metal Wire Co. 


The H. K. Porter Co., Inc., 
Pittsburgh, Pa., has acquired 
the Alloy Metal Wire 
Prospect Park, Pa., which 
produces stainless and alloy 
steel wire, rod and strip. 

Alloy Metal Wire will be 
continued as a division of 
H. K. Porter, whose present 
operations are in steel, rub- 
ber, electrical equipment, 

steel fittings, wire 
and hydraulic equip- 


Co., 


forged 
rope 
ment. 


Skuttle Mfg. Co. Moves 
To Milford, Mich. 
The Skuttle Mfg. Co. 


moved 


has 
plant at 
seaufait and Gratiot in De- 
troit to Milford, Mich. The 
new plant is a modern type, 
one-story factory building. 


from its 


Hotpoint Opens 
Showroom 


The Hotpoint Co. has 
opened a modern appliance 
showroom in Chicago, III. 
Located in the Merchandise 
Mart, the new showroom cov- 
ers approximately 5,000 sq. 
ft. of floor space. 


Two Houston Show Dates 
Combined—<Aug. 15-18 


Two of the southwest 
gional trade shows have com- 
bined next year’s Houston, 
Tex., show dates, Aug. 15-1, 
after a meeting of R. T. 
Thompson, president of the 
Houston Gift & Housewares 
Show and chairman of the 
Chamber of Commerce Trade 
Show Committee, and R. B. 
Coffey, president of the Texas 
Cosmesis Club, and other offi- 
cials. 


re- 


The gift show generally at- 
tracts the same buyers and 
retail representatives as the 
cosmetics show, but with the 
new arrangement it is hoped 
that both shows will attract 
more buyers to both shows 
than either could attract se} 
arately. 


Name Payne Area Sales 
Head for Bruning Bros. 


Julius Payne has_ been 
named to head sales and 
warehousing of Bruning 
paints in the Gulf Central 
area, it was announced by 
A. H. Mohrhusen, vice-presi 
dent of Bruning Bros., Inc., 
Baltimore, Md. 

Mr. Payne will continue 
to retain an interest and 
managerial position in the 
Payne Supply Co., Norco, 
La., wholesale hardware com 
pany. 
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George R. Deming 

George R. Deming, 68, 
president of the Deming Co., 
Salem, Ohio, died Dee. 5 in 





GEORGE R. DEMING 


the University Hospital, 
Cleveland. 

Mr. Deming had been ass: 
ciated with the Deming ( 
for 49 years and was its pre 
ident since 1936. He was also 
a leader in community af 
fairs. He took a large part 
in the development of the 
hospitals of Salem and was 
for 20 years affiliated with 


the Salem Public Librat 
Board. 

He was a member of the 
Salem Golf and Country 
Clubs, Salem Rotary Club, 
Salem Chamber of Com 


merce, and the board of di 


rectors of the Farmers Na- 
tional Bank. 
Survivors include his 


widow, a son, daughter, sister 
and three grandchildren. 
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Five employees — including 
two brothers — of Minnesota 
Paints, Inc., Minneapolis, 
Minn., with an aggregate of 
190 years of service to the 
firm, were honored at a din 
ner recently. The five men 
were presented gold watches 
From left to right, are: | l 
Smith (44. years), | \ 
Haynes (43 years), special 
guest H. L. Wakefield, G. A. 
Becker (33 years), I John- 
son (45 years), G. Johnson 
(25 years), and l I Gart 
ner, company president 


HA Photo Angles 





A report in pictures of 
people and events 
in the hardware trade 


Shown here are sales representatives of 
the Thomas Products Co., Detroit, Mich., 
who recently attended a sales education 
session to acquaint themselves with the 
firm's new products, dealer helps and 
marketing plans for 1954. 


The Bolens Products Div. of 
the Food Machinery & Chem 
ical Corp. recently played 
host to its entire sales force, 
shown here, at a sales confer 
ence held in Port Washington 
Wis The week long confer 
ence featured educational dis 


cussions and films 











W. F. Bugenhagen, left, executive vice- 
president of Aluminum Goods Mfg. Co., 
Manitowoc, Wis., shows some of the new 
Mirro products to Harold Brady, center, 
Chicago sales manager, and Jack Rose, 
New York sales manager. The event took 
place during the company’s Annual Sales » 
Clinic which was recently completed. The 
firm's sales goal for 1954 will be $38 mil 
lion, Mr. Bugenhagen told the salesmen 
and company executives; the goal is a 
quota of $3 million larger than current 
estimated record sales of $35 million for 


1953. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 
sales loss for the month; Mont- 
gomery Ward a 9.4 pct drop, and 
Spiegel a 14.6 pct decline. 

In the variety group, S. H. Kress 
had a 3.4 pct sales loss; McLellan 
Stores an 8.3 pct fall off; G. C. 
Murphy, a 3.7 pct decline; Neisner 
Bros. a 1.8 pet drop, and F. W. 
Woolworth, a 2.7 pet drop. 


Less Than Seasonal 
Decline in New Homes 

Non-farm housing starts dropped 
a less-than-seasonal 8000 in No- 
vember to 80,000, reports the Bu- 
reau of Labor Statistics. 

The drop was due, mostly, to 
private housing, which experienced 
an 11 pct decline to 78,400 for the 
month. Noting the decline was less 
than usual, the bureau says that 
from 1950 through 1952 the slide 
from October to November aver- 
aged 18 pct. 

On a seasonally adjusted basis, 
private starts in November were at 
the annual rate of 1,069,000—the 
highest rate since April. 

The million-mark for 1953 new 
housing was reached in November, 
with 1,031,000 dwelling units put 
under construction in the first 11 
months of 1953. This compared 
with 1,055,000 in the first 11 
months of 1952, and 1,030,500 in 
the like 1951 period. 


Drop in Shipments 
Of Vacuum Cleaners 
Factory sales of standard-size 
household vacuum cleaners’ in 
November totalled 216,227 units, 
the Vacuum Cleaner Manufactur- 
ers’ Association reports. This is 
a decrease of 13.3 pct from sales 
of 249,383 cleaners in the preced- 
ing month, and 11 pct less than 
254,295 units sold in November, 
1952. 
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Sees Readjustment Ahead 
For Appliance Industry 

The year 1954 will bring a major 
readjustment to the appliance in- 
dustry with a strong move toward 
full-line distribution and market- 
ing operations and a general weed- 
ing out of manufacturers unable to 
maintain the pace, says James D. 
Shouse, vice-president of Avco 
Corp. 

He is joined by Parker Ericksen. 
a vice-president of Avco, who says 
there seems little chance for a price 
increase this year. Such a move 
might tend to discourage buyers, he 
says. 

Mr. Fricksen says that automatic 
washers offer a good chance for re- 
tailers. “If the price is right, the 
publie will buy,” he says. 


Review of Parcel Post 
Regulations Under Way 


The retailer may have to revise 
some of his current mailing prac- 
tices on parcel post this vear. Con- 
gressional hearings on proposed re- 
visions in parcel post size and 
weight limits will get underway 
Jan. 7, before a House Post Office 
subcommittee headed by Rep. Kath- 
arine St. George, R., N. Y. 

Under’ present law, parcels 
mailed at first class post offices are 
limited to 72 in. in length and 
girth and 40 lbs. for deliveries to 
the first and second postal zones 
and 20 lbs. for the longer haul to 
third and eighth postal zones. 

These limitations do not apply, 
however, to parcels mailed from or 
received by second, third or fourth 
class post offices, in smaller com- 
munities. For such mail the old 
limit of 100 in. and 70 lbs. still ap- 
plies. 

Mrs. St. George’s subcommittee 
last May recommended there be 
uniformity in size and weight of 
parcels sent by mail, but avoided 


taking a stand for repeal of Public 
Law 199. 

Representatives of the Nationa! 
Retail Dry Goods Association, mail 
order houses and other groups will 
appear before the subcommittee to 
present their case. 


Residential Building 
Was Greater Last Year 
New residential building put in 
place during 1953 was expected to 
hit a total volume of $11.7 billion, 
compared to $11.1 billion in 1952, 
reports the Commerce Dept. 
Outlays for new non-farm hous- 
ing in the post-war period will total 
roughly $75 billion, reports the 
department. The data, printed in 
the agency’s “Survey of Current 
Business,” calls attention to the 
more than 1,000,000 housing starts 
in 1958. 


Low Cost Housing May 
Get More U. S. Support 

The President’s 
mittee on housing recommends a 
“revitalized” U. S. housing pro- 
gram to fight slums, boost demand 
for new homes and provide housing 
for low-income families. The com- 
mittee also endorse continuance of 
Federal insurance and guarantees 
for mortgages. 


advisory com- 


The group recommended that 
mortgage rates be allowed to rise 
above present limits. It also recom- 
mended that an “experimental pro- 
gram” be set up for low-income 
families to allow 40-year, 100 pct 
F. H. A. mortgages on homes 
priced in the $7,600 to $8,600 class. 
The program would require $200 
down payment. 


Business Loans Lower 
In Early December 

Business loans, a barometer of 
business’ attitude toward future 
economic conditions, declined $53 
million during the week ended Dec. 


9, reports the Federal Reserve 
Soard. 
This reduced the outstanding 


total of commercial, industrial, and 
agricultural loans at _ reporting 
banks to $23.1 billion, which was 
$240 million less than the total on 
Dec. 10, 1952. 
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"Where There’s a Home... 
| There’s a Market! 


fr in 


THE NEW 
ROCKWOOD 


MAIL 
BOX 


This sturdy, attractive, 
Cast Aluminum Mail Box 
enriches the entrance of 
any home. Available in 
Sprayed Brass or Dead 
Black finish. Individually 
packed with screws. 















Write for Catalog No. 12 
illustrating our line of build- 
ers’ Hardware Specialties. 


NO.1400 














see the new Carlson “Rule for Right- 
handed People.” National adver- 
tising is calling attention to this new- 
est design in rules. The Carlson 3210 
RH rule with its 10 foot white blade 
is easier for right handers to use. 


BUILDS NEW INTEREST 
IN STEEL TAPE RULES 





7 - 
“eee al 
it’s designed with numerals on the blade reading from right to left 
(conventional rules read left to right). When you hold the 3210RH rule 
in your left hand and pencil In your right . . . numerals are rightside 
up for right handed marking. This is real convenience. And of course 
you get all the famous Carlson features on this fine rule: 

* 10 Second Blade Change * 10 ft. Crackproof White Blade 
* Easy-action Swing Tip * Automatic friction brake 

ORDER TODAY FROM YOUR HARDWARE JOBBER 
Produced under Patents 2089209, 2510939, 2629180 


CARLSON & SULLIVAN, INC. 





MONROVIA * CALIFORNIA 
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New. 
na-lile 
*560 


SELF ALIGNING 





MAGNETIC CATCH 


ENGINEERED 


eaoouc? 





NEW!—vastly improved magnetic 
catch, with concealed, permanent 
floating magnet — self - aligning to 
enlarged strike. 


%& Extra heavy duty holding power. 


ECONOMY PRICED—and styled 
for speedy, satisfactory application 
on all types of cabinet door install- 
ations. 


Operating counter displays * Packed 6 to shelf box 





SEE YOUR JOBBER—OR WRITE 


The ENGINEERED PRODUCTS CO. 





129 SMITH STREET FLINT, MICHIGAN 
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Heavy Spending for Plants and Equipment 
Are Expected to Buoy Economy This Year 


Congressional economic experts 
say they are optimistic about the 
health of the economy through mid- 
1954—at least. Their optimism is 
based primarily on projected out- 
lays by industry and business for 
new plant and equipment. 

Grover W. Ensley, staff director 
of the Joint Congressional Commit- 
tee on the Economic Report, says 
he is optimistic with respect to the 
first half of this year, adding, “I 
can see now for the next six months 
a pretty strong economy.” 

Mr. Ensley’s appraisal is based 
on a recent survey of the Dept. of 
Commerce indicating that that in- 
dustry and business intend to spend 
at an annual rate of $27.9 billion 
for plant improvement in the first 
three months of next year. 

That figure is about $780 million 
above the rate of spending in the 
same 1953 period. For all the 12 


Prices Reduced On 
Air-Conditioner Line 

What is considered by many to 
be the first move in the air-condi- 
tioning industry to bring down 
prices of packayed air-cunditioning 
units was made by the Bryant 
Heater division of Affiliated Gas 
Equipment Inc. It cut prices up to 
24 pet on its entire air-conditioning 
line, 

The 24 pct cut was made on a 
central system. Two-ton units were 
cut 15 pet; three-ton by 3 pet, and 
the rest of the line, from 1 to 2 ton, 
from 6 to 10 pet. 


Fire Losses Rose 
Sharply Last Year 


Estimated fire losses in the 
United States during November 
amounted to $68 million, reports 
the National Board of Fire Under- 
writers. 

The November figure is 4.5 pct 
above the total for the like 1952 
month and brought losses in the 
first 11 months of 1953 to $819.9 
million, an increase of 
over the like 1952 period. 

The gain means the fire insur- 
ance rate is likely to be increased 
next year. This, naturally, would 
add to your overhead costs. 


15.3 pet 
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months of 1953, the Commerce 
Dept. estimates plant and equip- 
ment expenditures will set an all- 
time record of $27.8 billion. 


They also cite these favorable 
factors: 
NEW CONSTRUCTION: Both 


public and private construction in- 
creased in November on a season- 
ally-adjusted lifting the 
January-November total to 7 pct 
above the corresponding 1952. pe- 


basis, 


riod. 

STARTS ON NEW HOUSING: 
There was a drop of 4,000 units in 
October, but the high level of cur- 
rent starts should insure near- 
record housing construction early 
next year. 

PERSONAL INCOME: It 
holding up well at an annual rate 
of $287.3 billion in October, com- 
pared with $269.7 billion for the 
whole of 1952. 


was 





Woman's Magazine 
Adds Workshop Section 


A new called 
Garden and Automotive 
Workshop,” has been added to the 
Home The 
section will emphasize how-to-do-it 
information. 


section, to be 
“House, 


Woman's Companion. 


Gross National Product 
Showed Gain in 1953 


The Federal Reserve Board has 
forecast 1953 gross national prod- 
uct, that is, the market value of 
all goods and services produced, 
at around $368 billion. The 1952 
estimate was $348 billion. 
1953 


billion. 


Personal income for was 
estimated at around $285 

The FRB isn’t ready to go into 
details just yet, but in effect the 
agency admits this is quite a mark 
to shoot at. It hints that 
both retailers and manufacturers 
may have to increase promotional 
efforts and encourage “renewed 
expansion” of consumer and busi- 


even 


ness demands. 

From the U. S. Commerce Dept. 
comes the belief that the nation’s 
“psychological depression” has 
ended. Under Secretary Walter 
Williams predicts the cost of liv- 


“ 


ing will be “slowing down to a 
stop” shortly. This means in- 
creased spending, especially after 
the year-end tax cuts. 

But he agrees with the FRB that 
both retail and wholesale buying 
needs a little push, that 
paigns of sales promotion should 


cam- 
be mapped out now. 


Western States Show 
Big Population Gain 

Western retailing continues to 
enjoy fast-growing markets, new 
U.S. Census Bureau reports show. 
Western states registered a popu- 
lation gain of 1,499,000 persons 
or 7.7 pet—from 1950 through 
1952. Total population for the West 
is now estimated at 21,061,000. 

California has experienced the 
biggest population gain in the 
nation. Its population is up 956,- 
000 to a new total of 11,542,000. 

The West’s rapid growth con- 
tinues to outrun population gains 
in other sections of the country. 
The South’s population 
3.1 pet at the same time the West 
registered its 7.7 pct gain. The 
North Central states population 
rose by 8 pet, and the Northeast 
states by 2 pet. 


rose by 


Defense Spending Cut 
May Top $3 Billion 

Defense department officials be- 
lieve a $3 billion to $3.5 billion re- 
duction in defense spending can be 
achieved for the fiscal year begin- 
ning July 1. 

If their expectations are resolved 
into actualities, defense spending 
this year will hit around $38.5 to 
$39 billion. That is a 7 to 8 pct 
reduction from the $42 billion the 
Pentagon estimated it would spend 
in fiscal 19538. 


Birthday Candle Price 
Increased 5 to 15¢ 


A price increase on birthday 
candles of 5 to 15 cents a package 
has been announced by Will & Bau- 
mer Candle Co., Syracuse, N. Y. 

The company also has _ repack 
aged its candles in colorful boxes 
and has developed a counter dis- 
play to increase sales for the more 
than 3 million birthdays celebrated 
each week. 
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RISING FOOD 
COSTS BOOM 
SLICER SALES 


WALDEN, N.Y.—As food 
prices soar, demand is push- 


ODP SSOSOSOEOSSS™ 


i, The Sell-sational AI~—~— 


ing sales on General's profes- ? 
sional-type rotary slicers well Jf gr = ? DO-ALL WER e 
on the way to the second mil- i ‘ * 

lion. Housewives everywhere | ( Fa 4 ; ed KITCHEN 

are turning to General to ~~ \ — APPLIANCE 

help slice dollars off their a ba by 

food budgets, as well as to ~ “2 a 

save time, save labor in - ’ 

scores of food preparing Unique Feature! WARNING: Better toke our tip! Make sure you have enough 
tasks. General Slicers phe- Merry G’Rinders to fill the demand. Already it’s the biggest 
nomenal success in six short One No-clamp Base—One run-away “best seller” in the houseware’s field—and it has only 


years opened up a whole new 
source of appliance sales and 
profits for dealers everywhere. 


Handle—Takes ALL the Chopper 
and Salad - Maker Attachments. 









Now is the time to feature 
GENERAL professional-type 
rotary SLICERS. 4 Models, 4 
Winners priced from $17.95 
to $39.95. The Perfect Gift 
Item for Spring and Summer 
promowuons 

UTILA-BOARD 

SALES BOOM 
General's all-purpose, handy 
uulity board. Big Demand— 
Big Profit. 11°x14”—$2.49, 
14”x20”—$5.95. 
Write for profit-making facts 

or See them at the 


HOUSEWARES SHOW 
BOOTHS 828-30 
GENERAL 


SLICING MACHINE CO., 
WALDEN, NEW YORK 


INC. 





just started! Order now while we can still deliver from our 
round-the-clock production schedule. 

REMEMBER — Merry G‘Rinder is a 5-WAY PROFIT DEAL that 
can't miss! . .. 5 packages for 5 chances to sell every one of 
your customers! 

To retail from $5.95 for chopper head to $18.50 for complete 
Chopper and Salad-Maker outfit. Write for the profit-making 
facts TODAY or see it at the 


DEPT. HOUSEWARES SHOW —BOOTHS 828-30 
i 
panel) SLICING MACHINE CO., INC. 
WALDEN, NEW YORK 
q SALAD MAKER 


Pa 


CHOPPER 








PIONEER LINE 
“Vinylite” KUSHION- KOATED 


WIRE KITCHEN AIDS 





PRICED FOR PROMOTION AND 
PROFIT MINDED BUYERS 
Displayed at 
CHICAGO HOUSEWARES SHOW 
NAVY PIER SPACE 330 








Dri-All Drainer Sink Protector 


No. 2750 17"'x13!/.""x5'44" 


No. 149 13'44x10" Twin Size 
No. 149 16x12" Regular 





@ Colors: Red, White, Yellow, Green and Blue 


Pick up extra "Impulse Sales" display a complete line of 
colorful “ARTWIRE" Kushion Koated Kitchen Aids. House- 
wives have recognized this line as the “Pioneer for 18 
years. Give them the opportunity to choose. 


Contact our local representative or write for catalog. 





ARTWIRE CREATIONS UNG, surren xy 
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© “20'* Anniversary 
Achievements 


a 
Krome 


Proudly presenting the most sensational new 


developments in Matched Housewares and 
fF NEW peLuxe 


Beverage Service. a 
[re _— ae a ‘ Ab f 
NEW Rolorex/ 


BEVERAGE SERVICE IN 3 
ANODIZED ALUMINUM 


co 
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h Premiere Showing at the 
NATIONAL HOUSEWARES SHOW 
‘January 14-21 — Navy Pier — Chicago 


Mrejnione ......2 


CLEVELAND 3, OHIO 
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Decline in Department Store Sales 
In Most Cities Noted in Early sneneeaed 


The Federal Reserve Board re- 
ports that department store sales 
in the United States for the week 
ended Dec. 5, was 3 pct below the 
level of the same 1952 week. 

The poorest showing was turned 
in by Augusta, Ga., stores, which 
reported an 18 pct sales drop. 

A summary of sales performance 
follows: 


Federal Reserve District, Jan.- Week Ending 


area, and city Oct Nov. 2! Dec. 5 
United States + 2 —_ —3 
Boston District ‘ ee — 2 + 2 

Lowell-Lawrence j + 7 +13 + 6 
Downtown Boston—t} 0 —s5 + | 
Springfield—+t +- 3 + 7 t | 
Providence—t 0 0 2 
New York District 0 + | —2 
Buffalo + 4 +10 6 
Rochester + 6 + 7 2 
Syracuse + 5 + 5 —3 
New York—t —3 — | -5 
Newark—t + | 0 + 2 
Philadelphia District t+ 2 3 3 
Philadel phia—t 0 2 —4 
Cleveland District + 4 — 2 | 
Akron d + 2 2 -2 
Cincinnati + 5 5 — | 
Cleveland t+ 2 7 I 
Columbus .. + 6 0 9 
Toledo . + 5 —4 —4 
Erie ; rae ae —4 — | 
Pittsburgh— + t+ | —4 t 
Richmond District 0 0 0 
Washington — 3 — | — | 
Downtown Washington — 6 0 —2 
Baltimore —2 t 5 + 2 
Richmond 0 —4 -2 
Atlanta District 3 —2 —5 
Birmingham 0 —2 —9 
Jacksonville —3 —2 —5 


Government May Quit 
Home Mortgage Field 

The President’s Advisory Com- 
mittee on Housing has about de- 
cided to get the government out of 
the mortgage buying business. 

While nothing is official, it is 
considered a certainty by govern- 
ment officials that the committee 
strongly favors a private corpora- 
tion be set up to provide a second- 
ary market for home mortgages. 
Such a firm would not require gov- 
ernment funds. 


Home Building to Remain 
Strong for Some Years 


Don’t sell the new housing mar- 
ket short. It still represents a sub- 
stantial market and if two govern- 
ment housing chiefs are correct 
the amount of business with owners 
and tenants in new dwelling units 
will be nearly as large in the next 
5 to 10 years as it has been in the 
past decade. 

Albert M. Cole, administrator of 
the Federal housing agency, stated 
his views on new housing to a 
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Miami 
Atlanta 
Augusta — 
New Orleans 
Nashville t 
Chicago District ...... + 
Chicago + 
Indianapolis 
Detroit 
Milwaukee 
St. Louis District ' 
Little Rock — 
Louisville 
St. Louis 
Memphis 
Minneapolis District 
Minneapolis-St. Paul 
Minneapolis City 
St. Paul City 
Duluth-Superior—t 
Kansas City District 
Denver 
Topeka xn + 
Wichita .... + 
St. Joseph 
Albuquerque 
Oklahoma City — 
Tulsa + 
Kansas City—t 
Dallas District 
Dallas 
El Paso t 
Fort Worth —_ 
Houston t 
San Antonio a 
San Francisco District 
Los Angeles + 
Downtown Los Angeles 
Westside Los Angeles 
San Diego 
San Francisco-Oakland 
San Francisco City 
Oakland City 
Portland 
Salt Lake City 
Seattle 
Spokane 
Tacoma ; 
t Corporate city limits. All others metropolitan 
areas. ¢ Data not available. 
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group of mortgage bankers. He 
said he believes a program to meet 
the demand for new dwelling units 
must be carried out “‘in large meas- 
ure by private industry” with the 
government assisting and helping 
where need be. 

Mr. Cole said he thinks there 
must be some program for those 
who can afford only low-cost hous- 
ing. By this statement, Mr. Cole 
was taken to imply that such a 
program is being considered by 
government. He underlined the im- 
plication by noting that the govern- 
ment feels responsible to assist in 
low-cost housing. 

Commissioner Guy T. 0. Holly- 
day, of the Federal Housing Ad- 
ministration, suggested “prefabri- 
cated houses may well be of assis- 
tance in attacking the old problem 
of providing adequate housing for 
minority groups. 

“The non-white housing market 
deserves earnest study. Availability 
of adequate housing has not kept 
pace with the increase in popula- 
tion and increased economic ability 
of minority groups to pay for good 
housing,” he said. 


Factory Employment 
Toppled in November 

Factory employment dropped 
nearly 300,000 during November, 
to 16,711,000, reports the Bureau 
of Labor Statistics. This decline 
says the Bureau, is six times as 
great as the usual decline for 
period. It was accompanied by a 
sharp dip in factory workers’ aver- 
age weekly hours—from 40.3 in 
October to 39.9 in November. 

The bureau reports that the fac- 
tory employment slide during the 
month led to a cutback to some :370,- 
000 for all non-farm jobs. The re- 
port notes that while retail stores 
took on more workers as the Christ 
mas shopping season got underway, 
this hiring was more than offset by 
the factory job drop and declines in 
construction and other activities af- 
fected by cold weather. 

Despite the cutback in week 
hours, average weekly earnings of 
factory workers’ remained at 
$71.02—a record high for the peri- 
od. In October, when the work 
week was longer, average weekly 
earnings were $71.73. In Novem- 
ber, 1952, when the work week 
averaged 41.1 hours, weekly earn- 
ings were $70.28. 


UY 


1e 


Less Than Seasonal 
Drop in Farm Labor 

The nation’s farm labor 
fell a little less than it normally 
does between late October and late 
November, reports the Dept. of 
Agriculture. 

The total farm labor force in 
November was 8,147,000 persons, 
about 2,281,000 or 21 pct lower 
than in the previous month. The 
usual drop-off between the two 
months—at the end of the harvest 
season—is 23 pct. 


force 


Some Prices Changed 
By Congoleum-Nairn 
Congoleum-Nairn Inc., Kearny, 
N. J., adjusted prices Jan. 1, on 
various Gold Seal floor products 
and made some upward changes in 
distributor discount schedules. 
Prices on vinyl, linoleum and 
enamel surface products were in 
creased 2 to 5 pct. 
Price on asphalt tile was dropped 
10 pet. 
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~ SHARON'S |. effective, 


fine quality fastener! 





SILL CINCH 
FOUNDATION 
BOLTS 


Made of finest quality steel 
Available in sizes 2x12 and ‘/ex14 
© Meets FHA specifications 


* 25 in package, together with 
Sharon's exclusive clinch 
washers with prongs— 
keeps sills rigid 





BY THE MAKERS OF SHARON REFILLABLE ASSORTMENTS 


ey and. Expt Co 





Boston, Mass. 















SELECT 


NAIL 


ASSORTMENT 


not 4 OF- 
NOR 5 0Z.| 









~ = 
Give your customer less? 
With ANCHOR No. 650 
@ NAIL ASSORTMENT he 
not only gets more BUT a wider variety of nails. 


ASK YOUR JOBBER. We will be happy to send 


you full particulars on our extensive wire line. 


CORPORATION 


JAMAICA AVE 
LAND, NEW YORK 


WIRE 
3-16 
LONG 15 


JAMAICA 
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Walseo.. A POPULAR 


LINE SHOWING GOOD PROFITS! 















No. 406—An established 
leading seller. A white 
steel tape with easy-to- 
read black markings in a 
die cast case, finished in 
chrome or zinc chromate. 
Has automatic brake 
and replaceable blade. 
Made in 6 ft., 8 ft., and 
10 ft. sizes. 






















No. 380—A 6 ft. 
Inside-Outside Pull-Push 
Steel Tape. Made with 
white blade with black 
markings or the regular 
steel blade. Beautiful and 
serviceable new case in 
nickel plated and baked on 
enamel finishes. 


No. 505—The high-quality, 
low priced 50 ft. steel 
tape in chrome or zinc 
chromate finish case. 





No, 718—Walsco Utility Knife. Individually boxed, each 
dozen packed in colorful counter display carton. A sen- 
sational buy at 75¢ retail. 





No. 101 Series Padlock— 
Silver, gilt or black bodies 
with nickel plated sides. 


No. 45 Series Padlock— 
Centers enameled in bril- 
liant colors, nickel plated 
steel shells and shackles. 





CONTACT YOUR JOBBER FOR FURTHER INFORMATION OR SEND FOR 
COMPLETE CATALOG OF WAILSCO LINE. 


THE WATERBURY LOCK & SPECIALTY CO. 


MILFORD, CONNECTICUT 
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Attention Husbands: Your Dishwashing Days 
Are Numbered, Appliance Manager Predicts 


It looks as though the man of 
the house may lose one of his less 
cherished chores. He will be re- 
placed, even if reluctantly, by the 
mechanical dishwasher. 

R. H. Hunt, manager of dish- 
washer and disposer sales of the 
Hotpoint Co., Chicago, predicts 
that sales of dishwashers “may 
some time’”’ equal sales of the elec- 
tric refrigerator—currently selling 
at the rate of about 4 million a 
year. 

One of the bright spots in today’s 
appliance picture, is dishwashers, 
says Mr. Hunt. They offer a particu- 
larly good market potential for re- 
tailers. Here’s how he reasons: 

The automatic dishwasher de- 


Black-and-White TV 
Market Still Strong 

Good market exists for black- 
and-white television receivers, but 
increased merchandising effort 
must be put forth in the months 
ahead to offset color publicity and 
bolster sales. 

Best guess in Washington is 
that color programs won’t be on 
the air to any great extent for 
another 12 to 18 months. Mean- 
while, 339 stations are telecasting 
regularly in black-and-white and 
another 222 have been authorized, 
many of which are already under 
construction. Total: 561 stations. 

Present sets are compatible, 
that is, will receive in black-and- 
white any program telecast in 
color. Biggest point is that up to 
two years will be needed to get 
price of color sets down within 
range of average family and mass 
market. 


Bank Clearings Hold 
Close to 1952 Level 


Volume of check transactions 
showed little change from that of 
the comparable week a year ago. 

Total bank clearings in 25 lead- 
ing cities during the week ended 
Dec. 23 amounted to $20,135,777.- 
000, a drop of 0.2 pet from $20,- 
168,080,000 in the like 1952 week, 
but 3.1 pet more than the previous 
week’s $19,530,117,000. 
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serves the attention it is getting 
because it now has over 1.2 million 
users. Over half these units were 
bought in the last three years. 

Admitting the industry doesn’t 
have the answer as yet on how to 
sell dishwashers quickly and in 
great quantities, Mr. Hunt says 
“The dishwasher began to have in- 
creased acceptance when it became 
entirely automatic, when new and 
better non-foaming detergents were 
produced and when ample quanti- 
ties of constant hot water became 
available.” 

Mr. Hunt reports that less than 
10 pet of the appliance dealers are 
doing more than one-half the dish- 
washer business. 


Room Air Conditioners 
Near 1-Million Mark 


The retail volume of air-condi- 
tioning sales last year increased to 
about $1.75 billion, compared to 
$1.25 billion in 1952, reports Cloud 
Wampler, president of Carrier 
Corp. Mr. Wampler says sales of 
packaged room air-conditioners 
75 pet of which are going into 
homes—more than doubled last 
year. About 1,000,000 of them were 
sold last year, compared to 412,000 
in 1952. 


HARDWARE HUMOR 
By Hardware Age 


\ 
- 





MAN 
Vz © Hardware Age, 1954 | 


"The secret of good painting is in 
the mixing.” 


Tile Flooring Potential 
Viewed Optimistically 

The year 1954 will bring a 
marked readjustment throughout 
the resilient tile floor covering 
business, with a strong need for 
going after the business that is 
there, with added sales effort, de- 
clares Charles A. Neumann, vice- 
president, Kentile, Inc. 

“We have every reason to think 
that in 1954 there will be more po- 
tential business available than in 
1953,” Mr. Neumann said. “We 
shall have to work to get it.” 

The favorable factors are that 
the potential volume of new and re- 
modeling work will be just about 
the same as 1953, he said. 

Further, the public’s disposable 
income after taxes is currently run- 
ning at a rate of $250 billion a 
year, or $15 billion higher than a 
year ago. 

Accumulated cash saving have 
reached the astounding total of 
$250,400,000,000. 

However, Mr. Neumann warned, 
“the public is going to be harder 
to sell in 54 than at any time in 
the last 20 years. They will buy 
only when convinced they are get- 
ting real values for their money.” 


Brown Shades Favored 
As Home Wall Color 


Shades of beiges and brown are 
gaining strength as the most popu- 
lar wall colors for interior home 
decoration, a survey by the Martin- 
Senour Paint Co. reveals. 

Based on a tabulation of paint 
color purchases over the year, the 
study showed that greens and 
grays, which formerly topped the 
home decorator’s preferences, are 
losing ground. 

First among the survey colors is 
grayed beige, followed by a wide 
variety in the brown family, in- 
cluding cocoa. 

Also rating high are soft grayed- 
greens, and blue-greens. 

In keeping with the growing pop- 
ularity of off-beat color tones, the 
increasing use of gold or grayed- 
yellow colors along with pale pinks 
and faded blues was noted. 

“The total effect of the most popu- 
lar colors selected,”” Miss Hutchison 
observed, “is a muted impression- 
ism that is easy to live with.” 
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TAPLIN EGG BEATERS 


e Efficient in operation. 
e Durable construction. 
e Smart styling. 


e Nine models in the 
popular price range 
—all good values. 


Booth 569, Chicago 


THE TAPLIN MANUFACTURING CO. 
NEW BRITAIN, CONN. 
SINCE 1897 





















GEM 
FLUE STOPPERS 


wee es 
.¢* e, 
7? 


Order from 
Your Wholesaler 
or Write Us 
for References 





Attractive assortment of pictures 
lithographed on _ metal blanks 
permanently clenched into the face 
of the flue stoppers. Folding wire 
fasteners attached to slots raised 
from the metal of the blank. 








Blank Shipping Weight 
Diameter Fasteners Per Doz. Per Gross 
No.3 
se 8-17/64" | 6” er 7” | 3 Ibs. 7 oz.| 43 Ibs, J. 3 CLARK late C0. 
No. 8 i tole die) tome eal, telh) 
Ivory | 8-3/4" | 7° or 8” 5 Ibs. 62 Ibs. 

















Packing — 1 dozen per carton, 1 gross per case. 
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Increase 
your 
sales... 


TRANSPARENT 


Ate 


@ EYE-APPEALING 
@ BUY-APPEALING 
@ PREPRICED 2 FOR 15c 


Increase your unit sales of the ‘CAN'T 
MISS" mouse trap with this new, self- 
service 2-PAC. This convenient, trans- 
parent new package will prove to be 
a ‘‘sure fire’’ traffic stopper. 


McGILL 


METAL PRODUCTS CO. 


MARENGO e ILLINOIS 


ALSO AVAILABLE... 
an eye-catching point- 
of-purchase display 
card . . . holds nine 


2-PACS . . . done up 


in brilliant red and 
pastel green colors. 












DOES 
WHAT 
IT SAYS! 





by Jockson of London 


x 


f y 
}. or 








REMOVES—stubborn surface spots. 
CLEANS—dirt and grime. 
POLISHES—to high dry lustre, covering 
minor scratches. Triple-action tonic for 
marred furniture —For Varnished, Shel- 
lacked or Lacquered surfaces—Al/ in One 
Bottle! Retails at $1.25 half pt.—$1.75 pt.—$2.75 qf. 
Packed | dozen to carton. 
Trade diseount 40% F.0.B. Factory; L. I. City, N. Y. 


ay-Vel G10), me) mae), 1910), ce) as 


68 WEST 58th STREET © NEW YORK 19, N.Y 


CONSUMER TESTED 
ond accepted for over 
Twelve years. Keep 
a stock on hand; it's 
always in demand. 
Nationally advertised. 
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Ahir 


LAWN MOWERS 





BLAIR Model 30 
18” Rotary Mower 
Also available: 21” and 18” Reel 
Power Mowers and a full line of 
fine hand mowers. 

If it’s made by BLAIR, the qual- 
ity’s there. 


BLAIR MANUFACTURING CO. 
Telephone 2-7449 
Springfield 7, Mass. 


















YOU'LL FIND IT 
PROFITABLE 


to send us your Fence and 
Metal Specialties orders 












To cash in on this easy money send for litera- 
ture and familiarize yourself with the Stewart 
line. Then when you get an inquiry for some 
Stewart product you will be in a position to 
give the prospect the information he desires, 
and close the sale. Remember, you make no 
investment—you carry no stock. Every year 
more hardware dealers are making extra profits 
through this arrangement. Are you getting your 
share? Write for catalogs today. 


IU ua A 


lron Picket Fence 





Stewart Iron Railing 


ll 


Stewart Chain Link 
Wire Fence 


OTHER PRODUCTS: 
Steel Flagpoles 
Wire Mesh Partitions 
Settees 
Window Guards 





THE STEWART IRON WORKS CO., INC. 
2137 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications since 1886 


or IRON 


Wink 
FENCES 


Tew. 


— 
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1,400,000 New 
Electric Users 


One million four hundred thou- 
sand new customers added 
by all components of the electric 
industry in 1953, according to a 
report by Walter H. Sammis, presi- 


were 


dent of the Edison Electric In- 
stitute. 
That brought the total to 49.9 


million taking service at the end of 
1953. Nearly 16,000,000 new cus- 
tomers have been added by the in- 
dustry in the past eight years. 

Since electricity is now in reach 
of nearly every American home, 
with 98 pct of occupied homes, 
both rural and urban enjoying elec- 
tric service, the growth in custom- 
ers during the year was due largely 
to contruction of new homes. 

The continually expanding use of 

the home em- 
the greatest 
on record in the average annual use 
by the householder. 


electricity in was 


phasized by increase 


The increase was 186 kwhr dur- 
ing the year, and the total average 
consumption for 1953 was 
kilowatthours, an amount 
than double the average use nine 


2355 


more 


years ago. 

In addition to lighting, more 
than half of American households 
now use nine electric appliances 
radios, irons, refrigerators, clocks, 
washers, toasters, vacuum cleaners, 
coffee makers and television. 

Phenomenal increases have also 
been made since the war in the use 
of appliances such as ranges, water 
heaters, freezers, and dryers. 

By the end of 1953, an estimated 
5,010,000 farms had electric 


vice, 93 pet of the 


ser- 
overall farm 
figure. 

All but 2 pet of the nation’s oc- 
cupied farms now either have elec- 
tric service or have it readily avail- 
able. 

Until recently, the primary con- 
cern in farm electrification was the 
extension of power lines to the 
farmer. 

Now, however, with nearly every 
farm having electricity at hand, the 
emphasis has shifted to the study 
and development of techniques and 
equipment to enable the farmer to 
make increasingly profitable use of 
his electric service. 


Predicts Banner Year 
For Aluminum Sales 

“The year 1954 promises to be a 
selling the biggest in the 
aluminum industry’s history,” pre- 
dicts Richard S. Reynolds, Jr., 
president of Reynolds Metals Co 


year 


Factors on which the prediction 
were based are: 

The supply will be greater than 
ever before in the industry’s his- 
tory, assuring all consuming indus- 
tries of adequate supplies. 

There restrictions on 
civilian use for the first time since 


are no 


the Korean war began. 


Wholesale Prices 
Unchanged In Mid-Dec. 

Wholesale prices in the week 
ended Dec. 15 unchanged 
from the preceding week, reports 
the Bureau of Labor Statistics. All 
commodities other than foods were 
down 0.1 pct. 


were 


Inventory Clearance 
Consumer Circular 

“Green tag” merchandise at spe- 
cial prices is featured in this con- 
sumer for its 


circular prepared 


American 
Hardware Supply Co., Pittsburgh 


dealer-members by the 


Green tags were also provided 
for the use of dealers in clearing 


odds and ends from their inventory 
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KINGSTON 


ROLLER SKATES 
Firat 


IN THE POPULAR 
PRICE MARKET ! 




















THE 
DELUXE 
No. 110 






4 


aii / 
MODELS FOR ALL AGES j @ 
Write for 


Complete Information and Illustrated Literature 


KINGSTON PRODUCTS CORPORATION 


Housewares Division A-1 


Kokomo, Indiana, U.S.A. 
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LACO’S SUPERIOR 
100% EFFICIENT 


“Water Hove Brush 


BRUSH CAP 
Made of scratch-proof 
pliable rubber. Brush 

pped on or off in 
stantly with finger-tip 
eaow 


Every Car Owner & Home 
Should Own One 


@ TRIPLE ACTION 
@ SOAKS, CLEANS, RINSES 
@ FLOATS DIRT AWAY 


PAODEL 5336: As pictured and described 
at left. Pliable rubber brush cap; horsehair 
| brush; 36” detachable, extendible handle 
| with shut-off valve attached to end. In- 

dividually boxed. 

$495 

MODEL 5314: Same brush cap, brush and 

shut-off valve as Model 5336. Handle is 

14” long, detachable for extending; con- 

nects direct to garden hose. 


$398 


LAITNER BRUSH CO. 


2000 Brooklyn Ave. « Detroit 26, Mich 


WATER HOLES 


All brushes have 5 | 
water holes in head Im- 4 
proved flushing action 

«t s surfac 


THE HANDLE 


36" long; feather-light 
in weight; is detachable 
din ° 


eae available oat 
<g@ SHUT-OFF 
. VALVE 

ater shut-off valve on 
ert jess ore 





















KEEPS THAT 
HOLIDAY VOLUME 
GOING All YEAR Lone! 





( Pee — BIG DIPPER 
‘wen STANDARD LANDING NETS 
¥ y List $3.25. Anodized in colors. 15" Frame 


30" Net, Floating Aluminum Handle 


BAMBOO POLES 


#L-312 Perma-Bond Brass Ferrules. List $1.79, 3 pes., 12 ft. 
Mottled Bamboo. The only complete line of Bamboo Poles in 
America. 7 styles from $.50 list to $4.25 


SS 
eT eee 








- 


TUBULAR SALT WATER SPINNING ROD 


#1003-SM, 8!/2 ft., 2 sections. #24, 16, 14, 10, 9, guides. 
List $15.95 
, -—-¢ 





edie _ 
Sold through jobbers everywhere 
Sz. Grocx WORLD FAMOUS TACKLE 
WRITE FOR YOUR FREE CATALOG 








St. Grocz Corp. UNITY, WIS. 
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ONCE U 


ARMSTRONG BROS. | my: 


Better PIPE TOOLS 


| Earnings Up 6.5 Pct 

In First Nine Months 
The U. S. Commerce Dept. re- 
ported earnings were at a record 


BIG YEAR ROUND AD PUSH IN 





mute ‘ : é i j The “gor 
$284 billion rate in the first nine SOAS? ( TA / By strength | 
months of last year—about $17.6 F \ a R \ satisfactic 
enien ee . v= s. 
billion, or 6.5 pet more than in the /™% 'S. ‘Q SQ oS made oo 
like months of 1952. Ae NO a Sy ao gee 
: : : ae om —— tomers § 
Personal income in September ASW Deks Sp » perior qi 
showed a “slight drop’? compared a 3) National 
EXCITING with August, the department noted. well-read 
In September the department es- ular Sci 
NEW j indivi : , anics, I 
timated individual income at an gp 
, aie sacs Science a 
PLANTABBS annual rate of $286 billion, as Illustrate 
PACKAGE! against $287 billion in August. man fui 
The department’s income esti- interest 
Means rhe departm ts) aia ¢ 
More mates include wages and salaries, Reversible Ratchet STOCKS his Sine 
Profit! net incomes of proprietorships and and Adjustable DIES 


partnerships, dividends and _ inter- 
est, net rents received by landlords 
and other types of individual in- 


Exeeptionally convenient where space i 


Get on the bandwagon. Stock limited, this stock simplifies pipe threading 
Plantabbs! Show ’em! Now 


with more regular LIFE ads to 


close to walls, in corners and wherever oper 


ating room is restricted, With adjustable dies 


back you up all year ’round 

you'll sell more than ever before! 
Write for new display carton...or 
contact your wholesaler! Quick! 


FULTON'S 


come. 

The September decline in per- 
sonal income stemmed chiefly from 
a drop in factory payrolls, the de- 


(cut exact, over or under size threads) it is 
an ideal tool where valves and fittings are 
being installed or maintained. 

“ARMSTRONG BROS.” Adjustable Dies are 
of special Vanadium Tool Steel, have “backed 
off” teeth, correct cutting angle, ample chip 


ib é clearance and correct throat 

e L A % TA kK ig a partment reported. The drop “may Sidhe. “Sieey stant and cut encily, 
have reflected an unusual concen- te Siete enguces end “opie” 

COMPLETE PLANT FOOD TABLETS fenteg 4 Dive withowt jamming or 


tration” of holidays in the pay pe- 
riod for which basic wage informa- 


Plantabbs Corp. Dept. AH Baltimore 1, Md. tearing threads. 
























ARMSTRONG BROS. TOOL CO. 3,885 Ibs. 

tion is collected, the department S214 W. ARMSTRONG AVENUE © CHICAGO 30, ILL a 

stated. a cal aes imeem 

Private industry payrolls, at an | ponies 
annual rate of ae in “on FULLER’S HARDWARE 

tember, were $1.5 billion lower than ( 

WEEK SPECIAL = 





“sx or © FULLER 


“LIFELONG” SCREWDRIVERS 







| 
| 
in previous months. 
| 
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SPRAYERS 
om 
RITESIZE SPRAYER 


2 GAL. COMPRESSED AIR 









Attractive 


\ 
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Regular Retail 
$1.90 set A 
Hardware Wee ee 

millin 


$150 wor 


iron, 





The “ladies’ choice."’ 
Dome-top welded tank 
16” curved brass ex- 


Stubby, Mechanic, Elec- 
trician, All-Purpose, 


tension. Light sight A 
: ‘ ve ae Cabinet, Pocket (with set 


Extra long, 5 ft. hose 










































and adjustable nozzle clip). Hi- tensile cad- Your customers lite, 
enables user to spray mium blades, unbreakable save 40¢ starti 
trees, gardens or flow amber handles, blister- Dealer's cost cut, — 
ers with no_ effort. proof domes. Branded $1.00 set 

Long or short distance and guaranteed. Picked, . saab 
apray Brass pump ackaged, priced to se/// After Hard- pent 
Good seller. Highly é are ; ware Week hob 
popular, ny Free dealer mats! Sell for $1.90 : 
Cc | li f ea ° : set or put in high 
ompliete line of sprayers an usters. Your jobber's salesman open stock at With 
As advertised in House & Garden, House has the facts—ask himl regular retail able 
Beautiful and Many other National Publications Met 





FULLER Ery.a.. 1 send 
so INTE 





D. B. SMITH & CO. Send 
or 
426 Main St., Utica 2, N.Y. Catalog 
“Originators of Sprayers” 
Canadian Rep. G. L. Cohoon 


3522 Webster Aven 


© Hardware Age, 1954 






World's largest producers of 














1265 Stanley St., Montreal 2, Canada "Where's the flour sitter?” unbreakable amber handle tools ots ' 
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ONCE USED, NEVER SUBSTITUTED... 













The “gorilla grip” of Rogers Glue — a ton of 
strength in every drop — gives unequalled 
satisfaction. With Rogers Glue, joints are 
made really solid . . . repair jobs are 
firm and lasting. Once used, cus- 
tomers sell themselves on the su- 
perior quality of Rogers Glue. 


National advertising in such 
well-read publications as Pop- 
ular Science, Popular Mech- 
anics, Popular Homecraft, 
Science and Mechanics, Science 
Illustrated and Home Crafts- 
man further stimulates new 
interest in Rogers Glue .. . 
builds consumer acceptance of 
this fine product. 


/ And to protect your sales, no 
chain stores, group buyers, or mail 
order houses handle Rogers Glue. 
It's sold only to hardware dealers 
like yourself, This means added 
profits for you. 
Stock Rogers Glue for a lasting glue 
business. See your jobber today or 
write directly to... 


“Ai 
Y JD ROGERS 
3,885 Ibs. ISINGLASS & GLUE CO. 


Shearing Strength per Square Inch GLOUCESTER, MASS. 














MULTI-PURPOSE INTERNATIONAL 
HI-SPEED COPE SAW DRILL BIT 


Cut yourself in on the profits of this 
revolutionary tool consistently advertised 
for 3 years in over a dozen popular mag- 
azines. Here is something new and your 
customers know about it! Converts any 
4” or 4” drill, slow drill press, lathe or 
milling machine into a more versatile tool. 
Works equally well on sheet metal, angle 
iron, pipe, wood, plastic, transite, bake- 
lite, and similar materials. Drills own 
starting hole—upper part of bit is used to 
cut, saw or ream circles, ovals, squares, 
or scrolls. Easy to operate. Ideal for car- 
penters, mechanics, electricians, plumbers, 
hobbyists, many others. Abrasive resistant, 
high speed steel. Flutes ground from solid. 
Withstands severe continuous use. Avail- 
able in 3 types—All Purpose, Wood, Heavy 
Metal. Money back guarantee. Order or 
send for complete details TODAY! 


Manufactured and Distributed by 


INTERNATIONAL TWIST DRILL CORP. f 


618 Wyandotte Room 815 Kansas City 5, Mo. 


ded 
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BRUSHES 
for 


than INDUSTRY 


Monvtacturers of Quelity Brushes Since 1892 


DAVID LINZER & SONS, Inc. 
, 10-20 ASTOR PLACE, NEW YORK 3, N. Y. 





Make this NEW eye-catching 
blue plastic display work for you 


Available without charge with fast selling 
4 dozen assortment of your selection 


RUSSELL FAMOUS 
PUTTY KNIVES and SCRAPERS 


The Best since 1834 
Send for Catalog No. 6-R and ask your Jobber Salesman for details 


Russell Harrington Cutlery Co. 


SOUTHBRIDGE 7, MASS. 

















KEEP AN EYE ON 


ill: 


FOR NEW 
IDEAS TO 


HELP YOUR 
SALES « PROFITS 


MANUFACTURING CO., SOUTHBRIDGE, MASS., U.S.A 





HOME REPAIR TOOLS SINCE 1875 


NY FINISH 


4p 
YY Suaeace 


Oar 


AAV A 
Wa 
REMOVER 


For prices and sample, write 


THE KLEAN-STRIP CO., INC. 
2340 S. Lauderdale, Memphis, Tenn. 
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Promotions 





Manufacturers’ New Merchandising Plans 


Consumer Ad Campaign 
To Boost New Mower 


A national 
advertising 


consumer magazine 
campaign with news- 
television and radio pro- 
grams in key markets will be used 
this year by Seymour Smith & Son, 
Ine., Oakville, Conn., to promote its 
new ‘700” electric trimmer. 


paper, 


lawn 

This will be the biggest adver- 
tising promotion undertaken by the 
company. 


Simoniz Co. to Repeat 
Flower Seed Promotion 


A flower seed deal to promote the 
sale of floor wax will be used by the 


| Simoniz Co., Chicago, this spring, 


| backed by 


advertisements in na- 
tional magazines and by television 
shows. 

This is the “Kate Smith Garden 
Special” last year with Si- 
Scuff floor wax. The 
deal is to be improved, with 95¢ 
worth than value of 
seeds banded to a quart can of the 
Wax. 


used 


7T5¢ 


rather 


4-Page Ads Promote 
Outboard Motor Line 
Scott-Atwater Mfg. Co., Min- 
neapolis, has planned an extensive 
consumer promotion campaign on 
its 1954 line of .outboard motors 
that features a built-in device for 
bailing water from boats. 
Full-color, 4-page advertisements 
will be run next month in consumer 
sports magazines. Consumer maga- 
zines will be used during the year. 
Newspaper advertisements will 
be published in 75 key markets. 
Mats will provided dealers 
and the company will match dealer 
advertising expenditures on a dol- 
lar-for-dollar basis. 


be 


Glamorene Promotions 
Add Up to $1,000,000 

The anticipated 1954 advertising 
campaign for Glamorene products 
is reported by Clayton Hulsh, pres- 


ident, Glamorene, Inc., as the big 
gest in the history of the company 

A total of $1,000,000 will be allo 
cated to the promotion of Glamo 
rene Rug Cleaner, the new soapless 
cotton the new up 
holstery the Brush 
Bath. 

A new copy approach is to be 


cleaner, 
and 


P r 
rug 


cleaner 


used. This will include an organ 
ized campaign which will closely 
tie-in magazine advertising with 


newspaper promotions on the local 
level. Each market is to be backed 
up with concentrated radio and TV 
spots. 

New publicity-making events and 
local store displays 
are being created. The major cam 
paign is scheduled to start in Feb 
ruary. 


point-of-sale 


Do-It-Yourself Slant 
For Irwin Bit Set Ads 

A direct appeal to the 
handyman and hobbyists who make 
up the growing do-it-yourself mar- 
ket, and professional wood work- 
ers, will be made in a strong pro 
motional program announced by 
The Irwin Auger Bit Co. 

Spring issues of Saturday Even- 
ing Post, Popular Science and Pop- 


home 


ular Mechanics will carry over 33 
million sales messages. 

Copy will suggest newly-designed 
Irwin auger bit sets as gifts and 
will make the point that they can 


only be purchased through inde- 
pendent hardware dealers. 

A new Sell-O-Bit display rack 
has also been designed to give 
yreater consumer’ exposure to 
Irwin Auger Bits in hardware 


stores and give dealers the advan- 
tage of a constant display of the 
best selling open stock sizes. 


Drop $160 Million 
Business Bank Loans 
Business loans in the week end- 
ed Nov. 25 declined $160 million 
at reporting member banks, re- 
ports the Federal Reserve Board. 
This reduced total commercial, 
industria] and agricultural loans 
at reporting banks to $23.2 billion. 
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NO / Offer Customers This rae yp 


it Yourself 


@ An Industrial Quality Tool 
@ Priced for the Handyman 


Completely Portable. NO HOSES 
NO CORDS @ NO ELECTRICAL OUTLETS 



























Here's the home sprayer handy- 
men have been looking for! 
Becker Spray Gun is completely 
portable . . . pressurized by in- 
expensive CO, cartridges .. . 
no hoses, compressor or electric 
cords to bother with . .. no 
limit to where it can be used! 
Handles paints, varnishes, in- 
secticides, oils, etc. Dozens of 
applications . . . thousands of 
prospects right in your shop- 
ping area! Used successfully in 
industry for more than five 
years. Ruggedly built of corro- 
sion resistant materials. Write 
for complete details] 


BECKER 


CO, POWERED SPRAY GUNS 
SULLIVAN-BECKER CO., Dept. 264-A, KENOSHA, WISCONSIN 


WHEN YOU ARE LOOKING 
FOR A CERTAIN PRODUCT 


and only the trade-name is known— 
look in the General Directory Section 
of the "WHO MAKES IT?” Number of 
HARDWARE AGE for that particular 
trade-name. You will find it listed 
alphabetically under the product 
heading of the item in question. 


cartridges 









There alongside the trade-name you 
will find the name of the manufacturer 
who makes it. The address of the 
maker will also appear with the firm 
name arranged alphabeti-ally in the 
same list. 


Keep this Merchandise Directory Num- 
ber where you can reach it quickly 
whenever you need help in buying 
hardware products. 


HARDWARE AGE 


100 E. 42nd Street, New York 17, N. Y. 
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) You asked for it! 


<i 
DRILL ROUTER 


Drills hole and saws rapidly in any 
direction. Makes any shape hole in 
5 


wood, plaster, wall boards, etc. to Y¥g” 














thickness—not metal. 

Made of non-brittle tough steel of 
tested strength and quality—lasts a long 
time and costs no more than a sharpen- 
ing job. 


Nothing com parable in speed — price 


quality. 

2 SIZES 
+318-1 Vj" dia. 23%” length $1.25 
4#318-2 V/,”" dia. 41/,” length $1.40 


Brilliant display boards. Guaranteed 


without reservation. 


| TEC IMPORTS, 1 


14404 Addison Street Van Nuys, Calif. 











“HANOI- 
RACK” 


the 
HOSE-HANGER 


home-owners 
have been 


looking for! 





Why Not Cut Yourself In On Fhe PROFITS? 


| KEES Brings You A Sturdy, Yet Inexpensive Garden 
Hose Rack Made of 16 and 20 Gauge Steel That: 
e Holds | 


@ Can be 


torage LST PRICE: 


@ High ji paKked ¢ 
19 Each 
pnt Al v 


ince) 





J pound 
See Your Jobber 
or Write Box 501 


F. D. KEES MFG. CO. 


BEATRICE NEBRASKA 







(I 
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in Vivid-X colors. 
than 45‘ 








Your FAST-SELLING _, 
of sliding kitchen racks! 

































CUP RACK 
MODEL 801 
Chrome finish 
8-cup — list 
$0.69 ea 
Model 1201 
Chrome finish 
12 cup— 
list $1.00 ea. Bs 
Model 1215 
Rubber cooted 
12 cup — 
list $1.49 ec 


GLASS RACK 
MODEL 404 


Rubber coated 
clamps hold 

8 glosses 
without scratch 
ing. List 
$1.98 ea 


PAN RACK 
MODEL 800 


Holds 8 pans 

extends 12'/)” 
Sturdily con 
structed. List 
$1.98 ea 








THE GRAY CO., MDSE. MART 


| BOOTH #1040 
RM. 1434A, CHICAGO, ILL. H 


OUSEWARES SHOW 





HEAT PROOF 


MATS 


In SIX 


NON-FADING 
COLORS 
* YELLOW 
+ BLUE 
+ GREEN 
* GRAY 
* RED 
* WHITE 





STOCK AND DISPLAY NEW 


DAISY RUBBER MATS 


Write at once for Display Rack Deal. Pro- 
vides complete line of DAISY Rubber Mats 
Fast turnover — better 


~ profit. Tops in Quality. 


SCHACHT RUBBER MFG. CO. 


Dept. H ° Huntington, Ind. 
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Mail Campaign Starts 
| On Farm Market Lamps 


A direct mail promotion to in- 
terest dealers in the farm lamp 
market has been started by the 
| Westinghouse Electric Corp., lamp 
| division, Bloomfield, N. J. 

Distributors supply lists of deal- 
ers to whom Westinghouse sends a 
booklet describing lamps used on 
farms. Dealers have a reply card 
to order from distributors promo- 


tional display kits which include 
window streamers and_ display 
cards. 

The company pointed out that 


there are many uses for specialized 
lamps on farms and that the farm 
lamp market is growing rapidly. 


Farmers’ Cash Income 
Down 5% in 10 Months 
Farmers’ 
first 10 months of this year 
below the same period in 
and prices farmers received 
their products fell 11 
the period, compared to a year ago, 
the U. S. Dept. 


5 pet 
1952 
for 


reports 
| culture. 

October’s cash receipts of $3.7 
billion pet higher than 
September, the report notes, but 6 
the year-ago month. 
January-October receipts totaled 
$24.3 billion, down 5 pet. 

A later 
| mid-October 


were 17 


pet under 


report, for the period 
and mid-November, 
notes that prices received by farm- 
their products skidded 4 
pet—the fourth consecutive month 
farm prices havé dropped. 





ers for 


Agriculture Secretary Ezra Taft 
Benson told the 4-H Club Congress 
in Chicago that it is an “‘extremely 
dangerous policy” to think rigid 

| price supports and production con- 
high farm income.” 


trols “insure 


Carloadings Lower 

the index 
economic 
factories, 


carloading, 
| used to determine the 
| health of the nation’s 
dropped 9.6 pet below the like 1952 


Railroad 


week in the week ended Dec. 12, 
1.5 pet below the preceding 
| week, reports the Association of 


| 
| 
| and 
| American Railroads. 


(Resume reading on page 15) 


cash receipts in the 
were | 


pet in | 


of Agri- | 





Gripper Clips 


Bmall and large Registered U. 8. Pat. Offices 
sizes for ho! 





{3 dos. — and 


a, ) Retalle 10¢ 
each. Cireulars on 
request. 
GIBSON GOOD TOOLS, 
75 Pearl St., Sidney, N 


INC. 








MANUFACTURERS AGENTS WANTED 


BULL DOG REMOVERS 
Cream—Liquid—Brushcleaner 
HOLDTITE (Liquid Sandpaper) 


BUILD YOUR PAINT DEPT. 
Thru Satisfied Customers 











Write For Special Combination Deal 


GILLESPIE VARNISH CO. 
131 Dey St., Jersey City, N. J. 











GRAND 
DOOR HOLDERS 











MICKEY X2M 
DELUXE 6A 
STANDARD 600 SERIES 

la Stock for immediate Delivery 


GRAND SPECIALTIES CO. 


3101 W. Grand Ave. Chicago 22, Iilinols 













MEET HANSER’S HUSTLERS! 


40 Top-notch salesmen concentrated 
in a rich sales territory . . 
result-producers ee directly for 
you, giving you Complete Cov- 
erage in: 
NEW ENGLAND STATES; New 
YORK (inel. 
NEW 
VANIA; MA H 
WARE; Pte oF COLUMBIA: 
VIRGIN 
The HARRY HANSER 
ORGANIZATION 
Manufacturers Representatives 
New York 23, N. Y. 


CHROME 
NIPPLES 


Vg" to 4" 

Ye" and Yo" 
packed 12 to a box 
Write for catalog 


PITTSBURGH NIPPLE WORKS, Inc. 
1455 Spring Garden Ave., Pittsburgh 12, vs. 





1841) Broadway 





sizes 
sizes 








His Hardware Age 
Ad. Brought Results— 


“As a Manufacturers’ Representative, 
getting the HARDWARE AGE is a 
necessity, especially in view of the fact 
that | have secured several desirable 
lines through the Advertisement |! 
placed in the AGE in December. With 
best wishes for your continued success.” 
Sincerely yours, 








A Satisfied Advertiser 
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FOR THE JOBBING TRADE 


“STANHO” Keys, Pins and other 
products are precision made to close 
tolerances from selected stock . . . the 
finest obtainable. All types and sizes. 


pee te Cay Lee 


= WOODRUFF KEYS - TAPER PINS 
MACHINE KEYS - COTTER PINS 
STRAIGHT PINS - SPECIAL PARTS 





and other Stanho products | 
Bulk or Packaged | 
} 


HORSE SHOE NAILS 


WRITE for DESCRIPTION 
and PRICES 





WRITE FOR CATALOG No. JH 


W. C. HELLER & CO. 
MONTPELIER, OHIO 

















MOP WRINGERS and. BUCKETS COMBINED 


have been CONTINUOUSLY sold by many leading Jobbers and Deaiers in every section of the 

United States and Canada since the inception of our business—more than 60 years ago- 

(a record which speaks for itself). You can't go wrong when you buy “EAGLE because 
they're made right and priced right. 


Manufactured by THE EAGLE WOODENWARE MFG. CO. 
Hamilton, Ohio, U. S. A. 











a 


— 
BRASS & ALUMINUM BOUND - OPEN HAND HOLES MASONS’ al 


, oo) |) 
0142AB. 42 . 0148AB 48 LEVE LS a 


EXACT LEVEL & TOOL MFG. CO., INC., HIGH BRIDGE, N. J 








BUSH HOOKS—BANK BLADES—CANT HOOKS 
DISTRIBUTION THROUGH JOBBERS 











Looking for New Merchandise ? 
There's still lots of new merchandise being introduced to retail hardware markets. Keep posted an new mer- 
chandise by reading ‘What's New," which appears in every issue on page 12. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 








HARDWARE AGE 100 East 42nd Street New York 17, N. Y. 
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Classified Opportunities Section 





Representatives Wanted 


SALESMAN WANTED 


We can use one or more young men as 
junior salesmen selling Crescent Tools. Ap- 
plicants should have some selling experi- 
ence either at wholesale or as a retail 
clerk and be familiar with the Hardware 
business. They should be prepared to 
travel in almost any part of the United 
States and be away from home for rela- 
tively long periods. We pay salary and 
expenses and furnish a car. The starting 
salary will not be large but the position 
will lead to a senior salesman's job and 
his own territory to the man that can sell 
tools. Applications will be held confiden- 
tial. 


CRESCENT TOOL COMPANY 
JAMESTOWN, NEW YORK 

















MANUFACTURERS 
WANTED — Aggressive 
GARDEN TOOLS and LAWN MOWERS, etc, 
calling on the wholesale hardware trade, hard 
ware chain stores, and large department. stores, 
etc., in the UNITED STATES and CANADA. 
An_ exclusive NEW PATENTED GARDEN 
TOOL No competition. TRADE NAME-—- 
MAGIC SANITARY LITTER PICKER. PAT 
ENT-ADJUDICATED, unlimited field, nothing 
like it on the market, will sell on sight, GREAT 
LABOR SAVER, any man, woman, child or even 
a one-arm man can operate the tool as efficiently 
18 any person with both hands: must be seen to 
he appreciated, large volume, REPEAT ORDERS, 
in indispensable tool, will do the same work of 
three men, unlimited uses, makes work a pleasure 
The most amazing garden tool ever offered to the 
AMERICAN public. It’s the GARDEN 
OF THE AGE. Please state clearly territory you 
cover, also lines carried, etc. Protected territory 
Commission and bonus, Address: Box B-545, care 


REPRESENTATIVES 


men specializing in 


of Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y. 

REPRESENTATIVE WANTED FOR FAST 
MOVING nationally advertised line of pre 
sketched numbered paint items such a invases, 
tiles, ete Stote territorie overed, line irried, 
ete lee Art Co., Inc., 93 Elm Street, Yonkers, 
New York 

SALES REPRESENTATIVES WANTED 
WITH FOLLOWING among Jobber Depart- 
ment Stores and Chains for established house 
ware line. Territories open: Arizona, Colifornia, 
Nevada, Oregon, Idaho, Washington, Montana, 
Tennessee, North Carolina, South Carolina, Mis- 
sisippi, Alabama, Georgia and Florida. Advise lines 
now carried and exact territory covered Ad- 
dress: Box B-552, care of Harnware Ace, 100 
East 42nd Street, New York ‘7, 2 ¥. 


MANU FACTU RER’S REPRESENTATIVES 
WANTED, CALLING ON HARDWARE Job- 
bers, etc. To sell complete line of quality drill 
attachments including a new patented planer. 
Nothing like it on the market. Exclusive terri- 
tories available. These tools are proven sellers. 
Write W. R. McDonald, 2314 DeCamp Avenue, 
Elkhart, Indiana 





FACTORY REPRESENTATIVI WANTED 


for established paint brush manufacturer. Sales- 
man with retail paint, hardware, lumber. indus 
trial accounts Assured of good commissions. 
Write details including present lines, territory, 
references, etc. Address: Box B-558, care of Harn- 
ware Ace, 100 East 42nd Street, New York 17, 
y yr 


PAINT BRUSHFS—Territories in Ohio and 
Tndiana. Men with followine in Hardware, Paint, 


TLumber and Farm Sunplv Stores. Sales direct to 
retailer. Good commission Factory over 109 
vears old. No objection to non-conflicting line. 


Reply fully to Address: Rox B-S65, care of Harp- 
ware Acr, 100 Fast 42nd Street, New York 17, 
N , 
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TOOL | 


Representatives Wanted 


Representatives Wanted 








HARDWARE SALESMEN — OLD ESTABLISHED 
NEW YORK HARDWARE WHOLESALER NOW 
IN THE PROCESS OF EXPANSION HAS OPEN- 
INGS FOR ALERT SALESMEN WITH FOLLOW- 
ING AMONG RETAIL HARDWARE STORES 
AND LUMBER YARDS IN LONG ISLAND AND 
NEW JERSEY. GOOD OPPORTUNITY. 


Address Box B-547, care of HARDWARE AGE 








100 East 42nd Street, New York 17, N. Y. 





FULL OR PART TIME with sales experience. 
Make Big money and bonus selling the biggest 
line of business gifts—Calendars—advertising 
specialties to any kind of business. Exclusive ter- 


ritory with repeats. Five dollars sample deposit 
required refundable on recei pt of orders. In- 
quiries confidential. RYDER SPECIALTY ADV 

Seguin, Texas, P.O. Box 863; P.O. Box 782, 


44 Abbott Avenue, Morristown, N. J. 





EASTERN 
MANUFACTURERS 
ATTENTION 


Some one is looking for the facilities we 
would like to offer to a manufacturer that 
has THEIR OWN selling organization. A 
well rated California firm with ample stor- 
age, billing and shipping facilities equip- 
ped to take care of all Western States. 
Would consider carrying accounts on a 


proper line. Only interested in small com- 
pact items in cutlery, sporting goods, or 


tools. Correspondence invited. A-! refer- 


ences furnished. 





Address: Box 360, Montebello, California 








SALESMEN 


(2) to sell popular line of HAND & POWER 
LAWN MOWERS to retail hardware dealers, 
etc.; ONE for CONNECTICUT and Westchester 
County, the other for the State of New Jersey, 
strictly COMMISSION BASIS — Write giving 
full particulars—WHOLESALER 
Address Box B-529, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














EXCLUSIVE TERRITORIES OPEN FOR 
AGENTS calling on Fndustrial and Power Tool 
distributors and Cutting Tool Service Shops, to 
sell line of Circular Saw Blades and Dado Heads, 
including Metal Saws and Carbide Tipped Saws 
State territory covered, lines now handled, and 
experience in saws, if any. Address: Box B-527, 
care of Harpwarg AGz, 100 East 42nd Street, 
New York 17, N. Y 





SALESMEN WANTED by large New York Hardware 
Jobber specializing in Tools and Garden Supplies 
Looking for men with following in retail hardware 





stores and lumber yards for territories of Ea 
Conn., R. I. & Mass.; Northeastern Pa.; Delaware 
Shore. Draw vs. commission Car necessary. This 


is an opportunity for aggressive men with foresight. 


Address Box 8-566, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











COMMISSION’ REPRESENTATIVES 
WANTED, full or side line. Mention territory 
desired. Call on Hardware, Department, Home 
and Garden Stores selling our Galvanized Welded 
Tubular Steel Clothesline Posts. Every retailer 
will buy for Spring demand. Good commissions 
plus protection. Write for full details. Tubular 
Products Company, Box 4541, Atlanta, Georgia. 





REPRESENT ATIVES 
COMPLETE LINE of modern Bathroom Cabi 
nets, Fluorescent Wall Brackets, Glass Door Bath 
Enclosures, and complete line of Shower Cabinets 
Commission basis. Several territories open. Ad 
dress: Box B-554, care of Harpware Acre, 109 


WANTED _ FOR 





East 42nd Street, New York 17, N. Y 





EXCLUSIVE PROTECTED TERRITORIES 
PEN ON nationally advertised Mak-O-Wasen-: 
to agents calling on hardware distributors, deaic:s 
and plumbing supply houses. Unique demonatr. 
tion sells eight out of ten on first call. Excellen: 
for opening new accounts and high volume re 
peat business. Address Box A-870, care of 
Harpware Aor, 100 E. 42nd St., New York 


EXCLUSIVE PROTECTED TERRITORIES 
OPEN FOR MA RER presenta 
tives calling on comer yb ha building material 
and hardware dealers and jobbers to handle a 
complete line of quality builders hardware tubular 
locks and latch sets. In reply state lines now 
handled, territory covered and gupervenes in build 

ers hardware. Confidential. Address B-426, care of 
Harpware Acer, 100 E. 42nd St., New York 17, 


PAINT SPRAYING 
EQUIPMENT 


Leading manufacturer of competitively priced 
paint spraying equipment including piston and 
diaphragm type air compressors, paint spray 
guns, material tanks and air line accessories 
wants aggressive, hard hitting sales represen- 
tation in Mid Western and Eastern areas. 

Want firms presently calling on large retail 
paint and hardware dealers, auto supply 
stores, jumber yards and industrial supply ac- 
counts. 

Submit full information including number of 
salesmen, area covered and lines presently 
handled. 

Address Box 8-530, care of HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 

















COPPER TUBING. Sell Hardware, Appliance 
Bottled Gas Dealers and Plumbing. No Jobbers 


Staple territory. Good sideline. Some territories 
are open Salesmen are invited to write us 
SUN BRASS & COPPER CO., 5514 EASTON, 
ST. LOUIS 12, MO 

REPRESENTATIVES WANTED: If you are 
an established Manufacturers Representative call 


Hardware, Plumbing and other 
customers who purchase Plumb 
manufacture a full line 
Brass Shower Fixtures f 
Bath, Lavatory, Shower and Kitchen, plus Bra 
Gate, Globe and Check Valves and many other 
Brass Plumbing Products A number of terr 
tories still open. Please state actual territory co 
ered and all details. Address: Box B-559, care 
Harpware Ace, 109 East 42nd Street, New Yor 
17, N. ¥ 

MANUFACTURER OF HAND TOOI 
SELLING to wholesale outlets desires agent f 
the following territory: New York State (not 
cluding the city of New York), Pennsylvan 
New Jersey, Delaware, arreene West Virginia, 
Virginia and District of Columbia. Must be ¢ 
tablished and have limited number of lines Ad 
dress: Box B-548. care of HARDWARE Acer, 19 
Fast 42nd Street. New York 17, N 
~ DISTRIBUTORS WANTED FOR CHE\ 
RONS—amazing new wood fasteners with Coun 
tersinking Tool. Endorsed by leading lumber and 
building materials dealers, Beautifully packaged 
with point-of-sale displays. Protected territories 
FE. B. PACKARD CO., ges Manufacturers, 139 
Cedar St., New York 6, 

SALESMEN WANTED BY OLD 
LISHED MANUFACTURER of = Alumit 
Cooking Utensils. Line sold direct to Hardware 
Housefurnishings, variet ind sige 9 ee store 
Liberal commissions paid weekly alesmen have 
exclusive sale of Ser in territory assigned and 
may sell another non-conflicting line. Territory 
open in Tllinois, State of Washington, Oregon 
and Idaho. State fully experience, age and what 
lines you ne Address: Box B-556, care of 
HIARD WARE. 42nd Street, New Yor 
Se & j= ig etl te 
“SALESMAN WANTED PROMINEN’ 
PAINT BRUSH manufacturer has open terr! 
tories for successfui sales producer. Prefer me 
now calling on paint, hardware, lumber dealer 
and industrials. Drawing account against goo 
commissions. Will also consider side line man or 
manufacturer’s agents. Address Box B-280, care 
of Harpware AGE, East 42nd Street, New 
York 17, N. Y. 
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Classified Opportunities Section 





Accounts Wanted 








Established 


MANUFACTURERS REPRESENTATIVE 


Personally servicing the Wholesale Hardware ¢ tadus- 
trial Supply Distributors in Virginia, Ne. & Seuth 
Carolina, Georgia & Fiorid Desires | additional 
line. (NO IMPORTS). See representing twe enly 
Mirs. who know of this ad. Am only interested in o 
Natienally Known Line, 
Address Box B-511, care of HARDWARE gee 
100 East 42nd St., Mew York 17, N. 











FACTURERS REPRESENTATIVE 
two outstanding accounts de- 
sires one additional line. Complete coverage of 
hardware jobbers and mill supply houses in 
Louisiana, Mississippi & Alabama. Address: 
J. Preston VPerilloux, Jr., 529 Iberville St., New 
Orleans 16, La, 

FLORIDA REPRESENTATIVE WANTS 
KUILDEKRS HARDWARE and Allied lines 
Good coverage and following. W. F. Whalley, 
Box 415, Uleta, Florida. 

“MANUFACTURERS’ REPRESENTATIVE, 
ESTABLISHED AND SELLING TIIE Jobbers 
in Penna.; No.; to Scranton, W., to Willamsport, 
New Jersey, Trenton So.; Delaware, Maryland 
and Wash.; D. C., wants one other established 
line, will exchange references. Address: Box 
B-526, care of Harpware AGz, 100 East 42nd 
Street, New York 17, N. Y. 


“MANUFACTURERS REPRESENTATIVE 


MANU 


now representing 





CALLING ON THE hardware, plumbing and 
building trade and covering the northern two 
thirds of Illinois and Indiana desires additional 
line. Prefer line of builders hardware items or 
chrome bathroom accessories but would also con 
ider other products. Address: Box B-563, care | 
ef Harnpware Ace, 100 Fast 42nd Street, Ne: 


York 17, N.Y. 


MANUFACTURERS 
SEEKS ADDITIONAL 


REPRESENTATIVI 


line of Hardware and/or 


housewares. For jobbers, chains and independent 
dealers in Nebraska and Kansas. Address: Box 
R-560, care of Harpware AGr, 100 East 42nd 
Street, New York 17, N. Y 

ALBUQUERQUE HAS OUADRUPLED IN 
POPULATION IN ten years. Typical of the 
entire state Do vou need representation in this 
hooming area? Want two additional lines salable 
through hardware and paint outlets. Address: 
Box B-557, care of Harpware Acer, 100 East 

N.Y 


42nd Street, New York 17, 

MANUFACTURER'S REPRESENTATIVE— 
Covering Florida, Southern Alabama and South 
ern Georgia, desires additional hardware, plumb 


ing supplies, toy or juvenile furniture or the auto 
motive trade. Address: P. W. James, 646 } 
Amelia Avenue, Orlando, Florida. 





REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable, 
aguressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelohia, Detroit, Cleveland and Louisville. 
We will carry the account or you can bill direct. 
Inquiries invited. Write Anco Corporation, 7 Wood 
Street, Pittsburgh 22, Pa 


TOOLS 
HEAVY HARDWARE LINES 


Wanted by representative covering 
Kansas, Missouri, lowa and Ne- 
braska. Can offer intensive cover- 
age of largest jobbers in mid-west. 
Former buyer for leading jobber in 
mid-west. 


Address Box B-562, 
100 East 42nd Street, 











care of HARDWARE AGE 
New York 17, N. Y. 








WEST COAST 


Well Established representation, 20 years in 
hardware and housewares, warehouse, shipping 
and billing facilities also available. Please 
write for references or check D & B. 


ROBERT H. CLARK COMPANY 
Industrial District Beverly Hills, Callf. 








Accounts Wanted 


Business Opportunities 











SALES REPRESENTATIVE, now selling do 
it-yourself power and home painters tools to buy 
ers department stores, hardware jobbers, chains, 
buying groups, 11 order jobbers and mail order 
houses in Illinois, Wisconsin, Minnesota, lowa 
ind Missouri seeking another line. Excellent con 
tact Address Box 8-504, care of HaAkDWARE 
Acre, 100 East 42nd Street, New York 17, N. ¥ 

rWO EXPERIENCED MANUFACTURERS’ 


imber 


REPRESENTATIVES Mill Supply and | 


trade in Eastern Pennsylvania, Southern New Jer 
sey, Delaware and Maryland, desire additional 
lines of machinery, tool or hardware specialties on 
exclusive commission basis. Trade and character 
references on request Address: Box B-553, care 


of HARDWARE 100 East 42nd Street, New 


York 17, N. 


IOWA NEBRASKA — ESTABLISHED 3% 


Tools 


AG! . 
, 


years. Selling reputable lines of Electric 
Want to add substantial line made by nationai 
recognized manufacturer. Have time for goud 
coverage. Qualifications: Knowledge of my busi 
ness, industrious, sincere, steady and enthusiastic 
Could cover adjoining states. Box 494, De- 
Moines, lowa. 

FOUR you ING, AGGRESSIVE. WELL 
ESTABLISHED MANUFACTURERS’ repre 


thorough 
California 
nation 
hard 

Ad 

100 


conscientious and 
and Southern 


sentatives, 
coverage of Northern 
Oregon and W shington, wish additional 

ally advertised quality line to be sold to 
ware, ‘ialty and garden supply jobbers 
ares Box B-520. care of TIARDWARE AGE, 
Fast 42nd Street. New York 17, N. Y 


otiering 


snec 





| YOU 





VOLUME DISTRIBUTORS 
HEARD OF among our cus 
sales organization covers the 
thoroughly, 

merchandising experi 
among hardware house 
mail order, department 


MID WES] 
NEVER 
tomers because our 
mid-west like bird 
intelligently. 15 
ence with top ounts 
wares wholesalers, drains, 
stores, auction jobbers, premium users, catalog 
houses, wagon jobbers, Chicago showroom. Ad 
ditional volume line wanted from established man 
ufacturer. Let us cooperate with your advertis 
ing agency on packaging, displaying, pricing, 
catalog work, publicity. 1954 will be rugged, 
competitive. You want the best in customer con 
tact work Write to us Address Box B-561, 
care Harpwarr Ace, 100 East 42nd Street, 
New York 17, N. Y 


are 


dogs 
ot 


years 


ace 





Business Opportunities 


LONG-ESTABLISHED HARDWARE ON 
BUSY MAIN STREET in beautiful industrious 
lennessee Valley Town. Owner ill and will sacri- 
fice immediately for rock-bottom price of inven- 











tory—approximately $20,000. No key money 
Spacious two-story building. Favorable lease ar- 
ranged, H. Shavin, 36 East Main Street, Chatta 
nooga, Tennessee. 
Help Wanted 
HARDWARE SALESMEN. Large, aggres 


sive, hardware wholesaler, now in process of 
expansion offers opportunity to men presently 
employed as wholesale hardware salesmen. Some 
established territories available. All top lines of 
hardware, hand tools, power tools, garden supplies, 


etc. Draw vs. comm., plus expense allowance. 
Car necessary. Address: Box B-389, care of 
Harmpware Acg, 100 East 42nd Street, New York 


17, 


consistently, | 











WANT TO BUY 
MANUFACTURING 
BUSINESS 


@ Electrical supplies or appliances 
@ Hardware, tools or mill supplies 
@ Electronics, nucleonics or indus- 
trial 
Fee paid by client 
Negotiations completely confidential 
Brokers Protected 


John C. J. Wirth 


Marketing Engineer 
52A Vanderbilt Ave., New York 17, N. Y. 
Murray Hill 3-1756 








WE WILL PURCHASE FOR CASH 


COMPLETE STOCKS & EQUIPMENT OF HARD- 
WARE, HOUSEWARES, PAINT STORES, BUILD- 
ING MATERIAL & PLUMBING SUPPLY 


HOUSES. Write us what you have to offer. 
A. L. Egolf, since 1887, 2524 North Broad St., 
Phila. 32, Pa. 














Positions Wanted 





WANTED IEXAS AND SOUTHWEST 
Phorough experienced im Builders Hardware, 
Hardware, llouseware Ilirty-nine years of 
ie, cal elling Interested in top lines 
nly (Consider tlary or = straight ommission 
a It interested in capable businesslike repre 
sentation write in confidence Addre Box 
B-555, care of Hliarpware Ace, 100 East 42nd 
Street, New York 17, N. ¥ 

HARDWARE MAN, 45, FIFTEEN YEARS’ 
EXPERIENCE, office of wholesale jobbers in 
builders’, shelf, cabinet hardware, mill supplies, 
house furnishings, tools, garden supplies, etc., 


thoroughly experienced in all phases of business, 
College education, good appearance and well 
spoken—capable of full supervision, inside or 
outside position, oy York Metropolitan district 
Address: Box B-317, care of Harpware Acg, 100 
East 42nd Street, 1S York 17, N. 
EXPERIENCED SOUTHWEST REPRI 


SENTATIVE DESIRES CONNECTION with 
manufacturer distributing to wholesale jobber dis- 
tibutors, syndicates, chains industials, hardware. 
Housewares, electrical, industrial builders, plumb 
ing, supplies in southwest area. Address Box B 
464, care of Harpware Ace, 100 ast 42nd Street, 
New York 17, my Bs 


SI ru AT 1ON WANTED—Buyer or assistant 
buyer, for ovér 25 years’ experience buying of 
Hardware, Houseware, Plumbing and General 
Merchandise items for Jobbing Trade, etc. Mar 
ried. Will move. Address tox B-542, care of 
Harpware Ace, 100 East 42nd Street, New York 
i, A. F. 

SITUATION WANTED — BUYER. MANY 
YEARS experience buying housewares, cut 


lery, toys, vacuum goods, wheel goods, and other 
kindred items for wholesale hardware and major 
mail order company. College education, married 
and will move. Address: Box B-419, care of 
Harpware AGz, 100 East 42nd Street, New York 
7 a © 








Age 38-47. 


genial management group. 
mensurate with responsibilities. 


WESTERN SAVING FUND BLDG. 








@ NATIONAL SALES MANAGER—HARDWARE 


One of our clients, a well established, highly successful, 
manufacturer of products sold thru automotive, 
supply houses, needs a top sales executive. 

Position required General Sales Manager thoroly familiar with these 
channels of distribution and with established national trade contacts In 
the hardware field; a good administrator and strong personal salesman. 


Company Is headquartered in attractive Eastern community. Provides 
maximum stability and opportunity to become part of close knit, con- 
Substantial 


Application by descriptive letter or prepared resume to: 


BUTTRICK & MEGARY 


Executive Manpower Specialists 


medium size 
hardware and mill 


salary and incentives com- 


PHILADELPHIA 7, PENNA. 
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VOGT 2ou1- 


. . » @ DIFFERENT mower 
. - « @ BETTER mower 


@ Write today for attractive Powr- 
Mowr literature including complete specifications 
and prices. There is no obligation. 

New York Sales Office and Display Room: 200 Fifth Avenue 


VOGT BROTHERS MANUFACTURING CO., INC. 


1404 West Main St., LOUISVILLE, KENTUCKY 



















WANTEDsi#: DEALERS 
* FOU FOUNT st se 


Automatic Temperature!—Automatic Filling! 


The answer to ALL Stoeck-Watering problems !—9% 
_ saving; 10% more production non- freezing 
UL-Approved ; Guaranteed Sell for $84.50 up 


also 
for 


SHOW FENCE scrc"sencer 


Hold stock where others fall se guaranteed 

models including low-priced battery units ar 
Patented ‘‘Weed-Kutter’’ model 106) shown ey‘ ry) 
here (110-120V-AC) stops weed shorts... Ca 





retails at $29.60. 
Sold thru Jobbers.—Write: ay Ps : 
INTERNATIONAL ELECTRIC FENCE CO. * 4 ee 
931 Albany St., Caldwell, Idaho ‘ 

















WATCH this water system! 


It's going places . and 
you Can get your extra prof- 
its by ordering today from 


your Goulds distributor. 


Watch the other depend- 
able Goulds pumps. . . the 
complete profit-line for 
’54. Hop on the Goulds 
brand-wagon! 
Goulds Pumps Inc. 
Seneca Falls, N.Y 


__GOULDS Balanced-Flow JET F 
for Shallow Wells 


GOULDS Water Systems 








A FREE HATHAWAY SHIRT to Mr. 
W. Knox, Lawrence Hardware, Richmond, 
Va. 
shirt to your jobber salesman who sells 
North Wayne Tools. Please send his name, 
company and address. 


NORTH WAYNE TOOL CO. e 


“LITTLE GIANT’? FARM & GARDEN TOOLS 


*% Nationally Known Scythes 
. 


*% Guaranteed Quality Lawn Razors 


*& Competitively Priced 
& Free Sales Aids 


. 
Grass Hooks 
Swing Clips 
% Impulse Sales Packaging Sextheiities 

e 


le 
*& Complete Cooperation Such tibake 
o 


H. 


Weed Cutters 


Send us your shirt size. Also free Order from your jobber 


Write for colorful catalog 
showing 65 tools 


OAKLAND 1, MAINE 
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A Goldmine of Profits! 


Cash in on the African Violet Rage! 











ANTROL | 
“a, African Violet ‘ 


as House Plant INSECT BOMB 









Millions of African Violet fans and house-plant 
growers have been waiting for it! New non inflammabl mine t Waece so" 
bomb made expressly for delicate indoor plants. Ke ey to use p 
No messy mixing, pouring Push saat spray kills destruc yt tu one “ 4 
tive house-plant parasites quick, sure, easy! Sells on a 
sight from compact display carton, Stock now for big, extra ® 
year-round profits. For FREE Sales Aids, write Bug-Z"’ 


@® BOYLE-MIDWAY INC., Dept. HA-1, 22 East 40th St., New York 16, N. Y. 











FAST SELLING, NATIONALLY ADVERTISED 


Now demanded by millions for houseplants, flowers, vegetables, lawns, 
gardens. Produces vigorous, beautiful growth in all plants quickly. Pays 
dealer 3314"; profit. Attractively packaged for display. Does not deter 
iorate, is clean, odorless and SAFE. Dissolves instantly in water for use 

l-oz. makes 6 gallons liquid plant food 


PUNT Fogp 



















Retails Your Cost . 
l-oz. pkt. 10c . 72 to case wt. 7 Ibs...... $4.80 case Ce ver otites 
3-0z. can 25¢ . 36 to case wt. 12 Ibs. . $6.00 case Good Ho seheeping 
7-oz. can 50c . 24 to case wt. 14 Ibs $8.00 case , y 
1-Ib. can $1.00 12 to case wt. 16 Ibs $8.00 case “25 soveanistd > 


50-Ib. and 100-Ib. drums 
supply you, order direct. 


Inc., Copley, Ohio, U.S.A. 


Also packed in 10-Ib., 25-Ib., 
If your jobber cannot 


HYDROPONIC CHEMICAL CO., 





































Cash in on this fast grow- 
ing hobby. COOK 'N’' 
KETTLE is America’s fast- 
est selling charcoal broiler. 
Heat retaining cast iron. 
Every customer will make 
other sales for you. Hun- 
dreds are sold each year 
as gifts. Display cards, ad- 
mats and litera- 


ture furnished. of as 
Nationally ad- "DQ 
vertised. Write 7 
for complete liga 
4. oe 
information. ; 















With a 1 Year 
Unconditional Guarantee 


>? Cal. Auto. 6 shot. . 
barrel, 412” overall. a 


Weighs 1244 oz. See your 
| jobber NOW! 


$36.95 





WESTERN ARMS CORP. 


411 E. Pico Bivd. . Los Angeles 15, Calif. 





eas sere 


- 














CHOOSE FROM 


*FLAT ENAMEL 


86 BEAUTIFUL VEW/COLORS! | Seta eam 
*DEEP TONES (for direct use 
fac BEAUTIFUL FLAT ENAMEL) (IN DEEP THEY RE 
" necentan COLORS SATIN ENAMEL) | TONES TOO} | “ALKYD" 


or tinting interior or exterior oil finishes ) 


1324 W. CARSON ST. 
PITTSBURGH 19, PA. 

















MARSHALLTOWN 





COMPLETE STOCK OF GARDNER'S SPRINGS 


4-drawer cabinet No. 932 contains 402 precision-made industrial 





type plated Springs. 127 different sizes, in coded compartments .. . 


° A COMPLETE 
For Cartridge or STOCK! Boxed re- 
fills shipped at 


Bulk Compound || —— se is Sends alk 

Precision made for longer life = AnGE EXTENSION, im 6Be ready to fill 

and better results. © All work- i eo oe Ome practically every 

ing parts accurately machined. —=— : im call for Springs— 

© Extra heavy gauge barrels. © Uses all order from your 

Sold with caulking materials—handles light oils. © Posi- er Se See 
tive ratchet drive. © Threaded nozles—no today! 





a 
LIFETIME bayonet joints to come loose. @ Three popular 
GUARANTEE | sizes—6!/2", 10" and 15". List prices—$6.50, 
$7.50, $8.50. Write for discounts. 
WESTERN RESERVE MFG. CO. 
3718 E. 93rd St. Cleveland 5, Ohio 








Two and one-drawer cabinets also available. 


Gardner Wire Co. "°233::1°8°,4"" 











Check these features with the 
shelf hardware line you're now carrying . 
Delivery —-immediate shipments made on all orders. 
Packoging-—all items are unit packaged in durable, attractive 
reinforced boxes for shelf use. 








SOLD THROUGH JOBBERS EXCLUSIVELY 
You can handle this complete Kne of rust-proof shelf hard- 
ware staples and specialty items by contacting your own job- 
ber: er, drop us a card with the name of your jobber on it. 
we'll send him our new illustrated catalog and revised price list 
REPRESENTATIVES—CHECK ON OPEN TERRITORIES 





low Prices—zo leader items, but consistent low prices. 
Soles Aids —free display and merchandise boards. 


Oa 


In Canada: Dorkin Bros., 408 McGill St., Montreal, Canada 


JOS€PH HALL CO. 


3420 MARKET STREET PHILA. 4, PA. 








NATIONALLY ADVERTISED 


RUBBER CUSHIONED REGULAR 
One set on a card. One set in a 
12 cards in a box. box. 12 boxes in 


DOMES or 
SILENCE Sizes — II", 1%", a carton. Sizes— 
Hite", 1", 3%", 


Best-known, quickest-selling 54", 


FURNITURE GLIDES 








DOMES OF 61 pea r 


Ask your jobber or write— 


DOMES of SILENCE Division of ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 





REMCO fiiuve ‘nests 
eae Rests 
and Caster Cups; Upholstery Nails; 


Thumb Tacks; Screw Bumpers. Use these Displays for profit! 























HARDWARE AGE, JANUARY 7, 1954 
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